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WI VIN Special ly Designed ‘uger Bits. 


REQUIRE LESS POWER for BORING HOLES 50% LARGER 


NEW CUTTING HEAD BORES HOLES AS LARGE AS 
%4” USING SMALL 4” HOME ELECTRIC DRILLS. 


SPECIAL DESIGN REDUCES BORING RESISTANCE 
— REQUIRES LESS POWER FOR BORING HOLES MUCH 
LARGER THAN ORDINARY ELECTRIC DRILL BITS. 


RWIN'S new 62-RB bits for /s” Electric Drills will bore up to and 
including %%"” holes in seasoned hardwood WHEN USED IN SMALL 
V4” HOME WORKSHOP ELECTRIC DRILLS ! 


Ordinary Y%4” shank Electric Drill auger bits in sizes from 2” and 
up will not bore holes unless they are ‘‘powered’’ by heavy duty 
YW,” and 2” Drills. 


Irwin's specially designed cutting head on ¥%” Electric Drill Bits will 

yD allow you to bore clean, fast holes from ‘/4” to %” inclusive in 

Parr , seasoned hardwoods. No standard or heavy duty drills are needed 

G - to drive IRWIN'S new 62-RB bits up %” because they require LESS 
P’ POWER to bore LARGER HOLES than: ordinary bits. 


IRWIN No. 62-RB Electric Drill Bits for %” Home Workshop Drills 

have 4” twist for boring deeper holes than ordinary electric drill bits 

' and are 6%” overall — heat treated full length and bright polished. 

Bo seni 6280 nui Available in ROLL SETS and SELLOPAK DISPLAY SETS as shown below. 

cm aan Gan Gan’ aan Also available in open stock from %” to 12/16” inclusive by sixteenths. 
& with the SMALL %” Home 


hop Drill shown above. THE IRWIN AUGER BIT COMPANY 
WILMINGTON, OHIO 


ORDER 62-RB BITS IN ROLL SETS AND SELLOPAK DISPLAY SETS 


No. 62-RB1: Roll set of five 62-RB 


iners have individual pock- 
ell size bits. Colortul plastic 
wear. 


bits—one each of 4-5-6-7 and 8/16”. 
Packed one set to box. 


No. 62-RB2: Roll set of five 62-RB bits 
—one each of 4-6-8-10 and 12/16”. 
Packed one set to box, 


Irwin 62-RB 1%,” Electric Drill Bits are 
also available in open stock from V4” 
to 12/16” inclusive by sixteenths. All 
shanks of Irwin 62-RB bits will fit the 


chuck of Y” Electric Drills, 


No. 62-RB3: Set of five 62-RB bits 
—one each of 4-5-6-7 and 8/16”, 
Packed in attractive SELLOPAK Gift 
display box. 


No. 62-RB4: Set of five 62-RB bits 
packed in popular SELLOPAK Gift dis- 
play box. Consists of one each of 4- 
6-8-10 and 12/16”. 
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WOOD SCRAPERS 


AND BLADES, MADE By FLETCHE 
—_——— 
REPLACEABLE BLADES 


SCRAPE IN CORNERS 


DISPLAY and SELL 


YOU BENEFIT TWO WAYS 






1 INCREASE IN SALES the power of suggestion is 


your most forceful sales stimulator. Attractive eye 
catchers like our Wood Scraper Displays instill the 
desire of possession and break down buying resis- 
tance. Placed in a prominent location in your 
store, scraper sales are bound to increase. 


2 INCREASE IN PROFITS Increased sales diane 


mean increased profits, but when you buy our 
assortments either the No. 790 or No. 1200, you 
receive a bonus profit in additional scraper blades 
at no extra cost. 


























WRITE US Assortments No. 790 or No. 1200 will 4 
EXTRA SALES with 
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provide you a small but complete stock of 
FLETCHER Wood Scrapers and Blades plus an 
attractive counter or window display. Write us 
for complete particulars. 







EXTRA BLADES 


Keep your wood scraper sales alive with 
placement blades. Our unique book pa 
aging simplifies stocking and handling 4 
is appreciated by the user. 


2 
THE FLETCHER-TERRY CO. 


444 SOUTH STREET © FORESTVILLE, CONNECTICUT 
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YALE DEALERS BUILD SPRING 





Information about what | 
YALE &TOWNE aredoing 


to help YALE dealers 
make more money 


PROMOTIONS 





AROUND “NIGHTLATCH EXPRESS” PACKAGE 


For the second in its regular series of 
retail promotions highlighted by ad- 
vertising in THE SATURDAY EVENING 
post, Yale & Towne has selected 
four best-selling auxiliary locks to be 
featured under the title, “The Night- 
latch Express”. 

A new and colorful merchandiser 
for the dealer’s counter is now ready 
for distributors. 
It is compact— 
yet gives promi- 
nent display to all 
four locks and to 
the packages in 
which they are 
contained. 

“This assort- 
ment appeals at 
every price 
range,” explains 
Raymond K. Watkins, Trade Sales 
Manager. “For quick impulse sales, 
there is the 040 ‘One-Arm’, the clever 
springlatch that has really swept the 
country. For extra protection there is 
the 042 deadlatch with the extra throw 
which deadlocks the bolt, and the 2 
deadlock with the extra long bolt. 
Finally, there is the popularly priced 
80 springlatch for general use.” 

YALE distributors are now taking 
orders for the special “Nightlatch 
Express” package of merchandise and 
display material. In each package are 
contained 





Raymond K. Watkins 


Four 040 springlatches 
Two 042 deadlatches 

2 deadlocks 
80 springlatches 


Two 

Six 

It is suggested that dealers tie in 
with THE SATURDAY EVENING POST ad- 


| vertisement on the “One-Arm” night- 


latch. The ad runs in the May 13th 
issue. 


DEALERS ENTHUSE TO YALE’S 
FIRST PACKAGED PROMOTION 


) In January, YALE announced its new 


merchandising program which prom- 
ised bi-monthly “promotion pack- 
ages” of timely merchandise and co- 
ordinated promotional material. 
Later the same month, the first of 
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the “packaged promotions” was in- 
troduced. Called the “Screen Star 
Parade’”’, it paved the way for more 
business on YALE’s perennial spring- 
time favorites, the 1011 Push-Pull 
Screen Door Catch and the 506 “‘Air- 
liner” Screen Door Closer. Included 
in the “package” were advertising 
in THE SATURDAY EVENING POST, an 
attractive display which supports the 
actual products, and mats for dealers’ 
local newspaper advertising. 

Dealer response exceeded expecta- 
tions. The number of orders received, 
beginning almost the same day the 
news was revealed in the hardware 
trade papers, has proved to the satis- 
faction of all concerned that hard- 
ware retailers are alert to intelligent 
merchandising and welcome the op- 
portunity to coordinate quality prod- 
ucts, attractive displays, timely adver- 
tising and aggressive salesmanship 
at the counter. 


ANOTHER NEW DISPLAY 
PROMISES MORE SALES 


This sturdily 
constructed 
display piece 
accompanies 
each shipment 
of the “Night- 
latch Express” 
promotion 
package. 

This litho- 
graphed red, blue and yellow mer- 
chandiser provides “spotlight” dis- 
play for one each of the four types of 
locks included in the package. 


A LONG WAY FROM 
“OVER SHOULDER” 
KEY T0 

“ONE ARM” LOCK 


A dramatic view of 
the great advance 
in lock design is 
given in the Yale & 
Towne ad to ap- 
pear in the May 13 
issue of THE SATUR- 
DAY EVENING POST. 


Be SURE Youre SECURE 








Co. (Ine.), Chestnut and 56th Sts., 
OU per year 


Philadelphia 39, 


Single copies, 25 


£66319 


On the one hand: the picturesque 
but cumbersome key carried by the 
ancient Greeks. It fitted a lock which 
was probably the first to provide any 
real degree of security, but must have 
been exceedingly inconvenient to 
carry. 

On the other hand: The clever YALE 
“One-Arm” nightlatch, the lock that 
can be opened with one hand because 
the latch stays retracted when the key 
is turned and then locks automatically 
when the door is closed. It’s a pat- 
ented feature—a YALE exclusive. 

Items like the “One-Arm” are why 
all America looks to YALE for prog- 
ress in locks, and why dealers every- 
where look to their YALE merchan- 
dise for consistent volume and profit. 


“NIGHTLATCH EXPRESS” 
WILL DELIVER THE GOODS 


Following are the four locks included in the 

new YALE “packaged promotion”. 

040 SPRINGLATCH, One- 
Arm—Most Convenient 
Springlatch Ever Made 

A turn of key or knob 

holds the latchbolt 

tracted until door is 

opened. Can be opened with one hand— 

locks automatically when closed. 


2 DEADLOCK, The Streamlined Deadlock with 
the Big Bolt 


wi 





re- 


° 
Operated by key outside 


and knob inside. 


An extra turn of knob or 
key gives the latchbolt 
an extra throw and dead- 


042 DEADLATCH, Extra Projection Gives Extra 
locks it so it cannot be 


Protection 
pried open. 


80 SPRINGLATCH, Popular-Priced Pin-Tumbler 
Springlatch 
Operated by key outside ‘a Yar: 

and knob inside. Latch- { 
bolt held back by stop 9 





S| 
ty 

The NameY A — 
Hos Make the Sale 











Pa lass 1933, at the 


é@ cach 


Entered as second « matter March 24, 
ol. 165, No. 9 






WwW 
KENNET 
GEORGE 
RUDO 
HARO 
ne 

Cc. 
EUGENE 
KARL R 
GEORGE 
HARRY R 
















Who 


GEORGE § 


OLE £ 


AUXILIARY 
DOOR LOCKS... 


Designed for Your Profits 






Outstanding styling. Traditional Eagle 
security. Complete coverage of custom- 
ers’ requirements. Modern packaging 

and intensive merchandising. With 

a line-up like this, you can’t miss og : 

with Eagle night latches, LER SUBSCR 

dead locks and y i ge Fo 

cylinders. 
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Just Among Ourselves 


Successful Merchandising Methods 


Three-Way Improvement Builds Builders’ Hardware Volume 
Wallpaper Business Quadrupled 

Let Power Tool Customers Browse 

$5,000 Extra Every Year in Window Shade Sales 

They Moved Toys Upstairs—Sales Moved Up, Too 

Triples Houseware Sales in Five Years 


Store Management 


Real Employee Incentive Sets the Pace for Sales 
Streamlined Inventory and Stock Control . 

Gear Your Inventories to Merchandise People Wil Buy 
Hardware Prices Aren't High 


Modernization 


Salesmanship With Eye-Appeal 
Old General Store Gets a New Lease of Life 
$100,000 Sports Volume From More Lines, Space, Promotion 


Display Ideas 
A Fireplace Display That Sells 
Special Section Doubles Sales in Marine Supplies 
Put Sales Power in Your Sporting Goods Windows 
You Can't Overlook This Paint Display 


News of the Trade 


Washington News and Views 

What's New in Hardware Merchandise 

How's the Hardware Business? 

"House of Masback" Celebrates Diamond Jubilee Year 
News of the Trade 

Coming Conventions and Events 


Advertising Index . 


Net Paid Circulation This Issue, 34,859 


ONE OF THE PUBLICATIONS 
OWNED, PUBLISHED, AND COPYRIGHTED (1950) BY THE CHILTON CO., INC. 
Executive Office Editorial and Adeastiing Offices 
Chestnut and 5éth Sts. ®© 100 E. 42nd St 
Philadelphia 39, Pa., U. S. A. New York 17, U. S. A 
Phone: GRanite 4-5600 Phone MUrray Hill 5-8600 
OFFICERS AND DIRECTORS 


JOSEPH S. HILDRETH, President 
EVERIT B. TERHUNE, P. M. FAHRENDORF, G. C. BUZBY, Vice Presidents; WILLIAM H. 
VALLAR, Treasurer; JOHN BLAIR MOFFETT, Secretary; HARRY V. DUFFY, D. ALLYN 
GARBER, GEORGE T. HOOK, MAURICE E. COX, TOM C. CAMPBELL, FRANK P. TIGHE 
LEONARD V. ROWLANDS 


GEORGE MAISWINKLE, Asst. Treas. 
PAUL WOOTON, Washington Member of the Editorial Board 












DOG RUNNER CHAIN 





WORE ET 


KENNEL CHAIN 


ELWEL DOG CHAIN 


ORGS ES TENT ST TR SS 2 SCORE 


Na ea OPE 


make good chain customers 


Dog chains are “in season” the year’round. Every owner of a dog is responsive to 
your suggestion that he buy a chain for it. ® Your AMERICAN CHAIN distributor offers 
you just about every kind of dog chain there is, made of good strong Tenso or Elwel 
twist link weldedchain. @ Agood assortment of dog chains, well displayed in your store, 
can be a good source of year-round profit. Ask your AMERICAN CHAIN distributor. 


awl 


AMERICAN CHAIN DIVISION makes all types of electric welded 
and fire welded chain; all types of weldless chain made of 
formed wire or stampings; a complete line of chain fittings, 
attachments and assemblies, repair links, cotter pins, hooks. 










GEORGE SCHMIDT 
Senior Plant Manager 
at York, has been 

an American Chain 
man since 1920 


¢o York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, 
Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 







AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


’ In Business for Your Safety 
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These Changes Make for 
Easy, Profitable Reading 


HROUGHOUT its 95 years of existence, Harp- 

WARE AGE has continually emphasized the im- 

portance of applying modern merchandising tech- 
niques to hardware stores. Attractive windows. ef- 
fective displays. use of traflic builders. and encour 
agement of impulse buying are all important parts 
of a successful store. 

HARDWARE AGE has also applied these rules to its 
own pages and has continually utilized modern pub- 
lishing techniques to make reading of this magazine 
pleasant as well as profitable. 

In keeping with this constant endeavor to improve 
our service to the merchant. readers will find in this 


Price Cutting Is a 
Dangerous Sales Tool 


T is just as ineffectual to write prohibitions into 

a law without setting up enforcement measures as 
it is to offer Fair Trade contracts without prosecuting 
violations whenever they occur. This is especially 
important now with a greater measure of competi- 
tion entering into all retail selling. 

It is. therefore, encouraging to note the manner in 
which most manufacturers of Fair Traded products 
have taken steps to correct the many abuses prevail- 
ing in the New York market. Those manufacturers 
who are tolerating price cutting on Fair Traded 
products are endangering the entire program and are 
certainly not adding to their own stature. 
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) fut Among Ourselves 


Informal Editorial Comments 


issue several changes in format designed to make 
reading easier without sacrifice or change in editorial 
content. Several features have been moved to the 
very front of the magazine. Larger type is being 
used in some sections. You'll also note a wider use 
of photographic material. 

All the old favorites are still here. 


in new locations. locations selected with the one aim 


But they are 


of making it easier to read your favorite hardware 
business magazine. Harpware AGE has been the 
preferred magazine of the hardware trade for almost 


We want 


you. our readers. to always feel free to tel! us how 


a eentury. And it will always remain so. 
you like the arrangement. or how we might make the 
magazine sti!l more useful to you. After all. its 
your magazine, because more dealers and wholesalers 
voluntarily pay to read Harpware AGE than an 


other magazine in the hardware industry. 


It has been proved that if a manufacturer is sincere 
in wanting to enforce a Fair Trade price, he can 
do it. But it requires energetic action. 

Aside from the legal aspects of price cutting on 
lair Traded items, price cutting in itself is a sales 
tactic that doesn’t enable either side to win and often 
damages by-standers as well. Yet. when competition 
begins to develop, price slashing is often the first 
false step taken to meet competition. How can a 
retailer afford to cut prices. when profits are getting 
slimmer. How can a dealer be maneuvered into a 
position that forces him to increase his selling costs 
to an amount disproportionately greater that the pric« 
cut? How many retailers can overcome the pure 
mathematics of a price cut, even when a 5 pet price 
cut makes it necessary to obtain a 25 pet increase 


in volume? Price cutting as a regular sales practice 








has turned many a dealer over to the banks. There 
is a very distinct difference between price cutting and 
low prices. 

And while discussing prices, a particularly signifi- 
cant chart is published in this issue on page 108. 
This chart, compiled by Bob Russell of Holyoke, 
Mass., a very conservative statistician, compares in- 
creases in prices of hardware goods and mill supplies, 
with other products and commodities. The chart 
shows quite emphatically that price increases in hard- 
ware supplies have been very moderate. by compar- 
ison, and far below that of many other industry’s 
products. 

This compilation may well serve as a key to the 
question. “will hardware prices go up or down?” 
There is very minor degree of inflation in hardware 


Women Buyers Are Still 


Important Customers 


HE widely held belief that women buy 80 pct of 

the goods purchased in this country appears to be 
disputed, at least as far as the retail hardware store 
is concerned, by a recent survey of the University 
of Illinois. 

The University’s Bureau of Economic and Business 
Research has completed a study that indicates that 
in 1948 women accounted for 25 pet of the purchases 
made in retail hardware stores, men made up 65 pct, 
men and women together, 7 pet, and children, 3 pet. 

While these data place added importance on the 
male customer, it would be most dangerous to ig- 
nore, or let up. on those merchandising techniques 
that are directed to the woman buyer. 


Here Is a Book That All 
Americans Should Read 


|’ is not very often that we use these pages to 
review a book. But day to day developments in 
Washington keep emphasizing the vitality and valid- 
ity of the dangers pointed out in John T. Flynn’s 
book, “The Road Ahead.” This book is no emo- 
tional, adolescent outburst, nor is it the usual hypo- 
critical viewing-with-alarm report. 

It is, rather, a factual, pertinent, and thoroughly 
frightening description of the slow but steady march 
of U. S. government down the road to socialism. The 
parallel of the unhappy British stroll down that dole- 
ful path, and its dismal consequences, serves as a 
stark reminder of what could happen here. The pic- 
ture the book outlines covers decades of the parasite- 
like growth of socialism in all its manifestations. It 


8 


and mill supply prices. And lacking this inflation, 
it is hard to see how prices could decline, particularly 
in view of the continuing rise in labor and raw ma- 
terial costs, plus the rather universal expectation of 
continued good business throughout the year. 

A. study of this chart, plus the general survey of 
business factors affecting the hardware industry, as 
presented on page 14, it would appear reasonable 
to expect most changes in the future to be upward. 
Here, indeed, is also a sensible answer to the problem 
of whether or not to buy futures. While certainly no 
mortal living can infallibly predict the future, an 
appraisal of all factors in sight suggests very strongly 
that buying future needs now would be a very reason- 
able course for, obviously, you can’t sell what you do 
not have or cannot quickly get. 


A large portion of that 25 pct market can definitely 
be attracted by up-to-the-minute displays in a neatly 
arranged store, or just as easily discouraged from 
buying in an untidy showroom. The neat store be- 
speaks pride of ownership, care for the customer’s 
comfort, and strongly suggests that its management 
knows what it is doing. 

To the merchant who takes comfort in the fact 
that women may not, after all, be the most important 
market as the old percentage indicated, 25 pct of 
anything is a pretty big portion. One way or the 
other, 25 pet can more than be the difference between 
red and black ink in the ledger. 

Whether a merchant studies statistical findings, as 
he should, or just ignores them, remember that men, 
too, like the store that is kept in shipshape condition. 
Your customers may care nothing about these statis- 
tics but they do note the store that reflects good 
housekeeping—from the entrance to the back door. 


knits together in one cohesive story, all the world- 
wide elements of this dangerous cancer. 

“The Road Ahead” is a book that deserves to be 
read and reread, so that no paragraph is forgotten. 
li is an easy book to read. There is no gobbledy 
gook to confuse. It is an honest book. You owe 
it to your future to read it. It should be made 
available to every clerk in your store, to every em- 
ployee in your warehouse, so that they, too, may be 
made to realize how late it is, and how imperative 
is the need for action to combat this growing social- 
ism, US brand. 

The book is not expensive. It costs $2.50 at your 
local book store. We think reading this book is 
important enough so that if you can’t buy it locally, 
just send us a check for $2.50, plus 14¢ postage, and 
we'll arrange to have a copy mailed you. Address 
the editor, HARDWARE AGE, 100 E. 42nd St., New 
York 17. 
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’ KEY’N KNOB 


REVERSIBLE! 
















It's left... presto...now it’s right... almost as 
simple as a “twist of the wrist” to change the hand of 
these popular Lockwood Key’'n Knob locks. This quick, 
foolproof, convenient feature is another triumph for 
Lockwood engineering ingenuity. 


Lockwood Key’n Knob Standard Duty cylindrical 
type locksets are really built for easy installation and 
long service. The use of brass and rust-proofed steel 
for all working parts combined with important original 
Lockwood features in construction assures greater dur- 
ability and security. 

Again Lockwood demonstrates its continuous pro- 
gram of constant improvement in builders’ hardware to 
increase your sales and profits. Tell your customers 
about Lockwood Key’n Knob lockset features... 
show ’em and you'll sell ‘em! 


A complete line of mortise, rim, 
tubular, cylindrical locks and padlocks 
under one master key system. 








LOCKWOOD 
LOCKS! 
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= CHANGE THE HAND LIKE MAGIC!==== 


WRONG HAND... 
MUST BE REVERSED 


(Note keyhole is at top) 
* * * 


1. Turn sleeve to line 
up hole over pin. 


2. Turn key and force 
pin out. 


3. Remove knob and 
turn 180°—replace 
knob. 


4. Turnkey and replace 
pin slipping sleeve 
around to cover. 
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Tax Officials Order Income 
Check on Co-Op Benefits 


Closer checking of the income tax returns of 
co-op members is likely to be the result of a gentle 
nudging of its field offices by the Internal Revenue 
Bureau. Tax officials say. however. that no thought 
of a crackdown was in mind. 

Although there is apparent widespread confusion 
over just what co-op benefits are taxable as personal 
income, the IRB made rulings on the subject some 
years ago. These were to the effect that nearly all 
types of “patronage dividends” must be entered as 
cash returns. 

Just to make the matter more binding. the IRB 
has issued an information bulletin to all its field 
offices as a “reminder” of this fact. Includible in 
gross income of co-op patrons, the bulletin stated. 
are all distributions of “savings” (earnings) on the 
basis of what such distributions would have 
amounted to if paid in cash, 

Clarifying the subject still further, tax officials 
listed the following five specific types of patronage 
dividends which must be treated as cash: co-opera- 
tive capital stock, revolving fund certificates, retain 
certificates. certificates of indebtedness. and letters 


of advice as to net amount retained. 


OUTLOOK: Treasury ts asking 3090 addi 


tional enforcement agents. The House has 
% already approved 1000, But indications are 
that the Senate will insist upon at least 1599. 
Nearly all will be employed in spot-checking 
income tax returns. including co-op patrons, 


Fair Dealing Democrats Seen 
As Delaying Excise Tax Cuts 


Congress continues to talk much and do little 
about cutting excises. 

Nearly four months have passed since the tax- 
writing House Ways and Means Committee started 
its “study” of the war-time levies that still plague 
the retail trades. Disagreement over the extent to 
which excises should be cut continues—during early 
May—to delay action on over-all congressional tax 
plans. 
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EWS and VIEWS 


By Washington Bureau of 
HARDWARE AGE 


Members of the Ways and Means Committee. re- 


turning from Easter visits to their home districts. 
report increasing pressure from both retailers and 
consumers for prompt relief. The feeling is that 
“something must be done—and done soon.” 
However. many Fair Deal Democrats who don’t 
want to be recorded as voting against lower taxe- 
are trying to keep the bill “under study” until it i- 
too late to do anything about it by adjournment. 


OUTLOOK: Chairman Doughton, D., N. C.. 
says he hopes to get a bill out of his com- 
mittee by mid-May. At that time, the com- 
mittee’ s specific product-by-product recom- 
mendations for cuts will be made public. 

* Some members still feel that a_ straight 
across-the-board slash of 50 pet will be 
recommended. Meanwhile, other members 
are fearful that any bill making “drastic” 
reductions will surely be vetoed hy President 
Truman. 


White House Seeks Broadened 
Base for Unemployment Help 


The Administration's proposals for broadening 
the base of the unemployment compensation go 
much further than its major recommendations. 
These involve increased payments and longer draw- 
ing periods, 

But of even more importance to small retailers i- 
the White House pressure for broadening the cover- 
age. The President is urging Congress to include 
all employers. even though they have only one em- 
ployee, within the coverage of the Act. Currently. 
an employer of less than eight is exempt from un- 
employment taxes and his employees are excluded 
from drawing jobless benefits. 


OUTLOOK: A measure involving the fore- 

going changes has passed the House and 

awaits Senate action which is expected before 
* the end of the session. Whether the one-em- 

ployee provision will be retained is prob- 

lematical since its opponents expect to make 

a last-ditch fight. 

(Continued on page 143) 
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Master Jock Company, Milwaukee. Wis. © Woxéd<‘s Leading Padlock Manufacturers 
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Package Coil-Chain 


The McKay Co., 379 McKay Bldg... 
Pittsburgh 22. Pa., offers a packaged 
line of coil-echain known as McK-Pak. 





Chain is in laminated plywood drums 
May be rolled easily and are quickly 
stacked for storage. Each drum carries 
label with size, length, finish and 
working load limits of chain. Proof 
Coil and BBB Coil chain in self-colored 
and hot-galvanized finishes a 


able in) MeK-Paks. 


e avail- 


Montague's Glass Rods 


Ocean City Mfg. Co., A and Somer- 
set Sts., Philadelphia, Pa., offers 10 
glass rods for both fresh and salt 
water angling of hollow and solid glass 
construction. Series includes five solid 
glass rods: three of these are bait- 
casters, one for $10 in 34s ft. length; 
$12 red in 5 and 5% ft. lengths, and 


peer 
icine ala 
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a $15 rod in 4%, 5 and 5% ft. lengths. 
Also two solid glass weakfish rods, one 
for $15 and the other priced at $18.50. 
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Whats New 


In Hardware Merchandise 


Five hollow glass rods include weak 
fish red, one piece with detachable grip 
in + ft. 10 in. length. at $12.50; two 
one-piece boat rods in light and medium 
weight, each for $18: the surf rod with 
a 7 ft. tip priced at $25. and the bait 
casting red, one piece with detachoble 
offset handle at) $12.50. 


Flashlight Screw Driver 


Vaco Products Co., 317 KE. Ontario 
St.. Chicago 11, IL, offers the Amberyl 
flashlight) screw driver whose handle 
contains a flashlight bulb, battery 
and directional lucite lense. Flashlight 





operates by turning a knurled knob in 
the handle dome and will remain illu 
minated until switched off. Deep flutes 
of handle provide easy grip, while all 
edges are chamfered. Blade is of forged 
chrome Vanadium. Available in three 
sizes, FL-24, a handle 1 by 35¢ in., and 
a blade % by 4 in., FL-34, handle 1 by 
354 in., and blade 3/16 by 5 in. for 
slotted screws; and PFL-1 with a 3/16 
in. by 5 in. No. 1 Phillips bit for cross 
slot screws. Retails for $1.80. 


Gardeneer Tool Rack 

Inland Steel Products Co., P. O. Box 
393, Milwaukee 1, Wis., is making a 
CGardeneer tool rack built to hold six 





long handled tools in front and_ five 
short handled tools in rear. Parts are 
of heavy gage steel and beaded. Fin 
ished in baked enamel; _ brackets, 
orange: rack sections, green. Bottom 
section has four 1% in. corrugations 
to put tension on tool handles. Packed 
in green and orange carton complete 
with wood serews and stove bolts. 


W ood Bit Set 


Century Drill & Tool Works, 311 5. 
Green St., Chicago 7, Ill, has added a 
four piece W-4 wood bit set to its line. 
Designed for use with 4 in. electric 
drills in drilling holes up to 1 in, 
diameter, the W-4 includes drill sizes 












wooo siTs 


with 14 BDieomoter Round Shank 


5/16. %%, 7/16, and % in. all with % 
in. shanks. Drawer type packaging is 
employed. Set lists at $3.20. 
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Latest Information on New Products 


And Services for the Hardware Dealer 


Appliance Treasure Chest 
Plan enabling friends of bride to 

vive a complete set of Sunbeam ap- 

Consists of a 17th century 


pliances. 





pirates treasure chest with a Sunbeam 
Mixma-ter, Coffeemaster. Toaster, Egg 
Cooker, Waffle Baker and lronmaster. 
\lso an antique gift scroll where par- 
ticipants can list names and individual 
engraved cards for mailing. Total re- 
tail cost is $141.95 with no additional 
charge for chest. Sunbeam Corp., 5600 


Roosevelt Rel. Chicago 50. U1. 


Spatterless Cartridge 


Remington Arms Co., Inc., Bridge 
port, Conn., has developed a 22 short 
vallery cartridge with special composi- 
tion bullet. Cartridge is offered in 
both Remington and Peters lines. 
Bullet said to pulverize on impact, elim- 
inating danger from  ricochets and 
splashbacks. Bullet is non-toxic. Fea- 
tures loader bang and non-flammable 
spark on impact with metal target. 
Said to function satisfactorily in all 
22 caliber rifles, revolvers and auto 
loading pistols. 


Magnetic Door Refrigerator 


The General Electric Co., Bridgeport, 
Conn., offers a two door combination 
refrigerator-home freezer with self seal 
ing magnetic doors. Ice-cube tray per 
inits user to take out one cube at a 
time or tray full: features foot-pedal 
door opener and improved fruit and 
vegetable drawers, with a tricycle frame 
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mounting equipped with rubber tired 
wheels. Both door to fresh food com- 
partment and to freezing compartment 
are lined with one in. Alnico magnets 
which are attracted to the steel cabinet 
as the doors swing shut. Model is 
available in 8 and 10 cu. ft. models to 
retail for $399.75 and $449.75. 


5F5 Paint Remover 


Sterling Paint & Varnish Co., Mal- 
den, Mass., offers 5F5 paint remover 
which is said to be safe, quick, deep- 
cutting and non-inflammable. Removes 
all finish from wood without harm to 
the grain and from metal without cor- 
rosion. Needs no after wash. Designed 
to cling to upright and overhead sur- 
faces. Free from benzol, it meets fed- 
eral specifications. Packaged in cans 
in '% pints retailing for 50 cents, pints 
for 80 cents, quarts for $1.20; gallons 
for $3.90, and 5 gallons for $3.70. 


Ramset Fastening System 


Stemco Corp., 12117 Berea Rd., 
Cleveland 11, Ohio, is introducing the 
Ramset fastening system which employs 
the powder-actuating method of fasten- 





ing. A specially-loaded powder-car- 
tridge is detonated inside a barrel. The 
expanding gases force the pin or stud 


(Continued on page 154) 





To Help You Sell 


New Displays and Other 
Dealer Sales Helps 


Barlow Knife Display 


Camillus Cutlery Co., 60 Gene- 
see St., Camillus, N. Y., has de- 


signed an assortment of Barlow 


knives with an easel back dis- 
play card in three colors, show- 


ing 12 knives. retailing for 59 
cents each. Knives have solid 
handles and two fine hand edged 
blades of carbon. steel. Long 
steel Barlow bolster is highly 
polished. Closed length is 3%, in. 
No. 636 assortment has 8 black 
handled knives and 4 red. No. 
636 A is packed with black 


handles 


Booklet on Pruning 


J. B. Sebrell Corp., 300 5. Los 
Angeles St., Los Angeles 13, Cal., 
is offering a booklet on “How 
not to Prune and How to Prune 
Fruit and Shade Trees.” De- 
scribes and illustrates the three 
most important factors in prun- 
ing; points out seven of the 
worst mistakes; and shows how 

(Continued on page 172) 











Business Picture Looks 
Bright For Next 6 Months 

A high level of activity in the 
hardware industry for the next six 
months is indicated by practically 
all the accepted business barom- 
eters. Prices continue strong, with 
increases outnumbering decreases. 

It now seems that the good busi- 
ness that had been cenerally pre- 
dicted by most economic prognos- 
ticators for the first half of this 
vear, will now carry over into the 
second half. 

The coal and steel strikes of last 
vear had a_ retarding effect on 
business for the first quarter of 
this year, and a pent-up demand in 
many lines indicates a continued 
period of heavy activity. 

Hardware store sales in March 
were 20 pet higher than they were 
in the previous month. However, 
they were 2 pet lower than in 
March, 1949. All lines of retail 
business showed a marked im- 
provement in March over Febru- 
ary business. 

One of the few soft spots in to- 
day’s economy is in the farm area. 
Farm prices are about 25 pet less 
than they were at the postwar peak. 
In 1947 farmers had a net income 
of nearly $18 billion and this year 
it may fall below $12 billion. This 
would be a one-third decline in 
three years. 

Hard line prices should continue 
firm for the immediate future be- 
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Business outlook is good ... Consumer 
spending hits new peak ... Hardware 
sales were 20 pct greater in March... 
Appliances had strong first quarter 


cause of the strong demand for 
metal products of all kinds. 

The steel industry has been run- 
ning at the extraordinary rate of 
98 pet of rated capacity. Authori- 
lies say that much of the present 
output is being used to build up 
depleted inventories. 


Asphalt Tile Cheaper 
Reduction averaging approxi- 
mately 4 pet in the prices of its 
standard and grease-proof asphalt 
tiles were announced by Arm- 
strong Cork Co. The price changes 


took effect \pril 19. 





Consumer Credit Rises 
$3 Billion in February 

Credit business of the 
country was more than $3 
billion greater in February 
than it was in the same 
month of 1949. This was an 
increase of 20 pct. Consumer 
credit of all kinds in Febru- 
ary was $18,126,000,000, as 
compared with $15,525,000,- 
000, in February, 1949. 

Auto sales made on instali- 
ments ran up total consume 
credit. Installment sales in 
February were 30 pet higher 
than a year ago, whereas 
charge account sales were 
less than 2 pet higher in 
February than they were in 
February, 1949. 


Hardware Retail Sales 
Rise 20°% in March 
Hardware store sales were 
pet higher in March than in Feb 
ruary and were just 2 pet lowe 
than March, 1949, according to a 


yreliminary report by the Bureau 
| : | 


20) 


of the Census. It should be pointed 
out that retail hardware sales in 
March, 1949, dropped 6 pet from 
the previous month, 

The greatest improvements in 
March business were shown in the 
soft goods and house furnishings 
lines of trade. These increases re- 
flected in part earlier Easter bu,- 
ing this year than in 1949, Major 
changes in March business ove 
February were: Department stores. 
up 34 pet: apparel stores, up 33 
pet: dry goods and general mer- 
chandise stores, 24 pet. Lumber 
and buildings materials dealers 
showed the next greatest advance 
over February sales, with an_ in- 


crease of 28 pet. 


Farmer's Wife Wants 
Electric Washer Most 


The things a farmer’s wife wants 
after electric lights, when electric- 
ity becomes available, are, first. an 
electric washer, and second, a re- 
frigerator, according to Knox T. 
Hutchinson, Assistant Secretary of 
\griculture. 

Mr. Hutchinson told an educa- 


(Continued on page 198) 
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The product of 104 years’ experience 
in fastener manufacturing, 
sold through the finest distributors 
in the world. 


















Assure satisfaction and dependability 
by selling RB&W Machine Screws, Stove Bolts 
and Tapping Screws... the product of 


more than a century of continuous research 
and progressive development in fastener 
manufacturing . . . backed by the skill of 


four generations of RB&W men and women. 






Plants at: Port Chester, N. Y., Coraopolis, 
Pa., Rock Falls, lll., Los Angeles, Calif. 
Additional sales offices at: Philadelphia, 
Detroit, Chicago, Chattanooga, Oakland, 
Portland, Seattle. 








RUSSELL, BURDSALL & WARD 
BOLT AND NUT COMPANY 


HARDWARE AGE, MAY 4, 1950 Is 





HARDW 


¥ 


sway] 402440 AUuDW PUD ** * e4DMp4DH YsDS e@ 


1950 


sUBUIOSSY 4207 ,,89-N,, "ON e@ 


CE Ny oxo1200, ANWYAdWOD YOOT IWNOILVN 
SIONITII “ANOINDON 


Yy2407 yon, pouOHON BulAow-isey e 


IDANOS | WOYd 11V'°'JYVMGYVH FAILINILSIOC NI ' 
| 


AGE. MAY 4, 


@4DMPIDYY SIOPjING 4O aUIT BAISUasXZ @ ~@4DMpsDYy Buipunssyno jo oul SAlsUeyXxe UD U! Asan ays Bulpyaosd 04,A0ys MOU HOT IWNOILYN 
SsDUIIEIN SY 405 VDOT IVNOILYN Of 4OO] NOA 3,U0p @4N4D2a, CUM S4eqqor ‘e2UuDsde29D poesdsepjim 

Ee Se Tee een! See AYymM Og *s40spysind ewoy eays2edsosd jo spuyw ous S14s UO Ul YSD? SE>NPO’d WIOT IWNOILYN 3° jped 
juawysossy Mas2g POOM ,,£/;; "ON @ uy Asyiqoajsep D4yxe sppp 4) Puy e4DMps0Y 9901 -dp apjndod ays 40 eBpyuDApD e045 OYM $10j/Deg 


IVNOILVN UO suNn0? OYM ssepjying *Aj6ujps0220 *Aiqnsyosd ,,ssoujsng uj,, 24,NOA‘esipunDyssEW 9901 


y 2) @) | | V N @) | 2 V N syoud susqqo! eseys puy ‘ssojpep s0ys 04 ysouy TWNOILYN 2211159 NOA MOY 40 SsojpsDBoy e 
LNOGV YAllddNs YNOA YXsv YIOT TWNOILWN 3 Gato. Avs d1¥ 


SH#AIWRASNOD  SEIC TAG SIAC Sey lvea 


HARDWARE 


wet! : a i 
%)) ES; 


i BY 


uit 
Gta aaial 
PA) ee 


kidd ha cea 


. 


; 


eet Ununeell pean 


(9eFNP CHIWO! 
wossnd 


€ 
igraaava ppeieya ve 


SMI4)S , GOOM 


iAT@VLIAOYd GNWY—SSINISNE NI ATTVIY S.OHM 


14/4447) me 


7 








. and Many Other Items 
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: THEN AS ‘NOW . eee 

us The craftsman’s name was a guarantee of quality. NOW AS THEN - a buyer is 

S$ assured of the quality of a product by the label of “who made it”. 

e Through the years, brand names and trade marks became the symbol of quality, 

= as only the good craftsmen’s names were accepted. 

= Also a symbol of quality, the fifth NATIONAL HARDWARE SHOW, composed 

> of America’s best manufacturers, assures buyers of quality merchandise. 

: New York City -- Grand Central Palace -- NATIONAL HARDWARE SHOW have 
become the trade mark for the world’s greatest Hardware market. 
Write, wire, or phone for floor plans and complete data on the industry’s 
greatest trade show. (Only manufacturers may exhibit). 
Sie 2nd, 3rd, 4th, 5th, 6th, 1950 

me ' GRAND CENTRAL PALACE — NEW YORK CITY 
a: 


UY 





<5; 331 MADISON AVE., NEW YORK 17, MURRAY HILL 2-4802 
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Sales Your Way 


FREE % 

Here’s how Stanley helps to swing more Father’s Day 
business your way. This Stanley Tool ad will be seen by 
more than 16 million interested readers in the 
May 20th Saturday Evening Post. It sells prospects in 
your community, tells them to see YOU, when select- 
ing a gift for Dad. And to attract more customers to 
your store, Stanley offers this eye-catching window 
streamer to dealers — FREE. Well timed, it reminds 
passersby you carry the complete line of Stanley 
Tools . . . practical gifts for every Dad — trades- 
man, hobbyist or occasional user. reg 

Feature Stanley Tools for June 18th... and all i 
through the year .. . its profitable. Order NOW 
from your jobber to complete your stock 
of fast selling Stanley Tools. Stanley Tools, 
New Britain, Connecticut. 
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Jobbers: Write 
Retailers: Send 
of your hardwa 


STANLEY 
TOOLS 


THE TOOL BOX OF THE WORLD [STANLEY] HARDWARE + TOOLS + ELECTRIC TOOLS + STEEL STRAPPING > STEEL [) qummmmn 
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You Make More Than a Sale, with 
“SEASONED HICKORY” TOOL HANDLES 


You Make a Salesman Too! 





“SEASONED HICKORY” 


tool handles in all sizes, styles 
and grades for 


@ AXES 
@ HAMMERS 
@ HATCHETS 
@ SLEDGES 
@ MAULS 
@ ADZES 
@ PICKS 
@ MATTOCKS 
@ GRUB HOES 
@ CANT HOOKS 
@ DITCH BANK 
@ BUSH HOOKS 











Jobbers: Write for our profit-assured distribution plan. 


Retailers: Send for our Catalog. Be sure to give name 


>f your hardware jobber. 


You can rest assured a satisfied customer will tell his friends to 
deal with you. And you can rest assured that every time you 
sell a “SEASONED HICKORY” handle, you make a satisfied 
customer, because: 


“SEASONED HICKORY” handles are made from 
second growth Appalachian hickory, carefully turned and 


sound, 


finished by experienced craftsmen. 


“SEASONED HICKORY” handles are uniform 
strictly graded to government specifications. They are tough, 


in quality, 


resilient and shock resistant. 


“SEASONED HICKORY” handles are guaranteed to be of 
top quality timber exactly as labeled, free from defects of 
material and workmanship. We further guarantee our handles 
against deterioration in stock. Replacement or adjustment will 
be promptly made to the customer’s satisfaction. 


Address Orders and Inquiries to Executive Offices 


FLEISCHMANN HANDLE COMPANY 


Tower Building * Baltimore 2, Md. 





HARDWARE AGE, MAY 4, 1950 


PLANT—ROCKY MOUNT, VIRGINIA 





















PACKAGED (g 
FOR YOUR PROFIT 


Here’s a profit-making “sales package” from the full 
line of McDonald water systems. The McDonald Series SERIES 2000 TANK MOUNTED HYDRO-JET 
2000 Tank Mounted Hydro-Jet is a completely packaged WATER SYSTEMS FOR SHALLOW WELLS 
water system for shallow wells. Ready to install by add- 
ing simple piping to well and discharge, and hooking 







up electrical connection. It features the dependable 
McDonald Hydro-Jet pump in 4, 44, and ¥ h. p. sizes 
mounted with all accessories on 5, 10, 25, and 42 gal- 
lon tank. Capacities 180 to 875 gallons per hour. Water 
pressures 20 to 40 Ibs. 

Offer the Series 2000 completely packaged water 

















systems for homes, filling stations, summer cottages, 






resorts, etc. You can sell with confidence for it’s a a ‘ 

: 4 ' e Complete McDona ine covers the entire 
McDonald all the wey through —bached by 94 yeas water system market. Ask your McDonald 
of quality manufacture and engineering skill. Jobber for Profit-Making information or writes 
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‘AMERICA’S FINEST FULL LINE OF FARM AND DOMESTIC WATER SYSTEMS | 








Series 420 Series 400 Series 2000 Series 416-12 
Shallow Well Systems Deep Well Systems Hydro-Jet Shallow or Deep Well Systems Deep Well Pump 


A. Y. MSDONALD MFG. CO. 


DUBUQUE, IOWA 


BRASS GOODS * PUMPS « OIL EQUIPMENT 
7 7p," . 
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PROFITS 


FOR YOU 


SELLING Window Fans 
For Every 


Room 
in the House 












~~ prevents vibration — adjusts to 
any window from 24” to 36”. 


, ‘Blade engineered to quietly spread 
i 450 cubic feet of air per minute. 


Heavy Duty ~~ sturdily constructed to afford trouble-free 
bale a r~* operation on any 110/120 V., 50-60 
cycle, AC Socket. 








Protective. Shields for safety. Keep little fingers, drapes, 
: curtains, clothing, etc., out of danger. 
On-ond-OFf Switch handily located in 6-foot cord for 
ee Convenience, 
Cool Pastel Color Pastel blue enamel blends well with any room. 
VE Sores eS: Attractive chrome aluminum finish on protec- 
tive shields. 


Approved — fully guaranteed in 
writing for one year in 


accordance with guarantee certificate supplied with each fan. 
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Display Stands Available to help you Display it—Talk it—and 
OCR ree ell it, 
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THE PERMA-JACK CORPORATION ‘i22" 


1111 EAST 200TH STREET e CLEVELAND 17, OHIO . 
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YOUR STORE 
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| Offer and Take Advantage of it 
.GOOD FOR A LIMITED TIME ONLY | 


i real bargains, this is it. Here’s the extra profits you get from selling Eagle Farm } | 

opportunity to obtain beau- and Truck Tarps to your customers. Best of all, our , 
r for your store at practically big national advertising campaign in farm papers 

"¢ diene. Y: no longer have to put out a will bring these customers right to your store. | 

* @ that torn and faded awning on You don’t have to carry a big inventory of 


tee 


# that old — that is Wenzel’s famous Eagle Brand Tarps to be eligible 
and Wenzel will out od .- for this offer, either. Just ask your jobber’s salesman 
Bee ang thet = to furnish you with five Eagle Tarps in sizes you 
oi a ff .—— @ select. That qualifies you to obtain your awning at : 
[new — half price. Then, when you see how fast these Eagie , 
Tarps sell, you can order additional quantities to 
hope 3 Caper supply the demand. ; ‘ 
¥ mame or Sg pt ae our But remember, this offer will be good for a limited j 
al we will include the time only. ct gna oo making =~ a 
is to secure new dealers and help our present dealers 
oe lcnite wie make their stores more attractive and better known I 
‘a your new awning through as “Eagle Tarp Headquarters”—so that more con- 
, sumers who have seen Eagle advertising will know 


where to buy. When this objective has been attained 
we will withdraw this half-price awning offer, so use 
the coupon on the opposite page to be sure of getting 
your application in on time, 


SENERET RY ot 


*l4 Price Awning only available to dealers who 
buy 5 or more Eagle Farm Tarps. All others must 
pay full price. 


ha a 






H. WENZEL TENT & DUCK CO 1035 PAUL STREET 
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IN YOUR TOWN 





You will be surprised at the number of farmers and 
truckers who will consult you for advice on their tarpaulin 
needs when it becomes known that you are “Tarp Head- 
quarters” in your town—and the Eagle insignia on your 
new awning will draw them to your store. All this means 
more sales and more profits for you. 





5 EA 


Wenzer “Eagle Brand” Tarps have been known and 
preferred by farmers for many years for their ability to 
stand up on the job. They carry an unconditional guarantee 
from the manufacturer that completely relieves the dealer 


of all responsibility. Eagle tarps must make good on the 
coor FARM TARPS 
AND 


TRUCK TARPS 


? H. Wenzel Tent & Duck Co. 
I 1035 Paul St., St. Louis 4, Mo. 
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Please send price list on your Half-Price awn- 
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Your Customers Are Learning Why 
it Pays to Ask For Pittsburgh Fence 





24 


.) = 
SERICAN WORE 









Your customers—farmers, poul- 


trymen and home owners are learn- ' 


ing in a series of 141 million sales 
messages why it pays to ask for 
Pittsburgh Fence by name. These 
advertisements are appearing in 
national, regional, state and local 
papers in your territory. They point 
out the extra quality of Pittsburgh 
Fence and urge the prospect to ask 
their dealer for it by name. 


POULTRY TRIBUNE 
POULTRY TRIBUNE 









Be sure you identify your store 
with this sales promotion. Make use 
of the point-of-sale material, the 
literature, newspaper mats and 
other promotional aids we supply. 
Ask your distributor to ship you 
adequate stocks to meet the demand 
this campaign is creating. For more 
information write to Pittsburgh 
Steel Company, Department HA, 
Pittsburgh 30, Pa. 


a product of 


Pittsburgh Steel Company 
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Showing is selling — 
| show your customers 
the many features of 
the 1950 Johnston Lawn Patrol. 

Here are just a few: 


a @ 3 Sizes — 18, 20, 22-inch cutting 
widths. 





@ Rugged all-steel construction. 


@ Frame rigidly braced front and rear, 


$990 


@ Simple hand adjustment of reel ~ 
PLUS FREIGHT 


holds automatically. 


7 ICT Nap GeO E 17 FE a ere 


eur: 


@ Extra heavy tread, air cushion tires. 


@ Manual or automatic clutch. 


é The fine quality built into 
every Lawn Patrol is the 
trademark of Johnston’s 
40 years of experience in 
the lawn mower industry. 


Get the full story on 
this profitable line of 
Hand and Power Mowers. 
For new 1950 folder con- 


tact your jobber or write 


POTEET ET ITE LIN I 


direct to us. ¢ 
Johnston Lawn Patrol Power Mower 

18-inch cutting width — 1.1 hp., 4-cycle engine - $ 99.50 
Johnston mowers are Fair Traded. 20-inch cutting width — 1.6 hp., 4-cycle engine - $109.50 


You are assured your full profit 22-inch cutting width — 2 hp., 4-cycle engine - $119.50 
All prices plus freight. 


Rh a Ria en eee 


on each sale, 


JOHNSTON LAWN MOWER CORPORATION 
OTTUMWA, IOWA 


# 
o 
ee 
e 
£ 


Si 4 





Show the Johnston All-Stee] Hand Mowers — favorites of discerning buyers. 
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WARNING NOTICE! | 


TO BUYERS OF STAINLESS STEEL and SILVERPLATED FLATWARE 


It has come to our attention that certain import agencies and brokers, acting 
for and in behalf of certain Japanese manufacturers, are offering stainless 
steel flatware and silverplated flatware, in designs which are deceptively 
similar to or exact duplicates of designs made by Oneida Ltd., which latter 
designs are properly covered by design patents registered with the United 
States Government. 

For example, it is reported that merchandise offerings have been made of 
stainless steel flatware and silverplated flatware to be reproduced in our 
Evening Star, Morning Star, Coronation, Lady Hamilton, Milady, Fantasy, 
etc., patterns. 

While we are reasonably sympathetic with the present Government phi- 


losophy of aiding weak nations in their efforts to re-establish themselves in 


or REE 


the international field, nevertheless we cannot be expected to view with 





£ 
complacency a trend of actions which might conceivably destroy American 5 
industry. Overlooking the infringement of American designs is definitely & 
carrying the Good Neighbor Policy to extreme. 1G) 
It is Oneida Ltd.’s belief that all responsible wholesalers and dealers in 
stainless steel and silverplated ware will sympathize and concur in the fore- ; 
going statement. Even further, such dealers and wholesalers will applaud 
the statement made below: 
If and when any such merchandise, made in designs decep- | 
tively similar to or exact duplicates of Oneida Ltd. designs, i 
bs 


is offered or sold in the United States, Oneida Ltd. reserves 


the right to take such legal action as is deemed necessary 


ARON 


against importers, dealers and sellers of such merchandise. 


Respectfully yours, 
MILES E. ROBERTSON 


General Manager 


ONEIDA LTD. 
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Dominion appLiANCcES 


Here are gifts worthy of “all out” promotion! The 
season is here—in fact, every month is opportunity 
month in the bridal market when promoting these out- 


standing appliances! 


THE “GRID-O-MATIC” (above left)—Breath taking, modern styl- 
ing ... every day utility. Makes a huge, tempting waffle that will 
serve four people at one sitting—uniform, constant heat, thermo- 
statically controlled, produces highly pleasing, uniformly good 
results. Or, quickly turns the same grids (no extra set of grids to 
buy or store) and you have a spacious grilling or cooking surface 
that becomes invaluable. It’s so handy, se dependable and has so 
many uses. No wonder the “Grid-O-Matic” is winning praise 
everywhere! 

THE “POP-O-MATIC” TOASTER (above right)—Completely au- 
tomatic—another member of the Dominion line of “Family Favor- 
ites” which has also won immediate acceptance. Superb styling, 
mirror-like chromium finish, unfailing delivery of appetizing toast, 
shaded to taste, combine to provide a toaster that would delight 
any bride. 


Makers of a full line of table appliances—avail- 
able through reputable distributors across the nation. 


DOMINION ELECTRIC CORPORATION 


MANSFIELD - OHIO 











Enjoy better sales and profits 
mn WASHINGTON. FRUGAL 


GAS HEATING EQUIPMENT 


@ Wa Appliances offer you a new 
heating. Soundly engineered and modernly 





styled, this ment is. priced to sell in com- 
petitive kets. Phone your Washington 


GRAY AND DUDLEY .CO., NASHVILE 3, TENN. 
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answet! 
WASHINGTON FRUGAL Vented Radiant Heoter——Two Sizes anothe 
home. 


getful’ 

UNVENTED GAS HEATERS COMI 
_ Medel #4930, 30,000 
B.7.U. Model #4920, 

| 90000 B.T.U. Beauti- ( 


fully finished in durable 
porcelain enamel, 
SS 
: /- 7 
"| ' t i 
J9000009 yes 
os a || a 
99000009 =| ( cm oe |) Mie | 
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‘ == - a 








WASHINGTON FRUGAL Gas Burning Floor Furnace 
Three sizes: 35,000, 50,000 and 70,000 B.T.U. A.G.A, 
approved for Natural, Manufactured and Bottled Gas. 


| “ 
STAN! 
x 
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This A-P COMFORT MASTER Model 
240-ED Automatic Control Set is com- 
plete, easy to install on any heater using 
A-P Manual Controls. 


Now Spring can be a peak sales season for you on 
OIL HEATER ACCESSORIES! Your heater custom- 
ers are beginning to add up last winter's oil costs — 
and wondering how they can save money next year. 
A-P COMFORT MASTER Automatic Control is one 
answer, and if your salesmen act fast, they'll have 
another ready-made sales argument in almost every 
home. . . wastefully overheated homes caused by “‘for- 
getful” hand control in mild Spring weather! A 
COMFORT MASTER can lick that problem easily 


Check This Coupon 





O} COMFORT MASTER avromaric contro 


—and quickly prove its worth in adding steadier 
heating comfort, greater convenience, and lower fuel 
consumption. 


So, get out your old customer list. Give your sales- 
men all the sales aids on A-P COMFORT MASTER. 
Let them prove how easy it is to make EXTRA SALES 
to every owner of an Oil Heater using A-P Model 
240-D, U, or Y manual controls — most heaters made 


since 1939. 


! Tod 

OGAY...- AUTOMATIC PRODUCTS CompANY 

; 2442 North Thirty-second Street 

4 Milwaukee 10, Wisconsin 

i We're interested in extra Spring Oil Accessory Sales. Please 
/ & send us all SELLING MATERIAL, DISPLAYS, FOLDERS, AND 
” 3 COMPLETE INFORMATION on A-P COMFORT MASTER AUTO- 

ys - MATIC CONTROL SETS. 

: DEPENDABLE 

‘ Controls 





STANDARD EQUIPMENT ON LEADING 
OIL BURNING APPLIANCES 
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GUN Only 


6 € 
: te T ' T rE Retails 


= All-Metal Nozzle Cartridge with $169 
Leak-Proof Seam. -_ 


AST= One Twist... It’s Loaded. 

- PRICES SLIGHTLY HIGHER 
ATCHET = Operated. Click Click...1t’s Calked. WEST OF THE ROCKIES 
OST Gun for the Money. 


@ IT’S BACKED BY... 


POWER-PACKED SALES BOOSTERS 


Every Carton of six TWISTITE guns is a 
Ready-to-use display and includes: 












IO EE 










20 Where-to-use 
Calking Folders 


TWISTITE 
Demonstrator 
Cartridge 


Window 
Banner : 


con vlniaate | 
pet inSEC crs 
paint PEELING’ R por Rus! 


rit CRACKS one HTS DISPLAY 


Anyone 











OTHER TWISTITE BOOSTERS 
NO EXTRA COST 


© NEWSPAPER MATS 
e WINDOW DISPLAY IDEAS 
© RADIO SPOT COPY 
e “CALK IN COLOR” FOLDER 









Mr. Dealer: 


Order your TWISTITE display cartons today 
from your favorite lumber, hardware, paint 
or building supply jobber. 


TWISTITE GUN —Packed 6 to a carton 
TWISTITE CARTRIDGE—Packed 10 to a carton : 








2369 WOODHILL ROAD CLEVELAND 6, OHIO 


THE GIBSON-HOMANS COMPANY [ff 
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NOW MARTIN-SENOUR BRINGS YOU 


W 





a totally'ne 
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N color system 
































New Low Cost, Minimum Inventory - E = 5 = 
System Puts Any Paint Dealer in Line for he E a = 
Bigger Profits With Martin-Senour = = a 5 a 
NU-HUE COLORS i 
(Ere 
Bes = e 
oe ie 
: =fa ls 
e 2 gaa 
Nini Stock / sear 
oa - ad 
| er ece 
HER ; ‘ 7 mem : 
——_—— MCL MLA scpee 
a 
: No Dealer Muxing Required / 
; 
Amazing New 
, , A 
Tope huality Faint. "COLOR HARMONY SELECTOR” 
‘ ? , shows large painted samples of beautiful 
} » Lxelusive Color Harmony Service / NU-HUE COLORS. Automatically shows 3 additional 
: colors that harmonize with whatever color your 
" 4 / customer selects. Handiest, easiest 
k Complete Ujp-7o Late Merchandising Programm . selling tool ever designed for 


point-of-sale color 


service. 





Here’s another sensational development by Martin- 
Senour, the nation’s leading producer of quality col- 
ors in quality paint—for volume sales and customer 
satisfaction. Here, for the first time, paint dealers 
can get in on the big profits offered by a full range ; 
of colors in top quality paint—with a minimum stock It’s quick, easy and accurate. No guesswork or 
and without investing in paint-mixing equipment. confusing proportions. And you can duplicate any 
Nu-Hue Color at a later date. Actually painted chips 
show your customer every beautiful color, and tell 
you the exact ingredients to provide. 


RPE ALIS  S 


tere yer 





"NU-HUE COLORS" consist of the finest synthetic tint- 
ing colors ever developed—plus Neu-Tone flat white, 
Glos-Tone semi-gloss white or Kolor-Brite full gloss 


ENR LT 


i white. These top-quality, coordinated whites can be Paint Sales Soar because you sell 2, 3 and 4 colors 
used alone or as the tinting base for any Nu-Hue at once. "NU-HUE COLORS” are designed to “go to- 
Color selected. Whatever color your customer selects, gether.”’ Based on nation-wide surveys.of actual color 

—_ you simply sell the proper "NU-HUE COLORS” in tubes sales, "NU-HUE COLORS” give the harmonies and con- 
i with a quart or gallon of white in the desired finish. trasts America wants to buy! 


SAE as 


This Easy, Low-Cost Way! Mail Coupon Now! 








: Start Cashing in on More and Better Colors 





I 
4 | MartTIN-SENOUR ComPANy, Dept. HA-50 
Martin-Senour Company 2520 Quarry St., Chicago 8, Illinois 
CHICAGO «+ NEW YORK « LOS ANGELES | Please send me complete, free information on the profit- 
Ay" | able new “Nu-Hue Colors” line of top-quality paint. 
. . = *, 
Originators of Fi | 
Fi + | Name 

NU-HUE CUSTOM COLORS ; | 
MARTIN-SENOUR COLOR COORDINATOR * Bf | Address . Leeeeees 
NU-HUE COLORS IN PAINT Po Ween ree 
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Cen Extra Room in Every Home 
1F the Basement Room iA 


~ THOROSEALED 










WATERPLUG 


For any type water prob- 
lem below ground; seal- 
ing holes in wood, steel 
and cast iron. 


















THOROSEAL 


For sealing and filling 
cracks, voids and other 
defects in masonry sur- 
faces. 





















QUICKSEAL 


For beautiful finish 
coats. In 16 beautiful 
shades. Send for Color 
Chart No. 32-A. 
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(1) THOROLOK seal 


surface 
) Dusty concrete surfaces filled 


sealed and made easy to scrub or 


and fills the 
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The THORO System products 
are reasonable in cost, do a sub- 
stantial job and the dealer is not 
worried with complaints. They 
make for him many new friends 


and customers. 
ee - 
ALL 




















yl 

















ea 











fi EJ) ‘ 


CPD 





Over 65,000 contractors use 
these products as standard ma- 
terials for sealing and protection 
of masonry. We invite you to 
join our vast family of dealers 
who serve these contractors and 
many thousands of home- 
owners. 
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[ Get our new 20-page 
I brocure, with designer's 
I} guide. Pictorially de- 
| scribed, in detail ‘‘How to 





do it'’ 
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S” Guaranteed by’ "a 
Good Housekeeping ; 


sor as ADVERTISED were 
AT NEW 
LOW PRICES 
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| g Exterior - Heat-Resisting 
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ben of William H. Schumacher, Wyncote, Pa. + Architect, Herbert E. Hill 


nstalled over 13 years maine windows 
still perform perfectly today 

















eCasehardened steel 
worm integral with shaft 

















© Teeth precision-machined 
at exact operating angle 






@ Housing of Zamak alloy 






e Heavy brass channel 
guide, cadmium - plated 
steel operating arm 







Operator 4715 


is an inexpensive angle- 
drive operator for resi- 
dential wood casements. 
It is precision-built, 
handsome of line, 
attractively finished. 


© Operates through screens 


@ Easily installed—2 meas- 
urements, 6 screws 
e@ Crank handle and worm 


shaft serrated—no slip, 


no play 


e@ Operates on casements 


carrying butt or extension 
hinges (specify 


© Lubricated for a lifetime 


of hard wear 


eons Cee 















3348 NORTH 10th STREET 


H-S- 






Getty-operate -d casements grow up without ever 
seeming to grow old. Through years and years 
of twists and turns, they continuously render 
troublefree, faithful service—starting as quickly, 
moving as gracefully, stopping as suddenly and 
as securely as the day they were installed. Their 
original cost is reduced to a negligible minimum 
over their lifetime span of service. 

That’s why architects, builders, contractors, 
casement manufacturers, building material 
dealers, hardware jobbers and dealers specify, 
use and carry the Getty line. That’s why Getty 
operators are found on more casement windows 
than all other operators combined. 


Write for our descriptive brochure G. It contains complete 
information on our three operators (internal gear, external 
gear, horizontal drive) and our specialty hardware for 
every type of wood and metal casement. 


Y) & Co., Inc. 
= PHILADELPHIA 40, PA. 
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NUDECK is exceedingly thick in consistency, loses only 18% of its weight from evaporation. 
although it spreads easily with a roof brush. It Liquid asphalt-asbestos roof coatings lose at least 
stays where it is brushed, and never runs down 40% of their weight. The small shrinkage of 
through roof cracks or joints in hot weather as all NUDECK and its thick consistency enable it to 
““liquid’’ roof coatings do. After drying, NUDECK always do a better waterproofing job. 


S 
SIRE te 07 8 RT rere 


Weathering tests of thirty leading brands of roof coating showed that 86% 
would not remain waterproof for two years, none would last three years but 
NUDECK was still waterproof and giving good service at the end of five years. 


te 
al 


or 
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‘“‘TROUBLE-FREE PERFORMANCE" makes it easy for you to build a profitable 
business with U-G-L's 34 dependable products. For further information 
write to — 


UNITED GILSONITE LABORATORIES 


SCRANTON - PENNSYLVANIA 
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SAVAGE 
MODEL 


22 HORNET 


A NEW RIFLE 
A FAMOUS CALIBER 


EVERY MONTH... 


... Savage, Stevens and Fox shotgun and 
rifle values are “First in the Field.” Fol- 
low the “Guns of the Month” on these 
pages, and tie in—every month — with 
promotions that mean more arms profits. 


SAVAGE ARMS CORPORATION 


Firearms Division 


Chicopee Falls, Mass. 


Bad News For Him..; wonderful news for varmint 
shooters, and for you! It’s the newly designed Savage 
Model 342 .22 Hornet ... the bolt action repeating 
rifle shooters everywhere have been waiting for. It’s 
new in looks, new in features, low in cost—a new 
Savage value that’s ‘First in the Field.” 


Wait till they see the new, 
improved bolt handle de- 
sign... the larger stock 
and forearm of selected 
American walnut. 





Let them handle this compact, streamlined beauty... 
let them work its lightning-fast bolt action. It’s es- 
pecially designed to handle the extremely accurate, 
high-speed, flat-shooting “22” Hornet cartridge. 
Receiver is tapped for scope mount and rear peep 
sight. 


And for “plus” sales, you can offer a deluxe model 
with micro adjustment rear peep sight, hooded front 
sight, checkering, sling screw eyes and other fine 
gun features. 


ANOTHER GREAT VALUE 


... the new Savage Model 340. Same general features 
as Model 342 (not tapped for scope) in ever-popular 
.30-30 caliber. Also available in deluxe grade. 





SAVAGE + STEVENS + FOX Rifles and Shotguns 


SAVAGE * WORCESTER Power and Hand Lown Mowers 
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Ask a simple question- 



























make an easy 


a is 4: ~ 
Za dere aes: A 


When a customer buys shotgun shells, just ask, “Does 
your ‘single’ have a Poly-Choke?” If the answer is “no”, 
you should make an easy $4.50! He’ll want a Poly-Choke 
installed the minute you show him how one will mod- 
ernize his shotgun, make it “(Nine-Guns-in-One”’! 


GUNS WITH POLY-CHOKE SELL EASIER, 
MAKE EXTRA PROFITS FOR YOU! 


Equip all the (12, 16, 20 gauge) single-shot, pump and ) 
auto-loading shotguns in your stock with Poly-Chokes. 
And always order new guns from the manufacturer 
Poly-Choke equipped. Your customers will buy them in 
preference to others because they demand up-to-date 
firearms ready always for any type of game at any range 
with any load. Make more sales, make two profits on 
every sale. 


THE POLY-CHOKE CO., INC., 64.04 WA, mus. 
HARTFORD, CONN. 











— 


2145 Chovteau Ave., St. louis is 





} 2. © © fF FT 
ANDY ANDERSON’S SPORTING $T. LOUIS GUN REPAIR SHOP, Inc., fVTEaes ages = 
GOODS, 124 West Grand, 
Oklahoma City 2, Okla. 
EWELL CROSS GUN SHOP, 4101 
East Rosedale, Fort Worth 5, Tex 
D & A SPORTING GOODS CO., 


AUTHORIZED AGENCIES 


KERNS’ a Goops Co, 
44 St., Danville, til. 


4, Mo. 
THE SUTCUFFE CO., 225-227 
5 E. Moin S 
KLEIN'S SPORTING GOODS, INC., 


uth 4th St., Louisville 1, Ky 
T & CO, 


START MAKING “DOUBLE ?RO! N 


1629 East Douglas Ave., Wichita, 
‘onsos 

—s S GUN SHOP, 4798 

35th St., Cleveland 9, O. 

g. < ELLIOTT ARMS CO., 1508-10 
Grand Ave., Kansas City 8, Mo. 

FUINTROP ARMS CO., 4415 
he National Ave., Milwaukee, 


“uo. D GODDEYNE SPORTING 
GOODS, Johnson at Third St, 
Bay City, Mich 
HARKLEY & HAYWOOD, 101 
aa te West, Vancouver, 


ne! W. Washington St., Chicago 


Ww 
pau S. UNFORTH, = Morket St., 
Son Francisco 11, Call 
— FIELD & & Chicego 
MONTGOMERY WARD & CO, 
Any Sto 
NICHOLS” * GUN “gong 2016 
Grovois, St. Louis 4 
= Cc eee pa x3 Jackson 
St. Paul 1, Minn. 
lon SCHASCHI, 
Atherton Rd., Flint 7, Mich. 
= ee co 326 Queen St., 
‘on 


4156 Eost 


HARRY W. TAGGA 
16008 E. Warren Ave., Detroit 
24, Mich. 

TEXAS SPORTING GOODS CO, 
— York at McKinney, Houston 


THURMAN RANDLE & CO., 208 N. 
Akard St., Dollos, Tex 

VON LENGERKE & ANTOINE, 9 
No - Wabosh Ave., Chicago 


2,1 
WALTHOUR & HOOD CO., Pryor 
a and Auburn Ave., Atlanta |, 


WARNER HARDWARE COMPANY, 
2 Sixth St, Minneopolis 2, 





“SINGLE” SALES, MAIL COUPON IT 


POLY-CHOKE CO., 43 Tunxis St., Hartford, Conn. 
Please send me without cost: 

[_] (state no.) shipping cartons 

[[] details of Poly-Choke profit deals 

[_] Poly-Choke descriptive literature 


JOSEPH mount COMPANY, 
Pittsburgh SEARS, ROEBUCK & CO,, Any Store westenns SCOPE SERVICE, P. O. 
w. wIOHNSON "Service, Adrian, SHAPLEIGH HARDWARE COM. Box 220, Calgary, Alberta, Can. NAME. cc cccccccccccccccccccccccceccceeseseoeeoooseceocce® 
PANY, 900 Spruce St., St. Louis WHUAMS GUN SHOP, inc., i 
earn TORING (GOODS a, 58O. Davison, Michigan COMPANY 2... cccccccccccccccceccesrsesccsesesesesesese seee 
i CO., 1906 Brown St., Dayton 9, SIMMONS SPECIALTIES, 1428-30 YORK ARMS CO., 162 S. Main St., 
i = Vee knee ae Memphis 3, Tenn. ADDRESS... cece cece ccc eceneeereseeeseeseeeeessesesseeee® ¥ 
e ~-— 
CITY .ccccccccccccccecesesesseces STATE. ..sccccccccccccocse® Py 
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No. 413D New 
Golden Anniversary Model 


Folding 
CAMP STOVES 


3 Fast-Selling Models— Priced as low as $9.95 


Men who know the outdoors...famous hunters and fisherman, 
veteran guides, outdoor writers and editors... all prefer a Coleman 
Camp Stove for their outing trips. In Coleman’s big 1950 national 
advertising campaign, these leading outdoorsmen recommend Coleman 
to all outdoorsmen. 

You can tie in profitably with this national 
advertising to sell the advantages of Coleman... 
for Coleman is the only nationally advertised 
Camp Stove. 

The Coleman Folding Camp Stove was a sell- 
out in ’49! Now, with its new improvements, new 
design and the backing of strong national adver- 
tising, it’ll sell even faster this year. The new 
Golden Anniversary model is streamlined, 

with smooth, rounded corners, improved 


(R) 


















tray-type lid, handy towel rack, and steel RE 

strap slide-away legs...all strong selling COREY FORD—yell known 
. . outdoors writer, author 

features. It’s a proved profit-producer! of."A Man of His Own”, 


says: “My Coleman means 
No. 426 Deluxe 3 burner model more fun... less work out- 
streamlined folding camp stove. doors."" 


OUTDOORSMEN 


Everywhere! 







ANDY DEVINE sportsman, 
picture star, owner Sports- 
men’s Tavern, Big Bear 
Lake, says: ““My Coleman 
Stove giv yes me more funon 


every trip. 





TED TRUEBLOOD — out- 


doorsman, author “The 
Angler's Handbook” Says: 
‘I have more fun... de- 
pendable service with my 
Coleman every time. 


Get set for a big year with Coleman— Order from your Jobber! 


The Coleman Line is Your PROFIT LINE Because More 
People Buy Coleman Than All Other Similar Lines Combined 


Timely Products to Push for Profit Now— Order from Your Jobber 


1 PR naw 






Speedmaster 
| Lantern Stove 
Fastest selling Good eats 
farm and fast Marine Stove 


sport light— at home 





3 models or away owners, afloat or ashore 


Better meals, more convenience for boat i 


| s ig : a tte ais, 
| ‘ Kerosene and alcohol mode 


Pocket Stove 7 
Fast seller—fits in i 
hunting jacket R = i ( 
pocket. he a ‘a | 


Two burners. 


Is. 


THE COLEMAN COMPANY, Inc., Wichital,Kansas 
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It’s light 
sounds lik 
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sharp. AC 
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HARDWA 





gives you a sure-fire 


spring and summer 
portable promotion 


évery 
portable 
comesin 

this attractive 
gift 
package 


and here’s the BRAND NEW Meterola portable line 


? POR trary, 
req 


sortsman, 
or Sports- 
Sig Bear 
Coleman 
sre funon 


BACKED WITH THIS COMPLETE 


BIG PORTABLE PROMOTION 


ITE IRAN LG ELIS FTI STNG 


Pe a ed 


NEW PORTABLE BEAUTY AT A NEW 
LOW PRICE. The “Music Box” 5L1. 
Low in price, yet has features of 
much more expensive models. 
Lots of power—wonderful tone— 
AC/DC, battery. Handsome brown 
and tan plastic case. 


A STUNNING SET THAT'S MILADY’S 
FAVORITE. The “Jewel Box” 5Jl1. 
It’s light and very small, but it 
sounds like a big console model! It 
brings in distant stations clear and 
sharp. AC/DC, battery. Handsome 
jade-green and ebony plastic case. 
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MOTOROLA'S FINEST IS THE FINEST 
OF ALL. The “Town and Country” 
6L1. It sounds like a million where 
some others fail to play at all. It’s 
a slim, trim beauty with “Sweep- 
Station” dial. AC/DC, battery. 
Smart case in dark green, gold trim. 


TINY MITE THAT'S DYNAMITE FOR 
SALES. The “Playmate” 5Ml. A 
favorite year after year, it’s now 
better than ever! Antenna is built 
into lid. AC/DC, battery. The light- 
weight steel case is as rugged as it 
is good looking! 
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New Chrome 
New Features 


New Flash! 





Columbia’s amazing new 1950 line 
represents the most sweeping change 
in design — the most radically 
improved equipment features in ten 
years! Completely new and different 
styling in Tank, Chain Guard, Carrier, 
Headlight, Saddle, Truss Rods, Stop 
and Tail Light, Reflector and Handle- 
bar Grips. And a brand new 18” 
Therm-O-Matic Silver Brazed Frame. 
These startling new models are all 

in all the most basic improvement 

in bicycle design offered by any 
manufacturer in years. 


In this brand new Mid-Century Line 
you'll find bicycles that in features 
— in looks — in safety in dollar- 
for-dollar VALUE — can’t be 
duplicated by any other line in 
America! 


YEW TANK has Air-Flow trim and chrome channel strip 
on forward portion. 
vEW ROME TUBULAR Tk with streamlined 
plastic tips. 
NEW Ff tL LEN 

with Air-Flow trim to match tank. 
EW SUPER CARRIER has chrome tubular brace rods 
with plastic tips and built-in triple action 
electric light. Contains tail light, automatic 





set in handsome chrome mounting. 


3 
stop signal and reflectors. 

b NEW STREAMLINER with lock top and rocket 
E fins ... in sparkling chrome. 
a 
¥ eK IING CTIA 

' : NEW SPARK on rear fender 
& 


an exclusive Columbia non- 


slip, finger-fit design. 


+ ART IN, 


EW of top-grain cowhide with chrome crash 


$4 EEO 


rail. 

is more stream- 
lined in appearance. Finished in 8 colors in- 
cluding brilliant new opalescent colors. 





THE WESTFIELD MANUFACTURING COMPANY °;: WESTFIELD, MASSACHUSETTS 








NEW LITTLE TORCH OPENS BIG NEW MARKET | : 


* HOME WORKSHOP * HOBBYCRAFT WORK x LIGHT SHOP WORK x THE OCCASIONAL USER 
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Now! Turner brings you the /ittle torch 
with big blow torch features! Designed 
to open a previously untapped market, 
it is low priced to build worthwhile 
volume... will be a good money-maker 
the year-around @ You will find it a 
real eye-catcher on your counter in its 
colorful, self-selling display box; you 
can feature it profitably as a genuinely 
practical torch — complete with sol- 
dering iron rest and windshield — for 
a wide variety of indoor home uses or 


light shop work e High-polished 


brass tank is 3%” in diameter... holds 


74 oz. of fuel... burns 3% hours full- 
open at a temperature of 1700° by py- 
rometer reading @ There is no pump, 
because pressure is maintained by a 
brass wire — interwoven with the wick 
— which conducts heat from the burner 
into the tank @ Get complete details 
now on this sensational little Turner 
torch! There’s a big new market for 
it, so go after your share of profitable 
business starting right today... 


COMPLETE WITH SOLDERING 
IRON REST AND WINDSHIELD 


HEAVY GAUGE, SEAMLESS DRAWN 
HIGH POLISHED BRASS TANK 


HEATS TO 1700°; BURNS 314 HOURS 
PER FILLING (FuLt OPEN) 


WIDE BASE ELIMINATES TIPPING 


Model 59 - gasoline 
Model 60 - alcohol 
* 


Soldering iron not 
included with torch 





Each torch is handsomely set-off 
in colorful red, white, and black 
die-cut display and gift box as 
shown @ Ideal for neat arranging 
of stock on shelves @ A natural 
for eye-catching display on island 
tables...in windows ...at other 
Strategic shopper-traffic areas. 


THE TURNER BRASS WORKS 


be S¥Camores 





Since 1871 





ay 
piermors. 


HARDWARE AGE, MAY 4, 1950 § 













% 
i 
gE 











Ont aide aad 








YOU 


cartons 
handle s 
a small 
in a flasl 
Tool con 
Hard 


well-pac! 


— 








HARDW. 


USER 








TPN, ye 


line 
hhol 


: 
é 


not 
rch 





Picks packed in smart, strong Warren-Teed 


cartons are easy to receive, stock and reship. Why 


' 

’ handle six individually when you can store all six in 
a small space, identify them in a second, and reship 
ina flash? Allin one convenient, neat, sturdy Warren 
Tool container! 

E Hardware jobbers and dealers appreciate fine tools 


well-packed. That's why we get so many letters of 





MATTOCKS WRECKING BARS 








‘ HOW’S YOUR STOCK ? > 








YOU HANDLE 6 WARREN-TEED PICKS 


commendation. For instance, 


a 


cutting edges that are true and precision-made, They 


Warren-Teed picks have points and 


stand the gaff because of their specially selected steel, 
their careful tempering, fine shaping and tough finish. 
You and your customers will know Warren Tools are 
leaders, they look it, they perform like leaders. Write 


now for full information. 








ees r 
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WEDGES 


SLEDGES 


WITH OR WITHOUT HANDLES) 








2 oe oe On ORF 


General Sales Offices... 
Export Division.. 
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General Offices... 
105 W. Adams St., Chicago 3, Ill. 
. 30 Church St., New York 7,N. Y. 


It pays to check your stock. Disappointment should 
never be the product your customers take with them. 


CORPORATION 


. Warren, Ohio 
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CAP AND SET SCREWS © CONNECTING ROD BOLTS @ MAIN BEARING BOLTS © SPRING BOLTS AND SHACKLE BOLTS ¢ HARDENED AND GROUND BOLTS 
SPECIAL ALLOY STEEL SCREWS ¢ VALVE TAPPET ADJUSTING SCREWS e AIRCRAFT ENGINE STUDS © ALLOY STEEL AND COMMERCIAL STUDS © FERRY PATENTED ACORN NUTS 
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SHIN 


THE KING OF HEX HEADS 





A (howning Sehievement tn Caf Screw Design 


FOR GENERAL ORNAMENTAL USE 


SHINYCROWNS — Low Carbon — Bright Finish — 
give that “New Look’’ to assembly where 
appearance, ultra-quality, and sales interest 
are paramount. For that ‘finishing touch” to 
your assembly, specify SHINYCROWNS—Low 
Carbon—the last word in ornamental Hexagon 
Head design. 


SHINYCROWNS — Low Carbon — Bright Finish — 
are furnished in C-1018 steel in sizes 14" 
diameter through |!" diameter inclusive, in 
both coarse and fine threads, in plain, zinc, 
cadmium, nickel, or chrome plate. Price 
governed by quantity desired-—bulk shipments 


only. 


FOR SPECIAL ORNAMENTAL USE 


SHINYCROWNS — High Carbon — Black Finish — 
give that “New Look’’ appearance. Double 
Heat-Treated, they assure added strength 
where extra toughness is required. For that 
“finishing touch’’ to your assembly, specify 
SHINYCROWNS — High Carbon — the last 
word in ornamental Hexagon Head design. 


SHINYCROWNS — High Carbon — Black Finish — 
are furnished in C-1038 steel — Double Heat- 
Treated — in sizes 14’ diameter through 14” 
diameter inclusive, in both coarse and fine 
threads, in plain, zinc, cadmium, nickel, or 
chrome plate. Price governed by quantity 
desired — bulk shipments only. 


Complete Information, Prices, and Samples furnished on request. 


The FERRY CAP & SET SCREW Co. 


OHIO 


2155 SCRANTON ROAD e 


e CLEVELAND 13, 


Pioneers and Recognized Specialists Cold Upset Screw Products since 1907 
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O serve you well we must pro- 

vide prompt, accurate and reli- 
able service in delivery of the types 
of tools you need at the time you 
need them. 


This we do through district ware- 
houses located coast to coast as 
shown on the map above. A lead- 
ing Hardware Wholesaler in your 
community, serviced from one 
of these district warehouses, can 
supply your complete requirements 


| For service itS Standard 


Coadd lo Coast 





for Standard Shield Brand Tools. 

Profit-making qualities of Shield 
Brand Tools are: Foremost quality 
in design, workmanship, material 
—completeness of the line— plus 
the nation-wide service shown above. 

Our trained service staff with the 
accumulated knowledge of 69 years 
experience in metal cutting prob- 
lems can help solve your tough 
problems—no cost or obligation. 
Write us. 






Well welcome you at Conference Gooth Mo. GO7-GO8, Industrial Supply 
Conuention, Public Auditorium, Athantie City, New Dersey, May 22-23-24, 


Bg 


TANDARD | OOL (0. ctevetano «, onto 


New York + Detroit » Chicago + San Francisco 


THE STANDARD LINE: Drills « Reamers + Taps + Dies + Milling Cutters +» End Mills « Hobs + Counterbores + Special Tools 
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Special shoulder constr 
signed to screw over outer 
inside it. Liquids cannot see 
Show this to your customers—i 
a water-tight selling point. 





Vacuum Bottles rea 


overlaps the outer $ 
sturdy, heat-resistant 


a special spring shoc 


write Dept. HA, 








ction de- 
shell—not 
p inside. 
t makes 


WNIVERSAL Vacuum Bottles 


for quick sales. 


Talk about selling points! 
lly have them! 


Here’s a specially construct 
hell .- - 
glass filler . - - 


won electronically-tested to keep liquids hot or 
k absorber ..- 4 choi 


num of hard-plastic Cups - - 


For complete information 4 
Landers, F 






x 


ya - 24601 
Sry 


Bottoms up! Show your customers the 
Universal trade-mark. They know it’s 
proof of quality. And to make re- 
ordering easy for you—model num- 
bers are now stamped on every bottle. 


_. satisfied customers 


y new Universal 





These revolutionar 


ished-aluminum shoulder that 
blems. An extra- 
pads 





ed pol 
prevents rust pro 
reinforced by asbestos 
cold for hours. Plus 


ice of generous-size alumi- 


_ and colorful eye-catching metal cases. j 


ersal Vacuum Bottles, 


bout the new Univ 
Connecticut. 


rary & Clark, New Britain, 





UNIVERS 


— 





SCHOOL 
| LUNCH KIT 
—_— STEEL CASE 
VACUUM BOTTLE VACUU 
iM 
PITCHER SET wunemeans Set 


aliow 


QUALITY AND VALUE SINCE 1842 


: 
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AL Vacuum Goods pr 


e-sold—again and again! | y. 
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LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. EF tk 
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Just what the ladies are waiting for 


‘. .. stemware and tumblers that match. 
é And just in time to set a hot selling 
; pace for your Spring glassware and 
f Spring brides promotion! 
a | So smart... correct... elegant 
nf! ; “Rose Classic” sets are at home in 
modern or traditional settings. 
— j They’re richly decorated in satin roses 
men, iE and 22K gold—yet the ladies will 
<r, find ‘em practical enough to use 


round the clock. Dollar-wise shop- 


pers will go for their guarantee, too: 


cic 

Ritts wr 
Any matching att, S of a tend, Covad. \ 
Nemuare PL? Tamblors BRL — ~ 


9-02. Water 5-or. 6-01. 4-01. 
or Beverage Parfaitor Sherbet or Cocktail 
Suggested retail prices—slightly higher in South and West Goblet Juice Champagne or Wine 





iene 


he: Libbey Gloss, Division of Owens-Ilineis Glass Compony, Tolede |, Ohie 
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HOSTESS SETS COME TO | [FFE may 8 


| 3 &, Ss TO HELP YOUR 


PROFITS BLOOM 
IN THE SPRING! 


“If the rim of a Libbey ‘Safedge’ 
ever chips, we'll replace it!” 


glass 


It’s your move! Order a whopping 


supply of “Rose Classic” now! Plan 


your tie-in display featuring “Rose 
Hostess Sets and the full 


page 4-color LIFE advertisement. Then 


Classic” 


oil up your cash register and wait for 
your profits to bloom in the Spring! 

To order—contact your near-by 
Glass distributor, or write 
Libbey Glass, P.O. Box 


Toledo 1, Ohio. 


Libbey 
direct to 
1035-1036, 


a em 


i-— 


1.4 


Gi dd J 


14-07. 4 10-oz. 9-o7. 8-o2. 
Teo or 
Cooler 


LIBBEY GLASS 7a Oa 


Bow! or 
Dessert Dish 


Beverage ‘‘Toddier’’ or 
or Hi-Ball Old-Fashioned 


vis 
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They come to your customers! 














Yes, warm weather brings out flies and 


mosquitoes . . . and they bring customers , 


to you for screening. Be ready for the sum- 
mer rush with a good supply of Chase Insect 
Wire Screening. Chase screening, in Bronze 
and Alclad Aluminum, is durable, quality 
screening. It comes to you in full widths and 
in rolls of 100 linear feet. The specially de- 
signed Chase hexagonal carton protects the 


WATERBURY 20 CONNECTICUT 


--- FOR WINDOW, 
DOOR AND 
PORCH 


SCREENS 


Your customers come to you! 


screening, saves storage space and won't roll! 
For better screening for doors, windows 
and porches, be sure to use Chase Insect 
Wire Screening, available in both bronze and 
Alclad aluminum. 
Every roll of Chase Insect Wire 
Screening carries this Seal to show 
that it meets all requirements of 


commercial standards as issued 
by the U. S. Dept. of Commerce. 





SUBSIDIARY OF KENNECOTT COPPER CORPORATION 


THIS 1S THE CHASE NETWORK handiest way to buy brass 


jt 


BRASS & COPPER 


ATLANTA BALTIMORE BOSTON CHICAGO CINCINNAT! CLEVELAND DALLAS DENVER! DETROIT HOUSTON! INDIANAPOLIS KANSAS CITY, MO. LOS ANGELES MILWAUKEE 
MINNEAPOLIS NEWARK NEW ORLEANS NEW YORK PHILADELPHIA PITTSBURGH PROVIDENCE ROCHESTERt ST LOUIS SAN FRANCISCO SEATTLE WATERBURY | fSoles Office Only 
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The 
STRONG STEEL LINE 
with 
LIFETIME COPPER PROTECTION 


STEEL CORE 
PROVIDES STRENGTH 







COPPER COVERING 
PREVENTS CORROSION 


ee TINNED SURFACE 
ASSURES CLEANLINESS 


THE COPPERWELD MOLTEN-WELD 
MAKES COPPER AND STEEL INSEPARABLE 


SELL COPPERWELD HOUSEHOLD WIRE, 100! 





It’s Very Profitable 


These Copperweld Household and Utility 
Wire Coils move fast. Handy men at home, 


and maintenance men in industry like 
Copperweld’s pliability, strength and per- 
manence. F 


Vire 
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QSANNS & CLERK? STRONG 
Costa Less 
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ano YOUR pROFIT is B 


It will pay you to handle this Copperweld* Lifetime Clothes Line. It 
combines the best selling features of all clothes lines . . . smooth, bright 
surface—strength—pliability—ease of handling—no sag—no stretch. 
It can’t corrode or rust—won’t stain. A permanent clothes line for the 
yard, basement, attic and roof. 

Explain its many advantages—and your customers will “go” for 
Copperweld. It is a fast selling line—will make you greater profits—and 
satisfied customers. Its colorful blue and orange carton is a sure eye- 
catcher. Individual cartons, either with 50-ft. or 100-ft. lengths, are 
shipped 12 to a case. 


COPPERWELD STEEL COMPANY, Glassport, Pa. 


SALES OFFICES IN PRINCIPAL CITIES *Trade Mark 


IF YOUR JOBBER CAN’T SUPPLY YOU, MA 


es se Oe Oe Ue a a ee ee ee De De = = = oe 
; COPPERWELD STEEL COMPANY, Glassport, Pa. ; 
Please send me complete information on Copperweld Lifetime Clothes Line and § 
} Copperweld Household Wire. ; 
t name i 
: i 
§ company ' 
: address ' 
a city zone state 4 
lemma meee eewe ew ew ee eee ee ee ee a I 
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The new 1950 Acorn and Oriole gas 
ranges (called Acorn in the West... 
Oriole in the East) are extra-fine values 

. and they’re priced to sell... 
designed to sell! They move off the 
sales floor fast because people can 


DIVISION OF 

















Because youre in business to sell ranges, not exhibit them! 


afford to buy them. . . because people 
go for their new, greatly improved 
features. Find out more about reason- 
able prices making high profits in 
today’s market! Only seven popular 
models. Write us. 


PERFECTION STOVE COMPANY 
7135-B Platt Avenue @ Cleveland 4, Ohio 
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Imprinted Stuffer: 
featuring Jeanne C 


( 
Aitlery. Send them o 


HARDW ARE J 














JEANNE CRAIN 
starring in 
“CHEAPER BY 
THE DOZEN” 
a 20th Century Fox 
Technicolor 


Production 








Steak Knife Sets—4,6 
or 8 in "‘Jewel-Box"’ 
chest. Classic handles shown. 





















Corver and 
Fork shown with 
Vogue handles 

in "' Jewel-Box"' chest. 


Build prospects by building 
your counter and window dis- 
) (i around these FREE aids 


Display Merchandiser — colorful counter 
or window card that draws attention and 
builds sales. 


Carver, Fork and 





——_ Sharpening Steel, 
ie Radio and TV Scripts—complete scripts = Jewel-Box"’ chest. 
i and descriptions for use. Timed for 1-minute = Vogue handles shown. 
| « lS.seconds with space for your own = 
© tignature . 
-_ 
Mats, Electros, Photos — Mats or 


electros of complete ads or product cuts. 
Glossy photos of cutlery and portraits of 
Jeanne Crain. 


b 
( 
Bimprinte d Stuffers— tested sales-boosters ‘ 
featuring Jeanne Crain and Carvel Hall \ 

Cutlery. Send them out with your bills. MW 


Vly 
WIG 
\£ AS Cash Award Contests 
<< or counter displays . . 
a5 
= 
~ 


se 
& 


F 


Master Set 
Carver, Fork and 
six Steak Knives in 
" Jewel-Box"’ chest. 
Shown with Vogue handles. 





for your window 
. for your own sales 


ANY 


people to tie them in. 


4, 1950 
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Yor Coaite deagpd - 
“Tl help you sel 


CARVEL HALL 
Cutlery Sets’”’ 


Tie-in_now with 


Carvel Hall’s STAR 
June 


ride Promotion 


pes in a blue moon comes a_ real 
natural sales builder! Carvel Hall's 
giant June Bride Promotion, starring Jeanne 
Crain—the perfect combination of a sky- 
line and the ideal merchandising 
idea. It’s about to break—timed with the great 
Bride To 20,000,000 readers 
of top national magazines Jeanne Crain will 


rocketing 


June Season ! 
tell the story of Carvel Hall microned blades 
—scientifically honed to a microscopic edge, 
backed by a lifetime 
service guarantee..She draws attention to the 


precisely tempered, 
Carvel Hall package to add more punch to 
your display tie-ins. This great all-inclusive 
campaign has everything to make it a real 
merchandise mover. 


Write For Details 
Send today for your free copy of the Briddell 


June Bride Promotion Book. It gives com- 


plete details on the national ads, display 


merchandiser, mats, electros, photos, radio 


booklets and_ billing 
to 
Promotion Display Contest and 


and television scripts, 
stuffers. What’s more, 
the 
how to tie-in your sales personnel in the 
Retail Both 

attractive cash Send 
whole story and get started on a real sales 
push that can pay off for you! 


BRIDDELL 


Yine D, ality Cullery 
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it tells you how 


enter 
Sales Contest. contests have 


awards. now for the 





Ahead in Design 


Sturdy, fast-acting, precision-made valves that are thor 
Huet oughly dependable and guaranteed to function efficiently 
Now, the quality line of Rockford Brass Valves will come _—_ on all jobs for which they are recommended. Write today 
to you in colorful, yest boxes for more efficient handling 
and to make your stock shelves bright and appealing to 
prospective customers. 





data on the Rockford Line in your files. 


eceoeoeoeeeeeeeeeeeeeeeoeeeeeeeeeeseeseeeeeeeeeeeeeeee eee os 
No. 819 GATE VALVE Capable of hand- : 

ling jobs, with absolute safety, up to ' 

125 pounds working pressure. Asturdy, 

quality-built valve with double disc, 

rising stem and oil proof packing. ‘ 
Thoroughly dependable on oil, water ; 


and steam lines. Sizes range from 14” 
2". 


No. 814 BRONZE SEMI-PLUG TYPE 
Specially designed for oil line service 
... also used for water, air, gas, steam 
and general purpose. Note cutaway 
view showing special improved Rock- 
ford design of stem and seat. Sizes 
range from 14” to 2”. 








CKFORC 


Ne. 830 SWING CHECK VALVE Brass 
disc swing check valve for use 
on steam and water lines. Built to 
handle pressure up to 125 pounds 
with absolute safety. One of the 
numerous time-tested Rockford 
valves that has no superior. Sizes 
range from 14” to 2”. 


No. 816 FIBRE DISC GLOBE VALVE 
Specially designed for domestic hot or 
cold water systems. Particularly 
adapted for water softener installations 
in both homes and industrial plants. 
Pressure up to 125 pounds. Sizes \4” 
@ 2”. 








eeoeeeeee eee ee ee ee ee eeeeeeeeeeeeeeeseeeee ss 
" ROGKFORD 


No. 814A ANTI-HUM VALVE The im- 
proved Rockford oil burner line con- 
trol valve throttles out objectionable 
burner noise with perfectly balanced 
control. Phosphor bronze ball and 
spring ... special stuffing box with oil 
proof packing. Made in 3%” female 
I.P.S. only. 


No. 831 HORIZONTAL CHECK VALVE 
Horizontal brass disc check valve 
for general purpose up to 125 
pounds pressure. Built to the ex- 
acting Rockford standard which 
has been a guarantee of quality for 
59 years. Sizes range from 14” to 2”. 
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ROCKFORD 
ILLINOIS 






SINCE 1890) 
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G. P.& F. hand-dipping process pro- 
- weke duces a fine, durable grade of galvanized 
e service F ware. Items are individually hot-dipped 
“aed in molten zinc. Attractive spangle is care- 
ed Rock- @ America’s farm and city homes have fully controlled by the addition of special 

. Si 

a used and praised G.P.& F. Cream City metals. 

— Housewares for over 70 years, and Cream Many of the fast-selling products in the 
City Galvanized Ware has won prestige Cream City line are also made from mill 
for its dependable quality. galvanized sheets. 

HERE ARE JUST A FEW ITEMS IN THE CREAM CITY LINE 

E VALVE | 

tic hot or 
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»ctionable PATS ” 

balanced ITT iii 

ball and i i 

x with oil I } 

4” female ! i 

| ‘| 
WU 
peecet 
WRITE today for new bulletin of our complete line 
FORD ... everything from funnels to garbage cans and 


laundry drain tubs... each item in all standard sizes. 


Vo" | GEUDER, PAESCHKE & FREY CO. 


700 W. St. Paul Ave. * Milwaukee 3, Wisconsin 
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STER HUMFREVILLE 
FAMOUS COLLIER’S CARTOONIST 


“When that landlady said there was no shower in these 


old fashioned boarding houses . . . . She forgot that - - 


hing Hnges. On Hager/” 
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C. HAGER & SONS HINGE MFG. CO. - St. Louis, Mo.} 
FOUNDED 1849 — EVERY HAGER HINGE SWINGS ON 100 YEARS OF EXPERIENCE ‘ 
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What’s the strongest wood glue ever made? 
How can I tame that wild grain on fir plywood? 








What's a better finish than shellac or varnish? 





When customers ask such 
questions, recommend these 


WIZARDS «WOOD 
Spoor 1D 


ood Glue Ev 








the Strongest W 


wor 








NATIONALLY 
ADVERTISED 


Almost daily we turn over to 
our dealers inquiries from our 
ads in Saturday Evening Post, 
Better Homes and Gardens, 
American Home, Popular Me- 
chanics, Popular Science and 
over 20 other publications! 














Tame that wild grain with 


FIRZITE 


Over 40 million feet of fir ply- 
wood are sold every week! 
Here’s your market for 
FIRZITE! For FIRZITE is a 
“MUST” when finishing fir ply- 

wood. Used as an undercoat it 
tightly seals the pores . . . vir- 
tually prevents grain rise and 
checking . . . readies the sur- 
face satin-smooth for paint, 

Stain or enamel. 





For blond, 
pickled, wiped 
or tinted ef- 
fects; for that 
“woodsy” look, 
recommend 
WHITE FIRZITE 
on either soft 
or hard woods. 


di IRZITE | 


re 











\ What Finish Do Architects and Consumers Like Today? ' Ye at 














(in pints, quarts, gallons) 


SA ' iy “ LAC ——_——. 


The big modern trend is for light natural 
wood finishes. When customers ask you 
what to use, you'll make friends by recom- 
mending SATINLAC, to bring out and 
preserve the natural grain and color 
beauty of any plywood or solid wood. 
Satinlac avoids that “built-up” look and 
will not turn yellow or darken with age. 
“Water-white”, easy to brush or spray and 
dries ready for next coat in 3 or 4 hours. 





Sreciat 


INTRODUCTORY 
OFFER TO 
HARDWARE 
DEALERS 
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Your choice of 2 special package as- 
sortments on Firzite and Satinlac, com- 
plete with point-of-sale aids to dealers. 
Mail coupon for full details, together 
with full information about Weldwood 
Glue. No modern hardware store stock 
is complete without these 3 big-demand 
WIZARDS WITH WOOD. 


1950 





a= ao a on ow a ao ae ——— 
| UNITED STATES PLYWOOD CORPORATION | 
| Dept. 57, 55 West 44th Street, New York 18, N. Y. 
] Send me (check items desired) | 
| (_] Full descriptions of your Special Assortments No. 1 and 2 | 
| on FIRZITE and SATINLAC. { 
| (J Full information about WELDWOOD Glue. 
| Nave —__$____________———_ J 
| ADDRESS____— — . i 
| JOBBER’S NAME = a | 
fhe ee eee ee ee ee ee ee ee ee ee ee ee 
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SPRING HINGES OF QUALITY 
Modern Streamlined Appearance 


“TRIPLEX” 





Type BUT2001 


With Jamb Strip 





~( CHICAGO) ~ 











SPRING HINGES 


LOOK FOR THE TRADE MARK 


The 
Chicago 
Twins 


“SIMPLEX” 





Type BUT9001 


Without Jamb Strip 


No Other Spring Butt Hinges 


have all 


These Special Features 


Concealed Hardened Steel Bearings 


Wrought Non-Breakable Spring Lugs 


No open joints in spring barrels to expose springs to moisture 


Button tip ornamentations are 
held securely in place by improved 
lock washer of latest design. 


Springs are made of high grade 
tempered steel of ample size and 
proper length, diameter and gauge. 


No open joint where spring 
barrel continues as the web. 
This avoids exposing springs to 
moisture. 


Modern Architecture requires Spring Hinges of suitable design and proven quality. 


a 





Lugs at each end of the spring 
barrels are made of wrought non- 
breakable metal with hardened 
steel bearings—cadmium treated. 
This reduces wear to a minimum. 


Multiple thickness of metal in 
connecting web between spring bar- 
rels gives strength where needed 
most. 


Dove-tail for locking continuous 
piece of metal used in forming 
barrels and connecting web. 


“Triplex” and 


“Simplex” Spring Butt Hinges, with button tip ornamentations, are as modern as the newest stream- 
lined train or the latest flagship of the transcontinental airfleet. 


Chicago Spring Hinge Company, 


CHICAGO NEW YORK 


US.A. 














HARDWARE AGE, MAY 4, 195 





HARDWAR 








ing 
on- 
ned 
ted. 
am. 

in 
par- 


ded 


ous 
ing 





Verse 











4 
: 
z 
x 












Customers Like the 
Idea of a Prepared 
Pre-mixed 
Color Tube 


A Proven Success 
With Over 
102 Distributors 


Competitive Prices 
Excellent Profits 


Complete Line of 
Paints 


Write Detroit Of 
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REG. 
TRADE 
MARK 


ANNOUNCING 
7 ah Kite 
PAINT 


WITH 





A REVOLUTIONARY 
IDEA IN PAINT 


You Stock Base White Only! 


YOU GET THE 
COLOR TUBES 


ted you can offer your customers paint in a 
wide range of beautiful pastel shades . . 
yet all you have to carry in stock is WHITE. 
Sounds too good to be true—yet it’s all very simple! 
With each can of SEAL RITE white paint pur- 
chased the customer receives a tube of Color Tint 
in any one of 30 different colors. With a pint can 
of paint he receives a % oz. tube of Color Tint. 
with a quart a 1 oz. tube, and with a gallon a 4 
oz. tube. When he mixes the contents of the tube 
with the white paint, he has the exact color and 
shade that he has selected on the color card. 


You get the tubes of Color Tint FREE of charge 
—and you supply them to your customers FREE 
also. No color books to buy! No extra investment 
of any kind! All ycu need with Color Tint is a 
color card, and we give you all you want! 

The mest simple and practical paint system ever 
devised! Smaller inventory — white stock only. 
Smaller shelf space. No dead stock of unpopular 
colors. A wider range of colors for customer selec 
tion . . . no walkcuts or lost sales. The ideal 
paint system for bigger paint sales and increased 
profits ... with a smaller investment 


Seal Rite Paints Are Available In 
One-Coat Wall Flat ... Porcel Enamel ... Exterior House Paint 
Stipple Flat . . . Primer-Sealer Undercoater . . . Semi-Gloss and Gloss 


PINTS... QUARTS ... GALLONS... 5 GALLONS 


ce for Details 


SOLD ONLY 
THROUGH 


DISTRIBUTORS 















WHY?... because the experts at the Kyanize fac- 
tory knew that a good, non-yellowing white enamel is 
the backbone to any commercial paint line. When this 


paint was being developed, they really went to town 


— really gave it everything they had. 


Watch your white enamel gallonage increase month 
by month, when you stock, recommend, and sell 
Kyanize Blue Label White Enamel. Blue Label won’t 
yellow. In addition it has all the characteristics pro- 
fessional painters and smart home owners look for:— 
whiteness, refusal to sag, high gloss, hardness, quick 
drying, easy working, self-smoothing. 


Also available is Kyanize Blue Label Enamel Gloss 
Tinting White — a straight white to be used as a 
tinting base for all colored jobs; and Kyanize Blue 
Label White Enamel Eggshell, for either white or 
tinting, where an eggshell rather than a full gloss is 
desired. 


e+. and:remember that Kyanize is one of the best 


58 






known brands in the paint industry, promoted month 
after month with full color advertising in leading 
national magazines and featuring the famous Kyan- 


ize Color Recipe Program. Drop a card for full infor- | 


mation on the Kyanize line and open protected dealer 
territories, 


Boston Varnish Company « Everett Station « 


PAINTS 


ror Magazine-Featured Colors 
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Boston 49, Massachusetts © 
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“| A BETTER PAINT SPRAYER 
..,at a MASS MARKET PRICE 


the new 1950 


BURGESS 


Ue | vibro -rprayer 


mn | COMPLETE 





IX: 
a 










ta MODEL VS-501 









sprays: 
enamel, lacquer, varnish, 

















. glossy and wall paints, WN 
month . liquid wax, light oils, isons Cha bE CAP _ 
eading § and insecticides ae m4 hang 9 "°2zle 
Kyan- Seal;., -ASKET — 
i . @ Always far out in front, the new Model VS-501 ealing Qin elf. 
infor s NEw INT st Solvents 
| dealer Burgess Vibro-Sprayer is assured of continued Mor an ~ insure 
\ _ leadership in the industry through 8 new developments liquid rm flow of 
- \ that mean greater consumer acceptance . . . more sales for Housin AK pp . 
achuse dealers. The new VS-501 Vibro-Sprayer not only handles a OW be tipper ver — 
wider variety of paints than previously, but has a greatly "ection Withour oan di- 
lengthened period of service, and is easier and more convenient KNo, A o Jusy = a 
,] to operate. In addition, there is a NEW price... ©dge for o,., *“llopeg 
_ lower than ever before! For full information, see your w TRIGG a 
. e r : ~ 
jobber . . . or write, today. oni om tind a 
SPECIFICATIONS and ©OMforte sy) 
Molded phenolic pump housing; 25 oz. Mason type 
jor paint container; 8’ extension cord; operates on 
Y vivro N 110-125 volts 50-60 cycle A.C. 
8¥%,” high, 6%” deep, 4” wide. Weight, unpacked, 
BU RGESS 22 Ibs. 6 per shipper, 20 Ibs. 
ars \ prayer / BURGESS VIBROCRAFTERS, INC. 
180 NORTH WABASH AVENUE . CHICAGO 1, ILLINOIS 
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put in DURO'S 


Here's the Strategy of it: (1) Make Every Sale by 
Having the Full Duro Line to Sell. (2) Put Duro 
Display Boards to Work For Quick Turnover. 


Men buy tools where they know they can get 
everything they want. That's the experience 
of dealers who have switched from short-line 
selling and really gone into the tool business 
with Duro. 


The Duro line is COMPLETE. It meets every 
tool need in your area. When you carry this 
full line you make EVERY sale and you build 
future sales because customers know you have 
what they want. Then, with Duro’s handsome 


2909 


“ONE-TWO PLAN” 
—TAKE OUT FAR BIGGER PROFITS! 





Display Boards, you sell the tools in volume— 
for “a tool well displayed is ninety per cent 
sold”. (1) Full line; (2) Displays—that’s Duro’s 
“One-Two-Plan”, That's the way alert dealers 
are discovering big profit. 


THE TIME TO START IS NOW! 
Get those Duro Displays up—get that Duro 
Line in—get that heavy profit! Tell your Duro 
Distributor now that you really want to be in 
the tool business! DURO METAL PRODUCTS 
CO.,2648 North Kildare Avenue, 
Chicago 39, Illinois, 


You'll See New Profit Horizons Here. 
Write for Your Free Duro Catalog 

































SELL SETS, as well as single tools! 


When you're really in the tool business 
you'll sell matched SETS of tools, and 
complete tool SETS for Auto, Truck and 
Tractor work, Machinery, Refrigeration 
and General Maintenance Work. Duro 
equips you for doing this kind of big 
profit business. Set shown is the Duro 
Chrome 49-piece Tool Set—with every 
socket ‘Hot Broached"’ for accuracy 
and 25% extra strength 








Connecticut Valley's 
Expansive Bit 

| Draws into Wood 

i Smoothly 


out clogging that this bit provides. Show them the 
reason: — the smooth threads on the point... cut that 


way by milling from solid stock. . . 


| Your customers will like the free, positive action with - 






to 2”, in machine shanks from 4" to 3”. 


THE CONNECTICUT VALLEY MFG. CO. 





Main Street, CENTERBROOK, 


60 


BORES AT ANY ANGLE 


FORSTNER AUGUR BIT 


Because it is guided by its circular rim, this bit can cut 
any arc of a circle, can bore at an acute angle without 
regard to grain or knots. In hand brace shanks from 4 


CONNECTICUT 


“wer 


SS 








le 


The Edgehill 
and tensioned, precision ground and polished, 
uniformly set and filed. . . . 
quality chrome nickel steel holds a sharp, keen 
edge longer, assuring steady repeat sales. . . . 








EVEN THE 
PACKAGE HELPS 





< 
YOU SELL MORE - - - 
Y 


each Edgehill blade in a 


protective and informative package that 


Yes, comes 


stimulates sales. . . . builds repeat busi- 
ness. But that’s just one of the many 
reasons why you'll find it more profitable 
to stock Edgehill 


Brand Circular Saws. 


blade is scientifically balanced 


Edgehill's high 


Most important—Edgehill's lower price gives 
you a LARGER PROFIT ON EVERY SALE. 
Order from your jobber 
or write for information 
Types Bushings 


Ya"-Y_" & "=r 
available at no 
extra charge 


6, 7, 8 and 10 
inch Flat and 
Hollow Ground 


Te BLADE mec. co. 


909 W. 3rd AVE. 
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Every dealer can 
feature a 
complete line of 
DURO tools... 


COHSSSSHSHSSHSHSHSEHTSSSHSOOSSSSOSSSOSEEEEHSEHEEEEEEESEEEESE OI 


DURO “power tool 
packages” make it 
easy to start in the 
profitable power tool 
business... 


LATHES—in 3 sizes, from $15.95 te $73.50, re 


tail. 
BAND SAWS—in 3 sizes, from $49.95 te $114.85, retail. 
CIRCULAR SAWS—in 3 sizes, floor and bench type, from 
$32.45 te $229.50. 


%9 


More dealers are soenelt 7 





JIG SAWS—in 2 sizes, from $15.65 to $24.95, retail. 
DRILL PRESSES—in 3 models, from $44.65 
SANDERS—in 3 sizes, from $12.95 te $59.50, retail. 
JOINTERS—in 3 sizes, from $43.95 te $112.50, retail. 


te $93.50, retail. 


+ + « in addition, the DURO line includes SHAPERS, ROUTER-SHAPER-CARVERS and a profitable line of ACCESSORIES. 





Package “A’’—Seven basic power tools that 
start you off with a minimum of cash and 


maximum turn-over and profit. 


Package “’B’’—Another series of DURO tools 
in the fast-selling larger sizes . . 
good profit makers in any location. 


. top values, 


SCHOHSSSSSSSSSSSS SSOSSSHSOSSSSSSSSOSSSSOSSSSSESSSEESESEEESESE 


DURO backs every 
dealer with powerful 
National 

Advertising ... 


DURO furnishes 

bona fide sales leads 
and tested 

selling aids... 














Vel ser Wome Cnet 


Hard-selling, lead-creating DURO 
National Advertising is appearing 
each month in these major publi- 
cations . . . reaching an active, 
interested audience of more than 
19,000,000 prospects for new 
DURO Power Tools! 


“Live” leads from your locality, colorful window streamers, eye-catching display posters, mat 
ads on every tool, catalogs and mailing pieces . . . all available to DURO dealers FREE. 


WHEREVER YOU GO, THE BETTER DEALERS ae statin DEALERS! 


WRITE TODAY for details about Duro’s 
low cost ‘‘package’’ plan. See how easy 
it is for you to be in the profitable power 
tool business. Fill in and mail the coupon 
right now! 


DURO METAL PRODUCTS CO. 
2659 North Kildare Avenue 
Chicago 39, Illinois 
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DURO METAL PRODUCTS CO. 
2659 N. Kildare Ave., Chicago 39, Illinois 


Gentlemen: 
{] Details about the Duro low cost 


Please rush me the information | have checked below 


‘*package’’ plan 


(] Details on the complete new DURO line of Power Tools 
[] New Duro Merchandising Helps. (For present Duro dealers 


Name 
Address 


City 


es 


only, please.) 


Zone Stote 


IWIES Casement Wladous HARDWARE 


A line you can be proud to tell! 


HEAVY DUTY CASEMENT 
WINDOW OPERATOR 


Not Handed 


Angle Drive Operator for 
Special Applications. 
For average size casements 
with wide stools ...smooth 

acting... non-rattling. 


AdjusTITE Catches 


Draws top of casement win- 
dow tight... no mortising 
required .. . adjustable ten- 
sion... template furnished. 














easy to sell 





because 
it’s easy 
to use! 





caulking compound cartridge 


No wonder more and more contractors and home owners are 
demanding famous CALBAR Caulk-O-Seal in the convenient 
“‘HOLE-IN-TOP’’ Cartridges! They just insert the Cartridge into 
any CALBAR cartridge caulking gun, replace the gun nozzle and 
pull the trigger. It’s as simple as that. . . and NO cleaning 
required —the compound never touches the sides of the gun! 
Your JOBBER can supply you. 


CALBAR PAINT & VARNISH CO. 


Manufacturers of Technical Products 
2612-26 N. Martha Street °* Philadelphia 25, Pa. 








62 


and 





—— : 

q 

A few of a wide variety of handle installations 
This time-proven Ives Operator is built for HEAVY 


DUTY. 


brass. 


All parts made of extra heavy gauge steel or 
Sash track slide assembled with phosphor bronze 
spring to reduce wear and eliminate rattle. STRONG —— t 
DURABLE — SMOOTH OPERATING. This acknowl- 


edged leader in its field can be one of your best sellers. 


Ask Your Jobber 


THE H. B. IVES CO. 


NEW HAVEN, 


CONN. 


Luality Aandurane 


iN.C EC Fae 


A PROFIT DEPARTMENT 


HY 


si DE 
' voou OR vainting & DECORATING 


‘PuTTY | 
KNIVES 















SCRAPERS | 





Hype OFFERS & 


A sturdy wood display cabinet for faster moving Hyde 
Putty Knives and Scrapers—at no cost to you—with 
allowance for a 50% profit margin! 


Products include one each of the items on display; 
2 dozen putty knives (stiff and elastic, 114” blades); 
15 scrapers in 3”, 314”, 4” and 5” blade widths. Stor- 
age space contains complete assortment. 





Pro arta 





The 





With Re 
Eyebolt 

No. AS-7 
Eyebolt . 
No. AS-1 
Turnbuc! 
No. AS-4 





With 
Turnb 
No. A 
Eyebo 
No. A 
— H 
No. A’ 
soqy”? B 
No. Al 
Pe one 


| Cann 





Total quantity: 39 items F 

Suggested Retail Price: $40.44 FP 

Cost to Retailer: 26.96 © 

MANUFACTURING —f 

COMPANY PROFIT 7“ ; $13.48 : 

SOUTHBRIDGE isiia : 
MASS., U.S.A. Order today from your jobber. 
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With Revolving Stand 
Eyebolt and Turnbuckle Assortment 
No. AS-25113; List $14.60. 

Eyebolt Assortment 

No. AS-1133; List $16.60 
Turnbuckle Assortment 
No. AS-456; List $19.50 








ig Hyde 


u—with 


display; 
ylades) ; 
is. Stor: 


and Bracket 


Turnbuckle Assortment 
No. AW-3456, List $11.50 


Eyebolt Assortment 
No. AW-1013; List $11.60 


“S’’ Hooks Assortment 





39 items 














4 in 1 Assortment of Turnbuckles, Eye- 

bolts, “‘S’’ Hooks, “‘U’’ Bolts. 

No. AW-4444; List $44.00 

YOU CAN SAVE ON THIS DEAL — 
total value $48.50 
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WALL BRACKET 
AND REVOLVING 
TE \E 


mine AVNRENSSURI NIMENID 


FOR WALL AND COUNTER SPACE 
10 Assortments to Increase Daily Sales 





Wire Goods Assortment in plastic en- 
velopes. 18 boxes fast selling items, with 
revolving stand. 

No. AS-7; List $24.00 

Screen and Storm Sash Hardware Assort- 
ment with revolving stand. 13 boxes fast 
selling items. 


No. AS3SH; List $25.00 






Increase Space 
With Larson’s 
Stands 







Tan Circular 
on Assort- 


Violet Circu- 
lar on Dis- 


Yellow Circu- 
lar on Wall 








$40.44 : No. AW-172A; List $10.60 ' Bracket play Hard- ments with 
“ @ “Uy” Bolt Assortment NOTE: All wall plates are bright yellow. Assortments. ue . and _ Stands. 
26.96 © No. AW-103A; List $15.00 All Larson cards are bright red. ands. 
— ea See Your Jobber or write direct to: 
$13.48 
-CU 
, || CLEAN;CUT WIRE HARDWARE CHAS. O.{_ Larsom CO. - STERLING, ILL. 

jobber. 


HARDWARE AGE, 1950 


yr 4, 1950 


MAY 4, 





63 








New VISE-GRIP wrench 
Merchandiser 


Hardest Working 


SALESMAN 



















in the store! 4 






ON WAIL 
OR COUNTER 


(deg 


VISE-GRIP 


WRENCH 








Merchandiser GIVEN | 
With Purchase of 6 Wrenches 


Accept this high-powered salesman and watch him triple your 
VISE-GRIP sales! Displays all the VISE-GRIPS you need for 
quick turn-over. Puts them out for every customer to see. SALES | 
INVARIABLY CLIMB! | 

Board is made of permanent plywood, finished in 4 colors. 
Requires little Has easel for standing — drilled holes | 
for hanging. | 





space. 


BOARD IS FREE! You Pay Only For 6 
Tools, Retail Value $12.45: 
One No. 7 (7°* Standard) One No. 10 (10'' Standard) 


One Ne. 7C (7'' New Model One No. 10C (10°' New Model 
without Cutter) without Cutter) 
One No. 7W (7'' New Model One No. 10W (10°' New Model 


with Cutter) with Cutter) | 

The genuine VISE-GRIP Wrench LOCKS to the work with 
Ton-Grip! Exerts pressure never before experienced in a hand tool. 
Easily released — or adjusted to pliers action. 

New INVOLUTE JAW CURVE holds all shapes with unbelieva- 
ble ease. New KNURLED JAW TIPS prevent slipping. THIN 
NOSE SUPER WIRE CUTTER. Fine alloy steels. Nickel plated 
finish 


(See your jobber for VISE-GRIP Wrenches and Free 


Dis play-Board) 
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Now is the time to stock up on those’ 
fast selling Lufkin Folding Wood 
Rules . .. have exactly what your 
customers want when Summer 
building gets under way. And, 
you'll be giving your customers 
more for money — every 
time—by selling them 

“Red End” Rules . . . because 
they’re unexcelled for built-in 
acc , outstanding features 
and high quality. And just so 
you won't have to pass up a 
single sale—better stock the 
complete Lufkin line . ..Wood 
Rules for all types of Gen- 
eral Work, Brick Masons 
Rules, Plumbers Rules, 
Chrome-Clad Steel Tapes 
and the NEW Chrome-Clad 
Tape-Rules. Get set now 
to cash in on the big 
Lufkin advertising pro- 
gram promoting ‘“‘Red 
End” Rules to morethan 
40 million reader-pros- 
pects in the Roto Sec- 


tions of most leading 

eee y ee No. 066 “Red End” Rule— 

trial oe precio Patented Lock Joints . . . 
mah ONS Strike Plates .. . Solid Brass 

ot onsumer Ma- Mountings .. . Easy to Read 

gazines! Call yee Markings . . . Durable. 
No. X-46 Extension Rule for 


general measuring and . 
with brass slide for inside 
measuring of doors, win- 
dows, other openings. 





No. 966 “Two Way” Rule — 
“Red End” Quolity . . . has 
figures one side reading lett 
fo right, other side right 


to left. 
TAPES + RULES 


, Sell [UE KIN PRECISION roms 


THE LUFKIN RULE CO. 
NEW YORK CITY + SAGINAW, MICH. - BARRIE, ONTARIO 
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Set N° 14 Contains 5 C&veland Drills 
@ @ @ ®@-all with %" Shank 


These new drills are designed for use with any drill press, 





electric drill, breast drill or ratchet drill having a standard 
%” chuck. They have many advantages that will appeal to 
your customers: 

Suitable for hard or soft woods (end grain or side grain) 
and for soft metals, including soft, thin sheet steel—Cut fast 
with little effort or power—Can be resharpened repeatedly 
—Drill is not spoiled if it hits a nail—High polish makes 
it easy for chips to slide up the flutes and out of the hole— 
Made of best chrome alloy tool steel, highly tempered. 


Single drills may be bought separately. Ask for List No. 124. 





Order from your Jobber, or write 
_ to our nearest Stockroom 





at pews 


THE CLEVELAND TWIST DRILL CO. «+ 1242 East 49th Street + Cleveland 14, Ohio 
Stockrooms: New York 7 «+ Detroit2 * Chicago 6 + Dallas! + San Francisco S * los Angeles 58 «+ €E. P. Barrus, Ltd., London W. 3, England 


— 


a1 AN 


— 
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= PLYMOUTH 
FEATHERWEIGHT ly lille 
GARDEN HOSE 


-$O GOOD IT’S GUARANTEED FOR 10 YEARS 





© Tough ond Durable Plastic — Outlosts Rubber! 
“4 — A Child Com Litt te 
© Resism Extreme Het ond Cold Temperatures. 
= © Resion Seufling. Pooling. Grease, Oil, Bre 
© Strang Men-Rust 2-Way Permo-Grip Couplings 
© Withstends 8 Times Average City Water Prewure 


5 \ eum 25 com 


fcrmoulh RUNEER COMPANY 6 


®@ Tough, durable plastic — outlasts rubber. 
@ Featherweight — a child can lift it. 





© Resists extreme hot and cold temperatures. 

@ Resists scuffing, peeling, grease, oil, etc. 

® Strong non-rust 2-way Perma-grip couplings. 
@ Withstands 8 times city water pressure. 

@ In 25-ft. and 50-ft. lengths. 


The Plastic Garden Hose of Outstanding Quality 


Gaerantees Greater Sales and Profits 
Distributed by Better Wholesalers 


PLYMOUTH RUBBER COMPANY, INC. 
, MASS. 


Also Manutacturers of SLIPKNOT, the World's Largest Selling Friction Tape. 
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ALL OF YOUR HAY TOOL NEEDS 
CAN BE SUPPLIED BY THIS ONE 
SOURCE — MOLINE IRON WORKS 


Moline Hay Carriers are 
made in three models. All are 
ruggedly built, equipped with 
self-locking sling pulley. 
Sheaves and frames are made 
of our high strength malleable 
iron castings. Strong, smooth running — 
years of service. 

Moline Forks are available in both harpoon 
and grapple types—seven models in all. 
Heavy steel and high strength malleable iron 
are used in the right places for best perform- 
ance and long life. 

Moline Pulleys are made with high strength 
malleable iron frames. Sheaves are either 
wood or iron as desired—a wide selection of 
types and sizes. 

Moline Double strength 
malleable couplings and bumpers. 
assemble and erect. 





HAY CARRIERS 





HARPOON FORKS 


steel track with 
Easy to 

















GRAPPLE FORKS 





SEVENTY YEARS OF SERVICE 


Write for Moline Hay 
Tool Catalog and Prices 









Nearly 70 years of 
specialized manufac- 
turing experience as- 
sures lawn mowers 
that you can 
handle with 
absolute 
confidence. aap eee Gow 


Model 76A Power King 


A thoroughly dependable power job 
Completely modern design, precision 
built. Many desirable features: — Alumi- 
num alloy castings. Tubular steel handles. 
Attractive baked enamel finish. 5-blade 
ball bearing reel with take-up for wear 
20” cut, adjustable for height. Positive 
clutch. Highly reliable power unit. Rug- 
ged tires. Weight 87 Ibs. 


Model 550 Deluxe 


Unquestionably the 
finest hand mower 
we have ever built 
Light, modern, 
smooth running 
Popularly priced. In- 
vestigate this excel- 
lent selling item. 


information on request. Write today! 


ASTr00 


MANUFACTURING CO. 
Springfield, Ohio 
POWER & HAND LAWN MOWERS 
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Ffowerlool Accessories 


“GIVE YOU MORE YEAR-AROUND SALES” 


Farm Home. Industra 


OVER 50,000,000 FARMS . . . HOMES .. . STORES . . . INDUSTRIAL 
PLANTS are now using power driven equipment. You can cash-in on this 
profitable year-around replacement business when you feature Chicago 
Stock Accessories in your power tool department. Order from your jobber 
and start getting your share now. 













PILLOW 
BLOCKS 


ea ae 


GRINDING MANDRELS 








“V"-BELT PULLEYS 


“V"-STEP PULLEYS 


“Adjustable Bronze” 





MULTIPLE "V"-PULLEYS GROOVED KNOBS 











All these ... and many 
other items are available 
for immediate delivery. 


FLANGED PULLEYS HAND WHEELS 


Ask your jobber or 
write for Cat. 51-A. 











| FLEXIBLE COUPLINGS MACHINE WHEELS 





SANDING & BUFFING 
STANDS 








E SAW MANDRELS 


Chicaga DIE CASTING MFG. CO. « 2510 w. Monroe st. * CHICAGO 12, ILL. 
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NEWS... 


THE SHMOO PLUG BAIT is a realistic reproduc- 


tion of Li’l Abner’s famous friends, designed 


to spotlight attention on your lure displays. 
And, it’s not only got eye-and-buy appeal, but 
we guarantee it'll catch fish, too! It’s been 
tried under all conditions, and found to be a 
killer for large and small mouth bass, and for 
pike. It’s made in all finishes, and in various 
New style lip gives the 


color combinations. 


Shmoo a live, darting action. 


mve SHMOCG Batt 








PRIZE PACKAGE 
The Shmoo comes to you in a brightly colored 
package, perfect for attention-getting counter 
display. Drawings are by Li’l Abner’s famous 
creator, Al Capp. Daisy Mae, Mammy and 
Pappy Yokum and Li’l Abner himself all ap- 
pear on the box. Best of all, a Shmoo display 
will draw attention to your whole line of lures 


. help you move other items, too. 


SPECIAL 


Vrite for details on H-I's special local advertising proposi- 
tion. It's an easy, economical way to advertise the Shmoo 
in your local newspapers . . . to add spice to your other 


tackle advertising. Don't delay—the selling season is here! 


HORROCKS-IBBOTSON CO. 


UTICA, N. Y. 


Manufacturers of the Largest Line of Fishing Tackle in the 





World 











—— Time is Profit on, 


When You Stock 


2 re) i CHARCOAL 





BRIQUETS 


Stock up now for big summer profits, steady re- 
peat sales the year around. Feature Ford Char- 
coal Briquets 10# bag, and cash in. Big mark-up, 
fast sales to vacationers. Here are 5 
good reasons why: 





1. Processed from quality woods for rich 
“tangy” flavor 


2. Cleaner, smokeless, spark-free 
3. No waste, no dust, no breakage 
4. Glowing, even heat for even broiling [ 


5. Burn far longer than ———,— -, - 
ordinary charcoal a ae , 











Order today, and write for 
interesting information on use 
and equipment: 


FORD MOTOR COMPANY 
Special Products Department 
IRON MOUNTAIN, MICH. 


Charcoal Briquets 


The hear- packed charcoal 





the yellow core 


made by 
oF del tha: 


Sold Only Through 
Recognized Wholesalers 
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friction and rubber tapes 
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RAY MILLAND | 
Starring in ae 
“COPPER CANYON” 
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-Utility : 6 A Paramount ure 
Me DRILL S18 

















HARD-HITTING PROMOTION | 
HELPS yoy CLOSE SALES: 
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Smashing Advertising 
to Millions of Readers in 
June issues of The 
Evening Post, Better 

& Gardens! FREE Display 
Reprint for youl 





Free ray Mitland Dis. 
Play Piece for Dealers 


Owning a Home-Utility 
Merchandiseri 


Products of 
The BLACK & 
DECKER Mfg. Co. 
Dept. H653 
Towson 4, Md. 
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Sold Through 
Leading 
Distributors 
Everywhere 














THE VACUUM BOTTLE EVERYBODY WANTS — 


; f 


Here’s Your, Source For 





























\\ 
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RODS 
SHER. 


FISHING TACKLE 


SOLID GLASS 
| FIBER RODS 
| for Fly Casting, 


Bait Casting 
and Salt Water 


Cash-in on the tremendous 
demand for Glass Rods. 

We have them. 
KINGFISHER 

Casting Rods retailing 

at $7.95, $9.95, $12.95. 
Salt Water Rods $14.95, 
| $15.95, $19.95 


\ a | 
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@ The season’s wide open for “Thermos” (plil ee 


brand vacuum bottles—especially the 


quart size for picnics and outings. 





Thermos gives you a variety of styles 
and prices—the right bottle for every 
customer. “Thermos” gives you many 


selling features—the ridged aluminum 






cases on two bottles, four nested Ather- 






You get 

quick service, te 
save on transpor- \.7 
tation costs and 
make other econ- 
omies that wil! 
help swell your 
profits if you'll 
build your stock on 
fishing tackle from 


lite cups on two, efficient Thermos brand 
vacuum insulation in all. 





And “Thermos” backs you with the 
most dominant advertising program in 
the field. This quart bottle advertise- 










ment will appear June 17 in The Saturday 


Evening Post. ei THERMOS 


TRADE MARK REG U S PAT OFFICE 


QUART VACUUM BOTTLES EDW. K. TRYON Co. 


THE AMERICAN THERMOS BOTTLE COMPANY « NORWICH, CONNECTICUT 815 819 ARCH ST, PHILADELPHIA 5, PA 
Thermos Bottle Co., Ltd., Toronto Thermos Limited, London 
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Retails at 
$675 
Less 


Battery 


MODEL No. Ill 


(Not a Flashlight) 















g | aeRO Throws Powerful Brilliant Light 
r it ANYWHERE-ANY TIME 

us 

Is. For Motorists - Sportsmen - Farmers - Others 
m. 

ER BIG BEAM Jr. has been especially designed for people at 
ng work or play who want powerful, brilliant light when and 
5. where they need it . . . and at a price that meets every 
“4 pocketbook. There’s a huge volume market—your customers 


who will want BIG BEAM Jr. for unlimited sports, utility and 
emergency uses. 





Here are some reasons why it’s the best lamp of its kind: 


@ Positive battery connections — no wires to connect 





@ Lamphead~— 4” diameter, 24-gauge steel, nickel chrome plated. 
3 @ Lens — Heavy, double-strength glass, convex type. 
7 @ Reflector — Parabolic, brass, silver plated. 
a @ Switch — Cutler-Hammer, fingertip control, mounted on lamp- 
head. 

@ Battery case and hinged cover — 20-gauge steel; weather 

proof and rustproof. 

: @ Handle — One-piece, 4’ long — designed fer proper balance 
‘ @ Weight — 48 ounces. 
SIMPLE « ECONOMICAL « BUILT TO LAST A LIFETIME 
Ks 








- 


NATIONALLY ADVERTISED in Leading Con- 
sumer, Farm, and Outdoor Magazines. 












ee 


ss|D Stock and display BIG BEAM Jr. and be among the 
r first to cash in on this latest addition to the BIG 


BEAM Family. So see your jobber or write us—-NOW! 















U-C LITE MANUFACTURING CO. 


1036 W. Hubbard Street, Chicago 22, Illinois 
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$49 $.D. Twin sink model Vinylite 
Plastic Coated Dish Drainer, avail- 
able in red, white or yellow. Overall 


size 144%" x 1312" x 4” 
Can be retailed ot 98c 
#49 B. B. Extra large size— 1612” 


x 13%” x 4”. Can be $] 19 


retailed at 








Artistic Wire Products are hot volume 
sellers ...low price, plus quality! 
You buyers of housewares will find 
this combination of the famous Viny- 
lite Plastic Coating* with Artistic’s 
fine workmanship and practical design 
an unbeatable combination in depend- 
able merchandise with high public 
acceptance. 
#50 G. D. Here is a sensationally selling combina- 
tion glass and dish drainer. Coated in durable 
bie saa ne” coating. Available in red, white or 


yellow. Overall size 16%"' long, 13'//2"' wide, 7/4" 
high with glass drainer attached. 


INYUTE 
rmeeaynere 
* PLASTIC COATED « 











Priced for volume soles at $949 complete 
—- 





#49. Vinylite Plastic Coated 

Plate Storage Rack. Available in 

red, white, or yellow. Overall size 

11” x 6%” x 54%”. Con 

be retailed ot 89c 
*VINYLITE PLASTIC COAT- 
INGS will not blister, soften 
or become gummy. They 
resist acids and alkalis. A 
product of the Bakelite 
Corporation. 


#48 S. R. Nickel plated hendy 
wall Utility Rack with a towel bor. 
Holds two large boxes. 


Can be retailed ot 59c 








#48-1. Nickel-plated Roast Rack. 
Adjustable to two positions. Over- 
all size 12” long, 9” wide. Can be 


opened to 12” x 12”, 
Can be retailed at 98c 


ARTISTI 





Contact your neorest distributor for cost prices and 
promotional allowances, or write direct to our main office. 


WIRE PRODUCTS CO. : 
EAST HAMPTON, CONN, 















#48-E. Egg Basket coated in 
durable Vinylite plastic coating. 
f Available in red, white, or yellow. 
7” long x 7” wide x 


3%” high. Can be re- 39c 


tailed at 












#49-9. Twin sink model Vinylite 
Plastic Coated Sink Rack. Avail- 
able in red, white or yellow. Over- 


all size 1242” x 10” x 

1”. Can be retailed at 69c 
#48-9. large size— 1644" a 
12%” x 1”. Can be 
retailed at 89c 

























IT’S LOW PRICED— IT'S PRACTICAL 





PATSY 
PRIM 


DUST PAN 


Patsy Prim is the answer 










to the demand for a 
sturdy, attractive low 
priced dust pan. It has 
the ever popular long 
handle of No. 8 heavy ‘— | 9 
gauge copper coated twisted J 
wire. The wire handle is 26” 

from floor, with a 28 gauge steel pan finished in red 


or green. 


Write Today for Literature on the 
Complete FULTON LINE of Long 
and Short Handle Dust Pans 


PATENT NOVELTY CO. 


Fulton, Dept. HA, Ill. 
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EDLUND “™™® 
JUNIOR ~» 
CAN OPENER ° 


THINK OF 


Ldlund 


for 
BETTER KITCHEN TOOLS 


EDLUND COMPANY BURLINGTON, VT. 
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Z| ways to score more 


Wistocw Duy and Didal- 





lift “ales! 
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PARTNERS in profit with the famous 
“Toastmaster” Toaster are the ‘‘Hos- 
pitality” Set, the new Waffle Baker and 
Waffle Service. Yes, here’s a feature- 
packed “family” of electric housewares 
that’s trade-up priced at $18.95, $21.50, 
$27.50 and $32.50. And ail bear the 
name that’s second to none in the con- 
suming public’s confidence. 
High-quality merchandise deserves 
heads-up promotion. And here’s how 
we help you cash in on the Mother’s- 
Day, June-Bride gift bonanza! Big, beau- 
tiful 4-color ads (119,478,500 of them!) 


are running in the first half of 1950 in 
13 leading magazines. Folders, leaflets, 
window streamers, dealer ads, displays 
—everything you need to do a bang-up 
selling job is yours for the asking. 

And remember, this overwhelming 
support isn’t restricted to the ‘Toast- 
master” Toaster. The ‘“Hospitality’’* 
Set, the Waffle Baker and Waffle Service 
all come in for a big play. 

So push ail these profitable “Toast- 
master”’* appliances. This spring, you 
have four arrows in your sales quiver— 
four ways to score more gift sales! 


Prices subject to change 


TOASTMASTER 


Automatic Electric Appliances 


@ Toastmaster” and “Hospirauiry” are registered trademarks of McGraw Electric Company, makers of 
“Toastmaster” Toasters, ‘’Toastmaster"’ Electric Water Heaters, and other ‘‘Toastmaster’’ Products, 
Copr. 1950, Toastmaster Propucts Division, McGraw Electric Company, Elgin, Ill, 
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matched set 
matched bathroom accessories 
will build your sales! 


Many bathroom accessory sales are missed entirely 
when figuring builders hardware contracts. In WES- 






























GILMER 


FRICTION TAPE: CHROME, however, you have a beautiful line of 
° bathroom hardware that just won’t take a back seat 
a . , it practically sells on sight. In fact, WESCHROME 
Straight-tearing, non-ravelling—sure to may be the wedge needed to land the entire builders 
satisfy every customer. Recommend it hardware order! Heavy, gleaming chrome finish, 
for all general-purpose applications—it smart styling and many manufacturing “extras” iden- 
has both high insulation and high adhe- tify these units as having real quality...and they are 
sion qualities. Standard width, 34’’; foil- budget-priced! Once again we say—don’t overlook the i 
wrapped in 60-, 30-, 13-, and 5-ft. lengths. easy profits found in WESCHROME sales. Write for 


Display cartons contain 16 rolls of 13-ft., a full description of the WESCHROME deal today. 


or 32 rolls of 5-ft. tape. All lengths indi- “High Si ” 
tyle ona Gudget 


vidually boxed. (60-ft. and 30-ft. lengths 

also available foil-wrapped only.) ‘ i C1 i Tq Wy PM MANUFACTURING Co. 
A et FI >> > ©] 1420 So. Evergreen Avenue 

GILMER RUBBER TAPE: ad = vf wy solos Angeles 23, California 


Fast-selling companion item to friction 
STOVE PADS 


tape. Highest-grade rubber; fuses read- 

ily without heat. Standard width, *4"’; Gor gg rr 
21- or 10-ft. lengths. Foil-wrapped; box- ae re wt Mg 
ing optional. C20 0s sovearnse WEE 



















Friction Tape (in 60- and 30-ft. lengths) 
and Rubber Tape, furnished cellophane- 
wrapped with labels on request. 


The KINDLE! 


omplete 
Line R/M’s stan 
en asbestos 
long-lived \ 
core in bot! 
; yarn. Packe 
¥ and 100 ft 
q widths of 7 
134”, 





wy Pn. | And don’t forget 
—Atetat! | GILMER WIRE— 
MASTER WIRE ASSORTMENT NO. 17 WS: 
Contains 39 cords with 6 combinations BRIGHT METAL 


of connectors in 13 different lengths; \\\\WW 


lee) 


a 


3 large spools of replacement wire; and 
50 3-way outlets. All on eye-catching mn 
metal display rack. 


ORDER FROM YOUR GILMER 
HARDWARE WHOLESALER, or — 





L. H. GILMER COMPANY 


(Division of United States Rubber Co.) 
TACONY, PHILADELPHIA 35, PA. 


Please send me complete information and price listings on 
items checked: 


ASK YOUR JOBBER 








Friction and Rubber Tape V-Belts | Gilmer Wire Products 
NAME — SEND FOR CATALOG OF SIZES, DESIGNS, AND PRICES 
INCLUDING CHROME AND STAINLESS STEEL STOVE PADS 
ADDRESS — 
CITY — ______ ZONE STATE 








THE METALOID CO. CLEVELAND 4, OMIO | 
beceecccecco cece ceensceceweseceseorsscescecccececese-<2 ’ \ IN CANADA: 3 WELLINGTON ST. EAST TORONTO, ONT. 
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QUIK FLAME 


The most efficient kindler 
ever developed for range 
burners. Patented open mesh 
construction provides best 
possible results with distil- 
late oils. The extra-heavy 
wire core yarn keeps the 
kindler upright in the burner 
channel. Glass yarn at burn- 
ing edge facilitates the re- 
moval of carbon deposits. 
Packaged 6 ft. to the box, 
¥%” and 134” wide. 





(woe 


WOVEN GLASS 


The acme of perfection in 
stove kindlers, assuring long 
life and maximum stove per- 
formance. The only glass 
wicking woven with a wire 
core in every strand to pro- 
tect the burning edge. Pack- 
aged 51% ft., 6 ft., and 100 ft. 
to the box, in widths of 7”, 
1”, 1%” and 13%”. 


QUIK FLAME SETS 


The same Quik flame wick- 
ing that has proved popular in 
continuous lengths is now avail- 
able in crimped sets to fit all standard 
8” range burners. Packaged in sets of 4 
oversize (1” wide) wicks. 












Stock up on the complete line of R/M 






KINDLERITE 





wicks, and you'll find a handsome 





R/M’s standard quality wov- 
en asbestos kindler. A sturdy 
long-lived wicking with wire 
core in both warp and filling 
yarn. Packaged 51, ft., 6 ft., 
and 100 ft. to the box, in 
widths of 7%”, 1”, 1%” and 
13%”, 






profit every month. If you’re not 







handling them now, ask your 






regular jobber for R/M... 










the pick of the wicks. 





TRI-WYR 


This is an extra-sturdy woven asbestos wick, 
containing a brass wire core in every strand. 
There are also three heavy reinforcing wires in 
the lower half of this wick. Fits all range burners. 
Packaged 51, ft. to the box, 7%” wide. Also 100- 
ft. rolls, boxed or unboxed. 


RAYBESTOS-MANHATTAN, INC. 


ASBESTOS TEXTILE DIVISION, MANHEIM, PA. 
FACTORIES: Manheim, Pa.; No. Charleston, §.C. 


RAYBESTOS - MANHATTAN, INC., Manufacturers of Asbestos Textiles « Packings 

Mechanical Rubber Products « Abrasive and Diamond Wheels * Rubber Covered 

Equipment « Brake Linings « Brake Blocks « Clutch Facings + Fan Belts 
Radiator Hose * Powdered Metal Products * Bowling Balls 
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THE OUTSTANDING SHALLOW 
WELL PUMP OF THE DECADE 


THE PEERLESS 


Water Ring 


ONE OF THE COMPLETE LINE OF 
PEERLESS WATER SYSTEMS 







Manufactured under 
R. Moineau’s patents, Robbins 
and Myers, Inc., sole USA 

and Canadian licensee. 


PEERLESS WATER KING 
GIVES WINGS TO waren LIFTING 
The Peerless Water King is designed 


exclusively for pumping from shallow 
wells, cisterns, sumps, etc. The Water 


“2 ae: APACITIES: 

King’s helical chrome rotor, revolving c s 
bi-helical rubber stator, displaces Up to 860 gallons 

in a bi-helical rubber stator, displac gor hour. 

water upward by positive pumping 

action. Silent and smooth in operation. LIFTS: 


Self-priming. Precision engineered Up to 20 feet. 


for a long, trouble-free pumping life. 


This is but one of the complete line of PRESSURES: 
Peerless Water Systems that enables Up to 40 pounds 
. or more. 


you to fill every customer’s needs for 
running water. Remember, your profit 
grows when water flows. So, write 
today for full details of the complete 
Peerless line, its market and profit 
possibilities in your area. 


MOTOR SIZES: 
V4, V3, V2 h.p. 







PEERLESS PUMP DIVISION 
FOOD MACHINERY AND CHEMICAL CORPORATION 


Factories: Los Angeles, California ¢ Indianapolis, Indiana 
Offices: New York; Atlanta; Dallas; Fresno; Los Angeles; 
Chicago; St. Lovis; Phoenix; Plainview, Lubbock, Texas. 


a soe 
) PEERLESS 





WATER SYSTEMS 


THE COMPLETE LINE 











76 








Ne inetel-Viilels avila ste 


SD oc KEILSON” 


ow BOXES 








Cd 
“OFFICE: Log N. WACKER DRIVE 

















NEW 


WRIGHT Galvanized Wire Strand on 6//,” steel 

Is. A product of many uses—guy wire 

for radio and television antennae and many 

other installations where a strong brace wire 

is needed — emergency repairs, binding and 

strapping, temporary enclosures — electric 
fences, clothesline. 


GE WRIGHT 
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A PRODUCT OF bqoerwoo ‘cod Mle 


WM. E. HOOPER & SONS CO. 


General Sales Offices: 
New Yok PHILADELPHIA Chieago 
320 Broadway Juniper & Cherry Sts. 300 W Adems St 
Hooperwood Mills: Woodberry, Baltimore, Md 
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vse HOSE CADDY 


Sells on Sight at $198 


It’s a Hose Reel and Sprinkler in One! 
Move it without shutting off water or wading in 
soggy grass * Adjustable sprinkling angle * Easy 
to handle * Easy to store * Hang Caddy with Hose 
on two nails in garage or basement * All steel con- 
struction * Holds 50 feet of one-inch hose * Long 
sod prongs hold it steady and firm. Ask about free 
display stand, ad mats and display card. 


hepa 
Rote 


& 








anol 


Order through your jobber or write... 


FAWSCO MFG. DIV., Falls Stamping & Welding Co. | 


1710 FRONT STREET, CUYAHOGA FALLS, OHIO | 
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EYE-CATCHI 
F Frown srons DepLay 
plus 
ry 50 BONUS 


*Over and above 
Generous MARK-UP 


Your order for one Pilgrim house 
number assortment gives you this 
attractive display board FREE! 
Mounted with ten whole numbers— 


——— = : 
all sellers—no slow-moving frac- > = : 
tions or letters. $1.50 in free sales / } 
rightontheboard!Retailatl5ceach. ; 


Pilgrim House Numbers are pres- 
sure cast for lasting strength, 
Beauty, detail. Mixed assortment, 
1 gross per carton. Black Forged or 
Brass Hammered finish. Order from ¥ 
your jobber now! . 


Stock These Star-Sellers, Too! 
Door Guard Knockers © Bar Sash Lifts * Door Stops * Knockers 


Coat and Hat Hooks © Costumer Hooks © Letter Drops ¢ Shutter Turnbuckles 
Hand Rail Brackets Electric Push Buttons © Pilgrim House Numbers 


JOBBERS! 


Write for Free Catalog 
Joseph Hall Company and Price Sheets. 


3420 Market Street, Philadelphia 4, Pa. 


Stock Points: Missouri Hardware & Supply Co., St. Louis, Mo 
Arnold's Sales System, Denver, Col. 

















THE (eifectton we OF 


TOP QUALITY PORCH GATES 


NNN 
AN 
MN : | {\ lected 
\) INN eraecoreers 


Highly varnished. 


> 
——— 


~ 





The Perfection No-Mar 
Adjustable Gate Holder 


(PAT. PEND.) 

eSecures safety gate in arch and doorways 
without drilling holes or marring woodwork. 
Solid metal construction 
with rubber inserts .. . 
easy to install. 


L. HOPKINS MFG. CO. 


ESTABLISHED 1895 


NORTH GIRARD, PA. 


shee 
sete 
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It's easy to prove 


CYCLONE'S 
the best buy 


in lawn fence 


<a 
—* AW Ye oe 


7 


FENCE is a long-term investment to homeowners. 
4 Hence, they’re looking for a fence that will stand up 
under years of service. But at the same time, they want their 
fence to add to the attractiveness of their yard. 

From both angles, U-S-S Cyclone Lawn Fence is the best 
buy you can offer your customers. And you can prove it to 
them easily by asking them to compare Cyclone’s features 
with those of other makes of fence. 

Cyclone Lawn Fence is woven from full-weight, heavily- 
galvanized wire. The attractive curved pickets remain per- 
fectly even, because the twist of the two upper cables is re- 
versed on the pickets instead of between them. And, for extra 
safety, a deep crimp in the pickets prevents the upper cables 
from moving up or down. That’s why Cyclone Lawn Fence 
holds its shape and keeps its attractive appearance on level 
or rolling ground. 

Cyclone Woven Lawn Fence is available in both the single- 
loop Style “LX” or double-loop Style “F.” Cyclone also 
makes a welded fence that gives excellent service on level 
ground. 

Don’t forget to call customers’ attention to the familiar 
Cyclone “Red Tag.” It is their assurance of quality, backed 
by Cyclone’s 50-year reputation. 


CYCLONE FENCE DIVISION 


(American Steel & Wire Company) 
WAUKEGAN, ILLINOIS - BRANCHES IN PRINCIPAL CITIES 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


FENCE AND 
PRODUCTS 


Make the sale complete! 

No fence sale is complete without gates. Be sure 
you can offer your customer a Cyclone Gate that 
matches the fence he has selected. 

Remember, Cyclone Lawn Fence is “in season” al- 
most 12 months of the year. Re-order from your 
jobber today and keep the profits coming. 


CYCLONE ‘Red Jag” HARDWARE PRODUCTS 


LAWN FENCE - GATES - HARDWARE CLOTH + INSECT WIRE SCREENING + CATCH-ALL BASKETS - FLEXIBLE STEEL MATS 
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AUTOMATIC WATER 
PUMPING SYSTEM 


















AMERICA’S GREATEST 
Shallow Well 


Pump 


Stock LERIO and watch the 
profits mount. 

Here is the pump that 
answers every rural 
home need... most 
farm needs...for run- 










ning water. 





The simplified, patented design 
of LERIO makes installation and 
maintenance simple as ABC. It 
fits directly onto the well pipe 









Once Primed— or casing, requires no separate 
Always Primed storage tank, delivers fresh wa- 
Freezing will not damage ter right from the well. 





The LERIO simplicity of design . . . sturdiness 
of construction, brings your customers... 


1. LOW INITIAL COST 
2. LOW OPERATING COST 
3. LOW MAINTENANCE COST 









One installation will sell a whole neighborhood! 











The main features of the 
LERIO Pump are covered by 
U.S. Pat. Numbers 2091499, 
2394191. 









CORPORATION 


MOBILE 6, ALABAMA 


THE S660 



















Dealers:— 


GRASP THIS Salesational 
OPPORTUNITY 


Now! 


ADD this new Salesational 
5th Dimension To Your 
Sales and Profits by cashing 
in on the growing popularity 
of PARKER Year ’Round 
Lawn Conditioners. Five 
popularly priced Models now 
available to you through 
Your Jobber. 


¥ ~ 


“990 PROFS 





Contact Your Hard- 
were Jobber now or 
write direct to us. Get 
Your 5th Dimension 
Sales Kit and complete 
dealer-aid program. 


PARKER YEAR 'ROUND 


LAWN CONDITIONERS 
PARKER SWEEPER CO. 


The leading name in Lawn Sweepers 


400 BECHTLE AVE. SPRINGFIELD, OHIO 





They're Sweeping 
The Nation 

















SEWER TROUBLE? 
use ROOT ELIMINATOR 


| NEW 








PROFIT 
AFTER 
SEWER i = SEWER OPPORTUNITY 
f TREATMENT 


An . 
xe] 
which a tO Use chen, 
Stor Wl prey, a “tla 
9pa j Te | - 
Sept ~F your s¢ ‘lps 
eptic Syste Wer and 






¢ m by roots 
ia drop One , ; 
——_ » 'Wuette 
Root Eliminator is wail ette in ise | oluble 


! tank €ac 9vatory 


, 

a year ’round profit h month 
opportunity for 
you, Mr. Dealer... 
Because... sewer 
roots grow all year 
‘round and must 
be combatted every month in the year. 
And home owners, everywhere, have learned— 
through national advertising in American Home 
and Better Homes & Gardens—that the sure, safe, 
easy, money-saving way to avoid serious sewer 
trouble is to use Root Eliminator—a year’s supply 
for only $3.95—one chemicai briquette in the wall 
tank each month. 

Attractive dealer proposition upon request. Write 
Today! 

Menufactured And Guaranteed By 


AMERICAN HOME CHEMICAL CO. 


275 Berkley Road, Indianapolis 8, Indiana 


‘EEEEnieneemeenmmm mn 
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Parkhound 21 


Model L 16” or 18° 
Vogue 16 or 18” Pro (7 blades 
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A COMPLETE LINE oO 
F 
HAND AND POWER MODELS 


POWER LAWN MOWERS 


1 quality powe, 

ery pocketbook 

Rolloway 25’ | Go } 
Speedway 32 
Tornado 800 KI.) 


priced for ever 
20 


HAND LAWN MOWERS 


Zephyr 16” or 18” 


16” 0 
Arlington 16” or 18” nly 


ew Warehousing System speeps 
DELIVERIES AND LOWERS TRANSPORTATION COSTS 


In addition to lawn mowers that approach perfection 
in construction and performance, Eclipse also gives its 
dealers the best possible service on deliveries and repairs. 
This assures delivery of lawn mowers when you need 
them...even on short notice in the heavy buying season 
Fast service on deliveries and repairs ‘‘sells’ and satisfies 
customers. It means more sales and profits when you 


handle the Eclipse line. 


Handy Location 


OF ECLIPSE WAREHOUSES FOR 
FAST SERVICE TO DEALERS 


Atlanta, Georgia 
Boston, Massachusetts 
Buffalo, New York 
Charlotte, North Carolina 
Cincinnati, Ohio 
Columbus, Ohio 
Detroit, Michigan 
Indianapolis, Indiana 
Jacksonville, Florida 
Boise, Idaho 

Seattle, Washington 
Portland, Oregon 

San Francisco, California 
Stockton, California 

Salt Lake City, Utah 


Denver, Colorado 
Amarillo, Texas 


Jersey City, New Jersey 


Kansas City, Missouri 
Memphis, Tennessec 
Omaha, Nebraska 
Philadelphia, Pennsylvania 
Pittsburgh, Pennsylvania 
Prophetstown, Illinois 
St. Louis, Missouri 

St. Paul, Minnesota 
Dallas, Texas 

Waco, Texas 

Houston, Texas 

New Orleans, Louisiana 


Los Angeles, California 


THE ECLIPSE LAWN MOWER CO. 


1805 Railroad Street 


Prophetstown, Illinois 
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DISTRIBUTORS 


MANUFACTURED BY atko ' 


Feature For Feature.... INDUSTRIES, INC. 
Dollar For Dollar..... 4 1107 East Eighth Street 


, LOCKS INC. Los Angeles 2) P California Be 
You Can’t Beat Kwikset! | 


ANAHEIM CALIF, 
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It's Moving Day 


The contents page and "Just Among Ourselves,"’ which 
previously appeared in this section of the magazine, have 
been moved forward to make it easier for you to locate 
these pages. This issue, and every issue, you will find the 
contents on page 5 and “Just Among Ourselves" on page 7. 


—The Editor. 








Real Employee Incentive 
Sets the Pace for Sales 


People buy from the Kellner Hardware Co. because of the 
complete stocks and service facilities offered. And sales, 
delivery and installation personnel go ‘all out'’ because 
there's a profit in it for them as well as for the firm. 


Ki: LLNER_ HARD.- 
WARE CO. operates a good-sized 
store in a small community—Cuba 
City, Wis., with a population of 
but 1500 people. It’s a big store 


doing a big volume because of 
team work, with rewards in the 
form of bonuses and commissions 
for sales, delivery, installation and 
service employees. Like many 
firms doing a good job on major 


appliances Kellner’s accepts and 
resells trade-in equipment, with no 
loss on such transactions. 

For the past six years the store 
has used a bonus plan, for its sales, 
service, installation and delivery 





Part of the kitchen cabinet and cabinet sink display, set up to resemble a real kitchen 
including artificial window and venetian blinds. Entrance to hardware display is at right. 
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Another section of the appliance annex, 
ironers and refrigerators. There's plenty 


staffs, under which certain base 
payments are made in line with the 
nature of the work performed. To 
this is added a bonus, when earned, 
ranging from 10 to 33 pct above 
the base pay. Bonus payments are 
arranged on a quarterly basis and 
each employee working under the 
plan is informed in advance as to 
the amount of the bonus. 


Salary and Bonus 
H. P. Kilkelly, manager of the 


firm, says, “The weekly salary is 
set in line with nature of the work 
done, and the balance of each per- 
son’s pay is based on ability to sell 
or make installations or provide 
service. We tell those whose bonus 
has declined just why there was 
a decline. If there is to be no 
bonus for an employee we tell 
quite frankly why there isn’t. 
Quarterly payment of the bonus, 
instead of annual payment, helps 
our employees keep it in mind bet- 
ter. As to our outside appliance 
salesman, he is paid once a week, 
final settlement being made each 
month. Actually he is on a com- 
mission basis and owns one-half of 
every trade-in appliance he ac- 
cepts. We take out sales cost, de- 
livery cost and part of the mark- 
up and split the difference equally 
with the salesman. It is up to him 
to see that a profit is made on the 
trade-in, or he is the loser. 
“Where necessary, we will reno- 


34 











featuring ranges, washing machines, 
of space to move around in here. 


vate a trade-in item, adding the 
cost of its improvement to the cost 
of the merchandise. When we re- 
sell a used appliance the customer 
must be satisfied or we take it back 
at full credit. If the outside sales- 
man runs out of live prospects he 
does house-to-house canvassing 
within a 25-mile radius. He makes 
demonstrations in the store and in 
a prospect’s house, deliveries being 
made by the store. Out of more 
than 50 washing machine demon- 
strations at the home of prospects, 
we have only had to bring one ma- 
chine back in a year and a half, 
all other home demonstrations re- 
sulting in immediate sales. Al- 
though our two deliverymen can 
and do give home demonstrations 
on washing machines, automatic 


taundry equipment is demonstrated 
by an outside salesman and only 
on appointment.” 

Complete demonstrations of 
ironers and dryers and washing 
machines are frequently made in 
the store by a woman employee, 
who sometimes on appointment, 
gives demonstrations in the homes 
of prospective customers. 

From its “L”-shaped appliance 
department building, each wing of 
which is about 24 by 50 ft, the 
firm sells a wide variety of elec- 
trical appliances, for the kitchen 
and laundry. Cabinet sinks, kitchen 
cabinets, water systems, vacuum 
cleaners and automatic oil and coal 
heating equipment get attention in 
the appliance section, which was 
created by acquisition of another 
hardware concern in an adjoining 


building. 
Appliance Sales 


The Kellner company acquired 
its neighboring business, cleared 
the area which separated the two 
units and made it into one build- 
ing. Although more than 70 pet 
of the store’s volume in major ap- 
pliances is on a cash basis, de- 
ferred payment plans are offered, 
the paper being carried through the 
finance unit of an appliance manu- 
facturer. In the past 10 years the 
store has had to repossess only 
about five items and less than 1] pet 
of its accounts are slow pay trans- 
actions. 

In the course of a year the store 
will sell about 25 complete kitchen 
installations, including refrigera- 
tor, cabinet sink and cabinets, 
often selling a washing machine or 
an automatic laundry machine at 





Part of the company's truck fleet, including trucks designed 
especially for service on water systems and heating equipment. 
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the same time. Last year the com- 
pany enjoyed a volume of about 
$28,000 in cabinets and cabinet 
sinks as well as many refrigera- 
tors, water heaters, washers and 
water systems. 

Sales are limited to one nation- 
ally-known refrigerator line, a 
single kitchen cabinet line and two 
lines of cabinet sinks. In the vac- 
uum cleaner field the store offers 
three makes, one being the result 
of customer demand, the other be- 
cause it is a price line and the 
third make because it is one the 
salesman particularly promotes. 


Operate Seven Trucks 


Kellner’s operate seven trucks 
and two passenger cars for deliv- 
ery and service. Twenty-four-hour- 
a-day service is offered on auto- 
matic oil and coal heating equip- 
ment and water systems, for as 
Mr. Kilkelly states, “The big 
things our customers want is both 
quality and service.” In line with 
this policy, the company offers 
complete repair service on motors 
for automatic equipment it in- 
stalled. 

More than 700 customers regu- 
larly obtain their bottle gas, from 
the company, which has delivery 
service for this department seven 
days a week. Although some cus- 
tomers pick up their own bottle 
gas, most of this business is done 
on a delivery basis. Customers hav- 
ing the delivery service on bottle 
gas are supplied with cards to 
notify the store when they are 





This display didn't leave much to the imagination. It was 
thoroughly realistic and was a big aid in stimulating sales. 


starting to use their second tank 
so that replacement delivery may 
be made immediately. 


Display Got Results 


A colorful, realistic bathroom 
display in one of the windows 
of the store helped the firm sell 
several complete bathroom outfits 
as well as numerous individual 
pieces. 

The background of the display 
was green. The upper wall back- 
ground was green wallpaper on 
wood paneling, while the lower 
wall green trim was a darker 
shade. The store management says 
that customers kept asking for in- 


dividual items in the display, mak- 
ing frequent replacements neces- 
sary, which attested the pulling 
power of the window. 

Advertising in a local motion 
picture house, plus advertising in 
a weekly shopping leaflet and local 
papers in four other communities 
carries the company’s story to a 
wide area. 


Gift Department 


Important though its appliance 
section is, the company is par- 
ticularly proud of an attractive 
gift department which leads from 
the main display room right into 
the appliance, annex. 


A Tribute to the American Hardware Store . 


— like to tell you about an- 
other great and _ uniquely 
American institution — also espe- 
cially popular at this time of the 
year. I’m talking about the Ameri- 
can hardware store. To a farmer, 
a small town resident or a sub- 
urbanite, the hardware store is a 
sort of a club—a place to get in- 
formation, advice and local news 
as well as a place to buy essential 
merchandise. To the United States 


_ These comments were made by U. S. 
Steel Corp. in its radio program, “The- 
atre of the Air,” on April 16, 1950. 
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Steel Corporation and all the rest 
of the steel industry, the hardware 
store is the place where America 
buys a large part of its steel for 
home use and for sports, as well as 
much of its steel for farming, stock 
raising, dairying and poultry rais- 
ing. 

“Of course, this is the time of 
the year when you'll find Amer- 
ica’s hardware stores in the midst 
of their ‘big push.’ Back yard 
gardeners, as well as full time 
farmers are shopping for new 
equipment or getting the things 
they need to put old equipment 


into good condition. Housewives 
depend on hardware stores for 
spring cleaning supplies. Indeed, 
it might surprise you to know that 
a busy hardware store carries 
nearly 10,000 different kinds and 
sizes of articles made of steel and 
iron—from tiny nails and screws 
to tractors and heavy implements. 

“In fact, all you need to do is 
look around you in such a store, 
or wherever you shop for hard- 
ware, to get a very graphic picture 
of how steel serves us in our mod- 
ern world of labor-saving and time- 
saving machinery and equipment.” 
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They go hand-in-hand with increased volume at Bartlett's. 


Our No .Aa* k5 6 4] A 








MOTATIONS 


Ar Bartlett Bros. Hard- 


ware Co., 512 Fremont St., Las 
Vegas, Nev., a city of about 9,000 


Firm also has a 12-week budget payment plan for customers inhabitants, promotions to in- 
having proper credit standing, financing the account for a crease volume and methods to 
fee on sums up to $100. Customers on these plans have a streamline stock and _ inventory 


regular "budget instalment record'’ book. Dictating ma- 
chines used to aid in taking semi-annual inventories. 


cr 

PAYMENT CONTRA 

BARTLETT BROS. BUDGET PAY 
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DESCRIPTION OF MERCHANDISE PURCHASE 


Dencrigtion of Merchandise 


mode! 


mobs 





control go hand in hand. 

Bud and Bob Bartlett, brothers 
and co-managers of the store, are 
getting worthwhile results in both 
directions. 
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CONTRACT RECORD OF PAYMENTS 


Peyments Made on Accovm 
» 





At left, Bartlett's budget payment contract outlining 
terms of sale with space for describing merchandise 
covered by sale and data on trade-in allowances, 
balance due, plus service charges involved. At right 
reverse side of contract with data on customer. The 
lower portion is used for recording payments. 
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The Bartletts attribute an esti- 
mated 10 pct increase in volume 
to their inauguration, last year, of 
a 12-week budget plan. Started 
early in 1949, this plan helped.sell 
an additional $9500 volume. For 
example, in the Christmas, 1948, 
season, but six bicycles were sold, 
compared with 26 in the same pe- 
riod of 1949. Power lawn mowers 
were not too active a line, but 
under the budget plan more than 
two dozen were sold in 1949. 

“Guns and rifles have also 
moved at a faster pace since cus- 
tomers haven’t had to ‘lay it all on 
the line,’ ” the brothers said. “We 
sold all the guns we could get.” 


How It Works 


Turning for a minute to their 
stock and buying control, Bob 
Bartlett, who is in charge of this 
phase of the program, can go to 
his card buying guide and look up 
power mowers. A card on mowers 
shows at a glance how many were 
bought in 1949. It shows when 
they had to reorder, and also indi- 
cates what number were on hand 
at the first of the year inventory. 

All this information enabled the 
brothers to say: 
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BUDGET INSTALMENT 


RECORD 





Re NO. 
i ous @ — i = PLEASE PRESENT THIS BOOK WHEN 
— | }— MAKING PURCHASES OR 


RECEIVING CREDITS 


BARTLETT BROTHERS 


— HARDWARE CO. 


TELEPHONE 44 
512 FREMONT 


LAS VEGAS, NEVADA 


TO OUR CUSTOMER: 


a — Your original purchase entered herein 
mee does not constitute a one-time contract. 


— emma Remember, this booklet represents es- 
—— 3 tablishment of your credit for open ac- 
sean count buying, through which subsequent 


— | ; purchases may be made at any time. 


Left, inside of budget instalment record book showing 
name, address, account number, dates, invoice numbers, 
charges, payments and balance due. Right, cover of book. 
Note reminder to customer that holders of such books have 
established credit for open account buying. 


“We are planning to sell 36 
power mowers in 1950!” 

And speaking of inventory, Bud 
and Bob Bartlett are no longer 
spending many nights at their 
store to take inventory. What’s 
more, they didn’t pay a single 
dime in overtime when they took 
inventory the first of the year. 
They used a dictating machine. 

For one week before inventory 


time the two brothers and _ their 
regular sales clerk, Andy Kasen, 
counted the items during regular 
store hours. As they counted an 
item they marked the number on 
hand and their own stock number, 
plus the retail price. They put a 
ticket right in the stock. Then in 
two days’ time the regular crew 
called these numbers into dictating 
machines. Two men did the job 
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while the third took care of trade. 
Each spoke into a borrowed, or 
rented, machine. 

Then they hired a girl from the 
high school typing class. Instead 
of paying salesmen’s wages or 
overtime to write out items inven- 
toried, they paid the girl 50¢ an 
hour to transcribe the inventory 
onto clean typewritten sheets. 


Will Take Less Time 


Inventory will hereafter take 
even less time. For this year, they 
“talked” their own stock number 
of an item, plus its name, into the 
machine. Next year, their stock 
control system will permit them to 
call just the stock number. All 
the rest of the information they 
can get from their stock cards. 

Before explaining in detail the 
Bartlett brothers’ budget plan and 
stock and buying control methods, 
there’s one more thing. 

The brothers are not resting on 
last year’s results. They are using 
a direct mail campaign of adver- 
tising. They employ the same high 
school girl after school hours and 
Saturdays to mail circulars to Las 
Vegas residents. 

“We divided the city into four 


sections,” the Messrs. Bartlett ex- 
plained. “We plan to mail about 
800 circulars we get from manu- 
facturers each week. Each week 
we circularize one section of the 
city. In a month we'll cover the 
entire area. 

“The girl addresses the enve- 
lopes, inserts circulars that we’re 
featuring that month, and then 
stamps the envelope,” they said. 
“We use an envelope and two-cent 
stamp. And we address a customer 
by name. This way, we believe. 
we'll get the people to read at least 
our name before they discard the 
circular.” 

Now to turn to the budget again. 


Used Streamers 


“We promoted the budget plan 
largely through streamers in our 
store,’ Bud Bartlett said. “We 
placed a streamer over the ‘frame’ 
of every department, each stress- 
ing the word ‘Easy.’ Streamers 
read: 

“Do your buying on the Easy 
weekly payment plan.” 

“Weekly or Monthly budget 
terms made Easy.” 

“Purchases made Easy with 
budget terms.” 


“Ask our salesman about Easy 
budget terms.” 

“Open a Budget Account To- 
day.” 

“Budget Terms to match your 
income.” 


An Illustration 


An incident that illustrates the 
effectiveness of the budget terms 
was recalled by Bud Bartlett. A 
man and wife were buying a re- 
frigerator. The woman also wanted 
to buy a set of dinnerware. Her 
husband, however, protesied: “I 
haven’t $35 or $40 to buy dishes 
at this time!” 

Mr. Bartlett said to the couple, 
“How would you, like to buy the 
dishes with only $5 cash down 
payment on our budget plan?” 

This did the trick. Mr. Bartlett 
not only sold the refrigerator (on 
a regular finance plan). he also 
sold the dinnerware. 

The Bartletts have no set mini- 
mum for the budget plan. After 
some experimentation. they de- 
cided to allow any purchase on the 
plan. A customer has to be a good 
credit risk. They do have a maxi- 
mum, according to the customer’s 
credit. 





Here is the store as viewed from the front. Tops of display units are free of merchan- 

dise and there is fluorescent lighting throughout. With the exception of glass case 

in foreground, all merchandise is accessible to customers. Note long, narrow space 
near ceiling for permitting office to see approaching customers. 
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The store as viewed from the wrapping desk and looking toward the front. Three 
aisles provide plenty of space for traffic to move from front to rear of store. 


Where a customer’s purchases 
run over $100 they use a regular 
finance institution to handle the 


deal. 


Fees Charged 


On their own budget plan they 
have set fees to open an account. 
The minimum charge is $1 for 
any amount up to $30. From 
$30.01 to $40, the carrying charge 
is $1.25. From $40.01 to $50 it’s 
$1.50; $50.01 to $80 it’s $2.50, 
and from $80.01 to $100 the 
charge is $3.50. 

Up to $50 they require 10 per- 
cent down payment. On _ higher 
amounts, up to $100, they get 20 
percent down. 

Payments are divided into 12 
equal weekly amounts. 

A customer who buys on the 
budget plan is taken to the mezza- 
nine office, where he is asked for 
credit information. 

“Lots of times we get right on 
the phone and check references in 
the customers’ presence,” the 
brothers said. 

The customer gets a copy of the 
contract form. 

Once a customer pays charges 
on the first budget purchase, he is 
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free to buy other items without 
additional charges. The Bartletts 
give the customer a regular “bud- 
get installment record” book. He 
either brings this in, or mails it, 
with payments. 

The brothers are pleased with 
the results of the plan. They plan 
to sell at least $15,000 worth of 
merchandise on the plan in 1950. 
By the end of January, or not 
quite a year after they started the 
plan, they had $1400 in accounts 
receivable on the budget plan. 

“Even in the short time the plan 
has been in effect,” said Bud 
Bartlett, who supervises office pro- 
cedure, “we’ve built this up so 
there’s hardly a day that we don’t 
have at least one check in the 
mail. On paydays our mail brings 
us sizable amounts from this plan.” 
he added. 

Now turning again to the stock 
and buyine control systems. which 
are handled bv Bob Bartlett, here 
are the basic factors. 


In Its Third Year 


The stock plan is in its third 
year of development at Bartlett’s. 
After the first two years, they 
learned their cards did not afford 


them enough space. Last year they 
changed over to cards that can be 
used for at least five years. 


Two Important Points 


There are two important points 
in the system: 

(1) They divided their stock 
into five departments numbered: 
1 hardware; 2 housewares; 3 
paint; 4 sporting goods, and 5 
major appliances. 

With these family numbers, the 
brothers use chronological num- 
bers to identify items. That is, a 
hammer may be 1-1; a certain 
chisel may be 1-132; saw 1-33000. 

Once an item is listed, the num- 
ber identifies it thereafter. One 
filing system holds the cards al- 
phabetically and under separate 
families. 

(2) Bob Bartlett uses a cross 
filing system in which all items 
are listed by number. 

Thus under one system of filing 
they look under “hammer” in the 
hardware (1) family. However, 
if by mistake the hammer may 
have been filed under “claw” 
hammer, he can quickly use the 
stock or identifying number and 


(Continued on page 117) 
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A Hardware Age photo tour of the new store 
of the Fisher-Glassford Hardware Co., Fresno, 
Cal., gives a tabloid description of the interest- 
ing features of this Pacific Coast establishment 


-a 
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Half of the space 
in the store is de- 
voted to the women's 
section. Both President 
Elmer Lord and August M. 
Bopp, vice president, stress 
open, easy-to-get-at displays 
and ample aisle room for easier 
shopping. Air conditioning main- 
tains an even temperature all 
year ‘round while the modern 
lighting equipment gives 
a high degree of illu- 
4 mination during both 
day and night. 


HARDWARE AGE, MAY 4, 1950 





Salesmanship through eye-appeal 
is the dominant theme of the 
new store of the 47-year-old 
Fisher-Glassford Hardware Co. of 
Fresno, Cal. The new store is 
100 by 100 ft in size and is a 
short distance from the forme: 
location. Availability of more 
parking space is one of its im- 
portant features. 


The store as seen 
from another angle 
which emphasizes the 
lack of pillars. Note 
the appliance display on 
the balcony and department 
identification signs. A very 
new addition to the gift sec- 
tion is a greeting card de- 
partment, visible at right 
rear. Display tables, 2!/2 
by 5 ft in size, lend 
themselves to a de- 


cidedly flexible 
arrangement. Se 
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A closeup of the appliance dis- 
play on the 25 by 100-ft mezza- 
nine where hooked up units per- 
mit live kitchen and laundry 
demonstrations. The basement 
houses a builders’ hardware de- 
partment. Use of mezzanine and 
basement make it possible for 
large unit purchasers to shop 
without interruption from the 
traffic on the first floor. 


is the men's side of the 


store with its 25 by 15-ft power 

tool section and a wide range 

of general hardware supplies. 

Matching the greeting cards on 

the women's side is a new sport- 
ing goods department. 
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Gear Your Inventories 
To Merchandise 
That People Will Buy 


With emphasis on the theme that all things in business are 
incidental to the "main objective of making a profit, and 
performing a service in your community” Mr. Berryman 
urges dealers to feature quality merchandise. Such wares, 
he says, are demanded by the consuming public today, and 
at a lower price. Warns of the need for clearing stocks of 
slow movers and out-of-season wares, even if they must be 
marked down fo attain this objective. 


By O. H. BERRYMAN 
Assistant Secretary and 
Credit Manager, 

John Pritzlaff Hardware Co. 
Milwaukee, Wis. 


You are not in business 
for large sales; you are not in 
business to carry a large stock of 
merchandise and you are not in 
business to provide jobs and a liv- 
ing for your employees. All of 
those things are incidental to your 
main objective of making a profit, 
and performing a service in your 
community. Some people appear 
to have lost sight of that objective. 
If you are one of those people, 
let’s get back on the beam. 

No merchant should overcharge 
or rob his customers. Those people 
who are loyal to him, keep him in 
business and provide his living. 
By the same token, no merchant 
should be expected to sell his 
goods at cost or less or on so low 
a margin that he cannot exist. You 
can perhaps lower cost, however, 
and at the same time make more 
profits by doing a more efficient 


This article is from an address be- 
fore the Annual Appliance Sales Clinic 
of John Pritzlaff Hardware Co., Mil- 
waukee, Wis., Feb. 6, 1950. 
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job. You can cut out those costs 
and expenses that are not a neces- 
sary part of your business. You 
can, with time, thought, work and 
planning, increase your profits. 
What do I mean by that? I'll tell 
you. You have seen or heard the 
story, “You can’t do business from 
an Empty Wagon.” 


It Illustrates a Point 


Let’s take a look at that wagon. 
It goes back to a time when all of 
the things you see were in style 
and the merchandise in demand. 
But it illustrates a point. How 
would you like to go out in a 
wagon today and try to sell tin 
coffee pots, high button, pointed 
toed ladies’ shoes? You may think 
that’s a good joke and yet you 
may be doing just that very thing. 
If your stock of goods is full of 
poor quality merchandise at a time 
when a better quality has come 
onto the market at the same price 
or where you have a large amount 
of your inventory in sleepers and 
slow movers or a large portion of 
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your merchandise out of season, 
then it is no joke to you. 

The wagon with which you want 
to do business is a 1950 station 
wagon filled with seasonal, and 
demand or called for items in a 
wide selection and in proper pro- 
portion as to sizes, colors, styles 
and in proper relation to sales and 
working capital. 

Many merchants with too much 
inventory in relation to their sales 
and to their working capital—still 
find themselves losing sales be- 
cause they are out of the called-for 
items which everyone has every 
right to expect them to have. They 
are losing those sales, not because 
of an empty wagon, but because 
the wagon .is too full of sleepers, 
slow movers and _ unseasonable 
merchandise. This costs money 
it restricts sales and it cuts profits. 

Do not try to sell unseasonable 
merchandise out of season at any 
price. Cut your price to a figure 
that will move it and offer it just 
ahead of the opening of the proper 
season. Give the boys and girls 
bargain in something they aren't 
quite ready for, but will need soon 
enough to want a bargain. Then 
put that money into quick turn- 
over, demand items. 

If excess or unbalanced inven- 
tory causes you to lose your cash 
discount, you start out 2 pet be- 
hind competitors on cost or 3 pet 
on your selling price; that, plus 
4 pet personal property tax on 
your dead or slow movers, puts 
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you 7 pet behind competition. But 
that too is only a part of the story. 
If an item that moves once in a 
year can be converted into fast- 
moving, demand goods that turn 
6 to 12 times, it means your com- 
petitor has made 6 to 12 profits 
on that item to your one profit. 

You may have sleepers or slow 
movers in your accounts receiv- 
able that are also costing you 
profit. If your receivables are too 
heavy for your working capital, so 
that you are handicapped for de- 
mands or turnover merchandise, 
then once more you are forcing 
yourself out of business. 

Your strongest competition is 
not the other merchants or the 
chain stores, but dead stock, too 
much slow stock, lack of seasonal 
selection, too much inventory of 
the wrong kind, or inferior quality, 
too much of your capital on your 
books, poorly trained sales person- 
nel or poor store housekeeping. 

It may be that you intend doing 
something about all of this, but are 
just waiting until things are a little 
more normal. If you are—what 
are normal conditions? 

Certainly the period between 
1941 and 1946 was not normal. 
Prior to 1941 were years of de- 
fense boom and not normal. Prior 
to the pre-war defense organiza- 
tion days, we had the now known 
“depression thirties.” Were they 
normal? The early 1930’s— 
brought more changes and upsets 
than almost any other period in 
our history. Was that normalcy? 
The late 1920's were scarcely nor- 
mal. The early 1920’s were years 
of many ups and downs, with one 
good year followed by a bad year. 
In 1920 there was a big set-back, 
prices tumbled. From 1914 to 
1918 the world was at war, and 
these years could hardly be called 
normal. 

It is plain to see that the man 
who is waiting for “things to get 
back to normal” may have a very 
long wait. There is no such thing 
as normalcy! A good year in one 
industry may be a bad year to 
another. Each year has its own 
problems. Floods, droughts, hurri- 
canes, crop failures, crop booms. 
business booms, recessions. bad 
years and good years, parade be- 
fore every man in his lifetime. No 
business can escape change. No 
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business man can afford to wait 
until every condition looks just 
right. 

There will always be a certain 
amount of upsetting news at any 
given time. There will be strikes, 
shut-downs, crop failures, low- 
priced crops, high-priced crops, 
labor shortages and labor sur- 
pluses. 

Waiting for business to become 
normal, waiting for business skies 
to clear up. is like standing on the 


banks of the Mississippi River and 
waiting for the water to run past 


you. 

Today is the day; let’s stop 
standing on the bank, watching the 
business flow by, watching the 
profits disappear down the river. 

Let’s buy good, quality, salable 
merchandise. Let’s get rid of the 
deadheads, let’s organize our buy- 
ing, train our sales people, collect 
the money that’s due us and pay 
our own bills. 





Now's the Time to Promote Father's Day 


a DAY, which falls on 
June 18, the third Sunday of 
the month, is becoming more wick- 
ly celehrated each year. And, 
since the hardware store is so im- 
portantly a man’s store, hardware 
dealers are in a particularly stra- 
tegic position for suggesting 
Father’s Day gifts. By window 
and store display. and by adver- 
tising specific mercnandise such as 
tools, sporting goods, picnic and 
camping merchandise, dealers can 
put strong emphasis on tying in 
such and. similar lines with 
Father’s Day. 

Here’s how the Washington 
Hdwe. Co., Tacoma, Wash., con- 
ducted a successful Father’s Day 
promotion last year. Early in the 
month, the store ran a triple-col- 
umn ad headed, “These Father’s 
Day Gifts Rate a Backward Glance. 
Next Sunday Is His Day.” The ad 
then quoted prices on _ pocket 
knives, electric shavers, croquet 
sets. hobby tools, top-of-car boat 


carriers, drill sets, and portable 
radios. This copy was followed 
with the suggestion to take “A 
Glance Into Our Sport Shop,” and 
prices on a wide variety of fishing, 
golfing, and camping equipment 
was listed. 

Complementing the ad was a 
window, so strikingly arranged, 
it was a real traffic stopper. Se- 
cured to a black window back- 
ground was a 4-ft replica of a 
white pipe, in bas-relief. Blue 
spun glass simulated smoke. 

At the front of the window, a 
blue display card, lettered in white, 
suggested, “Let’s Make All of His 
Dreams Come True on Father’s 
Day, June 18th.” The display 
showed father sitting in a com- 
fortable leather chair, holding a 
fishing rod, and with a fishing 
creel at his feet. On a stand, 
beside him, was a reading lamp. 
Several packages wrapped in white 
and tied with gay ribbons lay in 
his lap. 





What is more natural than a Father's Day promotion for hardware stores? Here's 
how the Washington Hdwe. Co., Tacoma, centered attraction on its gift merchandise 
for men in last year's promotion. 
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Here is the recently rearranged and prominently identified display of builders’ hardware. 
Other items in the line are shown under the panels. Bathroom fixtures are in foreground. 


Three-Way Improvement Increases 


Volume in Builders’ Hardware 


Encouraging architects and contractors to bring 
home owners to the store has built business for 
Last year the branch Black & Co. New setup increases sales to women 
store of Black & Co., in Rockford, 
Ill.. improved its display of build- 
ers’ hardware and started on its i 
adjoining cabinet hardware sam- wus i fem Co FC jc> 
ple panels. The latter work has not | ae 
as yet been completed. With the 
greater part of 45 ft of wall dis- 
play units devoted to these lines, 
the store has not only improved its 
volume in this merchandise, but is 
selling more of its hardware be- 
cause of the interest women now 
show in these lines. 

In the words of John Durley, 
assistant manager of the branch 
store, “These panels are a big sales 
aid, for most people can’t resist the 
chance to work a lock. Before this 

(Continued on page 118) This part of the cabinet hardware display is near the builders’ hardware. 
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Old General Store Gets a | N 


Century-old Massachusetts crossroads store is 
being developed by risk capital of investment 
firm after survey shows that growing trend to 
decentralization favors rural trade expansion 


Growinc traffic con- 
gestion in cities and towns may 
result in a renaissance of the old 
fashioned country general store. 
Evidence of this trend can be 
found in Littleton Common, Mass., 
a picture postcard type of New 
England village typified by a vil- 





The Milk Bar in the 

Cracker Barrel Shop. 

Gay colors and rustic 

atmosphere make this 
a popular spot. 


Oo O 


lage green and the graceful spires 
of white wooden churches. 
Conant Littleton, “a unique 
country general store,” successor 
to Conant & Co., which operated 
its business in the same frame 
building since 1868, was recently 
acquired by the Paget Corp., 


which was organized in 1947 for 
the purpose of owning and oper- 
ating small business enterprises. 
This general store was the first of 
the Paget Corp. ventures because 
the management felt that such a 
business has promise of tremen- 
dous growth. 

A hardware department, ade- 
quate to the needs of the small 
town of Littleton and its environs, 
is one of the major lines of this 
old general store. This line has 
recently been extended and a 
major appliance showroom has 
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A landmark for about 
100 years, this build- 
ing houses the Conant 
Littleton store. 
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New Lease of Life 


been opened. Fishing tackle and 
ammunition are carried in the 
hardware section. 

The Paget Corp. purchased the 
business because it is at the inter- 
section of three important high- 
ways, one of which is the Mohawk 
Trail, which carries heavy traffic, 
especially during the summer tour- 
ist season. Tourists now park their 
cars at the same place where the 


A partial view of the 
L-shaped department 
devoted to hardware, 
which is in the proc- 
ess of expansion. 
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stage coaches, which used to run 
between Boston and Keene, N. H.., 
would stop to change horses. 

The business is housed in a big 
structure which has been greatly 
improved by its new owners who 
have striven to maintain and add 
to the old New England flavor of 
the institution. Rough pine panel- 
ing has been used throughout most 
of the first floor, and the fixtures 
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Map showing the store's 10-mile-radius 
trading area. 


are faced with stained knotty pine. 
The announced purpose of the 
present management is to “con- 















More hardware store 
lines. The hand tool 
display was being made 
when the picture was 
being taken. 








tinue a unique policy of present- 
ing a blend of the old friendly 
country store atmosphere and new 
and unusual merchandise.” 

As one enters through the main 
door he finds himself in a fairly 
large showroom, devoted mostly to 
giftwares and other merchandise 
that has an especial appeal to the 
tourist trade. At the rear of this 
room there is a doorway into the 
town’s postoffice. The _postoffice 
has an outside entrance, but most 
people enter through the front 
door of the store. 

This means that at least one 
person from nearly every family 
in Littleton Common enters the 
store at least once each day when 
they come to pick up their mail. 
many families move to 
Littleton Common for the summer 
months and pick up their mail at 
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Tom May, manager of the 
hardware section, stands 
in doorway of the food 
store. The door is open 
during the store hours. 


Hundreds of tourists are 

attracted to this old store 

register in the quest book 

which is kept on desk on 
landing. 





the postoffice, it can be seen that 
store traffic jumps greatly during 
summer months. 

While Littleton is a small town, 
a market study has shown there 
are 45,000 people residing in 25 
communities within a radius of 
10 miles. This does not include 
approximately 100,000 people who 
reside in Lowell, Mass., which is 
within that radius. The town is 
29 miles from Boston and a large 





Part of the first floor store as seen from the front door. The post- 
office at right, and newsstand, behind pillar, draw many townspeople 
into the store every day of the week and many of them stop to purchase. 
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percentage of the population of 
this section commutes to work in 
the Hub. The store gets trade 
from Groton and Concord and a 
number of other suburbs of 
Boston. 

Nearly all the services required 
by a small community are met 
either by the Conant Littleton 
store or a few other small busi- 
nesses such as a syndicate food 
store and a barber shop. The food 
store has an inside connection 
with the general store. The store 
handles dry cleaning orders which 
also serves to bring more people 
in the store every day. 


The Second Floor 


Extensive lines of housewares, 
toys and women’s and children’s 
wear are now sold on the second 
floor which was recently reno- 
vated and decorated. 

Another one of the services. 
which draws nearly as many peo- 
ple into the store as the postoffice. 
is a periodical stand. Many of the 
local residents have a_ standing 
order for Boston newspapers and 
they come into the store every day 
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to pick them up. Most of these 
people make some other purchase 
while they’re in the store. 


The Cracker Barrel Shop 


Probably the most popular and 
unique part of the whole general 
store operation is the Cracker Bar- 
rel Shop, in the basement, which 
is reached by a narrow stairway 
from the main part of the store. 
This part of the store is popular 
because of its milk bar, which was 
opened last summer. In keeping 
with the rural atmosphere of this 
basement shop, several long tables 
are covered with red-checkered 
tablecloths. Seats are nail kegs 
which have been upholstered with 
red plastic seats. 

Many women start their day by 
picking up their mail at the post- 
office and then going to the milk 
bar for coffee and doughnuts, or 
for the mulled cider which is al- 
ways kept warm over a flame. This 
milk bar was installed primarily 
as a traffic builder, to get people 
into the store and to walk down 
one flight to the basement. but it 
still shows a profit. A line of 
giftwares and souvenirs of New 
England, an extensive line of bas- 
kets. summer furniture and lawn- 








A small part of the second floor department, devoted to housewares. 


mowers are displayed in the base- 
ment. An appliance and garden 
tractor display has been installed 
in a rear room with direct outdoor 
access, 

The store is building a very 
valuable mailing list by means of 
a guest book which is open under 
an attractive lamp on a stand on 
the landing on the way to the sec- 
ond floor. Even during the winter 
months. when tourist travel is at a 
minimum, people from the most 


distant states have registered. The 
people who register are prime 
prospects for a line of fine New 
England dainties and gift items 
which are promoted by mail. As 
an inducement to register, out 
of-town customers are promised 
copies of the “Pedlar’s Progress.” 
the store’s printed news leaflet 
which is published “every so 
often.” 

The store also advertises in four 


(Continued on page 139) 





Stairway to the second floor store for housewares, art goods, and women's and children's wear. 
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Real showmanship is evidenced in this permanent fireplace equipment display. 
A rug and lounge, not visible in this picture, also lend added home atmosphere. 


A Fireplace Display That Sells 


Wark into the Weber 


& Furman Hardware Co. store at 
122 N. Church St., Rockford, IIL., 
and you immediately know that 
here is a place which really goes 
after business in fireplace equip- 
ment. In fact, if you merely walk 
past the store, even though hur- 
riedly, you are aware of that de- 
partment, which is clearly visible 
from outside. 

The keynote of the firm’s suc- 
cess in selling fireplace equipment 
is a dramatized front-of-the-store 
showing of a bank of four fire- 
places, made of real brick. And 
frequently one or all of the units 
have artificial fireplace units sug- 
gesting lighted fires. Each of the 
display sections has a different 
type of fireplace screen, basket, 
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set of andirons and other fireplace 
equipment, each set or item bear- 
ing a price tag. Employees of the 
store are able to quickly quote a 
total price for any of the four 
basic sets, which range in price 
from $32 to about $60. 

The idea clicks so well that the 
store sold about 100 of these basic 
sets last year, as well as numerous 
other combinations, andirons and 
screens. Thanks to this imagina- 
tive display it is a year ‘round 
business, although it slows up 
somewhat in the summer months. 
Some customers buy equipment 


for their year ‘round homes as 
well as for summer homes as the 
result of seeing this impressive 
display. 

Traffic is no problem at Weber 
& Furman’s for there is a steady 
flow of people going to the postal 
sub-station in the rear of the store. 
Each of these customers of Uncle 
Sam sees the fireplace display 
when going to and from the sub- 
station. 

We asked J. Ellman to tell us 
just how this idea works and why 
he had such an attractive installa- 


(Continued on page 123) 


Dramatized display sells more than 100 complete 
fireplace setups in a year. Sale of hundreds of 
individual pieces also traceable to this display 
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Wallpaper Business Quadrupled— 
Stocks, Prices, Service Did It 


Basic stock of 500 patterns, wide price range and 
"know-how" step up sales. Wallpaper sales made on 
all but three business days during the past year 


One of the depart- 


ments in the Gates Hardware Co.., 
Independence, Iowa, which par- 


ticularly interests Mrs. Donald 
Fisher is the wallpaper section, in 
the store’s basement. In the past 
two or three years she has quad- 
rupled volume in that department 
and reports that wallpaper sales 
were made on all but three busi- 
ness days, in 1949, thanks to the 
variety and service offered to cus- 
tomers, many of whom do their 
own papering. 

Regularly stocking at least 500 
patterns of wallpaper, this store, in 
a community of 6,000, serves a 25- 
mile trading area. Variety—paper 
is shown in a price range from 
12'o¢ per 24-ft roll to as high as 
$1 per roll—is supplemented by 
service that builds good will and 





repeat business. The store has two 
machines for trimming off wall- 
paper margins and makes it a 
practice to do this unless a cus- 
tomer requests that paper be de- 
livered untrimmed. Since amateur 
decorators often over-estimate the 
quantity of paper needed, Gates 
Hardware will take back either full 
or partial rolls of unused paper, 
giving a cash refund for it, a prac- 
tice not followed by some outlets. 

Wallpaper priced in the 49 to 
69¢ range is the best seller, al- 
though the store samples and will 


(Continued on page 112) 


This narrow display window next to the 

entrance shows an outstanding pattern 

of wallpaper, two of linoleum and two 
sets of plastic draperies. 





Wallpaper samples are shown on dowel sticks fastened to the set-up 
shelf in the center. Variety is given by constantly changing samples. 
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Full, open displays are one of the reasons for Swannell’s $100,000 volume in sporting goods. 


$100,000 Sports Volume From 


The television department is 

next to the sports section. 

This set on the wall attracts 

fans who wish to view the 

games and also does its share 
of selling television. 
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Knotty pine and plywood trims and natural 
white birch provide atmosphere for selling. 


‘ More Lines 


More Space 


. More Promotion 


Wren Swannell 


Hardware, Inc., Kankakee, IIl., 
remodeled a couple of years ago, 
the sports department was moved 
to a larger second floor location 
with greater display facilities. 
Sports lines were augmented and 
larger advertising programs car- 
ried out with the result that the 
department volume reached $100,- 
000—more than twice its former 
volume. 
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A publicity idea that provokes interest 


The sports section of this hard- is the photo bulletin board of local 
teams. Selling to teams is a big part 


ware store is one of the best in the A tub eden, 


region and its heavy traffic indi- 


Modern sporting goods department is lure for athletic 
teams and sportsmen. Two outside salesmen call on 
50 schools and industrial plants in firm's trading area 


103 








cates that the store and stock meet 
with the approval of sports fans. 
Knotty pine and plywood trims 
throughout the sports section, plus 
natural birch trims framing wall 
displays, simulate an attractive 
outdoor atmosphere that appeals 
to sportsmen. 

There are four men in the sports 
department, two of whom spend 
some of their time visiting the 50 
schools in the area which the store 
sells. They also visit a number of 
industrial plants and town teams 
in that area. A lot of team busi- 
ness is secured by these calls and, 
once a store gets the team trade, it 
usually captures a large portion of 
the individual players’ business. 
Team members always buy extra 
equipment. 


The Bulletin Board 


A center of attraction and in- 
terest, and a good publicity idea, 
is a photo bulletin board which is 
trimmed in white birch. On the 
board, pictures of Kankakee’s fa- 
vorite grade and high school 
teams are posted. The photos are 
changed to be current with sea- 
sonal sports activities and sports 
fans stop by regularly to keep 
posted on the latest sports news as 
pictured on the board. 

When it comes to promoting 
athletic activities in Kankakee, 
Swannell Hardware is one of the 
leaders. The store sponsors a 
basketball team, bowling, baseball 
(two men’s teams, one softball) 
and a ladies’ softball team. The 
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COACHES CORNER 





basketball team, named the Swan- 
nell Eagles, hits the sports pages 
with headlines very frequently, for 
it is one of the best in the area. 

“Our teams bring the store a 
great deal of publicity,” says Mr. 
Swannell, “and naturally the fans 
come to our sports department to 
talk about the games. This builds 
store traffic of the type that buys 
sports equipment.” 

In a corner of the sports depart- 
ment is a “Coaches’ Corner.” This 
is a little area equipped with up- 
holstered chairs and benches and 
decorated with football, baseball. 
and _ basketball pictures on the 
walls. Here coaches, or would-be 
coaches, sit and smoke and tell 
true or tall tales about sport feats. 

The Swannell Hardware’s radio 
and television department is also 
located on the second floor, adja- 
cent the sports department and 
both departments benefit from the 
interflow of traffic. A_ television 
set has been mounted at one end 
of the sports section, in a position 
high enough so that sports fans 
can view basketball, baseball, foot- 
ball, and other sports and general 
events. Often as many as 50 people 
are gathered about the set, watch- 
ing the games. 

Not only does this television 
“demonstration” bring sports en- 
thusiasts into the store and sport- 
ing department but it also helps 
sell television sets. The sporting 
department is sufficiently spacious 
so that a crowd does not interfere 
with the merchandising operations. 





The "“Coaches’ Cor- 
ner where true or 
tall athletic stories 
are told. The corner 
has lounge chairs 
and smoking stands 
and all the needed 
essentials for con- 
geniality. 


Fishing tackle is excellently dis- 
played in the department. A spe- 
cially constructed fishing rod 
holder has been installed at the 
rear of the department and this 
device facilitates displaying rods 
of varying length. 

The store enjoys an excellent 
hunting and fishing volume, due to 
a great extent to the fine displays 
of merchandise and the consistent 
newspaper advertising accorded 
those sports. 

All of the salesmen in the Swan- 
nell sporting goods department 
are sports fans and can talk sports 
with customers. That plays a big 
part in creating a congenial atmos- 
phere which in turn makes buyers 
out of prospects. 





Hardware Humor 


By Hardware Age 





AWNING 


"What do you think of the boss’ 


new sales promotion idea?" 
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Have you sent for your profit-building 


1950 Remington 22 Sales Starters? 
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FEATURE POPULAR-PRICED FAVORITE 
REMINGTON MODEL 514. 





A neat, compact single-shot 22 rifle. Advanced design, smart racy 
oppearance—perfectly balanced—fine accuracy—a great buy for any 
shooter. Feature the Model 514 along with other outstanding Remington 
“500 Series" 22 rifles. They're top sellers everywhere—every time! 
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If you haven’t, you’re losing valuable selling-time. Re- 
member, 1950 is the BIG year for 22 sales, because: 


FAIR TRADE means a fair profit on sporting arms and am- 
munition sales.* 

THESE PRODUCTS make up 41°, of total sporting goods busi- 
ness. 

THERE ARE 61% more licensed hunters than in the best pre- 
war year—and 12°, more in 1949 than in 1948. Interest is 
soaring. 

CONSUMER STUDIES indicate low ammunition stocks . 
probably the lowest in peacetime history. 





GET YOUR SALES STARTERS NOW! 


In the new Remington TNT booklet, you'll find a gold 
mine of FREE SALES STARTERS: colorful, eye- 
catching displays, merchandising helps, advertising aids, 
Lay-Away Plan—and many others. Featured also is a 
brand new guessing contest with complete free material 
to conduct it. What a chance to attract more customers 
to your store . . . to sell more Remington 22 rifles and 
ammunition than ever before! 

Send for your material now—use the convenient order 
blank in the back of the book. And if, by chance, you 
haven’t received your TNT booklet, clip and mail the 
coupon below. Do it TNT— Today — Not Tomorrow! 


Remington Arms Company (Inc.) 
Bridgeport 2, Conn. 


Booklet. 





Address 
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Let Power Tool Customers Browse— 
It Pays Off, Says Roussell’s 


Even though some power tool patrons make many 
visits before purchasing, they often buy other 
types of merchandise each time they call 


LonarD ROUSSELL, 
who operates Roussell Hardware, 
at 2206 Central Ave.. Dubuque, 
Iowa, is neither surprised nor per- 
turbed to see men come in and 
examine power tools and ask a lot 
of questions without buying. Nor 
is he surprised to see such in- 
quirers make such visits several 
times before they finally buy a 
single power tool. In fact this is 
a rather common occurrence. 

Mr. Roussell enjoys a volume of 
several thousands of dollars a year 
in power tools and finds that their 
purchase in his store is often but 
the beginning of a series of many 
additional sales, often having no 
relation whatsoever to power tools 
which originally attracted a pros- 
pective customer 


Simple displays of 
power tools and a few 
hand tools, such as this, 
call the attention of 
passers-by to the fact 
that the store can sup- 
ply a variety of each 
type of merchandise. 
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Some portable power units are 
taken by the purchasers right to 
a job. A recent example was that 
of a carpenter who visited the 
store just to look 
bought an 8-in. saw on a stand. 
The total sale was $102.50, most 
of it for cash, with $13.50 being 
for the stand and $1.50 for heavy 
casters which he installed. Labor 
necessary for drilling holes for the 


around and 


casters was provided at no cost. 


Here's What Happened 


Another interesting series of 
sales involved a customer who 


visited the store several times to 
look at an 8-in. saw, priced at $89. 
The customer looked at the saw 


and asked numerous questions, on 





the first visit. bought a $354 out- 
board motor and then after several 
other visits bought the saw. Dur- 
ing the Christmas season the same 
customer returned and purchased 
a drill press at $74.50. 

Although Mr. Roussell does not 
always succeed in selling motors 
when he sells a power tool, he al- 
ways quotes the price of a power 
tool without the motor, often mak- 
ing the extra sale of a motor at 
$30 to $40. 

Power tool sales are usually 
made for cash or on 30-day ac- 
counts. Where time payment plars 
are required to swing a sale, they 
are handled through a finance com- 
pany. Most of the year some atten- 
tion to power tools and accessories 
is given in a display window. 


~~ SIAR 
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Put ROUND CHAIN on display... 


FARM HOME 
INDUSTRY 


Tae Cleves 


Chain is a hardware “bread and butter’’ line. Year after year 
it can be counted on for steady, profitable sales volume. 


That’s why it’s important that you keep the subject of chain 
alive ... keep chain constantly on display. 


The Cleveland Reel Salesman sells chain “right off the reel.” 
It makes many sales that would otherwise be delayed or lost. 


Put one of these profit-makers in your store today. Your 
jobber will gladly give you full details. Or write for Reel Sales- 
man and Salesmaster literature. A-2647 


CLE VELAND (HAIN 


The Cleveland Chain & Mfg Co. 
Cleveland 5, Ohio 

ROUND Associate Companies: The Bridgeport Chain & Mfg. Co., 

Bridgeport, Conn. ¢ The Cleveland Chain & Mfg. Co., Cleveland, 

Ohio ¢ Round California Chain Co., So. San Francisco and Los 

Angeles, Cal. ¢ The Round Chain & Mfg. Co., Chicago, Ill. ¢ Seattle 
\7,\Chain & Mfg. Co., Seattle, Wash. ¢ The Southern Chain & Mfg. 
mCo., Birmingham, Ala. ¢ Woodhouse Chain Works, Trenton, N. J. 


=> 
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Hardware Prices Aren't High 


Prices on major hardware lines haven't advanced 
nearly as much as they have on other lines and 
commodities over the past decade. 





Tovay’s 


many lines of hardware and indus- 
trial supplies are solid ones, which 
haven’t increased to the same de- 
gree as prices in many other lines 
of materials and 
This is shown by a comparison of 
prices for the 10-year period from 
1940 to 1949. This study, by 
Robert H. Russell, of J. Russell & 


prices of 


commodities. 


Co., Holyoke, Mass., wholesale 
hardware firm, shows that while 
the cost of labor went up 118 pet 
in the past decade and fuel and 
lighting advanced 81 pet, and 
metal and metal products increased 
75 pet, the cost of hand tools went 
up just 50 pct. Practically all of 
the hardware and industrial lines 
included in the study show price 
increases of less than 50 pet. 


Buyers of hardware and indus- 
trial supplies should shake off any 
fears of any immediate price de- 
clines on these lines because a 
study of the chart below should be 
evidence enough that these prices 
are not at all inflated, Mr. Russell 
points out. He cites the fact that 
the price of drills and files ad- 
vanced during the time he was 
preparing this chart. 


A COMPARISON OF HARDWARE PRICES AND OTHER COMMODITY PRICES 
Per Cent Increase........... 1940-1949 
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Industrial Supplies 


, Average Industrial 
Weekly Wages 
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Hides & Leather 
Metals & Products 
Finished Steel 


Chemicals 


3% CLE Coated Abrasives 
50% E Hand Tools 
47% Precision Tools 
46% Files 
44% Hoists 
43% Wrenches, D.F Tools 
43% Leather Belting 
40% Taps, Stocks & Dies 
37% Hack Saws 
29% Electric Tools 
29% Drills & Reamers 


18% STM Manufacturing Wages 
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sell Rope 
right from 


3/8 inch 


Increased Sales— More impulse sales from counter 
displays of product. — 

More Profit—Sold with less effort. No uncoiling, 
no measuring, no weighing, no re-coiling. 
Customer Appeal — Attractive package! Conven- 
ient put-up! Counter display suggests need! 

Save Space—Boxes stock compactly. Easy to handle. 


Get more information about this up-to-date way to 
build your rope volume and your profit. Your “AMER- 
ICAN BRAND” Rope distributor has the whole story. 
Phone or write to him, or write to us for name of 
distributor nearest you. 





AMERICAN MANUFACTURING COMPANY 
» Brooklyn 22, N. Y. 
ROPE + TWINE - OAKUM + PACKING ~~ 
Branch Factory: $t. Louis ConDaGt M1145, St. Louis 4, Mo. 
Phas sees! + New 
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This is the new 
marine supply and 
equipment depart- 
ment. Oben stock 
arrangement has in- 
duced impulse pur- 
chases and has 
brought about a 
substantial increase 
in sales. 


~t ¢ 


Special Section Doubles Sales 


In Marine Supplies 


ConsoLipaATION of 
marine supplies and equipment in 
one section as the marine supplies 
department, has helped Point 
Pleasant Hardware Co., Point 
Pleasant, N. J., more than double 
its sales of such merchandise. “As 


Well organized department encourages self-service 
and builds more impulse business. Fishing tackle 
sales bring even larger volume in nearby display 


clerk would have to dig out for 
him, we thought that if the cus- 
tomer could reach it himself, and 
at the same time see other related 
items nearby—such as caulking 


will do well over $10,000 worth 
of business for its first year. 
The new department is located 
in a corner of the store. Hardware 
is stocked on wall shelves and 


NEW 
metal 


In over 8 
anything 
No. 525 § 
THERE’S 
enamel fi 
THERE’S : 
makes cut 
knuckles. 
THERE’S « 
name and 
blade. 
THERE’S P 


Every mec! 
itand will 


highly effi 





we are located in a shore town, : MILLERS 
with a large commercial and in- cement, brushes and fittings—sales open tables, and on several of the one 


dustrial boat population, as well 
as numerous summer month res- 
idents, marine supplies are a 
‘must’ with us,” says Arthur John- 
son, president of the firm. 

“We felt that this consolidation 
would mean many impulse sales. 
Rather than have a customer ask 
for some boat paint, which a sales 





would be increased.” 


Sales Volume Doubled 


Before the new department was 
formed, retail sales of marine sup- 
plies were approximately $5,000 
per year. With the new depart- 
ment, sales took an immediate 


jump and it is expected that it 


shelves sample panels are at- 
tached. Four of these display pan- 
els cover the stock shelves for 
drop forge, galvanized, bronze and 
sailboat fittings. Another section 
is devoted to boat lamps and an- 
other to gear pumps. 


A two-side, step-up display table 
shows a wide range of equipment 
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CUTS STEEL. IRON, SOFT METALS. 
WOOD, PLASTICS, BONE, PLASTER, ETC. 


CUTS MOST ANYTHING 
..»- MOST ANYWHERE 





VUMED” for Hardware Woe 


NEW rotatable blade 4 
metal cutting Keyhole Saw | 















DISPLAY 


Let this clever, eye-catching 
display sell the No. 525 
Saw for you. It is positive- 
ly FREE with initial order 
for only six saws and 
three extra blades. Place 
your order with your 
jobber. Specify No. 
5256 unit. 


In over 82 years of toolmaking, we have rarely seen 
anything catch on so fast as this remarkable new 
No. 525 Saw. 


THERE’S EYE APPEAL in its glossy grey and red 
enamel finish. 


THERE’S SALES APPEAL in its rotatable blade that Y 
makes cutting in tight places easy — ends skinned ‘ 
knuckles. 


THERE’S QUALITY APPEAL in the Millers Falls 


name and patented, special alloy steel “Tuf-Flex”® arte eail ce 
blade. 


THERE’S PRICE APPEAL in its low $2.00 list. 


Every mechanic, craftsman and house owner needs 
itand will buy it. Order a stock of these practical, 
highly efficient saws from your jobber today. 


MILLERS FALLS 


TOOLS f ia -_ 


IN 6. POSITIONS 





GREENFIELD 





MILLERS FALLS 









COMPANY MASS. MILLERS FALLS 
TOOLS 
OLEACEAE GONG klk 
a 
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Fishing equipment is an important allied line. This section is located 
near the front of the store and marine supply customers can't miss it. 


including fire extinguishers, bilge 
pumps, anchors and related mer- 
chandise. 

Marine paints and finishes are 
placed on open shelves and cus- 
tomers can make their own selec- 
tions. A chart case has been in- 
strumental in selling a large num- 


ber of charts. Formerly, they 
were only shown to those asking 
for them. 

“We have two sales clerks who 
devote their full time to this de- 
partment,” says Mr. Johnson. 
“They know marine merchandise 
and can speak with any boat own- 





Wallpaper Business Quadrupled—Stocks, 
Prices, Service Did It 


(Continued from page 101) 


place special orders for papers 
priced as high as $4 to $5. Carry- 
ing five different lines, in 18, 22 
and 30-in. widths and with 500 dif- 
ferent patterns, the store is able to 
deliver much of the wallpaper sold 
right from its own extensive 
stocks. 

Mrs. Fisher says, “We sold more 
than 12,000 rolls of wallpaper in 
1949 and often sell paper for an 
entire six to eight-room house at 
one time, Sales per room will 
average about $10, but have run 
as high as $20 for a single room. 
We have sold as much as $117 
worth of paper for a six-room-and- 
bath home, and often make sales 
of paint and linoleum to match or 
contrast with the wallpaper pat- 
terns selected. Plastic drapes are 
another item, sold to tie in with 
wall paper. On occasion wallpaper 
customers come here from homes 
which are as far as 40 and 50 
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miles distant to make purchases. ’ 
, ° 

The _store’s__ basic 
stocks are, of course, subject to 
revision from time to time in line 
with increasing and decreasing in- 


wallpaper 


er. This has helped considerably 
in making our store a headquar- 
ters for marine merchandise.” 

The busiest period for the store 
is during early spring. Many boat 
captains are busy fitting up and 
preparing their boats for fishing 
trips and charter voyages. Dur- 
ing the warmer months the vaca- 
tioners come in to buy merchan- 
dise needed to put their boats in 
shape. There is a seven-month ac- 
tive buying period. 

“During the marine supplies 
selling period, we enjoy a large 
sporting goods business,” says Mr. 
Johnson. “That is, our fishing de- 
partment is visited just as readily 
as the marine department and em- 
ployees of the latter section sug- 
gest fishing equipment right after 
they have made their sales.” 

Boat captains buy a large num- 
ber of rods, reels, line and other 
tackle to supply the fishermen who 
go on their boats. Individual boat 
owners may need some replace- 
ment tackle. The store enjoys a 
$50,000 yearly volume in sporting 
goods of which half is in fishing 
tackle. 


terest in different types of paper. 
This is good business practice any- 
where. However Gates Hardware 
carries that idea a step further by 
rearranging its displays. For, as 
Mrs. Fisher says, “If you don’t do 
this, people think you have nothing 
new in stock. And so we frequent- 
ly change the location of some of 
the patterns on display.” 





Cards indicating pattern number, selling price and stock location are 
on each pattern in the bank. Tilted racks at right show extended rolls. 
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How to find the smartest merchants in town... 


There are merchants in every town who 
stand out. You'll find imagination in 
their window displays... showmanship 
in their sales promotion ... persuasive- 
ness in their advertising. You'll also find 
they know the value of being represented 
in the ‘yellow pages’ of the telephone 


directory. 


It’s smart business to advertise in the 


‘yellow pages’. It’s an ideal way to guide 
FOR OVER 60 YE4 
Amegicas Buvine GUIDE 7” 


For Further Information, Call Your Local Telephone Business Office. 
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prospects to your store. Nine out of ten 
shoppers use those ‘yellow pages’ for 
buying information. YOUR name, address, 
telephone number and sales message in 
this popular buying guide will work for 


you at all hours, every day. 


Get full particulars 
today about this impor- ‘a 
tant potential source of 


sales. 
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Fig. |—Suggested window display to tie in with National Tennis Week 


Put Sales Power in Your 
Sporting Goods Windows 






MODERN DISPLAY IDEAS 


eaaee ~&, 








Dramatic window 
displays tying in with seasonal in- 
terests can be very valuable tools 
for building sales. Several practi- 
cal suggestions for sporting goods 
windows, featuring both tennis 
goods and fishing equipment are 
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shown in the accompanying illus- 
trations. 

Fig. 1 is a suggested window 
display of tennis goods to tie in 
with National Tennis Week—June 
24 to July 1, 1950. 

The main eye-catching device in 
this trim is the life size action fig- 
ure which should be cut out of 
white sign paper, painted in re- 
alistic colors and pasted on the 
inside of the window glass. The 
tennis ball should be suspended 
from the ceiling on a piece of 
thread. A tennis net on a sloping 
panel of plywood will add further 
atmosphere and the panels can be 
painted green or covered with an 


artificial grasa mat. Fig. 2 shows 
details for making the box dis- 
players and the tennis player 
figure. 

The same idea of pasting “eye- 
catching, life size figures,” cut out 
of paper and painted by your local 
sign man, can be used for numer- 
ous other promotions. 
with figures of fishermen, ball 


window 


players or of mechanics or paint- 
ers using appropriate equipment. 

Note the box displayers ar- 
ranged in the window. They may 
be used to show suitable items for 
completing the window trim. The 
displayers may be made out ol 
pine board in various heights and 


HARDWARE AGE, MAY 4, 1950 








DEALEF 


I housar 


in 1949, ' 
and IS B 
cludes all 
Saver’’ Hi 
many dea 


. this b 
of our cares 
merer Elec 
“Thanks 
MOST. ‘Fi 
tion deal 
tomer’s do! 
Heaters thi 
L. W. Joh 
La Piata, N 

the be: 
offered a de 
ture, enable 
all heater 
we sold 53 |} 
Stewart Gre 

our Si 
sales for th 
Robert S. 
Pigeon, Mic 

steppe 
a year ago, 
60 days c 
Nathan Be 


Oowa.) 


ou 


SUPERFLAME “FUEL- 


HARDWAR 


1S 


hows 
dis- 
layer 


teye- 
t oul 
local 
mer- 
‘ions. 
ball 
yaint- 
ment. 
; ar- 
may 
1s for 
The 
ut of 
s and 


1950 








moDEL 
7s 


SUPERFLAME SUPER DELUTE CONSOLE "GAS-SAVER 
FORCED -AIR” FAN 


CORCULATOR WITH BUNLT- Om 
Americ 


DEALERS ACCLAIM "GIFT SUper 2/7"’ PROMOTION 


SUPERFLAME SUPER DELUIE CONSOLE 
GAS-SAVER” CIRCULATOR WITH RADIANT FRONT 
THREE 


AS THE BIGGEST and BEST EVER! 


I housands of Superflame dealers had their biggest, most profitable space heater year 


in 1949. The sensational Superflame ‘“‘( 


sift Superfan’”’ 


promotion made this possible 


and IS BEING REPEATED IN 1950! Starts July 15th! This year’s promotion in- 


cludes: all Superflame ‘‘Fuel-Saver”’ 
Saver’ 


Oil Heaters, and the new line of Superflame “‘Gas 
* Heaters. No other promotion has ever sold so many heaters 


so fast—for so 


many dealers! Read what a few of the Superflame dealers have to report: 


. this has been the outstanding promotion 
of our career!"’ (Signed, Ray Kemmerer, Kem 
merer Electric, Independence, Iowa.) 
“Thanks for being FIRST WITH THE 
MOST. ‘First’ with the best oil heater promo- 
tion deal.and ‘most’ for our oil heater cus- 
tomer’s dollar. We sold more Superflame Oil 
Heaters than in any previous years.’’ (Signed, 
L. W. Johnston, Johnston's Hardware, 
La Piata, Missouri.) 


i the best money making deal that was ever 
offered a dealer. This, with the Fuel-Saver fea- 
ture, enabled us to out-sell and out-demonstrate 
all heater competition! The day the ad broke 

we sold 53 heaters, and that is profit!” (Signed, 
Stewart Greenley, Greenley’s, Flint, Michigan.) 


our Superflame sales were 400% over our 
sales for the same period last year.”’ (Signed, 
Robert S. Orr, Orr Appliance Company, 
Pigeon, Michigan.) 

stepped up our volume to 50% ahead of 
a year ago, and maintained that increase for 


60 days during the promotion.’ (Signed, 
zthen Berg, Smulekoff’s, Cedar Rapids, 
owa.) 


QUEEN STOVE 


SUPERFLAME “FUEL SAVER” Oll HEATERS 
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"GAS SAVER” GAS HEATERS 


ALBERT LEA, 


“Sales resistance and competition were over- 
come with this promotion. Your advertising 
aids were an honest inducement to raise sales.” 
Signed, S. R. Passell, Premium Coal & Oil 
Company, Cincinnati, Ohio.) 


“Our sales of § Superflame Heaters for 1949 were 
over 250 units. Thanks to the ‘Gift Superfan’ 


ele We never had anything break like 


this! Our first day we made 14 sales.’’ (Signed, 
Anton Christensen, Christensen’s Appliance 
Stores, Ames and Nevada, Iowa.) 


‘The ‘Gift Superfan’ Promotion met with tre- 
omatian acceptance. Approximately two car- 
loads of Superflame Space Heaters sold proves 
it! We were able to outsell outpunch and 
a competitive stores.”’ (Signed, Thomas 
C. Young, President, Big Four Hardware 
Stores, Inc., Love’s Park, Illinois. 


. this has been the most successful promo- 
tion of any merchandising event we have ever 
put on... 103 Superflames sold during 1949." 
(Signed, Harold Giese, Giese Hardware 
Company, East Grand Forks, Minnesota.) 


WORKS, INC. 


Olt AND GAS FURNACES « 
MINNESOTA 


GAS CONVERSION BURNERS 





Superflome 


“GAS-SAVER” HEATERS 
SET NEW STANDARDS 
FOR BEAUTY, EFFICIENCY, DEPENDABILITY 


— 
— 
— 


SUPERFLAME DELUXE CONSOLE 


GAS-SAVER” CIRCULATOR WITH FRONT LOUVERS 


rice 8s brogest gos heoter valve! Double 


I atncceennaclcaeee 


e thon doubles redieting 
Supertiome al 
unsurpassed 

essure regu 

pilot 


oO 
© 000 





GET THE FACTS ABOUT THE 
GREATEST ANNU 
PROFIT-MAKING PRO! 


FOR DEALERS IN 
SPACE HEATER HISTORY! 


Now is the time to 
cash in on Super 
flame! 
now to offer your 


Get ready 


customers Super- 
fan as a gift witha 
Superflame oil or 
gas space heater 
this fall. You will 
be amazed at the | 
results this promo- 
tion gets. Send 
coupon today. 





To: QUEEN STOVE WORKS, INC., Dept. HAOS 
Albert Lea, Minnesota : 


Rush at once full details about the Big ‘‘Gift 
Superfan”’ Profit Building Promotion 5 


We are a dealer a distributor 


Firm Name ; 
Address 
| 
City State : 
. 
By (name) s 
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CONTINENTAL SCALE CORPORATION 


5701 S. Claremont Avenue 






““MODEL 161 
Magnifying Lens 


Select 4 
these 
three 


Model 187 
Magnifying Lens 


MODEL 134 ~ 
Airplane Dial 


SP s 





Health-o-Meter 





Aah, Sealer 


Alert buyers know that con- 

sumer acceptance means easier, 

more profitable selling. They 
know, too, that Health-o-Meter 
Scales have been the favorites for 
more than 30 years. That is why 
leading stores everywhere feature 
Health-o-Meter Bath Scales. 

Yes, since the first bath scale—in- 
troduced by Health-o-Meter ’way 
back in 1919—we have built only 
precision weighing instruments that 
perform accurately for the longest pos- 
sible time. The outstanding popular- 
ity of Health-o-Meter Scales with the 
medical professionand the American 
public has been the result. Get your 
share of the profits of established 
leadership by making Health-o- 
Meter your bath scale line. 





116 


Chicago 36, Iilinois 
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Fig. 2—Detail illustration showing how the tennis window display is made. 


with different lengths of glass 
shelving as shown. With these 
props a dealer’s window trimmer 
can build up the trim to any de- 
sired height. 

The “National Tennis Week” 
sign may be cut out of a sheet of 
wallboard and suspended from the 
ceiling. Holes may be cut in the 
wallboard for inserting tennis 
balls to form the letter “N.” 

Instead of “National Tennis 
Week” the dealer can substitute 
the words “Sporting Goods,” if he 
does not wish to feature that pro- 
motional week. The squared off 


On We 





| 


L 








drawing will help your local sign 
man draw the figure to the re- 
quired life size on white sign 
paper. 
Fishing Tackle Displays 

For hardware stores handling 
fishing tackle we show a rotat- 
ing counter unit which any local 
handy man can build out of a 
length of tube as shown in Fig. 3. 
Or they may be created from 
empty nail kegs, covered with 
paper or painted. White would be 
a good color to use to snap out the 
bright colors on the plugs, lures, 














Fig. 3—Illustrating the rotating counter unit for displaying fishing tackle. 
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etc. The units, which take very 
little room, can be used to show a 
large number of items. Since many 
of these plugs and lures are “im- 
pulse” items, an extra unit might 
be useful for display next to the 
cash register to catch the attention 
of men waiting for change. 

The 12-ft long, 14-in. diameter 
cardboard tube, shown at the top 
of Fig. 3, can be-obtained from 
most display materials distributors 
and may be used for making many 
useful display props. From one 
12-ft length of the tube you can 
cut off three sections to make three 
of the rotating displays and still 
have two 18-in. sections left. These 
can be used with inserted wood 
ends as supports for glass shelving 
as shown. These tubes are made 
out of heavy laminated cardboard 
and you will be surprised at the 
weight they will support. 


Streamlined Inventory 
And Stock Control 


(Continued from page 89) 


find it in the numerically listed 
index. 

Mr. Bartlett enters each item on 
a card (or the quantity received 
on current order) on duplicate 
cards as he checks in stock. One 
card goes into the alphabetical 
file; the other under the numerical 
file. 

“So far.” said Mr. Bartlett, 
“we've used the file largely for a 
buying record. For we take physi- 
cal inventory only twice a year. 
Even this is a big help for our 
size operation ($100,000 sales in 
1949). 

“We can check our stock cards 
and not only get an idea of what 
we used last year. We also get an 
idea if an item needs more sales 
end promotion effort during cer- 
tain periods of the year. Suppose 
a certain line was slower ... we 
didn’t have to reorder as we think 
we should have, according to our 
card records, we then know we 
should place more effort behind 
it,” he said. 

The stock cards show the name 
and description of each item: 
manufacturers’ information; cost 
and selling price, and freight data 
(whether it was laid down, or if 
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For over 50 years, Parkersburg Blue Steel 
Kitchenware—now trademarked “blu-pride” 
—has been America’s leading sales and profit 
maker in low-priced quality kitchenware! 
For full product information and price lists 
on this oldest, fastest-selling line, see your 
wholesaler! He'll show you a “blu-pride” 
profit potential you won't want to miss! 


NEW! PORT-O-OVEN 


A wonderfully versatile top-of-stove 
oven with an accurate thermometer set 
in cover. Excellent as potato baker or 
—— food crisper. Makes an ideal outdoor 

—@ grill oven and baker. Shipped nested. 
7 Retail about $1.49 


DRIPPING PANS 


8x 10x 2% 
10x 14x 2% 
12x 17x2% 
16x 17x 2% 


BISCUIT PANS 
9x14x1% 


SINGLE LOAF PAN 
54% x914x 2% 


-_— oe oe oe oe ee Se ee ee ee ee ee 


DOUBLE ROASTERS 


No.2— 8x12x6 
No. 4—10x15x7 
No. 7 — 13x 18x8 


Ask your wholesaler for prices 








The home of MASTR-LOK Stovepipe and ‘‘blu-pride” Steelware 
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These attractive counter dis- 
plays, put fo work in your store, 
will remind your customers 
that they need new Hack Saw 
Blades. These new displays 
are all purpose, all around 
jobs—front (shown) and back 
are identical so you can use it 
on counter, shelf or island. It 
sells from any angle. 


Now Display Packed, at no 
extra charge, for More Sales! 
Get them from your jobber — 
there’s a display with High 
Speed Molybdenum Blades 
and one with Standard Tung- 
sten Blades. 


G. W. GRIFFIN CO. 


Franklin, New Hampshire 





General Sales Agent 
John H. Graham & Co., Inc. 
105 Duane Street, New York 8, N. Y. 








freight had to be paid from far or 
regional points ye 

The Bartlett brothers are prov- 
ing that promotions to increase 
sales and methods to streamline 
stock controls and buying can be 
hardware 


used by average-size 


dealers in a community of 
20,000 people. 

These methods are producing 
more retail volume on the one 
hand. On the other hand they 
simplify stock handling methods 


as well. 





Three-Way Improvement Increases Volume 
In Builders' Hardware 


(Continued from page 95) 


installation only men bought the 
hardware. Women are now defi- 
nitely style conscious as to hard- 
ware and in 90 pct of the houses 
we sell, women select it, particu- 
larly the finish hardware. We en- 
courage the contractor and the 
architect to bring in the customer. 
Most of our work with the archi- 
tect, is bidding and he wants one 
of two things—price or quality. 
We can pretty well take care of an 
average home or an average con- 
tractor job right from our stocks. 
Our stock of panic bolts is such a 
good one that they have actually 
developed into a pick up line here. 

“Numerous contractors come 
right into the store and pick up 
hardware. However, we have fast 
delivery service for contractors, 
and two trucks are available most 
of the time for this service. After 
some of the contractors in this 
area get going, they will put hard- 
ware in homes at the rate of a 
house a day. We have one man to 
make outside calls all the time on 
builders’ hardware and have an- 
other in the store to give addition- 
al service. We are very particular 
to check whether the customer 
wants locks master keyed or keyed 


alike, and when either service i- 
desired we do so at no extra cost. 

Lighting fixtures are shown neat 
the builders’ hardware and cabi- 
net hardware displays and in many 
instances the store sells this equip- 
ment when it supplies the builders’ 
and cabinet hardware for a home. 
Lighting fixtures are shown on a 
| by 12-ft canopy, having two 
levels of fixtures, the higher one 
for older, high-ceilinged residences 
and the lower one for more mod- 
ern, lower-ceiling homes. 

Wire and other wiring needs are 
displayed on shelves under the 
canopy, lamps on one end and 
hardware on the other. Lighting 
fixtures now shown in this section 
are priced from $1.19 to $25, with 
the company willing to order num- 
bers not regularly carried in stock. 
However, the fixture stocks are 
such that they will pretty well 
cover needs for the area regardless 
of the price of the home. Although 
the rural trade buys more rough 
fittings than it does lighting fix- 
tures, the store sells not only city 
and rural home owners but also 
electricians and contractors for 
city jobs and some out-of-the-city 


installations. 





Lighting equipment and related lines are shown in this compact yet 


complete area. 


All units shown can be lighted for demonstrations. 
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CARRIAGE 
BOLTS 





NEW LABEL 


makes H caty Te locale bel 


Now it's easier than ever before to locate 
cartons and packages of Bethlehem Bolts. 
For this new label is clear and simple in 
arrangement, and gives you the essential 
information—type, quantity, diameter and 
length—in such large, readable type that 
it can be read with ease, even from a dis- 
tance. This saves you time, and helps to 


avoid errors, either in your store or stock 
room. 

As for the Bethlehem Bolts identified by 
this attractive label, they are neat in ap- 
pearance, and come well packed, so as to 
reach you in good condition. They have 
strong, sturdy heads and shanks, and 
accurate, smooth-fitting threads. They're 
everything that good bolts should be. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by 
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Bethlehem Pacific Coast Steel Corporation 


Export Distributor: Bethlehem Steel Export Corporation 


SETHLEHEM 


ETHLEHE 


BOLTS "3," 
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$5,000 Extra Every Year 


From Window Shade Sales 


Schools the biggest 
source for this extra 
volume which leads to 
better turnover in other 
types of maintenance 
supplies. The shade in- 
ventory totals 600 
numbers 


WU 


Tue active promotion of 
window shades produces about 
$5,000 extra annual volume every 
year for the Wilkerson Hardware 
Co., Franklin, Tenn. Franklin has 
a population of 5500 and while 
B. R. Wilkerson sells plenty of 
shades to the townspeople, he 
would never reach his excellent 
volume if he did not cultivate 
city and county school business. 
Schools have proven to be steady 
customers for better quality 
shades. 

Mr. Wilkerson calls personally 
on school superintendents, contact- 
ing them often enough to take care 
of their shade requirements. Larger 
schools need more frequent con- 
tacts but all schools in the store’s 
trading area are called upon at 
least once a month. In addition, 
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he keeps in touch with all new 
school construction in both the 
city and the county. 


Though the shade business ob- 
tained from a school sometimes 
reaches four figures, householders 
also are window shade prospects 
and volume from this source is 
high also because it is cultivated 
intelligently. Mr. Wilkerson calls 
personally on home owners be- 
fore they move into a new house 
and tries to get the order for all 
shades. 


Business From Landlords 


Another source of volume shade 
business is landlords. In Franklin, 
as in many communities, it is the 
custom for landlords to furnish 
shades in rented houses and the 
big volume comes in the early 








fom al 


B. R. Wilkerson, at 
left, aids a school 
superintendent in 
selecting shades 
from the display 
rack in the store. 


spring when people are moving. 
Mr. Wilkerson has a list of people 
owning rental houses and they too 
get personal calls if the landlord 
has several houses. Others he 
writes or telephones. 

Shade sales in the store are also 
actively promoted. A display rack 
of shades, from which the cus- 
tomer can make a selection, is 
placed near the front entrance. 
And on the balcony sales floor, 
there is a complete stock of shades 
in several grades. The complete 
inventory comprises about 600 
numbers, made up largely of me- 
dium priced shades. Quality 
shades are handled as special or- 
ders and are selected from sam- 
ples. A man, in charge of the win- 
dow shade department, cuts the 
shades to measure and hangs them. 
does some repair work, and in- 
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KAY-TITE 


PROTECTS | 
MASONRY 
AGAINST 
WATER 

|  SEEPAGE 
for 


(BRICK) : | 
(STUCCO) 


(CINDER BLOCK) 
(ROUGH MASONRY 
































( UNGLAZED TILE) 


WHITE 


and 
CREAM GREEN 





BUFF BLUE 
GRAY 
ROSE 

BRICK RED 


COLORS 


YELLOW 
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This deal is especially designed to introduce Kay-Tite to 
dealers who have not yet placed their first order .. . our regular 
customers can also get in on it too... 

Farmers, contractors and home owners all over the country 
are using Kay-Tite to control water seepage in masonry and 
to paint outside of masonry buildings to give them lasting 
surfaces. 

That is your big market for Kay-Tite ... It’s profitable too... 


Here's the deal: YOUR CHOICE OF 12 KAY-TITE WHITE 
OR 6 WHITE AND 6 GRAY (ALL 10 LB. CANS) FOR $20.88. 
RETAIL VALUE IS $34.80! 


(Kay-Tite is also available in 50 Ib. drums, list price $11.00.) 


Figure your profit on this deal and act today. The coupon 
order form will get quick action. 





ORDER COUPON 


KAY-TITE COMPANY 
West Orange, N. J. 
Send us the Kay-Tite Deal on 10 Ib. cans. 
ies Ronetadee 12 White @ $20.88 
5s Te eenesseadten 6 White and6 Gray @ $20.88 


a Se lg ee oe Re: ee ee oe ee : 


















KAY-TITE company 


WEST ORANGE ° NEW JERSEY 


More than 20 years of satisfactory performance 
— s 
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DISPLAY BOARD DEAL 
Gives $m95 
You 


EXTRA PROFIT! 


e@ You make your usual liberal 
mark-up PLUS $1.95 EXTRA 
profit on these Hall-Wessel 
house numbers! We give you a 
sales-making display board — 
mounted with thirteen 15c nu- 
merals with the assortment 
listed below. Rush your order 
(through your JOBBER) for 
this timely money making deal! 

Hall-Wessel precision pres- 
sure cast authentic Colonial nu- 
merals have outstanding beauty, 
detail and finish. Their style, 
plus an amazingly low price, 
assures volume sales wherever 
displayed. 


LOOK WHAT YOU GET 


Assortment No.1 Assortment No. 2 


3 dz. 1 dz 4 dz. #1 1 dz. 
3 dz. | dz 3 dz. 

2 dz. #: 3 dz. 3 dz. #3 

1 dz. 1 dz. 1 dz. #4 

1 dz. #5 1 dz. 2 dz. 

1 dz. 1 dz. 

1 dz. 





PLUS Display Board with 
13 Assorted Numbers FREE 
Hall-Wessel makes an attractive 
line of finely finished pressure cast 
hardware specialties. Coat and Hat 
Hooks, Sash Fasteners, Bar Lifts, 
Door Stops, etc., all priced for vol- 
ume! Sold nationally through pro- 
gressive jobbers. Write today for 
jobber's name. 


HALL-WESSEL CO. 


Sac] 2116-26 W. NICHOLAS ST. 
== PHILADELPHIA 21, PA, 















stalls new rollers on old shades. 

Additional shade sales are made 
in the wallpaper department. The 
saleslady there never fails to talk 
about the special window shade 
service when selling wallpaper for 
nearly every wallpaper customer 
is a live prospect for window 
shade replacement sales. 


Two Other Specialties 


Stemming from the window 
shade business are two other spe- 
cialties that account for several 
thousand dollars of extra volume 

venetian blinds and__ paint. 
Though no venetian blinds are 
kept in stock, all jobs being spe- 
cial order, samples of cord, tape. 
slats, and color charts are on dis- 
play. When Mr. Wilkerson calls 
on his long list of schools, he is 
not only equipped to sell them 
shades but also blinds which are 
installed in school offices, lounges, 
and auditoriums. 

He also makes it a point to sell 
paint on such calls for continuous 


maintenance goes on in schools and 


paint is needed for redecorating 
and touch-up work. The store’s 
paint volume alone totals $10,000 
a year, a good percentage of 
which comes from school business. 
Here again, Mr. Wilkerson’s great- 


est promotional activity is in early 


spring when practically every 


school does some repainting. Major 


repairs, however, are generally 


made during the vacation time 
period. 


Though the store has much com- 
petition. several furniture stores 
in the community sell shades, no 
dealer promotes shades so vigor- 
ously. 


Promotion Does It 


“Promotion does it,” says Mr. 
Wilkerson. “If we didn’t mer- 
chandise our window shade ser- 
vice, the department would prob- 
ably degenerate into a service de- 
partment merely to accommodate 
customers.” 

Samples shown on the display 
rack are always fresh. When they 
become soiled or worn from han- 
dling, they are replaced immedi- 
ately. Mr. Wilkerson has encoun- 
tered few griefs in the shade de- 
partment. Occasionally, he re- 
ceives a complaint that a roller 
does not work perfectly or a shade 


does not fit. In such instances, 
he makes an immediate adjust- 
ment and proves to the customer 
that he is prepared to give the best 
service on window shades avail- 
able anywhere. 

This service keeps many a shade 
order “at home” that would have 
gone to the mail-order houses. In 
a little town of 5500, mail-order 
catalogs are used freely. But when 
the customer knows that good. 
personal service on shades can be 
had from a hardware dealer who 
specializes on window shades, the 
catalog is not so tempting. 


Advertised Regularly 


The specialties—window shades. 
venetian blinds and paints—are 
advertised regularly in the town’s 
weekly paper and two attractive 
display windows always promote 
them. 

Pushing these specialties does 
not interfere with merchandising 
general hardware lines. Shelves 
and display tables are filled with 
everything found in a modern 
hardware store in a small city. An 
excellent volume is done on house- 
wares. Sporting goods and tools 
are promoted actively. At specific 
times during the year, each de- 
partment comes in for special pro- 
motion. 


Cutlery Featured 


An outstanding example of the 
results that Mr. Wilkerson realizes 
from featuring various depart- 
ments and items is the cutlery de- 
partment. On the outside of the 
building, near the front entrance, 
is a special outside display case 
for knives—a small case at eye- 
level. At night the case is lighted 
with a spotlight and very few men 
can pass without stopping to look. 

“It is the most profitable single 
display in the store,” Mr. Wilker- 
son says. “The turnover is spec- 
tacular. 

“It just serves to prove to me 
that it pays to promote what | 
have to sell. It reminds me—if 
I ever need reminding—that win- 
dow shades, which many hardware 
dealers do not handle, will keep 
fattening my yearly volume, pro- 
vided I back them with active se'!!- 
ing and promotion.” 
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A Fireplace Display 
That Sells 


(Continued from page 100) 


tion for this line. His following 
comments are interesting: “A 
bricklayer installed these fireplaces 
last year, because they are items 
on which we enjoy good volume. 
We wanted something that looks 
like part of a real home and got it. 
Many people seeing these fire- 
places want one of the setups ex- 
actly duplicated in their own 
homes, for they think these are 
just what they want. Some of 
these people ask for the price of 
a complete setup, instead of in- 
quiring about prices of the indi- 
vidual items or sets. We carry just 
about the best variety of fireplace 
equipment in the city, and thus 
attract the better class trade.” At 
the time the fireplace installation 
was made the base flooring of 
the semi-open back display win- 
dow, to which the fireplaces run, 
was enlarged for greater display 
area. 


Year ‘Round Arrangement 


The display shown is basically 
the year ‘round arrangement used 
by the store, although the sets and 
items for each of the fireplaces are 
subject to change from time to 
time. Some fireplace equipment is 
featured in window displays dur- 
ing most of the year, with real 
Yuletide atmosphere being added 
for the holiday season. In the 
Christmas shopping season, fire- 
place equipment with holiday trim- 
mings is also featured elsewhere 
inside the store to encourage the 
right buying mood. The store fre- 
quently borrows furniture for use 
as a display accessory and always 
has at least one lounge seat fac- 
ing the fireplaces in order to give 
prospects the right perspective and 
to get them into a buying mood. 

Three of the four fireplace 
screens are of the curtain type, 
two being on_ self-supporting 
frames, with one curtain type be- 
ing mounted on brackets fastened 
to the front of the brickwork. The 
fourth unit features a folding 
screen. The mantel for the four 
fireplaces is wide enough for the 
display of electric clocks, small 
tadios and other small, though 
good units of sale. Five electrical 
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THE King Coffon 3 


Have you seen the King Cotton Line? 
Quality Cotton Cordage in new 
“self-merchandising” packages! 
King Cotton items are packed to sell 
... sell your customers on the many 
uses to which this finest quality 
cordage can be put. 


Order from your jobber . . . cash in 
on a fast selling line, in its new 
modern package. 


JOHN H. GRAHAM & CO., INC. 
105 DUANE STREET * NEW YORK 8, N. Y. 

















Compact, eye- 
catching, 
2-color Mer- 
chandiser 

No. 133HM.. 
Four No. 133H 
‘*Yankee- 
Handyman’’ 
Drivers packed 
with unit, 


~¢ pPNKete - He 
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Screw Drivers 
Now available 







AAMKEE Hever 
scat! oarvee 


gouts wosts \ 
asus 

owntt 4 

COMM ry oF HEY 

















pevwees StS 
scares 


Additional 
sales with Ac- 
cessory Pak 
Merchandiser 
No. 330H. Dis- 
plays Y2 dozen 
Paks, each con- 
taining 3 drill 
points, counter- 
sink and 54” 
driver bit, 





Give a customer a good look at this 
inexpensive tool that drills, coun- 
tersinks, drives and draws screws 
with a simple, easy push... and the 
sale’s a pushover. 


Order these ‘Yankee-Handyman” Merchandiser, 
Units from your jobber today. 
NORTH BROS. MFG. CO. 
Philadelphia 33, Pa. 


**YANKEE'’ TOOLS NOW PART OF 





STANLEY 








Reg. U.S. Pot. Off. 


THE TOOL BOX OF THE WORLD 
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receptacles, installed as an after- 
thought, provide power for radios, 
lamps and for artificial “flame” 
equipment. 

Immediately above the mantel 
is a sweep of four glass shelves 
for showing figurines, electric 
clocks, and a variety of other gift 


possibilities. The display ledge 
above the glass shelving, with 
chromium trim and black wood- 
work, is utilized for displaying 
other fireplace equipment, includ- 
ing screens, fireplace brooms, and- 
irons and other fireplace accesso- 
ries, each bearing a price tag. 





Mezzanine Key Department 
Is Top Traffic Builder 


For California hardware store does 25 or more 
key duplicating jobs daily, pulling the key buyers 
through the entire store and onto mezzanine. 


SK Dean Howe, third genera- 
tion of “Howe 
Hardware Co.,” 517 Second St., 
Oceanside, Calif. ““What’s the best 
traffic builder in the store?” He 
will answer: 
“Our key department.” 
The Howes added their key de- 
partment in 1941, locating it in the 
mezzanine at the rear of their 


Howes in 


store. 

“We get as many as 25 people a 
day into our store for keys,” said 
Dean Howe. “Some days there 
are even more. These people have 
to walk all the way through our 
store to get to the mezzanine,” he 





Tracy Howe duplicating a key in his mezzanine department. 







added. 
from three to five 
their keys are made. 
“This key traffic is not only 
profitable in itself,” Mr. Howe 
said, “but while the customers are 
waiting for their keys, they get a 
chance to shop around and buy 
other hardware merchandise.” 


“Then they have to wait 
minutes until 


Changes Made 


There’s so much traffic to the 
mezzanine, or balcony, key depart- 
ment that the Howes are moving 
an awning and window shade shop 
from the area to replace it with 


This will 


a mezzanine sales area. 
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Dean Howe, third generation in the 
family hardware store, making an auto- 
mobile key. 


enable them to further benefit from 
key traffic. 


$200 Initial Investment 

Tracy Howe started the key de- 
partment with an investment of 
about $200. This started him out 
with a used key duplicating ma- 
chine and about 5000 key blanks. 
The key department in this city of 
15,000 has been so popular that it 
now stocks about 12,000 key 
blanks. Since the store gets 35 
cents for making a duplicate, it 
makes a good margin of profit 
from the department. The key de- 
partment is equipped with a code 
book and key “punch” for auto- 
mobile keys. 

“Making keys is a simple busi- 
ness,” Dean Howe said. “Four of 
us in the store can make a key 
with the duplicating machine or 
auto key punch. My Dad and one 
or two others in the store have 
learned right in the store—from 
doing—to do even more compli- 
cated key jobs,” he said. 


Use Classified Ads 


The Howes promote their key 
department through small classi- 
fied newspaper ads, and their key 
service is so complete that they 
even get most of the key replace- 
ment business from the local auto- 
mobile shops. 

The eight-foot spot that houses 
Howe Hardware’s key department 
is tops as a traffic builder. 
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Every inch of available 
display is utilized in this 
well arranged paint section 
which is built around the 
stores wrapping counter. 








You Can't Overlook 
This Paint Display 


Karls Hardware Co. has developed a good paint 
volume by surrounding the customer who is at 
the wrapping counter with a display of paints 
and supplies. Seasonal promotions add to sales 


Waren customers 


come to the wrapping counter at 
Karls Hardware Co., 1398 Wil- 
liamson St., Madison, Wis., they 
cannot avoid seeing the paint dis- 
play, because the wrap counter 
itself, and the rear and side walls. 
all contain shelves of paint cans. 
Frank J. Karls, Norbert J. 
Huettl and George H. Nelson, own- 
ers, are doing an excellent paint 
business, because of their paint 
merchandising program. It is 
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based on the fact that a neighbor- 
hood store, such as Karls Hard- 
ware, located close to a residential 
area, has a better opportunity to 
sell paint than a downtown store 
away from the places where paint 
is mostly used, that is, in homes. 
“We have long operated our 
paint department on the idea that 
the home owner would rather 


come to a good paint department 
near his home to buy paint than 
to travel afar,” states Mr. Karls, 








who is a veteran in the hardware 


business, 

“For this reason we devote a lot 
of space in our store to a display 
of a good line of paint and acces- 
We push the line all we 
can and try to develop repeat cus- 
tomers. As a result, our paint vol- 
ume is very satisfactory.” 

Mr. Karls explains that a person 
doing painting in his home will 
run to a neighborhood store in 
overalls and work shirt to get some 
more paint, but if he went down- 
town he would need to change 
clothes. However, if the neighbor- 
hood store doesn’t handle quality 
paint and merchandise it properly. 
the customer has no alternative 
than to go to the extra trouble to 
visit a downtown store. 


sories. 


Can't Miss It 
The Karls 


wrapping counter at the rear of 
the establishment. and there are 
inset shelves from floor to counter 
top level. On these shelves are 
gallon cans of paint which show 
up much better in this spot than 
smaller size cans, according to Mr. 
Huettl. And if the customer misses 
seeing paint at this close range he 
can’t help seeing it if he looks 
straight ahead at the wall. 

“Many a customer has been re- 

(Continued on page 132) 


store has a_ long 
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NEW scintillating 

baked-on, non- 

Yegeiieite] ©) (- MM -valeliil-)| 
finish on the rugged all-pur- 
pose P55-P65-P75 die-cast 
padlocks give it instant sales 
appeal. Here is beauty and 
strength combined at a pop- 
ular price. No other padlock 
can equal its performance in 
‘its price class. It can be master- 
keyed — 700 changes. 
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Corbin 
Cabinet Lock 


DIVISION 
THE AMERICAN HARDWARE CORP. 


New Britain, Connecticut 











A section of the department showing boys’ and girls’ toys and floor displays of wheel goods and juvenile furniture. 


They Moved Toys Upstairs— 
Sales Moved Up, Too 


Now their customers can buy toys the year ‘round 
without traveling 35 miles, to the advantage of 


the Smith & Green Hardware Co. 


Because the parents of 
today’s children are well aware 
that toys are a necessity for the 
proper educational and _ physical 
development of their youngsters, 
the Smith & Green Hardware Co., 
in Harvard, Ill., a town of 3100 
population, operates a year ‘round 
toy department. Located in a por- 
tion of the second floor, this dis- 
play attracts parents and their 
youngsters as well, with consider- 
able volume being done in gifts 





















Se & & 













Part of the wall display of toys in the 
boys’ section. Note in the foreground 
the staircase from main floor above 
which is part of the wrapping counter. 
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Inadditionto nation- 
wide advertising, 
Westinghouse sup- 
plies a big FREE 





DISPLAY PACK- 
AGE to make ’em 
stop, look and buy... 
plus suggestions for 
smart, sharp displays. 








HERE THEY ARE... SIX tempting Westinghouse 
combination bargains to boost your sales for a full 2-month 
period. You make full profit on the Westinghouse Roaster, 
Food Mixer, Waffle Baker, Sandwich Grills and Stream- 
liner Iron which are sold in combination with these 
dividends: the Electric Griddle, the 2-cup Electric Perco- 
lator, the Waffle Grids and a Hot-Iron Holder. You can 
stock up heavily because every dividend can be sold at 
regular prices after they have been used to boost your 
seasonal sales. This means EXTRA PROFITS for you. 


RESERVE YOUR SHARE OF THESE BARGAINS. 


FREE DISPLAY PACKAGE (AP-8702) INCLUDES 


¢ 6—£asel Cards ¢ 6—Window Spots 
¢ 1—Window Banner e 1—Key City Ad Reprint 
¢ I—Key City Ad Blowup ¢ 1—Display-Ad Suggestion Sheet 


Limited Quantity . . . Put in Your Order Now 
WESTINGHOUSE ELECTRIC CORPORATION 
° Mansfield, Ohio 

. “STUDIO ONE”... . Every Week 


Appliance Division 


See T-V's Top Dramatic Show . . 





LOOK AT THESE BARGAINS 




















DIVIDEND 1 ) BOTH FOR 
ROASTER-OVEN, reg. $39.95 $44.95 
ELECTRIC GRIDDLE, reg. $14.95 ) save $9.95 
DIVIDEND 2 BOTH FOR 
FOOD MIXER AND JUICER, reg. $39.95 $44.95 
ELECTRIC GRIDDLE, reg. $14.95 ) save $9.95 
DIVIDEND 3 ) BOTH FOR 
AUTOMATIC SANDWICH GRILL, reg. $17.95 $17.95 
WAFFLE GRIDS FOR GRILL, reg. $2.95 ) save $2.95 
DIVIDEND 4 ) BOTH FOR 
STANDARD SANDWICH GRILL, reg. $14.95 $14.95 
WAFFLE GRIDS FOR GRILL, reg. $2.95 ) save $2.95 
DIVIDEND 5 ) BOTH FOR 
WAFFLE BAKER, reg. $16.95 $16.95 
2-CUP ELECTRIC PERCOLATOR, reg. $3.95 ) save $3.95 
DIVIDEND 6 ) BOTH FOR 
STREAMLINER IRON, reg. $12.95 $12.95 


WIL-STAN HOT-IRON HOLDER, reg. $1.98 ) save $1.98 
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BRAND 


INSECT WIRE SCREENING 


Keep an eye on the windows in your area. 
When they start staying up, that's the time 
to have plenty of Cortland Brand Wire 
Screening on hand. 


Every open window . . . door . . . and porch is 

a potential market for this popular, profit-making 

screen. What's more, your customers will buy Cort- 
land Brand Wire Screen because it's priced to fit their purses . . . 
gives them years of long-lasting screen protection. 


Order Cortland Brand Wire Screening now — a favorite for over 
75 years. Made to U. S. Department of Commerce, National 
Bureau of Standards’ specifications. In 18 x 14 mesh, 24” to 48”, 
in 100 linear foot rolls. Wide widths for porches and breezeways 
er — in Bronze and Aluminum. 54”, 60”, 66” and 72” 
widths. 


Cortland GRAY-WICK 


The popular, all-purpose insect wire screening. 
Doubly protected against corrosion by electro- 
zinc galvanizing and enameling with pigmented 
finish. Has ''glare-proofed" finish. 


Cortland BRONZE 


Rustless under all weather conditions—unaffected 
by salt air, acids or gases. Has greater strength 
and durability than copper screening. Available 
in bright or dark bronze “antique"’ finish. 


Cortland ALUMINUM 


Can't rust or stain because it’s made of full gauge 
Alclad aluminum wire. Exceptionally strong and 
light—only one-third the weight of steel insect 


wire screening. 


WICKWIRE BROTHERS, INC., Cortland, N. Y. 








children want to give their friends 
for birthdays, convalescence and 
other gift occasions. 


Takes Care of All 


The department is a good 12- 
months-a-year traffic and _ profit 
builder because it can take care of 
the youngster with a dime or two 
to spend as well as those adults 
willing to spend $35 or more for 
electric trains. Another ace card 
in the store’s toy merchandising i- 
that many customers wanting play 


| things, for their children, would 


otherwise have to travel as far as 
35 miles to reach another compar- 


| able year-round toy department. 


When the two ex-G.I.’s (pre-war 
hardwaremen) who operate the 
store returned to civilian life about 
three years ago, they established 
their neat and aggressively oper- 


| ated store. During the first yea 


toys were just a Christmas line. 


| displayed on the main floor over 


year-round hardware and house- 
wares lines, to the discomfort and 
confusion of both customers and 
store personnel. 

For the past two years the store 
has had its year-’round toy display 
on part of the second floor, utiliz- 
ing space which had been used, in 
part, for storage. Other than at 
Christmas, the second floor also 
has in addition to juvenile lines. 
displays of adult giftwares and 
wall paper. 


Holidays Are High Spots 


Like other year-’round toy depart- 
ments, that at Smith & Green Hard- 
ware Co. has its busiest season 
from late October through Christ- 
mas. However, this department 
also enjoys a good volume in Jan- 
uary, when youngsters with Christ- 
mas gift money to spend, avail 
themselves of the varied and com- 


| plete playthings stocks. 


In the pre-Christ.nas season two 
full-time sales clerks are kept busy 
all the time in this section. The 
balance of the year the store's 
bookkeeper takes care of toy and 
wallpaper customers. As far as 
practical, toys are grouped by age 
interests and in the case of older 
children by boys’ and girls’ sec- 





tions. Bicycles, velocipedes and 
| other wheel goods, plus juvenile 

furniture are given center-of-the- 
| floor display, long lines of sturdy 
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open wall shelving being used for 
smaller lines. 

Fred Green, one of the partners. 
says, “We took the front part of 
our second floor storage space for 
this department to obtain space 
needed for other merchandise on 
the first floor. Since this store is 
in an area chiefly given over to 
farming, youngsters are particular- 
ly interested in toys that tie in with 
farming, for children like to imi- 
tate the things adults do in their 
daily work. Toy trucks, bulldozers 
and construction sets are among 
the best sellers for the boys. In 
the girls’ displays we have a wide 
variety of housekeeping toys. 
Dolls are priced from $2.00 to 
$12.00, at all times. Our toy de- 
partment sales are best in items 
priced from $3.00 to $5.00.” 

At Christmas time the store uses 
consumer catalogs and window 
displays to push sales for its toy 
lines. Some toy advertising is 
done in the summer season, and 
window display space is then given 
to summer toys. 

Fluorescent lighting equipment 
and plenty of room for examining 
and comparing toys, games, wheel 
goods and other playthings make 
this a place of great interest to all 
youngsters visiting the store. The 
department has white walls, asphalt 
tile floor and is reached through a 
staircase, painted an_ attractive 
blue. 











Hardware Humor 
By Hardware Age 








|Se VICE and 
EPAIRS > 





"lL tried oiling it and 
it didn't seem to help.” 
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DRIDGEPORT 


HACKSAW FRAMES 


have every important 


feature to make sales and happy users 


Bridgeport nickel-plated, easily adjustable hacksaws offer 
your customers a choice of two different designs. Both have 
rigid, round edge steel frames and take either 8 or 12-inch 
blades. A handy wing nut makes blade adjustment simple 
and quick. A flexible alloy steel blade is standard equip- 


ment on every Bridgeport frame. 


Here’s the No. 30 with closed 
pistol grip. It’s fitted with tough, 
indestructible Amberlite—mold- 
ed to fit the hand for greatest 


comfort. (Retails at $2.50) 





No. 30 


The open pistol grip No. 31 is 
popular, too. The all-steel knurled 
handle is permanently riveted to 


the frame. (Retails at $1.75) 





No. 31 
Ask your jobber about these quic! 


BRIDGEPORT PISTOL GRIPS 











PROFIT from the 
POPULARITY of 
Outdoor Fireplaces 


FYRO-GRILL 
=< UNIT 


1 Sells for 
Only 


62195 


Slightly Higher in 
Western States 









Any Type Fireplace Can 
Be Built Around It 


. SIMPLE, or 


ee 
“< 


Everyone with a home, summer cot- 
tage or camp is a prospect for Fyro- 
Grill, the steel form for building a 
more attractive and serviceable out- 
door fireplace. It has a removable 
steak grill, a grate that can be ad- 
justed for the type of fuel used. The 
entire unit can be removed from the 
masonry for winter storage. Easy to 
stock. Comes knocked down in flat 
corrugated containers. 


Backed by National 
Advertising that Helps 
Build Sales for You! 





CASH IN on this profit opportunity! 
Write for catalog showing 10 beau- 
tiful designs today. Ask for dealer 
price information and promotional 
aids. 


HEATER 
CORP 
Buffalo, N. Y 


PRICE oink 


165 W. Austin St. 


















This arrangement of brushes with handles pointing out and down makes it 
hard for a customer to resist picking them up to get the feel of them. 


You Can't Overlook This Paint Display 


(Continued from page 126) 


minded of paint by just standing 
at the wrap counter waiting for 
service on some unrelated item,” 
says Mr. Huettl. 

At one end of the wrap counter 
there is a fine display of brushes, 
sandpaper and other accessories. 
A top board permits the orderly 
showing of large and medium size 
brushes, with the handles pointing 
toward the customer. 

A slot display shows different 
grades of sandpaper, tilted at an 
attractive angle. Counter top slot 
sections show paint scrapers and 
other items. There is even a box 
which holds different size wrap- 
ping bags for quick service. 


Easier to Suggest 


A display like this, reports the 
management, makes it easier to 
suggest accessory items following 
a paint sale, for the customer 
instantly interested in 
glancing over the new stock to see 
what articles are needed to make a 
better paint job. 

The store has a paint agitator, 
too, and it is constantly in use, 
states Mr. Huettl. 

The average paint 
represents a wide variety of ex- 
perience when it comes to knowl- 
edge of paints and preparing sur- 


bec« ymes 


customer 


faces for painting. Some custom- 
ers need to ask only one or two 


simple questions about drying 
time, color arrangement and 


other related items. Other patrons 
clearly need to ask eight or more 
questions before they get the nec- 
essary painting information to 
help them do a satisfactory job 
and encourage them to continue 
doing this kind of work at home. 


Featured Throughout Year 


Because of its good paint vol- 
ume, this store probably has more 
paint displays seasonally than the 
average hardware store, says Mr. 
Huettl. The store has paint win- 
dows every season of the year, as 
indoor painting can be done any 
time. Winter window displays of 
paint always bring in new custom- 
ers, as they do during spring and 
fall. 

One form of advertising which 
has proved effective is to give each 
customer a folder showing the 
various colors and types of paint 
available. Customers usually save 
such folders and refer to them 
when they want to do additional 
painting jobs. The store also ad- 
vertises in local newspapers and 
distributes paint circulars from 
time to time. 
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Dealer Counter Display 
shown above. 


Perhaps no other garden tool has received 
the publicity that this item has. Ads and 
editorial mention in such magazines as House 
Beautiful, Flower Grower, Successful Farm- 
ing, Progressive Farmer, American Home, 
Hollands’,Sunset, House and Garden, Better 
Homes and Gardens, Esquire, Farm and 


The McFARLAND GARDEN SPRAYER is de- 
signed to mix and spray any liquid chemicals or 
insecticides with water in any proportion desired. 
It operates on an ordinary garden hose with any 
normal city water or other comparable pressure. 
Simply fill the magazine with any liquid chemical, 
attach handle to garden hose and set dial for 
strength of mixture desired. (Instructions furnished. ) 
Pull the trigger—it automatically mixes as it sprays. 
Aluminum and stainless steel construction. Weight 
—3 lbs. Retails for $15.95 ($16.95 West of the 
Rockies), and carries full profit trade discounts. 


THIS IS THE “HOTTEST” SUMMER ITEM you’ve 
had in a long time . . . Get ready now to cash in on 
it. Send us your order and list the name of your 
jobber. -We’ll see that you get stock, literature, 
newspaper mats and counter display. Mail a post- 
card order—today! 


G.& D. MANUFACTURING COMPANY 
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WHERE TO BUY THE 





Have you ever had a special sale or promotion 
and suddenly found you didn’t have enough 
salespeople to take care of the rush? That's 
exactly what has happened fo us. 





Ranch, New York Times Garden Page— 
and many others—have run or are scheduled 
in the next 90 days. 


Our salesmen can’t make it around the 
country fast enough to call on all the Job- 
bers and Dealers for months to come. 























For spraying Poultry and Hog houses, 
Livestock, or any purpose where con- 


or centrates in water solution are used. 
whe 
uno 
{ 


a 
tk -_ 
PS im 
“INS 
Ideal for treating weeds in the lawn, or spray- 


ing for insects on flowers, plants and trees and 


many other uses 
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Triples Housewares Sales 


Nox many years ago 


the La Mesa Hardware Co., in the 
avocado-growing community of 
La Mesa, Cal., ordered glass coffee 
makers one at a time. Today, the 
housewares department accounts 
for a good 35 pct of the store’s 
total volume. 

Until Paul D. Vernon and Rob- 
ert W. Hart, present owners, 
bought this store several years 
ago, the housewares department 
was a weak spot in this 30-year- 
old store. 

“Sales in our housewares de- 
partment just about tripled in the 
last five years,” Mr. Vernon, 
senior partner who first started as 
a sales clerk in this store in 1934, 
says. “The household department 
was one of the strongest in our 
entire store last year, and helped 


a 


Here is the house- 

wares section of the 

La Mesa Hardware 

Co. shortly after it 

had been modern- 
ized. 
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In Five Years 


Helpful ideas on how to boost housewares sales 

can be gained from the experience of La Mesa 

Hardware Co. which succeeded in increasing this 
type of business to 35 pct of total volume 


us produce total holiday business 
in 1949 that was on a par with 
1948. 

“Although our housewares de- 
partment occupies 20 to 25 pct of 
store space,” Mr. Vernon ex- 
plained, “and our housewares in- 
ventory is only 20 to 25 pct of the 
total, it produces a good 35 pet of 
total volume.” 


Real Hardware Service 


The mounting sales of house- 
hold items doesn’t mean that Mr. 
Vernon is sacrificing space or sales 
of general hardware. On the con- 
trary, the store owners pride them- 
selves on the fact that they still 


offer their customers first class 
hardware service. A rancher or 
townsman can still come into La 
Mesa Hardware store and buy an 
odd burnishing tool, or any size 
machine screw or stove bolt. 

Here are the reasons why the 
household department plays a big 
role in their store. Five years ago 
Mr. Vernon and Mr. Hart em- 
ployed Mrs. Eleanor McManus 
and gave her charge of the depart- 
ment. Mrs. McManus buys mer- 
chandise for her department, takes 
care of window displays and se- 
lects items for advertising in the 
local weekly newspapers. She 


(Continued on page 140) 
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 Tie-in with this 
Father’s Day Promotion 


Big special program for extra 
sales, extra profits 


Begin right now! Get your store ready for BIG Father's 
Day buying—buying that will put extra dollars in your 
pocket. Be sure you've requested the special window streamers, 
ad mats, display cards and price tags. Be sure you have plenty 
of SKIL Home Shop Tools in stock for this June gift occasion. 
Ask your wholesaler for SKIL Home Shop Father's Day 

SAY()}] «Promotional materials today. 


SKILSAW, IN¢ we FB 


Home Shop Division “ M 6 Is 
5033 Elston Ave. « Chicago 36, Ill. { ispla ateria 
Factory Branches in Principal Cities Sto re Di sp y 
In Canada: SKILTOOLS, LTD. . —- 
66 Portland St., Toronto, Ont. a 


p, 


shop Bench Stand 


Be | POPULAR — NTER DISPLA 
<= S.- cou 

\ winDOW STREAMER N NEW DVERTISING 
, ap MAT 
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sPAPER A 
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The “House of Masback’” Celebrates 





Diamond Jubilee Year 





The present nine-story headquarters building of the firm 
which now employs 75 salesmen to cover its territories. 


On Nov. 3, 1875, 


while the country was still in the 
throes of the deflationary period 
that followed the panic of 1873, 
the cornerstone of the “House of 
Masback” was laid by Robert J. 
Masback, then 15, whose natural 
inclination for tools drew him into 
the hardware business. This year 
the company marks its 75th year 
in the hardware field. 

The first store measured about 
1] by 45 ft. and was located in 
what was then a comparatively 
new section at 1080 Third Ave., at 
64th St., New York City. At that 
time there wasn’t another hard- 
ware dealer in a 12-block area. 
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The stock initially consisted of 
hardware, stoves and kitchenware. 

With the aid of a helper and by 
long hours of work, Mr. Masback 
was able to increase his daily sales 
average to $10 in a few years. He 
then started the “Masback Deliv- 
ery Service,” which took the form 
of a pushcart. 

Mr. Masback soon discovered 
that satisfied customers were his 
greatest asset and that he could 
keep and increase the number of 
such customers by offering quality 
merchandise at fair prices sup- 
ported by good service, a philos- 
ophy which the company has 
maintained to this day. 

The business expanded gradu- 


ally until in 1879 a move to larger 
quarters was made to 1029 Third 
Ave., at 6lst St., where six assis- 
tants were employed. Then the 
founder, anxious to satisfy his 
urge to become a downtown busi- 
ness man, moved to 80 Vesey 5t.., 
in 1884. It was here that Mr. 
Masback conceived the plan of 
selling at wholesale as well as at 
retail. 

Thirteen years later, the busi- 
ness again moved to larger quar- 
ters at 117 Chambers St., in the 
center of the wholesale hardware 
trade, and there the first Masback 
catalog was born. It contained 12 
pages, had no illustrations and 
featured the statement that “Com- 
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ONLY 


16 


(about 10°, 
higher Far West 
and South) 





GARDEX “Self-Service” 
MERCHANDISER 


Here's the sales sensation of the garden- 
‘ing season! Thousands of dealers agree 
there’s nothing like it for big volume, 
bigger profits and faster turnover on 
small garden tools. Tools sell themselves 
from this traffic-stopping, sales-starting 
dis ++.» Customers buy two, three, 
and more! Get yours now at the 












tly $9.76 (about 10% higher Far West 


tools, 10 different kinds 
_ retail value $13.60 

_ PLUS the sturdy, colorful, all-steel 
display worth $4.00 

ORDER TODAY FOR IMMEDIATE SHIPMENT 





YOURSS this Complete “MIDGET” 


Garden Tool Dep 





IMPORTANT! For maximum sales also order 
this reserve stock: 1 dozen of each tool 
and 1 dozen No. 751 (Dibble). 


Retail value $59.00 (about 10%, higher 
Far West and South). 






FEATURE LAWN SWEEP. 
LONG- se, 008 BOW RAKE. No. 250 
HANDLED ue $1.38 List (14 teeth) $1.70 
is ° 

3 ase ‘ 
: GARDEX (16 teeth) $1.85 
' TOOLS 
Write tor deserip- == 4-TINE SPEEDY 

tive cireular on ( GARDEN HOE. CULTIVATOR. No. 1514 
D ‘mplete line. \ Ne. 9066'/, List $1.60 






List $1.10 











HOLDS 
24 TOOLS 


10 DIFFERENT 
TYPES 


MEASURES 
ONLY 
13” x 24” x 22” 
OVERALL 


EVERY TOOL 
NAMED, 
NUMBERED, 
PRICED 


COLORFUL, 
ALL-STEEL 
DISPLAY 
RACK 


JOBBERS! List the Gordex ‘‘Self-Serv- 
ice’’ Merchandiser and build steady, 
repeat, year-round business for you 
and your deolers. Help your dealers 
get their share of the fast-growing de- 
mand for these profitable tools. Write 
for details. 


CULTIVATOR WITH 
WEEDER. No. 1523 
List $1.60 





4-TINE SPADING FORKS 
IN D OR STRAIGHT 
HANDLES. No. 001 
List $2.25 


(All prices about 10% higher Far West and South) 


GARDEX Sot Flow 
eee EX FOOLS 


WORKIN’EST 
SALESMAN 


er 


FOR FILLING 


HAIRLINE CRACKS 


IN PLASTER 


TER 





and you gross 40% on every sale! 


Performance proves it . 

PLASTER-STIK, the orig- 
inal stick-type hairline 
crack filler, R-E-A-L-L-Y 
S-E-L-L-S when displayed 
in this colorful carton—and 


every sale means a full 
40% profit. PLASTER- 
STIK offers so many ad- 


vantages: 

COMPACT PACKAGE . 
fully displays stik, yet takes 
minimum counter oo 
VISIBLE-WRAPPED . ee 
stik through plastic a: _ 
feel stik without breaking 
seal, 


ORDER PLASTER-STIK 
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EASIER TO USE... makes 
perfect repairs the first 
time, Cardboard label-tube 
keeps stik usable to very 
end, protects stik in pocket. 
NATIONALLY ADVERTISED 
PLASTER-STIK is na- 
tionally known. Customers 
ask for it by name. So — 
give prominent display to 
the dramatic package, sell 
PLASTER-STIK with ev- 
ery paint sale. 


The LEONARD COMPANY 
503 Third Street 
DES MOINES 9, IOWA 


ee 


Entire 5 rick Usable 


PAINTER’S R’S PAL 


retails at 













. efficient tool for 
painting hard-to- 
reach check rails, 
around door and 
window frames, 
other narrow sur- 
faces. 
Adjustable 
aluminum 
handle. 

12 per box— 








dealer cost $1.80 dozen. 





NOW FROM YOUR JOBBER 





plaints never go unnoticed. We 
want your trade and shall strive to 
deserve it.” In 1899 the first illus. 
trated Masback catalog was pub- 
lished. 

The growth of business forced 
another move in 1905 to 84 
Warren St., where five adjoining 
buildings were purchased and 
renovated, one by one, until the 
company, which was incorporated 
in 1919, occupied buildings at 74, 
76, 78, 80, 82 and 84 Warren St.. 


with a total floor space of more 
than 100,000 sq. ft. 
In 1926, Robert J. Masback be- 


came chairman of the board, re 








linquishing the active management 




















to his Edwin R. Masback, 
who then became president of the 
company after having served for 
15 years in various positions in- 
cluding that of vice-president and 
managing director. 
Horse-drawn — vehicles, 
had supplanted the original pick- 
up and delivery cart, were next 
superseded by a fleet of 
trucks and the first regularly 
scheduled delivery service began. 


son, 


which 


motor 


Important Changes 


As a result of the stock market 
crash of 1929, the decade from 
1932 to 1940 produced important 
fundamental changes in the com- 
pany’s merchandising philosophy. 
It had been felt that the company’s 
primary responsibility to retailers 
was that of makin available the 
right quantities of the right mer- 
chandise at the right price in the 
right place and at the right time to 
coincide with their requirements. 

A line of private brand mer- 
chandise, “Red Diamond,” was 
introduced and a model store was 
installed on the premises to pro- 


vide dealers with constructive 
store planning, layout, merchan- 
dising and operating ideas. A 


comprehensive catalog service was 
also started, comprising a 1360- 
page looseleaf sectional catalog. 
catalog stand, and periodic edi- 
tions of new catalog sections, retail 
price lists and colorful window 
and interior display material were 
made available. 

Subscribers were provided with 
rotogravure consumer literature 
imprinted with the dealer’s name 
and address and mailed or distrib- 
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"House of Masback," 


First store of 
located at 1080 Third Ave., New York 
City. It measured about || by 45 ft. 


uted directly to the consumers’ 
Tie-in display material 
was included, making it possible 
for dealers to capitalize on sea- 
These activities 
have continued since, except dur- 
ing the war years. 

In 1936, 


nine-story 


homes. 


sonal promotions. 


Masback moved to its 
building at 330 Hud- 
son St., Corner of Vandam St., 
and in January, 1939, the nine- 
story building adjoining it was 
added. These buildings, plus two 
floors leased at the corner of Hud- 
son and Charlton Sts., now pro- 
vide 170,000 sq. ft. of warehouse 
space. In the new buildings inter- 
communications systems and stock 
conveyor installed 
along with many more types of 
modern materials handling equip- 
ment, such as pallets and hydrau- 
lic fork lift trucks. 

In 1938 it was decided to dis- 
tribute 


systems were 


mill supplies to leading 
industrial plants in the metropoli- 
tan New York market. World 
War II, of course, created many 
new problems including priorities, 
price ration- 
ing, transportation difficulties, etc. 

Robert J. Masback died in 
March. 1943, at the age of 83. It 
had been his privilege to watch the 
birth, growth and expansion of a 
business institution from a small 
store to the position of a leading 
Wholesaler of hardware and allied 
lines, 

In 1947, Edwin R. Masback 
was elected chairman of the board 
and Harold E. Masback, who since 


control aliocations, 


HARDWARE AGE, MAY 4, 1950 





1910 had served in various capac- 
ities including that of executive 
vice-president and general man- 
ager assumed the presidency. 
Through all its years, the com- 
pany has maintained that its prime 
responsibility is to function as a 
full-service, general 
The company covers the 
area from New England to Vir- 
ginia, along the Atlantic seaboard. 
On Dec. 10, 1945, the board of 
directors changed the firm name 
to Masback, Inc., in view of the 
company’s broader base of opera- 
tions and the conviction that hard- 
ware was no longer truly descrip- 
tive of the business. The “House 
of Masback” employs 75 


saler. 


now 


salesmen to cover its sales terri- 


tories. 

Listed in the pages of the firm’s 
catalog are than 30,000 
items all normally carried in stock. 
These items can be grouped into 
the following major departments: 
builders’ and shelf hard- 
ware, heavy hardware, mill sup- 
plies, cutlery, 
wares, 


more 


tools, 
electrical, house- 
drapery hardware, paints 
and paint sundries, plumbing sup- 
plies, seasonable merchandise, toys 
and sporting goods. 

Executives of the Masback or- 
ganization are: Edwin 
back, Sr., chairman of the board: 
Harold E. Masback, 
Edwin R. Masback, Jr., 


dent in charge of purchasing: 


president; 
vice-presi- 


Ralph H. Langsam, vice-president | 
and | 


and general sales manager. 


William K. Donald. treasurer. 
Old General Store Gets 

A New Lease of Life 

(Continued from page 99) 


of these are 


Lowell 


publications. Two 
weeklies, another is the 
Sun, a daily, and the 


monthly farm bulletin which is 


mailed to 5,000 farm families in | 


Middlesex County. 

More 
methods are being introduced into 
this old business by Harold B. 
Sears, who joined the Paget Corp. 
as a vice president on Jan. 1. Mr. 


modern merchandising 


Sears for the past 11 years was | 


connected with the Outlet Co. 
store, of Providence, and for ten 
years before then was with the 


Jordan Marsh store, of Boston. 


line whole- | 


R. Mas- | 





other is a | 


SELL MORE 
CHISELS with 


A GENSCO 


wood ci CHISELS 


Mord -Honed, imported Swedish Shades 





° 
NEW! wall or counter merchandiser 
Here it is—the new, attractive merch- 
andiser to sell more imported Gensco 
Swedish wood chisels a you. Stands 
19’ tall, 14" wide, with base for counter 
or wire for wall hanging. Holds com- 
plete set of eleven chisels from 14" to 

2” size. 


FREE with the purchase of only 16 


chisels. (1 set of 11 plus 1 additional 
of %’", %", %", 1", 1%” sizes.) 
Dealer’s Cost for the Deal: 
Chisels with Plastic Handles $22.57 


Chisels with Birch Handles $20.10 
(Slightly higher west of Rockies) 


NEW PROTECTIVE 
PLASTIC COATING 


Gensco chisel blades are covered with 
oil impregnated plastic coating— 
Keeps finish bright and edges sharp 
until sold. Plastic strips off when ready 
for use. 


(Order from your jobber or order direct and 
give us your jobber's nome) 


The GENSCO Swedish Line Includes: 
BUSHMAN 
Bow Saws ¢ Hand Saws 


Pruning Saws 


GENSCO TOOL DIVISION 


GENERAL STEEL WAREHOUSE CO. INC 
1802 Noth Kostner Avenuc, Chicago 39, Siline 
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SWEATING PIPES 


call for 


NoDRIP TAPE 






STOP DRIP 


caused from condensa- 
| tion on cold water 
i pipes. Turn idle space 
' into play or work 
4 rooms. Keep store 
rooms dry. Wrap cork- 
filled NoDrip Tape 
cround pipes and joints. Do 
it yourself. Clean and easy to 
apply. Roll covers about 10 
feet of '/,"" pipe 
$1.69. Higher west of Rockies and 
Canada. Get at Hdwe. and Dept. 
Stores. J. W. MORTELL CO., 
Kankakee, Ill. 







One of the Advertisements beginning 
in May in 
AMERICAN HOME 
BETTER HOMES & GARDENS 
GOOD HOUSEKEEPING 
SATURDAY EVENING POST 
HOUSE & GARDEN 
HOUSE BEAUTIFUL 
PARENTS’ MAGAZINE 
FLOWER GROWER 
POPULAR MECHANICS 
POPULAR SCIENCE 
MECHANIX ILLUSTRATED 


18,505,037 Circulation 


—all with highest percentage of home 
ownership 


A PROFITABLE SELLER 


No Drip Tape is known. It's in demand. 
Stock it! Sell it! Use the FREE DEALER 
AIDS: mats, displays, circulars 


List Price $169 


Higher west of Rockies and Canada 


















EA EG" DEALERS 
4 GMI), if WME Wiis a4 P R | SC E 
331% 
discount 
AND 
Easy 
TO APPLy $] 352 
per dozen 
en Packed 
Vil Yt, MMM Shae eerie, 12 rolls 
: Me to carton 


ORDER THROUGH YOUR JOBBER 


Write for free circular 


J. W. MORTELL CO. 


508 Burch S#., Kankakee, Ill. 
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A typical window display that helps attract customers in to the store. 


Triples Housewares Sales in Five Years 


(Continued from page 134) 


keeps her department spotlessly 
clean, and spices the line with nov- 
elty household items. 

She changes her displays fre- 
quently. As a result, she’s had 
women say about some item that 
had been moved from one spot on 
a shopping island to another area: 
“IT see this is new!” 

A few 


its customers some heat 


years ago the store 
showed 
resistant glassware and a few pots 
and pans. Today, average inven- 
tory of the household department 
is about $10.000. One of the re- 
sults of this selection of 


household merchandise is that the 


Ww ide 


department’s turnover’ is four 
times a year. And the store’s traf- 
fic count is highest in its 30-year 
history. 

Sales of the household depart- 
ment jumped appreciably after 
Mr. Vernon and Mr. Hart mod- 
ernized the department three years 
ago. They adapted the new dis- 
play facilities to their narrow 20 
by 100 ft store. 

First. they installed two 5 by 10 
ft three-tier shopping islands at 
the front of the store. They stand 
across the center of the floor. On 
the first shopping island near the 
store entrance glassware and gift- 


ware are displayed. 


The second shopping _ island 
holds a display of stainless steel 
cooking ware, pressure cookers 


and chrome coffee makers. Across 
an aisle from the narrow sides of 
these shopping islands is the shely. 
ing, on the right side of the store 
from the entrance. which hold: 
additional displays of glass an 
chinaware. 

When the remodeled 
the department they added _ mir 
behind the walls of thes 
shelves. This not only enhances 
the width of the store, but it als 
makes the displays look consider 


partners 


rors 


ably larger. 

Three matching shopping * 
lands. each 5 by 8 ft, and addi 
tional wall shelving hold the re# 
of the displays of household item: 
These include dishes and _ coff 
makers. aluminum ware _ ane 
kitchen utensils. Displays of cu! 
lery, kitchen clocks balance th 
household department. 

Mrs. McManus changes her wi! 
dow display once each week, @ 
limits the window display te 
small number of items. She ad 
eye appeal to her window displa‘ 
by balancing contrasting colors @ 
shiny stainless steel items agai! 
colorful glassware or ceramic } 


or flower pots. 
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Three of Every Four Boys 
7-15 Own Two-Wheelers 


HREE out of every four boys 

between the ages of 7 and 15 in 
the United States own bicycles. 
This high level of bike ownership 
among members of the nation’s 
growing junior generation is re- 
vealed by a full-scale survey com- 
pleted by the Bicycle Institute of 
America. 1 E. 57 St., New York 
City. 

In releasing the results of the 
six month polling, conducted by 
the Gilbert Youth Research staff, 
B.1.A. Executive Secretary John 
Auerbach called this new statistical 
picture of the millions of young 
American cyclists “an important 
addition to our knowledgs of con- 
sumer habits in the youth market.” 

“Young People and Bicycles,” 
is an intensive study of the 7 to 15 
year age group that has consis- 
tently formed the major portion of 
the U. S. bike riding population. 
Using over 5,000 personal inter- 
views as its base, the research 
project's primary aims included: 
definition of the bicycle owning 
group, analysis of the types of 
wheels in use, influence of young 
people on purchases, definition of 
riding habits and the consumer’s 


The Questionnaire 


The answers to the question- 
packed questionnaire fill over 100 
pages with results that pin-point 
many phases of the industry’s im- 
pact on its youthful customers. 
19 out of 20 of the boys and girls 
reached by the poll own the con- 
ventional balloon-tire bike. Re- 
flecting the high rate of sales since 
the war, over half of the two- 
wheelers ridden by the 7-15 group 
have been bought within the past 
four years. 

Other facts highlighted by the 
survey include the great number 
of boys who use their bikes to 
make money, the continued pre- 
dominance of two-wheelers as 
Christmas and birthday presents. 
and the overwhelming satisfaction 
with the models presently being 
produced. Only one out of every 
125 youngsters questioned _ felt 
that bicycles could be made better 
looking. and an overwhelming per- 
centage felt that they are sturdily 
built. 
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evaluation of bicycle construction. | 


and save your customers 


up to 200% with 
HAWKINS 


PREFABRICATED . 


PATENT PENDING 
{and this is, “honest-to-goodness,” 
adjustable) 


Guaranteed to fit any normal porch 
or step arrangement. 


No expensive drawings, no delay. 
Simply combine the proper amounts 
of level and bevel rail with posts 
and ornaments from information on 
customer's rough sketch. Fit any 
tread and rise. Easily assembled. 


Low costs and quick service will 


bring you volume sales with good 
profit marain. 
You'll want to stock Hawkins Adjustable 


Window Guards, too. Fit any window, ir 


or removed in a jiff 


the-counter for customer installation. 


Write for details 


Dealer's Assortment, $197.39—F.0.B. Birming- 
ham, puts you in the prefabricated railing business! 





HAWKINS 
315 North 4th St. 


Fill railing orders 


~raaretiaias I 6 y 
( Ney OE BEY ct 


- er en 
y with special key. Se 


IRON CO., 


~_ © Ff 
pa~ SREP. Se 
r x ne 6. SERRE! See 
te ero omevens : 
_ el oe if nA, 
F ~ ¢4BR8G86 ae 
dies Teas re deed Mi 
ieeese MALL LLL? a 


. 














INC. 


Birmingham 4, Ala. 
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REFILLABLE 
REFILLABLE 


tt 


Teh 


Shavore Glut and Scheu Co 


BOSTON 10, MASS. 














PRW-1114 ROUND HEAD 
PFW-1114 FLAT HEAD 


PHILLIPS REFILLABLE 
WOOD SCREW ASSORTMENTS 


12 sizes Nickel Plated Steel Phillips 
Wood Screws, from '/2 x 4 to 2 x 10. 
1114 screws in each assortment. 


Ask your jobber or write us. 


Shawore Bit and Sgheut Co 


BOSTON 10. MASS. 
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The ledge is high up and permits customers to look from one side 


of the store to the other. 


It also possesses ample display value. 


Center Ledge Display Saves Space 


DISPLAY ledge between cen- 

ter pillars, and high enough 
to permit customers to look from 
one side of the store to the other 
underneath the display, is used 
by the Wells & Copithorne Co., 
Lake Forest, Ill. The ledge, an- 
chored to the ceiling of the store 
with chains, has two display levels. 
One is for large items and the 


lower level is for smaller items. 

“It is principally for display,” 
says D. L. Wells. “If we sell an 
item from this spot it is usually 
taken out of stock. But having 
those items up there suggests mer- 
chandise which customers can buy 
seasonally. Through this display 
we utilize space which otherwise 
might be wasted.” 





























Luther A. Breck, Jr., president, is shown at left studying details of a plan recently 
announced by Joseph Breck & Sons, 40! Summer St., Boston 10, Mass., with Marjorie 
Mills of the radio and Ernest Bates, hardware buyer, whereby Breck's seeds, gifts and 
garden supplies are available throughout New England at dealers displaying "Auth: 


orized Breck's Associate" emblems. 
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Washing fon 
tig and VIEWS 


(Continued from page 10) 


Small Business Comm. 
May Prove a “Bust” 


There’s a growing feeling among 
congressmen who are really inter- 
ested in the problems of small 
business that the recently-created 
Senate Small Business Committee 
is going to be a complete “bust.” 

To support this contention, they 
point to what they call the “second- 
string” membership of the new 
committee. Vice-President Bark- 
ley, in naming the 13 members of 
the new group, deliberately over- 
looked such proven champions of 
small-business problems as Sena- 
tors Murray, D., Mont., and 
Wherry, R., Neb., both of whom 
had previously served as chairman 
of this group. 

At any rate, here’s the line-up of 
the committee: Senators Spark- 
man, Alabama (chairman); Mce- 
Farland, Arizona; O’Conor, Mary- 
land; Gillette, 
lowa: Minnesota; 
Hunt, Wyoming; Benton, Connec- 
ticut, all Democrats; and Tobey, 
New Hampshire; Saltonstall, Mas- 
sachusetts; Thye, Minnesota; Hen- 
drickson, New Jersey, and Schoep- 
pel, Kansas, all Republicans. 


OUTLOOK: It’s likely that many 
weeks will pass before the new 
committee gets down to brass tacks 
in giving a definite helping hand 
to small business. The Senate has 
yet to vote any funds for the group. 
In fact, the Senate Rules Commit- 
tee has not yet indicated it will 
okay any funds. 


Long, Louisiana; 


Humphrey, 


Consumers to Have 
More Cash in 1950 


Sparked by record first quarter 
construction (brought on by mild 
winter-spring weather), govern- 
ment dividend checks to veterans, 
and steady industrial payrolls, the 
consuming public is off to a better 


financial start this year than last. 

In view of this fact, officials are 
not yet saying it publicly, but most 
are expecting the 
income 


1950. personal 
or better 
although 


to approximate 


the $210 billion of 1949 
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Fee 2 Se SS See eae re 


(ROBSON 


HELPS YOU 


SELL MORE 


PAINT 
BRUSHES 





* INCREASED PROFITS! 
* LOWER INVENTORY! 


* FASTER SALES! 


The silent invitation of a mass display 


of three Robinson quality paint brush 


lines results 


in FASTER SALES — 


IN- 


CREASED PROFITS. WHY? Because the 
CUSTOMER selects the bristle or Nylon 


brush to fit the job and the price. 


The Robinson Merchandising Brush 
Display is FREE with your order for the 


Robinson 


Brush Display Assortment. 


Your entire paint brush inventory i's on 
display. RESULT: Brush inventory cut in 


half. 





2 ROL 


08INSow 
MYLOM ave BRISTLE 
PAINT BRUSHES 


























SS SS SS 
I 

EDWARD E. ROBINSON, Inc. r 
95 Park Avenue, Nutley 10, N. J. i 

| want to increase my paint brush profits and reduce my 
inventory. Send me information on the Edward E. Robinson i 
Merchandising Aids. j 

I 

IMGRINNO...---.-.-0.0--eceenecccccecececsssenccccccnnnsonccceoserecsenensnsseessoosessenccweneeeceneres j 

1 

MGATORS............2220-0-00cceeceeeeenencscosccncorcenencncneveseosscncnsccnsscossnencncosesessees i 

! 

City mccccccccccccccccccceccccccccccscccccccsceccnesccescccccccccccceseesosccecscsccnccoccccocsssoosoes ! 
My Jobber is ..........-.------------------aeeeseneecnenenenenansennsnnennannnnnanenennnsnenees 
ee eee eee eee eee ee eee ee ee ee ee eee ee ee eee 


- 
~ 


COMPARE and 
YOU'LL SWITCH TO 





Flexiseal's superiority to or- 
dinary glazing compounds or 
putty is so apparent that you 
can tell it from just opening a 
can. Look at it! Note Flexiseal's 
extreme whiteness and_ bril- 
liance of color. Feel it! Note 
how fine, smooth and ‘'buttery”’ 
it is. Smell it! Note the cleanli- 
ness of Flexiseal's odor. Every 
can of Flexiseal's the same be- 
cause every batch must be labo- 
ratory tested and approved 
before filling. 


Flexiseal Glazing Compound 
is used for wood, steel and 
aluminum sash, painting, filling 
cracks, nail holes, boat seams, 
etc. — inside or out. 


CHECK THESE IMPORTANT 
FLEXISEAL SELLING FEATURES 


V Easily applied, Flexiseal 
sets quickly with a tough 
surface skin, but remains 
pliable underneath. 


V Flexiseal has longer string. 

V Flexiseal adheres tena- 
ciously. 

V_ Has longer life than putty. 


V Won't crack, crumble, blis- 
ter, wrinkle or stain. 


Flexiseal is priced right to give 
you a Good Profit. 


Order from your Jobber or 
write for literature and your 
nearest jobber's name. 


LANDEN PUTTY WORKS 


MALDEN, MASS. 
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ne Wish 


they expect a probable drop in 
farm income. This would mean 
about $180 billion for what is gen- 
erally known as disposable income. 

Most encouraging of all govern- 
mental surveys from a_ business 
standpoint, is the preliminary re- 
port by the Federal Reserve Board 
concerning 1950 consumer finances 
and intentions. The Board cur- 
rently foresees little or no change 
this year in the overall buying 
plans of the public—particularly 
as to new homes, automobiles, and 
major lines of durables. 

\mong other things, this means 
a million new homes will be sold 
(with growing pressure for units 
priced at $10,000 or less) with an 
additional $1 billion spent for ex- 
pansion and modernization of ex- 
isting dwellings. This will carry a 
relatively stable demand for fur- 
nishings. appliances, tools, and 
other hardware and related home 
items. 


OUTLOOK: Reserve Board sur- 
veys show that consumers are gen- 
erally less pessimistic as a whole. 
Only about one out of three con- 
sumers are expecting much in the 
way of lower prices this year but 
consumers will be more inclined to 
shop around more. Rural con- 
sumers are likely to be the greater 
bargain hunters. 


ECA to Move More 
Foreign Goods to US 

The Economic Cooperation Ad- 
ministration is losing no time in 
getting started on its program for 
vetting more manufactured goods 
of western Europe into the Ameri- 
can market. The ECA believes that 
imports from ECA countries must 
be increased by $1 billion or more 
a year if these nations are to stand 
on their own feet after 1952 

Vost recent ECA move was to 
set up an international trade di- 
vision within the agency to pro- 
mote sales of European goods i 
this country. This follows by a 
few weeks the appointment of 
Ralph I. Strauss, former depart- 
ment store official, as a special as- 
sistant to W. Averill Harriman, 


shing ton 
NEWS and Views 


special ECA deputy in Europe. 
Mr. Strauss was hired to line up 
European products which could be 
sold in the United States. 

The ECA international division 
will concern itself with ways of 
knocking down American trade 
barriers and ironing out customs 
procedures which ECA says are 
“antiquated, cumbersome, and in 
many respects inequitable.” It will 
send “experts” abroad to work 
with career commercial attaches 
but who will be responsible only 

ECA. 

At home, the new division will 
concentrate on lining up depart- 
ment stores as a major means o! 
distribution to the American pub- 
lic. It will work doubly hard in 
helping arrange displays of for- 
eign-made goods at the many trade 
fairs scheduled for the future. 

The new ECA set-up is seen by 
some as paving the way for the 
third  tariff- cutting conference 
scheduled to meet in England this 
Fall. The State Department has 
now revealed that under the au- 
thority of the Reciprocal Trade 
Agreements Act it will “consider” 
proposals to reduce, modify or re- 
vise tariffs on at least 2500 items 

including a long list of hardware 
items. 


OUTLOOK: Congress is growing 
increasingly concerned about the 
flow of cheaply made foreign prod- 
ucts into this country, fearing it 
may add to the slowly growing un- 
employment here. A House Labor 
subcommittee is holding meetings 
this month to find out what and 
how much effect foreign imports 
may have on domestic employment. 


’'48 Retail Sales 
At $130 Billion 


Important changes in the busi- 
ness patterns of the retail and ser- 
vice industries since immediate 
pre-war days are indicated in pre- 
liminary studies of the 1948 Cen- 
sus of Business. Major variation- 
include a greatly increased dollar 
volume of sales, geographical 
shifts in market areas, and changes 
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Yes, greater profits from window glass are yours 
for the asking. Here’s all you have to do: 


1. Move your window glass right onto your selling 
floor—stock it, merchandise it, cut it right there! 
You'll be amazed at the way your sales will in- 
crease. People buy what they can see. 


2. Put in timely window displays of glass and 
associated items—putty knives, putty, a glass 
cutter and pliers. L-O-F’s tested merchandising 
aids will help you: window streamers, the illumi- 
nated sign, counter cards, ete. Ask your L-O-F 
distributor how to obtain these. 


3. Build up adequate stocks of easier-cutting, easier- 
selling L-O-F Window Glass (the kind with the 
famous nationally advertised trademark). Your 
L-O-F distributor will be glad to tell you the 
fastest-selling sizes in your locality—-and the 
quantities he recommends your stocking. 

4. Use the handy coupon below to get your free cop) 
of our helpful book, “For Greater Window Glass 
Profits”. In it you'll find many valuable hints on 
how to cut window glass properly. how to build a 
display storage rack, how to merchandise glass. 
No obligation, of course. Libbey “Owens: Ford Glass 
Co., 1455 Nicholas Building, Toledo 3, Ohio. 




















LIBBEY:- OWENS - FORD 
vl a Gpedl Name te GLASS —e 








| Free! 


Write for 
your copy of 
this helpful 
book TODAY. 


CITY_ 


ee ee ee ee ee ee ee ee ee ee 
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LIBBEY-OWENS-FORD GLASS CO., 1455 Nicholas Building, Toledo 3, Ohio 


Please send my copy of “For Greater Window Glass Profits”. 


COMPANY NAME 


Please Print 


STREET ADDRESS 


POSTAL ZONE STATE 


YOUR GLASS DISTRIBUTOR 


REQUESTED BY 








MAKE 10% 


on SAVOGRAN’S 


‘Deals for Dealers’ 


©, and 24 Ibs Pints of 


1 6. 
1-}, 
pod Crack Filler a 35c@ 
my YOUR Cos; 
24 T-Ib. Ww 


usr °°4 Putty @ 35¢ ea 2 
f 
f 


maid 


” 8. YOUR Cosy 
Pints 5 le 
lisr "Ypeeze G 65 Cr] 


¢ 15.60 Your Cosr I 4 


“+ KWIKEEZE 


New liquid cleans hard or 
fresh paint brushes in a jiffy. 
Fast, safe. A good repeater. 
FREE! 


--- CRACK FILLER 


Water-mixed plastic repair 
product. Fills, seals, mends, 
tightens. Sets hard as stone. 
WILL NOT SHRINK! 


plastic. Contains real wood. 
Repairs wood, molds novel- 
ties. WILL NOT SHRINK! 


++ STRYPEEZE 


No-wash Semi-Paste Remover 
for all finishes. No benzol, 
acid, alkali or paraffin wax. 
Sells fast! 


\ Easily - tooled powder - form 








VOgr q is 
Putty, 2" Crack Filler ond we f 
Cod 

12 pint , 8 
usr “ikeeze @ 50¢ : 
YOur Cos; bee | 
























Pees eresseaueroesareeerre = 


Ruth Your Order Today! 


(Jobbers fully protected on this deal) 


THE SAVOGRAN COMPANY 
25F Huntington Avenue 
BOSTON 16, MASS. 


] Ship me DEAL #3 PREPAID. 


deals. 
Name 

Street 

City 

My Jobber is 


State 
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]} Send me information about other 
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Washington News and Views 


study and observance of farm- 
safety rules during the designated 
week and throughout the year.” 


in proportions of money spent for 
various types of merchandise. 

Census officials say that in dol- 
lar volume, retail sales in 1948 
tripled over 1939 to reach a figure 
of nearly $130 billion—indicating 
that the average retailer is doing 
three times the dollar volume of 
1939 since there has been only a 
negligible increase in the number 
of stores. 

Also, relocation of people and 
industries during the war, together 
with increased farm income, re- 
sulted in geographic shifting of 
markets. The South and Far West 
gained the most from this change. 

Likewise, choked-off supplies of 
many durables during and immedi- 
ately after the war is reflected in 
current buying patterns. Included 
in the higher than average post- 
war sales are building materials, 
hardware, home furnishings and 
appliances, and, of course, auto- 
mobiles. 


Capitol Shorts 


President Truman has officially 
proclaimed the week beginning 
July 23 as National Farm Safety 
Week. In his proclamation, the 
President requested the “Depart- 
ment of Agriculture and other ap- 
propriate Federal, as well as farm 
and safety organizations, schools, 
civic groups, and all media of pub- 
lic information to encourage the 


Rep. Donohue, Dem., Mass., 
has introduced legislation calling 
for the repeal of Federal excise 


taxes on pistols and_ revolvers. 
However, this tax, a minor rev- 
enue-producer, is not likely to be 
considered by Congress when re- 
ductions are finally put into effect. 

Hardware sales by retail chain 
stores and mail order houses dur- 
ing February were up more than 
20 per cent over the same month 
last year, a much greater per- 
centage than for all chain and mail 
order sales which is reported by 
the Commerce Department as 
about 1 per cent. Preliminary fig- 
ures indicated such hardware sales 
volume at about $5 million for 
February, 1950, as compared with 
$4 million last year. 

According to the Bureau of 
Agricultural Economics, the pur- 
chasing power of the average farm 
hand is just about the same this 
year as last. Current farm pay 
averages about $25 a week with 
room and board as against $35 
without. However, only about 15 
pet of the nation’s agricultural 
workers may be properly classed 
as hired hands, the remainder 
being classed as “family workers” 
regardless of whether regular pay 
is received. 


(Resume reading on page 11) 














Consistent promotion by window displays and newspaper advertising have built 
appliances into a major line for the Meyers Hardware, Ottumwa, lowa. Appliances 
together with power tools and plumbing equipment, account for two-thirds of the 


store's volume. 


Appliances are located both in windows and up front. 


Back 


of this display, created by Don Leon, store salesman, is a model kitchen. 
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LP-Gas Top Cooking Fuel 
In Mid-west Rural Homes 
| joe’ there are great sales po- 


tentials for major appliances in 
the prosperous Mid-western farm 
area is shown by a survey recently 
completed, which shows _ that 
among 1,000 homes there are still 
289 in which the cooking is done 
with coal or wood and 116 homes 
in which the food .is prepared on 
stoves fueled with kerosene, gas- 
oline or oil. 

The study conducted by Capper’s 
Weekly, the bulk of whose reader- 
ship lives in lowa, Nebraska, Mis- 
souri, Kansas and Colorado, in- 
dicates that there is a close battle 
for dominance in the farm belt 
between electricity, LP- and natur- 
al gas. Of each 1,000 homes, 283 
cook with LP-gas; 203 cook with 
electricity, and 201 use natural 
gas. 

It is quite surprising to learn 
that 91 pet of the farm and rural 
families covered by the survey 
own refrigerators, of which 68 
pet are electrical. 

Among 915 homes per 1,000 
which have refrigerators, the 
breakdown by fuels is as follows: 
Electricity, 679; ice, 81; LP-gas, 
80; natural gas, 36; kerosene, 36, 
and other, 3. 

The breakdown for kitchen 
ranges. according to kinds of fuel 
used, is as follows: Coal or wood, 
289; LP-gas, 283; electricity, 203; 
natural gas 201; kerosene, 95; oil, 
17; gasoline, 4, and other, 14. 

Of the 516 homes per 1,000 with 
water heaters, the breakdown is: 
Natural gas, 177; electricity, 146; 
LP-gas, 96; coal or wood, 52; oil, 
27; kerosene, 14, and not stated, 
10 

Of 677 homes per 1,000 report- 
ing the use of stoves or circulating 
heaters the fuel breakdown was: 
Coal or wood, 308; oil, 203; nat- 
ural gas, 105; LP-gas, 58; kero- 
sene, 36; electricity, 19, and 
other, 5. 

Of 239 homes per 1000 with 
central heat furnaces, the fuel 
breakdown was: Coal or wood, 
133; natural gas, 50; oil, 42; LP- 
gas, 11; electricity, 1; other gas, 5. 

The survey revealed that of each 
1,000 homes 61 have neither gas 
nor electricity; 368 have electric- 
ity only; 531 have gas and elec- 
tricity, and 40 have gas only. 
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cnstal KNENIENCES 


Outfitting the closets with 
K-VENIENCES gives any house an 
eye-catching, up-to-date appeal. Yet 

the cost is agreeably modest; and 
the installation is a simple matter 
of using a screwdriver. 
K-VENIENCES make the most of any closet 
space, too, adding maximum efficiency 

along with the beauty of their gleaming 
chrome. Scientifically designed, they hold 
clothes properly, save pressing, keep 
everything in reach, and double closet capacity. 
The complete line of K-VENIENCES closet 
fixtures merits your full attention. Its more 
than 40 items provide the right fixture for 
every need, to fit any size or shape of closet. 





We will be pleased to send you a 
complete catalog upon request. 


@ The new ‘'F" merchandise display sells K-VENIENCES 
faster and takes only 3 sq. ft. of floor space. 
This door-type panel holds an assortment 
of the most popular K-VENIENCES. 
Write for illustrated sheet 
giving complete information. 





NORA 








GRAND RAPIDS 4, MICHIGAN WINES, 








THERES A SUPER 


CARBIDE TIPPED 


MASONRY DRILL 
FOR EVERY JOB! 


Extra length 
Aer 
Suyer Tutse 
WRITE FOR NEW BULLETIN 
SUPER TOOL COMPANY 


21650 HOOVER ROAD © DETROIT 13, MICHIGAN 
SURPLESS-DUNN CO, 


National Distributors 
NEW YORK * CHICAGO 
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Builders’ Hardware Is Only the 
Beginning If You Start Right” 


Says Ray Ahlgren of Nicholson Hardware, Rockford, Ill. Window 
displays, good stocks and reputation for "giving the customer 


what he is after’ help this firm do a good builders’ hardware 


volume without a sample room. 


AY AHLGREN is a_ builders’ 

hardware man, and proud of 
it. Manager of the builders’ hard- 
ware department of Nicholson 
Hardware. with two stores in 
Rockford, Ill. and a partner in 
the business, Ray says, “You feel 
as though a nice job is a monu- 
ment.” 

The company. which has_ its 
main store at 210 Seventh St.. 
Rockford, with good stocks, repu- 
tation for service and ability to 
serve its trade with five and major 
lines of builders’ hardware. plus 
numerous specialty lines enables 
the department to sell finish hard- 
ware for more than 200 residen- 
tial jobs a year. It also handles 
many industrial and commercial 
jobs over a wide area. Residen- 
tial jobs for finish hardware will 
average about $100. while  insti- 
tutional contracts will run between 
$4.000 and $5.000 and sometimes 
higher, says Mr. Ahlgren. 





RAY AHLGREN 


A builders’ hardware man, for- 
merly employed for 15 years in 
another store, before the Nichol- 
son business was established. Ray 
Ahligren says, of selling the line. 
“The basic things are experience 
and service and so we attempt at 


all times to give the customer what 





Builders’ and cabinet hardware and specialties were featured in this recent 


window display at Nicholson's main store. 


A doll's house with house numbers 


on its roof added atmosphere to this semi-open display. 
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ALL FAST MOVING NUMBERS 
SMALL INVESTMENT 
FINEST QUALITY TOOLS 








Contains 28 %-inch drive hot forged 
sockets and 12 attachments; 32 ¥2-inch 
drive hot forged sockets and attachments; 
20 pliers; 18 screwdrivers and 46 box- 
end, open-end and combination wrenches 
attractively displayed on a sturdy compact 
metal display rack. The finest that 
money can buy .. . guaranteed against 
defective materials and workmanship. 


WRITE FOR CATALOG AND PRICE SCHEDULE 
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is 
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The NEW SUPER 


Ainl 


METCOID 


TOOLMART 
No.168 Assortment 


The Modern TOOL MERCHANDISER 


that stimulates 


QUICK, PROFITABLE SALES 








All complete in one compact, self-selling display. 
Requires only a few feet of floor space. No dupli- 


cation of sizes—no slow moving numbers—no obso- 


finished in gleaming nickel chrome yet priced to sell 
fast. 


America's Fastest Growing Tool Line 


METCOID SOCKETS ARE HOT FORGED! 
Thinner Walls + Lighter Weight - Deeper Broach + Stronger 


List Price $189.00 Dealer's Price $126.00 


SOLD ONLY THROUGH AUTHORIZED JOBBERS 


METAL ENGINEERING COMPANY 


PLANO, ILLINOIS 
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@ The most complete Industrial Jack line 

@ Full data on all types and sizes 

@ Time and money-saving use and applica- 
tion recommendations 

@ Shows all construction features and 
specifications 

Write for your copy of this valuable free catalog today! 


i LEVER « SCREW . HYDRAULIC 4 

| j 

L. Jacks “ad 
and Center-Hole — Hydraulic Pullers 


TEMPLETON, KENLY & CO. 
1056 S. Central Ave., Chicago 44, Illinois 

















Rub itin... Level it off 


THE DAMAGE IS GONE 





Display card holds 12 cellophane bags, 
each contuining four sticks: light and 
dark mahogany walnut and maple, a 
plastic scraper and instructions. 


- 











= J 7 
* 


DECTO PRODUCTS CO. 





SALEM 3,MASS, 
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he is after. If he has tried to get 
something from some other con- 
cern, without success, we will make 
every effort to get that item for 
him. And builders’ hardware is 
only the beginning of a series 
of continuing sales, particularly 
where you meet the home owner, 
when finish hardware is being 
selected. 

“Because we enjoy trade with 
most of the active contractors in 
this area they automatically come 
to us to do a job. We enjoy the 
confidence of both architects and 
builders, our sales covering all 
types of jobs. Builders’ hardware 
sales, especially in residential work 
bring the customer in for various 
other needs after he has moved 
into a new building. So if you 
get started right with a home own- 
er, builders’ hardware is only the 
beginning of many other possible 
sales. 

“Our personal contact with the 
home owner varies, as some archi- 
tects who bring in a customer to 
look at samples will leave the selec- 
tion to my discretion. Some cus- 
tomers prefer that we take samples 
to them. As a rule, architects 
lean pretty heavily on the builders’ 
hardware man and invariably the 
home owner becomes acquainted 
with us when we are handling a 
job, since when we don’t have im- 


mediate contact with the owner 
the architect or contractor tells the 
owner where material is being 
bought. When the ultimate con- 
sumer is involved in the selection 
of hardware for his house we find 
that he is more often quality 
minded than price minded. 

From time to time, Nicholson 
Hardware runs ads in builders’ 
hardware in local newspapers, 
using mostly manufacturers’ mats, 
with some of the firm’s own copy 
and some as supplied by the manu- 
facturers. 

Finish hardware has been sup- 
plied by the Nicholson store for 
jobs as far away as Colorado, 
through architects located in and 
around Rockford. One such in- 
stance was the case of a visiting 
architect introduced by a mutual 
friend. He had occasion to ask 
for a certain special item which 
the store regularly stocked. “That 
architect,” says Ray Ahlgren, “in 
addition to getting finish hardware 
for Colorado jobs was once tem- 
porarily located in Washington, 
D. C., and requiring some items 
for certain jobs there, ordered 
them through Nicholson’s. We 
are doing other jobs for him in 
different parts of Illinois and Wis- 
consin, rather often, including 
both institutional and residential 
work.” 


Paints Catch the Eye at Wrapping Counter 


VERY successful bid for cus- 
tomer attention at the store’s 


main wrapping counter has been 





made by the Schanck Hardware 
Co., Libertyville, Ill., by some spe- 


cial paint and brush displays. 





Many extra sales are credited to this paint display at the Schanck Hardware wrapping 
counter. Using the front of the counter in this fashion permits utilizing what is 
normally dead space. 
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These displays are paying off in 
extra sales, according to Vance 
Ray, president, and Ridgeley Ray, 
treasurer. 

The front of the wrapping coun- 
ter, facing the center aisle of the 
store, has been fashioned into a 
three-section display unit. The 
center section shows various-sized 
paint brushes, while the two flank- 
ing sections have wooden shelving 
on which paint cans are shown. 

“People who come to this wrap- 
ping counter can’t miss seeing the 
paint and brush displays,” says 
Vance Ray, “and we can trace 
many extra sales to such showings. 
As the paint customer steps to the 
counter to get his package, he sees 
brushes, too, and if he hasn’t asked 
for a brush, or the sales clerk has 
failed to suggest one, the display 
often reminds him that a good 
brush is needed with every paint 
job.” 

Mr. Ray also explains that by 
making use of the front of the 
wrap counter for display purposes, 


his firm is also utilizing what 
otherwise is dead space. 
The remainder of the store’s 


paint department flanks the wrap- 
ping counter to the right and ex- 
tends into another room, recently 


remodeled. 





Hardware Humor 
By Hardware Age 
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_&e 10-Foor WHITE CHIEF | 


Cc A Rt. $ Oo N 
That extra length your 


customers want! 120 inches of accurate, more useful 
measuring convenience ... jet black markings on an acid- 
resistant, wear-resistant, snow white blade. Recognized 
Carlson quality throughout with the new swing-tip and 
famous Carlson 10-second blade change. 










P.S. For Hardware Week, it can’t be beat... watch for 


your special promotion packet in the mail. 






Cfamison > 


CARLSON & Seri INC. 


Be Seev eA, CALIFORNIA 


Blade produced under Pat. No - Seeenee 


quia 


Americas Finest | 


FARM AND HOME 
FREEZERS 


Dealer sales and factory production records 
prove BEN-HUR “America’s Finest and 
Fastest-Selling Freezer.” 

Ben-Hur offers plus values ... three classic 
models with Ben-Hur Blue color trim, to 
suit every demand ... separate freezing com- 
partment... sturdy lifetime construction... 
all-around Fiber-glass insulation for low 
operating cost and better performance — 
and many other exclusive features for safe- 
ty, economy and convenience. 


DISTRIBUTED BY LEADING HARDWARE JOBBERS... 


BROWN-CAMP HARDWARE CO., Des Moines, lowa NELSON CO., Roanoke, Va. 
HENKLE & JOYCE CO., Lincoln, Nebraska ORGILL BROS. &2CO., 


HOUSE-HASSON CO., Knoxville, Tenn. Jackson, Miss. 
MONROE COMPANY, INC., Monroe, JOHN PRITZLAFF HARDWARE CO., Milwaukee, Wis. 


and Shreveport, La. 





















<i > om > 
¥’ Guaranteed by 
Good Housekeeping 


Las Advertised wit 


See the Deluxe models 
in 9.2, 12.5, and 18.5 


cubic foot sizes 


Memphis, Little Rock, and 


New Orleans, 


See your Jobber today about a profitable BEN-HUR 
Franchise, or write direct. 


BEN-HUR MFG. CO., Dept. HA, 634 E. Keefe Ave., Milwaukee 12, Wis. 
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Steel clamps 
are 


STURDIER! 


SELL THEM TO ALL YOUR CUSTOMERS 
WHOSE INTEREST 
IN HOME 
WORKSHOPS 


AND HAND-CRAFTS 





REQUIRES 


FOR MEN 
WHC 
DEMAND 


highest 
quality 


Anyone who knows and appreciates 
quality in tools recognizes that Klein 
Pliers are the finest that can be pur- 
chased. 























DEPENDABLE 
HIGH-QUALITY 


CLAMPS 


#157B—Speed 
clamp. Self-adjust- 
ing jaw. Maximum 
opening of jaw 6”, 
bar 1” wide. 


No. 20I-NE 





Many inferior pliers cost as much 
or almost as much as Kleins. Your 
customers will appreciate the extra 
quality they receive in genuine Klein 
Pliers—the plus service these tools 
render. 


@ Red enamel wrought steel frame and jaws. 
@ Bars and screws polished steel. 
@ Sustain 1200 lbs. 








Klein Pliers are available in a 
wide range of sizes and types. Be 
sure you have a stock of these more 
popular styles on hand for your cus- 
tomers who appreciate the best. 


Distributed Through Jobbers 
Foreign Distributor: 


International Standard Electric Corp., 
New York 


=~ 
The New Klein Catalog giving ep j 
full information on the conplete 
Klein line will be sent on re- 


quest. Ay ms 










#156B—3”" jaw, depth 1 1/4’. 
Also #151B—1” jaw, depth 15/16”. 
#152B—2” jaw, depth 7/8”. 


HLTH FCOMPANY, WALLINGFORD, CONN. 


87 Chambers Pl, New York 7, NY. 
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Place your order now. 
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Other Popular ATKINS Saws 
Now Available in 16”, 11 Pt. Size Include: 
Special steel Jr. 6, Jr. 4 and Jr. 2. These “Jun- 
ior” saws are identical with regular 26” Atkins 
hand saws except in size. All three numbers 
have the Perfection handle similar to the No. 65. 
Be prepared with a complete line—order today! 


ATKINS Gor Shel FILES 


The long-lasting files your 
customers deserve! Sharp, 
clean-toothed files — first 
developed by Atkins to 
meet its own file needs. 
Available in every regu- 
larly used size, type and 
cut. Atkins “Silver Steel” 
American pattern and 
Atkins “Silver Steel” gen- 
vine Swiss Files. 
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G6LST SAW MEWS 


Now! 


A Junior’ Model 


OF THE FAMOUS 


IW YEARS! 
je 


‘ 
7~t 
7 t 
7 \ ~ ‘ 
“ 
4 s \ 7 
- “Sad (— 
/ 
\ ee 
\ _ 
— 
2 nae 
ee 
o 
? oa 
Y he 
a Dotted outline indicates rel- 
a” —————" ative size of 26-inch No. 65 


16-inch Jr. 65 


(11 Point ) 


| HOME CRAFTSMEN 
for JUNIOR CRAFTSMEN 


SCHOOL SHOPS + CARPENTERS 





@ Give this one good display — and count your extra sales 
from “Love-at-first-sight” purchases! The new Atkins Jr. 65 
actually sells itself ...To home craftsmen ond carpenters who 
have long needed a top-quality saw in this practical smaller 
size!...To junior craftsmen and school shops where its “Junior” 
size and weight (11 oz.) are a strong advantage...The Jr. 65 
is identical with the famous No. 65 in everything but size. 
Same edge-holding “Silver Steel” quality — same fast-cutting 
teeth — same fine balance and true-taper grind. It is a truly 
fine saw—fully worthy of the Atkins “Silver Steel” trademark... 
a “little” saw that is the biggest saw news in years! Don’t miss 
out on a single easy-to-get sale! Order a generous quantity 
of the Jr. 65 from your Atkins Jobber today. 


E. C. ATKINS AND COMPANY 
Home Office and Factory: 
402 S. Illinois Street, Indianapolis 9, Indiana fy 
Branch Factory: Portland, Oregon a 
Machine Knife Factory: Lancaster, New York 


Branch Offices: Atlanta + Chicago » New Orleans » New York A TK TN § 


THE DEALER’S PARTNER FOR 93 YEARS “ 
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— 
VLCHEK §& 


a on 


BALL PEIN 
HAMMERS 





\ Select 
\ @ hickory handle. 





Special 
hammer steel. 


Polished face and pein. a 





Vichek offers ball pein ham- 
mers in all price ranges. The 
NEW round pattern hammers, 
in all sizes from 4 ounces to 
2 lbs., offer outstanding value 
which your customers will 
quickly recognize — the kind 
of value needed for today’s 
selling. 


Wonderful balance — good 
quality throughout — special 
hammer steel and long white 
lacquered hickory handles. 
Round pattern hammers are 
offered in two finishes, either 
nickel plated with bright face 
and pein or japanned finish 
with polished face and pein. 
How’s your stock? 


THE VLCHEK TOOL COMPANY 


3001 E. 87th St. © Cleveland 4, Ohio 


prenonen 7 


VLCHEK 


A COMPLETE LINE OF 
HIGH-GRADE FORGED TOOLS 





WHAT'S NEW 








(Continued from page 13) 


out the end of the barrel directly into 
the material to be fastened. Two sizes 
of tool are available, one driving pins 
and studs of 3/16 in. and % in. 
diameter and up to 3 23/64 in. long 
the other taking larger sizes of “4, %s, 
1 


6 and 54 in. in diameter and up to 
6 in. long. There are about 65 different 
fasteners ranging 
Fasteners 


sizes and types of 
from '% in. long to 6 in. 
consist of ordinary drive pins, intern- 
threaded _ studs, 
snap-off drive pins, etc. Four different 
strengths of lower loads are available. 


ally and externally 


Special fixtures and accessories are 
provided. 


Clothes Line Reel Up 


Unit features a ratchet-type locking 
device which holds the clothes line 
securely and taut at any desired length 
up to the 50 ft. of six strand rust-proof 
galvanized clothes line cable. Line can 
be reeled up on the spool in its metal 
housing. Anchor hook is built in to 
the housing for securing the housing 
end of the cable to opposite end of 





Reel-Up_ is 
enamel. 
Total weight is 2 lbs. 13 oz. F. D. Kees 
Vig. Co., Beatrice, Neb. 


space used for drying. 


finished in  baked-on green 


Huffy-Convertible Bike 


The Huffman Mfg. Co., Dayton, Ohio, 
offers the Huffy-Convertible bike which 
was described in the April 6th issue 
and which retails for $39.95 instead of 
the price quoted, $29.95. 


Fishing Rod Kit 

Pacific Laminates, Costa Mesa, Cal., 
is introducing Sila-Flex rod making 
kits including 12 fresh-water and 24 
salt water variations for fly-rods, spin- 
ning rods, steelhead fly-rods, bait-cast- 
ing-rods, tournament casting rods, light 
tackle, live bait, medium tackle, mooch- 
ing-drifting-spinning and weakfish rods. 
Kits have all items of the rod except 
guides, tip, wrapping thread and Sila- 
flex rod varnish. Hollow tube construc- 
tion is said to prevent rod from acquir- 
ing a set in a particular direction. 


Perfection CP Models 


Perfection Stove Co., Cleveland, Ohio, 
is introducing its CP gas range models 
955 and 956. Fully automatic, 956 is 
equipped with an automatic clock which 











turns oven and outlet on and off. The 
clock 
and minute timer. Otherwise both are 
identical. Feature No-Turn _ broiler 
which broils food on both sides simul- 
taneously, stainless steel surface burn- 
ers each with simmer control for water 
less cooking. When broiler isn’t tsed 
for broiling it may be used as a bake 
oven in addition to the 16 in. regular 


955 is equipped with electric 


oven with seven rack positions. 


Perma Lube Pocket Knives 

The Robeson Cutlery Co., 
N. Y., is making most of its pocket 
knives with — self-lubricating bronze 
bearings known as Perma Lube, at no 
Company has also re- 


Perry ° 


extra charge. 
sumed manufacture of additional pat 
terns of its pocket-eze patterns, which 
is a trade-marked feature for hand 
fitted sunken joint pocket knives. 


Floor Sanding Disc Pack 

American Floor Surfacing Machine 
Co., Toledo, Ohio, is packing its Black 
Demon floor sanding discs in a pack- 
age which protects discs during ship- 
ment and keeps them flat, orderly and 
handy for operator during use. 
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ASPHALT TILE LUST#E 
00, 


TRANSPARENT - CLEAR 
ENAMEL FINISH Mies 





Q 
\DAR paint § 
NEw YORK ad 


Sie aeseemeeeeill 


Asphalt Tile Finish 

Ra-Glo is a plastic finish for asphalt 
tile said to be weather and water re- 
sisting and non-skid. Gives a_trans- 
parent, enamel-like finish. Also avail- 
able is Ra-Lite, a plastic finish for 
linoleum and wood floors. Radar Paint 
Co.. New York City. 


Met-L-Top Sleeve Board 

Geuder, Paeschke & Frey Co., Mil- 
waukee, Wis., offers the Met-L-Top 
sleeve board, all metal, fire-proof and 





warp-proof. Finished in white enamel. 
Included is a tailored-to-fit pad and 
cover set. Suggested to retail for $2.98. 
No Motor Sprayer 

Motorless, self-contained _ pressure 
sprayer for use with paints, disinfec- 
tants and other liquids. Operation 
noiseless and offers a clean-non-fogging 
spray. Unit consists of 2% qt. steel 
container with clamp on lid safety 
tested to 150 Ibs. pressure, requiring 
70 Ibs. maximum for use. Lid holds 
hand pump, pressure gage, air release 
valve and a length of paint resistant 


synthetic rubber hose. Suggested to 
retail for $29.50. VoMotor Corp., 


Cincinnati, Ohio. 
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YOUR CUSTOMERS KNOW 
theres No Bother with... 


KESTER 
SOLDER 










— 


— 
\. Somme 
\ 
.™“ ltl 
\N . — 
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Why Kester Solder Sells On Sight 


Kester Solder sales are spurred by a vast 
national advertising campaign in consumer 


magazines. Also, your customers know, 

















through long experience, that Kester does 


a perfect job every time. 
3 
Sparkling New Counter Display Carton a 
ee 
KESTER Kester Metal Mender and Radio Solder, BG 
METAL MENDER fast sellers, still only 25c in most areas, ‘m, 
SOLDER is now in their new display carton. 4 
FREE OFFER: Now available for your oe 
customers “Soldering Simplified” KS 
Kester’s new 16-page, how to solder 7 
booklet. Send for your supply now. 3 

KESTER Kester Solder Company 
KESTER “ONDE 4207 Wrightwood Ave., Chicago 39, Ill. a 
OLDER ae pa Newark, New Jersey * Brantford, Canada a 
at pyarost — 
Fe 
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WHAT'S NEW 








Coolerator Freezer 

4 10.3 cu. ft. freezer to retail at 
$299.95, is equipped with a_ no-drop 
counterbalanced lid, built-in lock and 





deluxe spring type latch, temperature 
adjustments from 0 deg. F for normal 
storage to —10 deg. F for quick freez- 
ing. Two sliding racks are provided 
and wire baskets are available. Will 
hold to 360 Ibs. FB-102 is backed by 
a free five-year food warranty protect- 
ing purchaser against loss up to $150 
Exterior 
dimensions are: 30% in. wide, 54 5/8 
in. long and 40 3/32 in. high. The 
Coolerator Co., Duluth, Minn. 


due to mechanical failure. 


High Speed Tool Insert 
W. OW. Williams Industries, Athol, 


Mass., is introducing a line of high 
speea steel insert tools. Drills range 
from 9/16 to 2% in. diameter fitting 
into any length shank. All shanks are 
1, in. diameter for use in 4% in. ca- 


pacity hand electric drills or drill press. 
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Drills enable use of lightweight ‘2 in. 
hand electric drills to drill one in. 
holes in iron or two in. holes in wood 
without overloading drill. Drills to 
11/16 in. diameter can be used for 
metal as well as plastics and wood. 
Router-shaper set for drill press or 
portable router has inserts keyed over 
a solid tongue, integral with shank, 
and cannot fly. May be used on ply- 
wood and plastics or metals at proper 
speeds. A 3 in. shank turned to 14 
in. on end may be used with up to 
11/16 in. drill inserts for drilling wood 
with ™% in. capacity hand electric drill. 


Kler-Vue Knife Rack 


Varathon Housewares Corp.. 1776 
Broadway, New York City 19, offers an 
improved Kler-Vue knife rack with 
self-cleaning bottom. Rack is made of 
selected wood with a % in. plywood 
rear panel. Glass which is guaranteed 
against breakage is removable. Has 
slots at top to fit any width or thick- 











ness of kitchen ¢utlery up to 10 in. 
blade length. Also a hole for sharpen- 
ing steel. Available in five colors. 
Racks suggested to retail for $3. 


Custom-Color Paints 

Supplied in all-base white only, with 
tubes of Color-Tint in 30. different 
shades, Seal Rite paints enable dealer 
to offer a wide range of colors with 
a small stock. With a gallon of Seal 
Rite paint, customer receives free a 
t-oz. tube of Color-Tint; with a quart, 
a l-oz. tube, and with a pint, a ! 
tube. Tubes said to provide the right 
amount of Color-Tint to produce the 
shade selected on the Seal Rite color 
card. Seal Rite paints available in 
one-coat wall paint, stipple flat, 4-hr. 


2-OZ, 


enamel, primer sealer, semi-gloss and 
outside house paint. Packed in pints, 
quarts, gallons and 5-gallon cans. Seal 
Rite Caulking Co., Inc., 6335 Lyndon, 
Detroit 21, Mich. 


Sani-Milk-Guard 


This all zinc milk bottle top is die 
cast from zinc and its cylinder-spring 
lock is made from chrome-plated zinc. 
Said to practically eliminate freezing 
of milk and retards milk souring. Unit 
and lock guaranteed. Single bottle unit 
retails for $2.98; double unit for $4.98. 
Cover suspends the bottle above the 
ground and automatically locks over 
the covers the mouth-end of the bottle. 





Sanitary Bottle Protector Corp., 505 


Fifth Ave., New York City 17. 


Duro Jet Water Systems 


The Duro Co., Dayton, Ohio, offers 
a Jet line of water systems including 
both horizontal and vertical models 
with motors of 1/3, %4, %4 and 1 hp. 
for shallow and deep well installations. 
Included are the SJ-30-L-1/3 h.p., and 
SJ-50-L-14 h.p. completely assembled 
on 20 gal. Duro-built hot dipper gal- 
vanized — tanks. Include automatic 
pressure switch, pressure gage, ail 
volume control and foot valve or check 
valve. Models employs all bronze im 
peller and ejector assembly for either 
double pipe or single pipe installation. 


Stitch 'N' Iron Travel Kit 


Samson United Corp., Rochester. 
N. Y., offers a Stitch "N’ Iron travel kit 
made from plastic material. Besides 
the 1950 Samson fold-away iron, the 
kit includes needles, thread, darning 
cotton, thimble, scissors and various 
types of pins. Full chrome plated iron 
weighs 2% Ibs. and has a full sized 
sole plate. Comfort grip plastic handl 
folds down, locks upright for ironing 
Operates on 110-120 volts, AC or D¢ 
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Coleman adds “three” to the old “one-two’— 


You have to have Coleman's yy F 


TO GIVE THAT EXTRA PUNCH TO YOUR OIL HEATER SALES 





a 
2s 
* 
* 
w 
That new engineering marvel — * 
automatic draft control synchro- + 
nized with automatic fuel control e 
valve. Gives the same fuel-burn- 
ing efficiency on low setting as on You have to have Coleman to 
high setting—saves up to 25% on 
fuel costs! It’s Coleman efficiency, have FUEL-AIR CONTROL! 
Coleman economy, and it sells! 
e 
* 
* 
* 
s 
* 
e 
3 
se 
* Coleman’s magnificent Golden 
% 


Anniversary line is absolutely in a 
class by itself. Nothing can com- 


You have to have Coleman pare with the spectacular new 
functional “high style” models ... 
to have SELLING BEAUTY! 


the distinguished De Luxe Consoles 
... the smart-looking new Master 
Circulators! It’s Coleman beauty, 
Coleman styling, and it really sells! 





Compare Coleman price-wise 
with the nearest possible model 
that any other 1950 line offers. 
Coleman offers a model for every 
purpose, at a price for every purse 
from $29.95 up. 50 years of expe- You have to have Coleman 
rience has taught Coleman how to talk PRICE! 

to make better products for less 
money—at a good profit to you. 
It’s Coleman know-how, Coleman 
Pricing, and it really sells! 





For full information about the marvelous Coleman Golden Anni- 
versary line of Oil Heaters, get in touch with your Coleman dis- 
tributor or write today to The Coleman Company, Inc., Dept. 
HA-959, Wichita 1, Kansas. 





COMFORT COSTS 
SO LITTLE 
WITH A 


AUTOMATIC OIL HEATER 


WORLD'S LARGEST MANUFACTURER OF HOME HEATING EQUIPMENT 


HARDWARE AGE, MAY 4, 1950 157 


} 





rine 





Easel for 
Standing 


Hanging! 


Sets up in 
Only 12” 


Individuall Y puterecotes 


ends for quick 
Oxe e identification—plus 


“Can't-Lose" Screw Grips 


New Push Button Profit Deal. Ten 
best-selling styles seen at a glance! 
Introductory working stock of 15 as- 
sorted boxed units packed with dis- 
play. Complete assortment, 25 pieces. 
Push two displays—one for windows, 
one for counters—and double profits! 


Get all the details today from your wholesaler! 
Jobbers: Write for catalog sheets and samples. 


PERMANENT! 
COLORFUL! 


BWHAT’S NEW 








Tool Mart Assortment 


Metal Engineering Co., Plano, IIl., 
offers No. 168 Tool Mart display assort- 
ment including one each No. 38, 40, 44, 


mma ECOl™ 
prebnererri hits: 
era ! 

; DAL if tl 


CL BLN gS 








16 display, mounted on heavy gage 
metal rack. Display is 5% ft. high, 
2% ft. wide and 2 ft. at base. All 
individual metal display units litho- 
graphed in three colors. Said to take 
care of 98 per cent of all wrench, plier 
and screwdriver demand, 


Gladding Tests Lines Free 

B. F. Gladding & Co., South Otselic, 
N. Y., will test the tensile strength of 
bait-casting and salt water nylon or 
linen lines for anglers who send 
samples of their line to them. 


Chairside Servettes 


E-Z-Do, 261 Fifth Ave., New York 
City 16, offers chairside Servettes which 
store in a rack that occupies 11 sq. in. 
of floor space. Tables are made of 
wood, with alcohol-proof finish top 
measuring 14 by 17 in. In use they 
stand 21 in. high. Servettes are enamel 








your Jobber or write direct for gen- 
erous supply. Dept. HAI. 





woonD 
JOINERS 


SKOTCH 


A Steady 
Profit Puller 





ls” x 10” i 
Carton dispia 

s Printed in red and block 

or on cards for bin display 


Here's a wood joiner that really 
HOLDS .. 
cutting or splitting wood fibers. 
Applied like a nail. Patented 
prongs pull wood together for 
tight strong joint. Works equally 
well on square, mitre, "T", split or 
dado joints. Perfect for repairs, 
making screens, etc. Easily dis- 
played on counter or in self-ser- 
vice bins. 


Free Sales Helps... 
oe wood joints that show uses 


of SKOTCH Wood Joiners plus a new 
counter folder are yours FREE. Ask | cyains 


SUPERIOR FASTENER CORP. 


2949 ELSTON AVE.. CHICAGO 18, ILL. SIGNS 









. and holds without | SCREENS 











GRIPS LIKE A VISE 








Scientific design, pre- 

cision construction, 

and top-quality ma- 

terials . . . backed 

by BLAIR’S seventy 

years’ experience... 

make this the out- 

standing mower in 

The the medium-priced 
Homestead \\ field. 


LAWN MOWERS 








Nisa . . 
7. KER QUALITY | 
. Mall e | FAMOUS > | 
i EStNCE I finished in black with tops of four as- | 
MANUFACTURING | sorted color, red, forest green, leaf 


CORPORATION + NEW YORK 61, N. Y. green and canary. Tables retail for 
Manufacturers of KEIL Electrical Specialties and Mail Boxes $2.98 each or in sets of four at $11.92. 
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BLAIR MANUFACTURING CO. 
Telephone 2-7449 
SPRINGFIELD 7, MASSACHUSETTS 
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WHAT’S WEWE 


Dog Lead Line 


The Cleveland Chain & Mig. Co.. 
Cleveland, Ohio, has added a new style 
dog lead to its line which is avail- 
ible in two lengths and is made of 








“Now, all Johnson XLO Music Spring Wire is made from 
imported, improved Swedish rod. Johnson researchers plus 
the resources of Swedish steelmakers have developed an 
electric furnace steel, with closely controlled analysis, which 
is being used exclusively in Johnson Music Spring Wire. 


“When your customers want a high grade steel spring wire— 
you can supply him with the exact size of wire he wants con- 
veniently and easily. Simply keep a stock of the most fre- 
quently used sizes on hand. Johnson XLO Music Spring 
Wire comes to you in Y% Ib., Y% Ib., and 1 Ib. packages for 
easy handling and attractive display.” 






































Johnson XLO Music 
Wire—the wire of 


chromium plated, special rounded-link a thousand uses. 
steel sash-type chain. Maker says it | 
will not scratch hands or kink. Two 
assortment of 12 chains come with a 
three color display hanger. No. 49 
consists of 2 ft. leads; No. 49-4 consists 
of the same chain in 4 ft. lengths. 
Chains feature plastic handles in red, 
yellow, green and blue and safety snaps. 


Slaw Cutter | 


The Bluffton Cutter Co., Bluffton, 
Ohio, is making a four piece salad set, 
consisting of one fine shredder, a coarse 
shredder, one slicer with five 3. in. 
blades and grater and an interchange- 
able safety guard. Cutters made of 
forged steel plated block tin. Claimed 
not to rust or become dull. Safety 


JOHNSON 


ie ee ee ee 2 ee Oe ee 
WORCESTER 1, MASS. 


New York Philadelphia Cleveland Detroit Akron Chicago 
Atlanta Houston Tulsa Los Angeles Toronto 
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Great New Fast-Selling 
| ems | Hardware 
Staple! 








Bassick’s New 


HAND-L-HOLD 


It's rare that you get a new product like 
this, that every person's a prospect for. 
Every home, garage, toolshop, hotel, hos- 
pital, etc., needs HAND-L-HOLD. Feature it 
prominently. You'll find it’s the fastest- 
selling household item in ages. Order 
from your jobber. 


Just insert a handle, with an easy, up- 
ward swing... the force of its own 
weight firmly grips it. 
Gently lift it out... 
it’s ready for use! 
HAND-L-HOLD’s mov- 
able, rubber- 
grooved gripper 
lets go with a 
touch. No push 





or pull! \ 
| 

ra as. 

Bassick aes 

HAND 1: HOLD i 


WALL DEMONSTRATOR 
-.. compact, appeal- 
ing... yours at no ex- 
tra cost with initial 
order of 30 pieces. 


coeme 3) 
ATTRACTIVE CARD ... ideal > 
for self-selling on coun- “ : 
ters. HAND-L-HOLD is in- 
dividually mounted, com- 
plete with screws. 





THE BASSICK COMPANY, Bridgeport 2, Conn. 
Division of Stewart-Warner Corp. In Canada: 
Bassick Division, Stewart-Warner-Alemite 
Corp., Ltd., Belleville, Ont. 


Bassick 


MAKING MORE KINDS OF CASTERS 


MAKING CASTERS DO MORE 
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aWHAT’S NEW 








guard permits grating every piece. Sug- 
gested to retail for $1.25. Knives are 
hammered sharp and tempered and 
guaranteed to remain sharp for 10 


years. 


Bell Transformer 


This unit is designed for 10 volt 
chimes, doorbells, buzzers with Qwik- 
Lock mounting. Mounts anywhere. 
New utility green finish is employed. 
Transformer is Underwriters’ approved 
and is guaranteed for 10 years against 
burn-out. Size 17& in. wide, by 2% in. 





high by 2's in. thick. Suggested to re- 
tail for $1.56. The Rittenhouse Co., 
Inc., Honeoye Falls, N. Y. 


Two Hammers on Handle 


The Mondie ,Bar M mechanic’s ham- 
mer is two hammers on a single handle, 
one head of drop forged steel and the 
other of rubber. Medium-hard Duro 
rubber head, pressure locked on a drop 
forged steel base, has a calculated low 
blow-recoil factor. Maker says it can 
do heavy work without denting material 
being struck. Available in 40 oz. size. 
The Mondie Forge Co., 10274 Berea 
Rd., Cleveland 2, Ohio. 


Dust Ejector Drills 


Sudden Depth drill said to keep hole 
clean when drilling masonry, brick, tile, 
concrete and similar materials. Bits 
wound with durable wire that spiral 
out the dust and chips automatically 
Maker claims no danger of dust-explo- 
sions or fracturing fragile material. 
Drill can be used in any slow speed 
rotary drill. These drills are available 
in round shank styles from 4 to 1 in. 
sizes inclusive. List at same prices as 


former round shank drills, individually 
boxed or packed in three different 
kits. The Paine Co., 2947 Carroll Ave., 
Chicago 12, Tl. 


Laundromat Door 
Weighs Clothes 


Westinghouse Electric Corp., Elec- 
tric Appliance Division, Mansfield, 
Ohio, is making model L-5 Laundro 
mat automatic washer featuring a 
built-in scale mechanism and a weight- 
to-save loading door, showing correct 
amount of hot water and soap needed 
to wash a given load of clothes. Re- 
tails for $269.95. Elapsed time for 
complete cycle for average soiled cot- 
tons is about 35 minutes. Engineering 
improvements include micarta gears, 
new type snubber shoe used in the 
balancing of the machine to absorb 
vibration and a spring-controlled posi- 
tive action mix and fill valve. Sealed- 
in-steel transmission with its guarantee 
for five years against manufacturing 
defects is retained. 


Pik-Nik Ice Box 


Portable ice box, rust resistant, guar- 
anteed leak-proof is air-tight and _ in- 
sulated with Fiberglass. Of 4 gal. 
capacity, maker says that contents can 
be kept hot or cold up to 15 hrs. Holds 
extra ice cubes unmelted for over a day. 
Finished in metallic blue with a yellow 
cover, the Pik-Nik measures 14 by 12 
in. and weighs 61% Ibs. Interior is 
lined with a taste-proof and odorless 
vinyl coating. Removable chamber can 
be packed with dry ice, food or bever- 
ages. Hamilton Metal Products Co., 
855 Ave. of Americas, New York City 1. 
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) Pump Month... 


PROFIT MONTH! — i 
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May is Water Systems Month—and Goulds dealers 
everywhere are planning outstanding pump promo- 
tions. They know that a month of hard selling on 
Goulds pumps is a sound basis for a highly profit- 
able volume in related items—and in merchandise 
that has nothing to do with pumps! 


Keep those special “Pump Month” displays up!... 


Every Month... 





Here’s the new Goulds Wall 
Poster. It’s attractive, colorful and 
effective .. . typical of the out- 
standing Goulds material that’s 
yours for the asking. 
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it’s profitable to feature Goulds complete line of 
water systems. They’re today’s finest pumps, and 
there’s a dependable, trouble-free Goulds unit that’s 
best for every prospect’s needs. 





GOULDS GOULDS 
Balanced-Flow Jet Jet-0-Matic 
Tankless, with Same unit for 
self-adjusting deep or shallow 
capacity for wells. 4 H.P. to 
shallow wells. 5 H.P. sizes. 





...is called “the most practical program 
ever developed for water systems.’’ Ask 
your Goulds distributor the next time he 
comes in. He'll be glad to see that you're 
completely equipped to do a real sales job. 


GOULDS PUMPS INC. - Seneca Falls, N.Y. 


New Goulds counter card 
==§ novel, convenient way 
to draw attention to full- 
color Goulds literature 
held in pocket. 


Cou WATER SYSTEMS 


FOR EVERY FARM AND HOME NEED 
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HOW THE NEW MASTER 


TOPPER 
GOT ITS NAME 


For its blade, we picked the finest grade 
carbon spring steel .. . the kind your customers 
know is best. Then we gave it the exclusive 
MASTER treatment which produces the snow- 
white finish that stays snow-white even under 
roughest use! For easiest reading under all con- 
ditions, we applied the ever popular MASTER 






jet black markings . . . maximum contrast 
means maximum legibility. 

For the case, nothing but the toughest, 
smoothest Tenite would do... marbleized Ivory 
color all the way through! Beauty on the outside 

. . accuracy on the inside! 

And price! .. . lower... much lower than 

any comparable rule on the market. 


IT’S A TOPPER IN ACCURACY, A TOPPER IN BEAUTY, A TOPPER IN VALUE... AND 


A TOPPER FOR YOUR RULE SALES... 


ask your jobber about the MASTER TOPPER. 


1l6w—6ft. $1.25; 118w—8 ft. $1.40 (Both with Replaceable Blades) 






. US. oat Cee 











MASTER RULE MFG. CO., INC. 
| 1 201 MAIN STREET © WHITE PLAINS, NM. Y. a] 1 | W 
General Field ae Office: a GA 
105 W. Adoms St. Chicogo 3, Il. % 
BRANCH: P. ©. Box 1587 Ookland Colif. 

















F WEOD, An ND DIATE RULES. | pe a 





THIS LINE CAN 
PAY YOU WELL... 





HERE'S WHY:— 

1 It's complete in popular types and sizes. 

2 CHICAGO quality—the finest possible. 

3 Once you sell a customer he stays with you. 





ELLING CHICAGO saws can be very prof- 


itable to you. The user field is so very 


large that every territory is a rich market. 


4 Durability that means user economy. CHICAGO SAWS give you every advantage 


5 Proved dependability since 1921. in 


building a truly large list of customers. 


Precision heat treated—CHICAGO SAWS are 


particulars. Also, ask 
for our bulletin No. 107 
so you can get a good 

idea of the line. C 
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tough, evenly balanced, and accurately fitted. 

They have that keen cutting edge that only 
Let us send you full experienced, careful, and specialized manu- 
facturing can produce. 


HICAGO SAW WORKS 


5040 S. Wentworth Ave. Chicago 9, Illinois 











WHAT’S NEW 


O-Cedar Glamour Mop 
O’Cedar Corp., 2246 W. 49th St. 

Chicago. Ill., is offering a self-wringing 

chrome-finished sponge mop. Has a 








five-year guarantee and can be used to 
clean floors and woodwork from hase- 
ment to attic. Removable cellulose 
sponge is set at a special angle per- 
mitting user to guide mop into out of 
way corners. Cellulose fibers of sponge 
said to soak up to 20 times their own 
weight in water. Sponge refills avail- 
able for $1.69. Mop retails for $3.95. 


Porcelene 


Porcelene, Inc., Sheboygan, Wis., is 
making a porcelain repair plastic-based 
filler. Maker claims it takes 24 hrs. 
to dry, will not discolor; and blends 













CAUTION! 00 NOT USE NEAR FIRE OR mal 


poRceLEne™ 


{taponssony TESTED ull 
Mn anil 








well with white surfaces. Available in 
dealer sized tubes making three to five 
repairs and for consumers in smaller 
tube sizes. 


Awnings at Half Price 


Dealers are offered awnings for their 
store at half price with an order for 
5 Eagle farm tarps. Deal includes hand- 
painting of firm name on awning. H. 
Wenzel Tent & Duck Co., 1035 Paul 
St., St. Louis, Mo. 
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Wide-Angle Vision Clock 


The crystal of the Guest electric 
alarm clock features a wide angle on 
both sides, providing a high degree of 
visibility. Maker claims it is possible 





to see the clock face from most every 
part of a room. Clock has an ivory 
color case, needs no winding. Equipped 
with a Telechron Synchro-Sealed mo- 
tor. Suggested to retail for $4.50, plus 
tax. Telechron, Inc., 90 Union St., Ash- 
land, Mass. 





Porch Gate Attachment 


L. Hopkins Mfg. Co., North Girard, 
Pa., has developed the Perfection all- 
metal gate attachment. Solid rubber 
inserts permit porch and safety gates 





to be attached without damaging plaster 
arches or marring woodwork. Packed a 
set of three to a printed consumer 
box, six boxes to a carton. 


Quick Clamp Plug 


Monowatt Inc., Providence, R. L, 
offers the Quick Clamp Plug made of 
Plaskon insulating plastic. Changing 
plugs consists of snipping off old plug, 
slitting cord between wires slightly and 
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THE MANUFACTURER 
OF FAMOUS "TEDDY" WAXERS 


DOES IT AGAIN! 


OFFERING YOU 
WHAT WE BELIEVE TO 
BE THE BEST CELLU- 
LOSE MOP ON THE 
MARKET. 


CAN BE USED AS A 
MOP ORAS A 
SPONGE. 


RETAILS AT $1.95 





THE “TEDDY” 
FLOOR MOP 












THE HOUSEWIFE WILL ALSO BE 
PLEASED TO TRY OUR NEW CELLU- 
LOSE DISH MOP SHOWN AT LEFT. 


RETAILS AT 35¢ — 3 FOR $1.00 


AVAILABLE TOO, THE OLD RELIABLE 
"TEDDY" WAXERS— 


TO RETAIL AT 79¢ - $1.00 - $1.25 


THE "TEDDY" 
DISH MOP 


IF YOUR JOBBER DOESN'T HAVE THESE "TEDDY" ITEMS 
WRITE US DIRECT GIVING HIS NAME. 


FRED. V. FOWLER CO. _ Soston ts. mass. 











BOSTON 16, MASS. 


SE: 
{ 


HAMPERS 


Deut 
ts Gils 


\ Lovely Hawkeye Hampers are “best-sellers” for wedding and anni- 





versary gifts. Feature them for extra Summer volume. 


Gift buyers are attracted by the beauty and fine quality of HAWKEYE 





Hampers and the exclusive Vel-Vo lining that gives s 
protection from snags and allows free circulation of air- 
SEND FoR THE 1950 Caratoc ... the only Hawkeye 
salesman, Compare the quality, features, value. See what a great 





competitive advantage HawkEYE dealers enjoy. 


BURLINGTON BASKET CO., Burlington, lowa 
Quality Products for Over 60 Years 
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CASH, BOND 
and UTILITY 
ep @ 5° 


FAST SELLING 
POPULAR STYLES 


PREFERRED for durable 


4 construction =i 4 


HEAVY GAUGE STEEL 
* = 
% PREFERRED for beauty 
3% HAMMERED SILVER FINISH 4< 
a * 
$< PREFERRED for styling 4 
SEAMLESS ONE PIECE 7 
CONSTRUCTION 
All corners rounded 


Choice of 
FLAT KEYLOCK ~ 

or CORBIN 
COMBINATION LOCK 


& 


Made in 4 styles. Available with or without 
6 compartment steel tray. Choice of flat key 
lock or combination lock. 


No. 23 Series (Large Box) 


SIZE: 11% x 6 x 4%” 


Made in 4 styles. Available with or without 
6 compartment steel tray. Choice of flat key 
lock or combination lock. 
ALL STYLES INDIVIDUALLY BOXED 
Sold by leading jobbers *Q@” 
WRITE FOR CATALOG 
CAN COMPANY 
2415 WEST 19TH ST. 
fod i iey Velo) 
Export Representatives 


Prazar & Co., 50 Church Street, New York 7, N. Y. 
Cable Address ""FRAZAR™ New York 


WHAT'S NEW 





inserting in hole of plug, pressing dam 
clamp. For use on standard No. 18 
rubber, plastic or rayon covered parallel 


Ww ires. 


Port-O-Oven 


Top of the stove oven, potato baker, 
food crisper. Features thermometer set 
in cover, scientific indentations in cover 


top top collect steam which condenses 
and bastes roast. Oxide coating on 
hand hot-rolled blue steel said to resist 
rust and wear. Consists of deep bottom 
pan, separate heat deflector and high 
cover. Packed 6 to carton, nested. The 
Parkersburg Steel Co., Parkersburg, 


W. Va. 


Hopalong Cassidy Knife 


Imperial Knife Co., Providence, R. L., 
offers Hopalong Cassidy trail knife as- 
cortment No. HC-1l. Knives feature 





brass linings, Nuloy boosters and shackle, 
clip, pen, and = screwdriver, caplifter 
blades, and plastic Hopalong belt loop. 
Display holds 12 knives and illustrates 


Hopalong. 


Aluminum Level 


The E. A. Stevens Level Co.. Newton 
Falls, Ohio, has added model 5IBA 
aluminum level to its line. Edges ma- 
chined on all sides providing parallel 
plumb and leveling surfaces. Accurate 


a aoe | 


readings can be obtained from either 
edge. Level is 18 in. long, weighs 1% 
Ibs. Has 1 plumb, 1 45 deg. plumb and 
2 levels. Metallic-sealed vials em- 
ployed. 


Aristocrat Mailboxes 


Ornamental cast mailboxes line in- 
cluding five models. Made of %& in. 
cast aluminum, finished to have the 
appearance of wrought-iron. Illustrated 
is the Ambassador, No. 11, size 6% by 
1l by 3% in. deep, two newspaper 
holders, three wood screw holes inside. 
Retails for $5. All have cast backs, 


padlock hasps, drain vent, hinges brass 
pin fastened. Said not to stain white 
surface. Belvidere Aluminum Co., Rock- 
ford, Ill. 


Cleaning Pad 


Perma-Scrub is said not to absorb 
kitchen grease odors and used with 
soap to glide easily over all kitchenware 
surfaces. Available in several kitchen 
colors. Retail for 29 cents. Functional 
handle permits user to do a thorough 
job without putting her hands in the 
dishwater. Modglin Co., Inc., Los An- 
geles, Cal. 
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CYLINDRICAL LOCKS 


No. 240 Exterior Lock Set with 
No. 256 Moderne design 


escutcheon. 


¢ 





In WESLOCKS you get the ultimate in hardware design, 

yet priced to meet the most modest budgets. Their many quality 
features such as five-pin tumbler and key-in-knob 
construction, split-spindle operation and factory assembled 
units are usually found only in the most expensive locks 

You also get a wide choice of types and finishes. Standardize 
on WESLOCKS, the budget-priced quality line for every 


door in the house. Send today fora complete catalog 


Hialeah and Sunkist Grove, Miami, Fiorida 
934 homes, F.H.A,. insured 
Architect: Ed Walz 
Builder: Gaines Construction Co. 
Hardware Contractor: Atlantic 
Consolidated Builders Supply Co. 


MANUFACTURING CO. , Al a 


1420 So. Evergreen Avenue WESLOCKS 
Los Angeles 23, California | A A, 





More WESLOCK installations... 











Flamingo Village, Miami, Florida 
220 homes, F.H.A. insured 
Architect: V. H. Nellenbogen 
Princess Park Manor, Miami, Flotida Builder: Superior Home Builders, Inc. 
174 homes, F.H.A. insured Hardware Contractor: Atlantic Consolidated 
Architect: Tyrus T. Tripp Buliders Supply Co 
Builder: Moss & Son, Inc. 

Hardware Contractor: State Hardware 
& Paint Co. 










ECCENTRIC 
SPOOL PIPE 
REST 






SAFETY 


| 
AUTOMATIC 
SWITCH | 


Gefel Cech! | 


Two new improvements—patents pending 
have been added to further increase the 
safety, convenience and performance of the 
Beaver Model-A | to 2” Pipe & Bolt Machine 
—popular the world over for the past 19 years. 


1, The new Automatic Switch Lock and Chuck | 
Wrench holder makes it impossible to start 
the machine without removing the chuck 
wrench. This protects both workmen from | 
injury and machine from damage. A 
highly important Safety Feature. | 

2. The new Eccentric Spool Pipe Centering | 
Device is detached from the rotating spin- 
dle—prevents the whip of long revolving 
lengths of pipe from rocking the spindle 
and causing flat-sided, leaky threads. | 

And don’t forget—there are 192 different | 
kinds and sizes of dies available, in stock, 
for your every requirement when you buy | 

a Beaver Model-A. This die inventory repre- 

sents an investment of more than $150,000— 

to insure immediate user service. Sold by 
leading jobbers— | 

Write today for new Beaver Catalog No. 50. 
Address Beaver Pipe Tools, Inc., 234-300 Dana 
Avenue, Warren, Ohio, U.S.A. | 


50 Years of Friendly Service 


PIP OOLS 
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Whistling Tea Kettle 


The Aluminum Cooking Utensil Co., 
New Kensington, Pa., is making the, 
Wear-Ever whistling tea kettle, made 
of Alclad aluminum, said to keep the 


inside of the kettle is resistant to pit- 
ting. Fair-traded to retail for $3.95 in 
the east and $4.40 in the west. Cap 
opened easily by pressing forward on 
red trigger. Closes when finger is re- 
moved. Handle is replaceable. Due to 
broad bottom, water comes to boil 
quickly. 


Flushvalve Cage Guide 


Verit Products Co., 145 N. Washing- 


ton St., Boston 14, Mass., is offering 

the Dandee flushvalve cage guide said | 
to guarantee reseating of tanks ball. | 
Made of cast brass for 1 in. overflow | 


Used 


Converter can be 


regular lift wires. 
furnished for either 
overflow tubes. 


tube. with 


1'% in. or 1% in. 


Doll Carriage 


South Bend Toy Mig. Co., South 
Bend 23, Ind., is making a doll carriage 
with a body 214% by 9% in. Hood is 


four bow with visor. Curved handle 
is 26 in. Has hand brake. 
handle finished in baked aluminum. 


mul- 


Wheels have hub boxes, 6% in. 


Gear and | 


tiple spoke, pyramid '% in. tire. Avail- | 
able in powder blue with simulated | 
quilted sides or cherry red with white 
decorative strip. 





YOUR CUSTOMERS WANT 


DAISY in 


BASIN PLUGS and 
BATH STOPPERS 








TOPS IN QUALITY 
YET LOW IN COST! 


Step up your sales on basin plugs, bath and 


stocking the DAISY Line. 
— attractive design and 


sink stoppers by 
Beautifully carded 
best white rubber. 
New catalog and price list of complete hard- 
ware line of DAISY rubber household items 
now ready. Write for it. 


SCHACHT RUBBER MFG. CO. 


DEPT. H HUNTINGTON, INDIANA 




























Rust-proof zinc al- 
loy, featuring 
GRC’s superior re- 
cessed-wing finger- 
grip. All finishes, 
all popular thread 
sizes. Order a gen- 
erous supply to sell 
every customer. 


GRC gives you 
better 


WING 
UES 


at a 


Have you checked 
your stock of GRC 
one piece E-Z Cup 
Hooks? In bulk, 
nickel and brass 
finish, Carded, 
red, blue, green, 
white, nickel 
and brass. 6 to 


bigger ao a card. 
profit! \ IMMEDIATE 
\ DELIVERIES 


~ Jobbers: 
; Write Today 


GR 

a informative 
catalog sheets 

show clear 

prices — clear 

discounts. 


GRIES REPRODUCER CORP. 





789 East 132nd Street, New York 54, N. Y. 
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AMERICAN SCREW CO. 


completes move to New Plant 
..- enters New Era in Quality and Service 








After one hundred and twelve years at its Providence locations, the 
American Screw Company has moved its “know-how” and facilities to 
its one-floor modern streamlined plant at Willimantic, Connecticut. 
This building now houses all administrative, engineering, production, 
purchasing, sales, and research personnel. 

Our new plant is completing its “shakedown cruise”. . . and is now 
turning out high-quality American Phillips and Slotted Fasteners in 
ever-increasing quantities. 

Here, the newest and finest of high-production equipment, operated by 
employees under ideal working conditions, will set a new standard 
of American service to all fields of industry. > 


AMERICAN SCREW COMPANY, WILLIMANTIC, CONNECTICUT 


Plant at Norristown, Pa. 
Warehouses at: Chicago 11: 589 E. Illinois St. Detroit 2: 502 Stephenson Bidg. 


AMERICAN {]i77 
PHILLIPS 


CAN'T SLIP OUT 


4-WINGED DRIVES oy RECESS 


OF PHILLIPS TAP 

















ALL TYPES 

ALL METALS: Steel, 
Brass, Bronze, Stain- 
less Steel, Aluminum, 


. Monel, Everdur (sili- 
| con bronze) 
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WHAT’S NEW 


Frameless Tension Screen 





Improvements have been made in the 





all aluminum frameless tension screen 
designed for double hung windows. 


| 





No bar! 
No wrench! 
Just spin it 
\» That's all! 


y 
An EXCLUSIVE 
Oster Feature! 


Chuck and unchuck pipe or conduit -aid to insure screens of proper size. 
INSTANTLY with the Oster “SPIN- \ small bracket is used for each fixture. 
FAST" Front Chuck! It's standard Tension is maintained on sides by a 
equipment on the following Oster five strand selvage edge and a free 
threading machines which have 
STATIONARY die-heads: 

Nos. 502 and 502D “Pipe Master” 
portable threading machines. 

No. 582 "Tom Thumb” portable thread- 
ing machines. 

Nos. 702 and 782 "Rapiduction Jr." 
floor type threading machines. 






\ width and height measurement is 


floating sill bar at bottom corrects out 
of square sills. Complete screen in one 
package. Keystone Wire Cloth Co.. 


Hanover, Pa. 


Crab Grass Killer 


Crab-Not, a crab grass killer made 
of a potassium cyanate formula. Non- 
No.502"Pipe Master". poisonous, in powder form completely 
One of the five Oster soluble in water, it is said to kill ma- 
machines equipped ture crab grass and seedlings with 
with the "SPINFAST" success. Combines with 2-4-D for simul- 
Speed Chuck. taneous broadleaf weed control. Pack- 








aged ready to use with or without 
2-4-D. Nott Mig. Co., Mt. Vernon, 
2 


Right Ladder for the Job 


W. W. Babcock Co., Bath, N. Y.. 
has issued a_ folder entitled, “The 
Right Ladder for the Job.” The book- 
let illustrates and describes the dif- 


: Sa ferent type ladders available for spe- 
The exclusive and patented "SPIN- ee eee eee eee ae ee 


FAST" Speed Chuck is a'sample" of the 
FEATURE-VALUES you get when you 
buy Oster power threading machines, 
It all adds up tc MORE FOR YOUR Blisscrait of Hollywood, 6647 Santa 
MONEY when you buy an Oster. Monica Blvd., Hollywood 38, Cal., offers 
All Oster machines equipped with the an all purpose container in colored 
“SPINFAST' Speed Chuck have the 
same standard range: '/4" to 2" pipe. 
Bolt range 4" to I!/A". 


THE OSTER MANUFACTURING CO. 
2028 East 61st Street * Cleveland 3, Ohio, U.S.A. 


cific uses, 


‘ 


Snack Jar 


Thrifty buyers 
all know 

the sign of 
the “O” 
means .. 








plastic with clear plastic top which is 
5 in. high and holds 26 oz. Retails for 
49 cents. 


for faster, better threading 
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— FINGER GRIP CLIPS — 


FOR "PARKING" THINGS 
WHERE YOU WANT THEM 


Just turn the screw. That's all 
you do—to make them fit any 
size handle! 





ae 3 for 10 
Medium... .8¢ or 2 for 15 
Large .........10¢ each 
IN ATTRACTIVE DISPLAY BOXES 


Ask your jobber or write 








ARTHUR I. PLATT CO. 
Fairfield, Conn. 





ARMSTRONG BROS. 


Better PIPE-TOOLS 








TONGS 


Reversible", "'Standard’’ and ‘Ideal’ types 
in all sizes. Jaws are drop forged from spe 
cial steel, are carefully milled, heat treated 
hardened and tested. The Handles are 
forged spring steel. The Chains are proof 
tested to 2/3 catalog strength (1,200 Ib. to 
40,000 |b.). "Reversible'’ Jaws give double 
jaw life. ‘Standard’ jaws have extra bear 
ing on the handle and forged-in chain guides 
a, The "Ideal'' Tongs have V shaped 
\ teeth for a sure grip on irregular 


Write fer \ ' 
Catalog | shopes—fittings, etc 


‘The Tool Holder People” 
5214 W. ARMSTRONG AVENUE + CHICAGO 30, ILL. 


| ARMSTRONG BROS. TOOL CO. 
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YOU NEED 


the more complete information 
this machine gives you! 


ciate te 






















Business grows more complex every day—demands more busi- 
ness information and more accurate information. Install a 
National ‘‘200’’—the streamlined National Cash Register 
that contains an in-built adding mechanism. It gives you so 
much information, so much protection—at such low cost — 
that you cannot afford to be without it any longer. 

The National ‘‘200” distributes your transactions 
automatically into any 8 desired classifications, 
such as departments, selling employees, services, 
commodities, etc. Notations may be written op- 
posite any entry. The in-built adding mechanism 
is completely independent, and can be used at 
any time without disturbing the cash register 
records. , 

The National “‘200” brings you simplified, 
mechanized record-keeping. It prevents 
mistakes...speeds service...shows the 

: price of each item in a purchase and 
<a the mechanically added total of all. 
Absolute figure accuracy is assured. Have 
your local National Cash Register office 
i demonstrate the time-and-money-saving 
advantages of the National ‘‘200”’ to 
ey you today! 











heck these f i 
Check these features against your needs! 
STOPS MISTAKES—SAVES TIME. Indica- AUTOMATIC DISTRIBUTION. Classifica- V ALL RECORDS UNDER LOCK 
tion shows price of each item and tion keys automatically separate sales AND KEY. A 5-position lock, 


total. Machine automatically adds items, 
preventing mistakes in addition, and speed- 
ing customer service. Records from 1¢ to 
$999.99. Gives protective supervision over 
all prices charged, and control of all money 
collected. 


operated by proprietor’s personal 
control key, protects records and 
accumulated total. 


Salional 


by departments, selling employees, serv- 
ices, commodities, or other classifications. 
Quickly adapted to any need or use. 


DESCRIPTIVE KEY SECTION. Identifies 
individual selling employees. Records 


EXTRA LARGE CASH DRAWER. 7-coin, 4- 
bill compartments. Free-gliding roller- 





bearing construction prevents binding and 
Sagging. Removable, plastic coin tray per- 
mits balancing cash in private. 


THE NATIONAL CASH REGISTER COMPANY, DAYTON 9, OHIO 
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sales-slips, numbers, quantities, weights, 
etc. Prints stock, code, and size numbers, 
etc. 





CASH REGISTERS © ADDING MACHINES 
ACCOUNTING MACHINES 
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REGULAR | 
SOCKET 
OARLOCK | OARLOCK 


A COMPLETE LINE OF OARLOCKS...EACH MADE OF STRONG, 


LONG-WEARING MALLEABLE IRON, HOT-DIPPED GALVANIZED 





ANCHOR LIFT LEADER 
ay (Cutaway View) 


— 


Projects over bow for raising, lower- 
ing anchor easily. 


Also CLEATS — CHOCKS — 
BOAT HOOKS — BOW EYE 
STRAPS — LIFTING HANDLES. 
Profit with top-selling PEORIA Boat 
Hardware . . . made of only top- 
grade malleable iron for year-after- 
year resistance to rust, wear and 
breakage. 





NOW FROM YOUR JOBBER SALESMAN! 


PEORIA MALLEABLE CASTINGS CO., PEORIA, ILLINOIS 


D, 












The Best Are 
McGILL BRAND 


mouse and rat 
TRAPS 







-THE IDEAL 
PREMIUM FOR 
TEA AND COFFEE 

PROMOTIONS 





Smart, colorful and highly useful, 
these beautifully molded plastic 
spoons are welcomed in every 
household. Available in assortments of 
several brilliant colors. Packed 12 
dozen to a carton; 12 gross to a ship- 
ping case. Ready now for prompt de- 
livery in large quantities. Call or write 
for prices and complete MACK pre- 
mium catalog. 


MACK MOLDING CO. 


INCORPORATED = 





e METAL OR WOOD TRIGGER 
e FOUR-WAY ACTION 
e OIL TEMPERED SPRINGS 


McGILL METAL PRODUCTS CO. 


Marengo, Illinois 





















RLINGTON + VERMONT 





| 
| 
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WHAT’S NEW 


Skilsaw Bench Grinders 


Skilsaw, Inc., 5033 Elston Ave., Chi- 
cago 30, Ill., is offering a new line of 
bench grinders allowing more acces- 











sibility to grinding wheels. Skil % 
h.p. and 1/3 h.p. grinders are flat-faced 
to provide full clearance and have split 
phase motors. Skil % h.p. and 1 h.p. 
grinders have compact and capacity 
start motors. Grinders include extra 
large permanently lubricated ball bear- 


gs 
ings. 


Knee-Ease Garden Kit 
Tool kit which 


trowel, hand cultivator in one pocket. 
Kit is equipped with sponge rubber 
kneeling pad and uprights at either 
side, 10 in. high, which can be used 
as braces. The kit may be used for 
scrubbing purposes or just for house- 
hold tools. Suggested to retail for 
$3.50, without tools. American Crayon 
Co., Sandusky, Ohio. 


carries clipper, 


Memo-Roll 


Jot "Em Down memo roll measures 
1 in. wide by 12 in. long and is made 
of aluminum. Roll of paper said to last 
about two years with average use. Reel 
provides place for pencil. Retails at 





$1.50 and is packed in a black and 
white packing. Shipping weight 15 Ib. 
per doz. Ritter Specialty Mfg. Co., Inc., 
429 E. 164th St., New York City 56. 
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Mailtainer 

Patent Novelty Co., Fulton, IIl., offers 
the Fulton Tudor Mailtainer. Offered 
with a hammered bronze finish. Made 


from 22 gage galvannealed steel. 


Ladder Platform 


Res-Tep, Inc., 1340 E. 222nd St., 
Euclid 17, Ohio, has developed a port- 
able ladder piatform that attaches 
easily to any round ladder rung and is 
quickly changed from rung to rung. 
Res-Tep is made of aluminum and 
weighs about 4 lbs. Step surface is 12 
by 5 in. and has deep diamond tread. 
Will not impede ascent or descent on 
ladder. To retail for $5. 


Corrulux Building Panel 


The translucent corrugated building 
panel known as Corrulux is claimed 
to be unaffected by temperatures from 
20 deg. below 0 to 250 deg. F. Cor- 
rulux Corp., P. O. Box 6524, Houston 


a. 


Shipping Plugs for Filters 


General Filters, Inc., 12890 West- 
Detroit 23, Mich., 
nounced that fiber shipping plugs are 
being placed in the inlet and outlet 
openings of its filters to protect the 
filtering element from entrance of dirt 
prior to installation. 


wood Ave., has an- 





HARDWARE AGE, MAY 4, 1950 








“Give-aways” that open 
the door 
to more sales! 








arora! PANES 









T’S a dead give-away that, when vou hand 

these folders to your customers and 
them out regularly, you'll boost vour sales of 
Pennvernon Window Glass. And, 
Pennvernon is recognized as 


at its best,” 


mail 


since 
“window glass 
vour selling job is bound to be 
even simpler and more successful 
know that Pennvernon has excellent visional 
properties; that it has a brilliant surface 
finish on both Why not 
plan to use these two foldcrs—as “give 
and alternate them in periodic mailings to 
a select list of your customers? 
suitable fon 
x 6”—with plenty of space lor your im 
print 


i opl 


sides of the sheet 


AWANS 


Lhev ve been 


made enclosure 


sr 
) 


envi lop 


there are these other sales builders 





to help vow plan a complete, sales-winning effort; 


1) an eve-catching counter easel: (2) a real stopper” 


Gl of a window card; (3) an ctlective decalcomania for 


p identifying your store as Pennvernon headquarters 
ennuernon 1) an ingenious 3-piece window streamer for fall use 
Window Grass >) order-clinching newspaper mats. Now's the time 


You can get them by 
your Pittsburgh Plate Glass Com 
pany branch or jobber 


to put these helpers to work 
calling or writing 


PAINTS GLASS CHEMICALS BRUSHES PLASTICS 


PITTSBURGH 


PLATE GLASS COMPANY 








NATIONAL 
ADVERTISING 


i>... 


DOK = =) 





That Sells the Bicycle 
— That Helps You Sell 


Sh) 
COASTER BRAKES 


Bendix* Coaster Brake advertising is 





national advertising in a big way. 
Millions will see these ads in “Look”’ 
and “Holiday” magazines. But that’s 
only part of the story. 16 million comic 
book advertisements and special cam- 
paigns to Boy Scouts and 4H members 
will reach the youth of the nation. Tie 
in with this big national advertising 
for faster sales and bigger profits. Be 
sure the bicycles you sell and service 
are equipped with 


Bendix Coaster Brakes. 
*REG. U.S. PAT. OFF. 





ee \ 
ECLIPSE MACHINE DIVISION of 


AVIATION CORPORATION 


ELMIRA, NEW YORK 


Export Sales: Bendix International Division, 
72 Fifth Ave., New York 11, New York 
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TO HELP YOU SELL 








(Continued from page 13) 
to avoid them. Includes pictures of 
new pruning tools and methods. 


Famous Slugger Year Book 


Hillerich & Bradsby Co., Louisville, 


Ky., has issued its annual baseball pub- 


lication “Famous Slugger Year Book.” 


Contains 65 pages including pictures 
of the past season’s outstanding slug- 
gers, records, hints on how to bat and 
highlights of 1949’s outstanding base- 
ball events. 


Screw Drivers Display Carton 
Magna Tool Corp., Buffalo, N. Y., 


has developed a display carton contain- 
ing six individually boxed Magna-Tip 
screw drivers. Display shows the screw 





driver with its four interchangeable 
hardened tool steel bits for all types 
and sizes of screw heads. Permanent 
Alnico magnet in shank both holds bit 
and charges it with a magnetic force. 
Extra bits stored in screw driver handle. 


Aluminum Paint Brochure 


The Aluminum Co. of America, 654 D 
Gulf Building, Pittsburgh 19, Pa., has 
made available a brochure for users of 
aluminum paint which points out that 
uses of the paint fall into three classes: 
for metal, concrete and masonry, for 
weather exposed woods and for interior 
heated surfaces and decorative uses. 
Explains how such paint can be used 
to best advantage. 


G.E. Chore Helper Program 


A merchandise program, designed to 
help boost sales for farm equipment 
dealers. Called the Chore-Helper, the 
promotion includes window, counter or 
table display of electrical equipment 
and allied products for the farmer. 
Also window streamer, ad mat, radio 
commercial, plus point of sale product 
displays, counter leaflets and a dealer 
catalog. General Electric Co., Appa- 
ratus Department, Schenectady, N. Y. 


Paint Color Selector 

The Patterson-Sargent Co., 1325 EF. 
30th St., Cleveland, Ohio, offers a 
color selector, the BPS Color-Vision, 








featuring living room, dining room and 
bedroom, built about trend toward 
single color decoration. Each set con- 
tains small slide-rule color panels, one 
for ceiling colors and the other for 
background wall colors. By sliding wall 
and ceiling panels back and _ forth, 
home-owners can arrive at any color 
combine. 


Bait Merchandiser 


The Shakespeare Co., 417 N. Pritch- 
ard St., Kalamazoo, Mich., offers a 
bait merchandiser with orders of six 
dozen or more baits, which occupies 
18 sq. in. of counter space. Bait rack 
is made of wire and metal and is de- 
signed to display Shakespeare baits 
packaged in the conventional type 
boxes and in the ready-to-display pack- 
aging. Schemed in red, white and blue, 
ready-to-display packaging is being in- 





corporated into the full Shakespeare 
bait line. Baits are in clear acetate 
covered boxes which are packed in 
six and 12 capacity shipping con- 
tainers. 
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BOLENS 
rim-Master | 


“Trims While You Walk” 












Here’s a lawn-trimmer that works — with mini- 
mum effort. Automatic sickle bar cutting action 
as it rolls along. Rubber-tired wheel provides 
good traction. Tension spring keeps cutting 
blades in correct position at all times. 









The Bolens Trim-Master is so unique — so 
advanced in design it brings an entirely new 
concept of effortless lawn trimming. 


HERE’S WHY customers | 
GO FOR THE VWrim-Master © 








@ Trims lawns easier @ Lightweight and easy 
and faster to handle 
@ No squeezing, bending @ Trims anywhere — along ™ 
or blisters — no tired buildings and walks; 
hands or arms around trees and flower 
beds; under bushes, 
@ No stooping, kneeling hedges, or fences 
+ cnmme @ Heot-treated high carbon 
@ Easily adjusted blade ten- steel blades hold their 
sion and cutting position edge — last longer 


Write today for complete information 
Dealer Inquiries Invited 


To be Sure of Delivery Send this Coupon TODAY... 


NS BOLENS PRODUCTS DIVISION 
215 S. Park Street, Port Washington, Wisconsin 


. . » RUSH all Trim-Master Sales Data Today! 








z Pt. ke asneeewen setenweenetes o0000s0 000008 ° 
BOLENS PRODUCTS DIVISION | ssies.ccccccccccccccccssesseon 
Food Machinery and Chemical Corporation Deine Oe ES 


PORT WASHINGTON @ WISCONSIN 
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WHEN YOU USE 
PLIERS... You «eed 
CHANNELLOCK 








| 






ZAQOFFMZZrIO 














4 \ 
\ 3\ 


a, 
No matter “2h 
what your \ eo 
work .. .\i# 
plumbing, \ 
electrical, ' 
automotive, 
aviation, 
battery or 
ignition —there 
is a Channellock 
plier designed 
specifically for 
your job, If you use 
pliers... you need 
Channellock. 


The exclusive tongue and groove 
joint gives you these ‘‘plus”’ features: 
Greater Strength, Longer Wearing, 
Self-Cleaning, Closely Spaced Ad- 
justments, Visible Adjustments, No 
Wear on Joint Bolt. 


Aan 


Send for Catalog C-1 


CHAMPION DEARMENT TOOL CO 
MEADVILLE + PA. 


RQOOFFMZZrIO 
ZRQOrFrFmazaZzrro 


ZQOOFFMZZ>r=IO 
AQOFPrFM2ZZrIO 


a 
JN 


ly 
Champion DeArment makes 








TO HELP YOU SELL 





MultiTint Display Unit 


Lithographed in full color the Seid- 
litz-MultiTint window display unit is 
made in three die-cut sections. Each is 


gent tern 


2” Guarantecd by ” 
Goat Housekeeping 





easeled and the three may be com- 
bined or used individually. Seidlitz 
Paint & Varnish Co., Kansas City, Mo. 


Thermometer Display 


Display assortment No. 808 includes 
a merchandising display, 12 by 1614 
in., with seven styles of thermometers, 
both for indoor and out-door use, each 
mounted on display card. Unit con- 
tains 27 thermometers. Display and 


THERMOMETERS 








assortment packed as unit in one ship- 
ping carton. All thermometers not 
mounted are packed in_ individual 
boxes. Shipping weight, 8% lb. Total 
retail value, $21.23. The Ohio Ther- 
mometer Co., Springfield, Ohio. 


American Kitchens Plan-A-Kit 


American Central Division, Avco 
Mfg. Corp., Connersville, Ind., offers 
the American Kitchens Plan-A-Kit. 
Light and compact, the basic piece is 
a steel plate decorated with wall cover- 
ings and flooring and having scaled 
dotted lines that indicate ceiling and 


floor levels. Against the background, 
planner installs sink, base, and wall 
cabinets, window, doors, appliances by 
placing units against board. All the 
sizes and models are designed to iso- 
metric scale and die-cut of heavy art 
board, covered on both sides to exact 
scale with a photographic replica of 
the unit. Small magnet embedded in 
the center of each cut-out holds the 
units in place. A duplicate isometric 
type plan is made up in a planning 
book for the consumer. 


Gunner's Guide Carton 
The Poly-Choke Co., Hartford 1, 


Conn., is introducing a counter and 
window display for its gunner’s guide 


Don't set Lost) 
Don't lose Conel 





designed for rifles or shotguns. This 
instrument is a greatly simplified com- 
pass which indicates the way to go. It 
is set into the top of the gun’s stock. 





Steel Tape Catalog 
The L. S. Starrett Co., Athol, Mass., 


is offering a catalog of steel measuring 
tapes, levels, transits, and tools. Has 
a numerically arranged index and il- 
lustrates and describes the line avail- 


able. 





Fastener Chest 


Lamson & Sessions Co., Cleveland, 
Ohio, offers a package of assorted cap 
screws and nuts all in a “Fastener 
Chest.” Contains nine removable draw- 
ers in steel cabinet finished in orange 
and black enamel. Contents are iden- 
tified on the drawers face. 
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Manufacturing Over 
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Selection 





























Give You All Three! 


Southern Wood Screws are precision-made of 
high quality steel or solid brass. And because of 
improved processes, are made to closer tolerances 
than ever before! Your retail and manufacturing 
customers alike are assured the highest degree of 
perfection and uniformity . . . accurate fit, no 
bent or twisted screws, no chips or blanks. 


And Southern offers a wide selection of fine wood 
screws of steel or brass with slotted and Phillips 
heads, in all standard sizes. Deliveries are 
prompt. You can depend on full measure, easy 
handling, stocking and shipping because of 
Southern’s modern packaging in both bulk and 
gross quantities. 


DO IT NOW .. . ORDER SOUTHERN! 


Or write for full information on this complete line 
of high quality, precision-manufactured wood screws. 
FACTORY WAREHOUSES 


4100 Dell Avenue 
North Bergen, N. J. 


280 Decatur, S.E. 1388 West King Avenue 
Atlanta, Georgia Columbus 12, Ohio 


SOUTHERN 


SCREW COMPANY 


Statesville, North Carolina 


325 West Ohio Street 
Chicago 10, Illinois 














x 





the NEW 


| MAGNA-TIP 
SCREWDRIVER 


the “pull” 


Your customers will pick 
it up, ask about it—and BUY 


-with 10 times 





4 
aff this new 4-in-one Magnetic 


Interchangeable-bit Screw- 
O) driver. 

One-hand operation holds, 
starts and completely drives 
screws in awkward or hard-to- 

= reach places. Interchangeable 
bits (stored in handle) for four 
types of slotted and recessed 
heads. 

Alnico magnetized shank 
charges bit with a “pull” ten 

® times more powerful than or- 
dinary “magnetic” screw- 
drivers. 

Handsome chromium- 
plated finish with jet black 
handle, attractively packaged 
in individual boxes, 





MAGHA-TIP 
ae eo 
- Stew Chivee 
eee Tor Ee Re A 
= ae Pte 
seagwatne see ff 
MACMA-TID as, 24 = > 
NACHA-TIp Min 2 ff 
SPAS 5. ica ce 
be 
Colorful 


profit-making counter display 
contains 6 Magna-Tip Screw- 
drivers. 

WRITE FOR OUR ILLUS- 
TRATED CIRCULAR show- 
ing the fullline of Magna Tools 
...and for pricesand discounts, 


Jobber’s inquiries invited. 


Magna Tool Corporation 


Send me your circular and price-discount 


Nome 
Address 


City : Zone State 


176 


Buffalo 3, N. Y. 


Paste Coupon on postcard or your 
letterhead . . . and mail TODAY. 


Magna Tool Corporation 
Buffalo 3, N. Y. 


information on the new Magna Tools. 


TO HELP YOU SELL 





Bulb Package 


A spring promotion program for in- 
candescent light bulbs has been an- 
nounced by Sylvania Electric Products, 





Inc., 500 Fifth Ave., New York City, 
with a Quick Turnover package con- 
sisting of an assortment of bulbs in six 
packaged in a carton, which 
within five minutes can be turned into 
a light bulb department taking up 
about 21/3 sq. ft. of space. 


sizes, 


Plumb File Display Board 


Fayette R. Plumb, Inc., Philadelphia, 
Pa., offers a display board on which 15 
types of files are permanently mounted. 








Delivered as part of a stock file order. 
Board is made of high lustre wood with 
natural finish. Board is 2 ft. high and 
1 ft. wide. Each file is described by 
size type and price. 


PipeWrench Counter Display 


J. H. Williams & Co., 400 Vulcan 
St., Buffalo 7, N. Y., is offering a coun- 
ter display, copy panels of which stress 


AS A FEATHER! 


DROP - FORGED 
4 INCH 
ALUMINUM 
PIPE WRENCH 


OROP FORGED FROM SPECIAL WOH TERRE ALUMNA 4 


ruggedness, light weight and _inter- 
changeable, replaceable alloy steel jaw 
inserts of the 14 in. aluminum pipe 


wrench. Die out display card is silk 
screen process in orange, white and 
black. 


Free Trial Vacuum Cleaners 


Landers, Frary & Clark, New Brit 
ain, Conn., offers a free 10 day trial on 
any Universal tank or upright vacuum 
eleaner. Each customer who makes the 
trial will receive a set of cutlery con 
sisting of a paring and carving knife. 
retail value of which is $2.50, whether 
or not she decides to purchase cleaner. 
Maker will replace all used cleaners 
through its distributors. For customers 
wanting to trade in old cleaners for 
new, Universal offers a_ coffee-table 
storage chest or a_ hassock 
Former, priced at $28.95, comes in red 
mahogany, walnut or modern blond. 
Chest is valued at $24.95. Either may 
be obtained for the trade-in of an old 
cleaner for new or at half price with 
out turn in. Available is a three sided 
home cleaning floor display which may 
be used as island, wall or corner dis- 
play. It holds complete home cleaning 
line. This plus a window banner offer 
ing the trial offer, cutlery set counter 
card offer, newspaper mats, trial offer 
postcards, cleaning equipment folders 
and cleaner of offer envelope stuffer 
comprise the merchandising package. 

(Resume reading on page 1|1) 


chest. 
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EASY 
INSTALLATION 








CUSTOMERS GET 





EFFORTLESS 
OPERATION 





#900 SWING-OVER GARAGE 
ALL THREE WITH cOBURN DOOR HARDWARE SET 


Cost and time need no longer be a barrier when 
it comes to converting old-fashioned swinging 
garage doors to smooth operating overhead 
doors. Thousands of home owners have discov- 
ered that the Coburn #500 Set is the answer to 
their problem. 


High in quality, yet low in price—the Coburn 


#500 Set is adaptable to practically all types of 
garages. It can be used on remodeling jobs or 
new installations; requires only 5" headroom; 


does not interfere with passageway or floor space. 


Start cashing in on profitable Coburn #500 
sales. Write today for FREE CATALOG and 


name of your nearest Manufacturer’s Agent. 


Other Coburn Products include fire door hardware, overhead trolleys and conveying systems for carrying loads up to 3,000 Ibs. 


COBURN PRODUCTS DEPARTMENT 


WICKWIRE SPENCER STEEL DIVISION - THE COLORADO FUEL & IRON CORP. 


EXECUTIVE OFFICE 
500 FIFTH AVENUE, NEW YORK 18, N. Y. 
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KkKaKKKK* 


Read it in 


HARDWARE 


NEWS OF 





HARDWARE AGE FOR 





B. A. RAGIR ELECTED 
EKCO PRESIDENT 


The election of 


Ragir to the presidency of Ekco | formulated 


Products Co., Chicago, was an- 


nounced recently by Arthur 





BENJAMIN A. RAGIR 


Keating, who will continue as 
board chairman. 

Mr. Ragir, at 36, becomes one 
of the youngest men to head a 
major industrial corporation. 

The new president became ex- 
ecutive vice-president and treas- 


urer of the corporation in 1949, | 


Both the presidency and chair- 
manship of Ekco had been held 
by Mr. Keating. who will remain 
active in the affairs of the com- 
pany. 

Mr. Ragir’s 
Ekco dates from his graduation 
from the University of Chicago 
law school in 1936, when he be- 
came a member of the Chicago 
law firm which served as Ekco’s 
He joined the 
1946, 


vice- 


association with 


general counsel. 
company as secretary in 
and 1947 elected 
president and secretary. 
During the war Mr. Ragir was 


in was 


associate solicitor and 
tax counsel for the Alien Prop- 
erty Custodian, and participated 
in the management operations of 
hundreds of manufacturing en- 


terprises which had been taken 


178 


Benjamin A. | over by the Custodian. 


| 


| State 


| 
| 


He also 
basic federal and 
policy applicable to 
This _ policy 
part the 
governing alien 


tax 
properties. 
eventually 
Federal 
vested 


The 


vested 
of 


became 
Act 
property. 
appointment 


of Edward 





. 
EDWARD KEATING 
Keating, 28, as assistant to the 
| new president was also an- 


general | 


nounced. 


Mr. Keating has served as 
assistant to the executive vice- 
president since early last year. 


In his new position, Mr. Keat- 


| 
| 


istrative responsibilities, both on 
domestic and foreign operations. 
He will continue to direct Ekco’s 
Canadian subsidiary, as well as 
handle between the 
parent company and its English 
firm, Platers and Stampers, Ltd. 

He Ekco before the 


war, working in the production, 


liaison 


joined 


sales and merchandising depart- | 


He elected to the 
company’s board of directors in 


1949, 


ments. was 


MYER-BRIDGES TO 
DISSOLVE COMPANY 


Vernon L. Shallcross, presi- 
dent, Myer-Bridges Co., Inc., 
Main St., at Seventh, Louisville 


2, Ky., hardware wholesaler has 
announced the dissolution of the 


business. Mr. Shallcross said, | 
“Huge tax increases, higher 


labor costs and increased freight 
rates dificult for 
company to profit ; 


make it 
make a 


. ; ee : 
| the firm will be liquidated in 


oderly fashion.” 
Founded in 1869, the 
sale house of Buley, Bridges & 
Shaughnessy was at 515 W. Main 
St.. when Ferd F. Myer, Harold 
Vernon Wolfe 
chased it in 1881 
the name to its 
The company’s original line of 


Bridges and 
and changed 


present one. 


the | 


whole- | 


| 
pur- | 


HARDING JOINS R, B & W 
DIRECTS SCREW SALES 

| Emmet F. 

general sales manager of Ameri- 

Hardware Corp.'s 


Harding, formerly 


can Corbin 





HARDING 


EMMET F. 


so | 


Screw Division, New Britain, 
Conn., has joined Russell, Burd- 


| sall & Ward Bolt & Nut Co., Port 


Chester, N. Y., as manager of 
screw sales. 
During his 27-year career, 


which includes 15 years of sell- 
ing on the West Coast and in 
New England, Mr. Harding has 
been the American Hard- 
ware Corp., and prior to that, 
with Henry Disston & Sons, Inc., 
Philadelphia, Pa. 


with 





woodenware, was expanded 
through the years to include 
hardware, housewares, electrical 
| appliances, furniture and floor 
| coverings. At one time, the com- 
pany sold so many brooms it | 
|owned two broom factories in 


ing will assume enlarged admin- | Louisville and Eddyville. Ky. 








Hdwe. Show To Feature Sporting Goods 


More than 600 manufacturers will display at the fifth National 
Hardware Show at Grand Central Palace, New York City, Oct. 
2-6. About 92 pct of the 192,000 sq. ft. available has been reserved. 

In line with the growing expansion in the sale of sporting goods 
through hardware outlets, the fishing and hunting division of the 


show, which had 225 exhibitors last year will be expanded. 


In 


addition a new sporting goods section has been set up for manu- 
facturers of sporting goods other than fishing and hunting equip- 


ment. 


An added feature this year will be an export section, where for- 
eign buyers will find special registration facilities, interpreters and 
indentification credentials. More than 3,500 buyers from through- 
out the world have been invited to attend. Advance registration 
forms and hotel reservations for buyers may be secured by writing 
to 331 Madison Ave., New York City 17. 


INDUSTRIAL SUPPLY 
CONVENTION, MAY 22-24 


The Industrial Supply Con- 
vention will be held May 22-24 
Atlantic City, N. J. It is 
sponsored jointly by the Ameri- 
| can Supply & Machinery Manu- 
Association, general 
| manager, F. Kennedy Hanson, 
1108 Clark Bldg., Pittsburgh 22, 


at 


facturers” 


Pa.; National Supply & Ma- 
| chinery Distributors’ Association, 
secretary-treasurer, Henry R. 


Rinehart, 505 Arch St., Philadel- 
phia 6, Pa.; Southern Supply & 
Machinery Distributors’ Associa 
| tion, secretary-treasurer, E. L. 
| Pugh, 712 Volunteer Bldg., At- 
| lanta, Ga. 
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AY 4, 1950 


D. W. Frease was recently 
elected executive vice-president 
Reeves Steel & Mfe. Co., 





D. W. FREASE 
lover, Ohio. At the same time 
he appointments of R. G. Har- 
ison as sales manager and J. 
RS 


ea as operating viee-presi 
nt were announced. 
\lr. Frease 


ce-president in charge of oper 


joined Reeves as 
tions and director in 1937. He 
Vas also elected president ind 
ade a director of Empire Steel 
later. Prior to 
ial time, in 1933, Mr. 


vas one of the participants in 


Corp... 10 vears 


Frease 





R. G. HARRISON 





D. W. Frease Elected Vice-President 
Harrison Heads Sales, Reeves Steel & Mfg. 


the organizing of Niles Rolling 
Mill Co. Niles, Ohio subsidiary 
of the Sharon Steel Corp. be 


coming vice-president and gen 


eral manager, which position he 


held until joining Reeves. He 
entered the ste el business us a 
mill man in 1915. 


Mr. Harrison beeame — afhil 
iated with Reeves in 1914 in the 
He 


sales of 


served as 
the 


many 


sales department. 
manager of fabri 
cated division for 
Prior to that he 
Biddle Purchasing Co.. as chiet 
clerk in their Pittsburgh office 

Mr. Shea formerly in 
charge of operations at the Wat 
ren Division of Mullins Mig. Co. 


prior 1937 


years. 


had been with 


Was 


cae : 
to joining Reeves in 


as general superintendent 


BOND DIRECTS HOOVER 
NEW PRODUCT SALES 


The Hoover Co.. Canton, Ohio 


has announced a sales program 
in which it will use a selected 
number of distributors and 
wholesalers for its eleetric irons 


ind other products, according to 
Oscar M. 


the company’s 


Mansagver, manager of 
recently-formed 
spec ial products division, 


The new program in noe way 
affects the sale of Hoover elee- 
tric cleaners, which will con- 


tinue to be sold through the com- 


pany’s long - established dealer 





channels. Current distribution 


setup for the company’s line of 
fractional horsepowet motors 
and grinders is also unaflected. 

Wim. H. Bond directs the pro} 
ect as 


manager, — distributor 


sales. He was formerly district 
sales manager — for Landers. 
Frary & Clark. Mr. Bond will 
take over the handling of other 
new lines as Hoover develops 
them. 

Prior to his connection with 
Landers, Frary & Clark, Vii 
Bond served in a similar capa 
ity for the Proctor Electric Co 
covering much of the midwe-t 


He was field engineer for The 





WM. H. 


BOND 


Material Co. Milwaukee 


during the war, and pre-war was 


Line 


distributing business for 


18 years. 


sone 





Dealers, Distributors May Get Tax Refund on 
Warehouse Stocks When Stove Excises Lifted 


Samuel Dunckel, managing di- 
rector, Institute of Cooking and 
Heating Appliance Manufactur 
ers, the Shoreham Hotel, Wash- 
ington 8 D. C.. in commenting 
on the recent action of the House 
Ways & Means Committee ree 
the 
excise taxes on electric, vas, and 


ommending elimination of 


oil ranges and heaters, 
called 
attention to the 
taken 


tentative 


waler 
and dealers’ 
facts that: Ae- 
this 
lax 


distributors’ 


tion up to time is 


and final 
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removal | 


cannot be accomplished before 


about July 1, and that when the 
tax is removed, a refund almost 
on ware 


the 


certainly will be made 


house stocks on = which tax 
had been paid prior to the termi 
nation date. 


L.C.LH.ALM. is confident that if 


Congress voles tax 
the 


ing level, provision will be made 


and when 


termination at manutactur 
for a refund of the tax paid by 
distributors and dealers on their 


stow ks. 


warehouse 


HE TRADE asssuus 


GENSCO TOOL DIVISION 
HAS NEW SALES MGR. 
G J. Zimmerman ceneral 

sales manager of the General 


Steel 


Warehouse Co. Inc. ha 


announced the appointment of 





RICHARD 8. 


RALPH 


Richard Ss 


(Diek) Ralph as sale 


manager of the Genseo Tool Di 
Vision 

Mr. Ralph has previously held 
such positions as vice president 
of UL S. Products Export Corp., 


assistant sales manager of White 


water Products Corp.. and gen 
eral manager of Whitewater 
International, both of Chicago 


Hl. 

He will be in the 
expanding sales and merchandis 
the well known 

of imported Swedish 
Chisels dnd knives be 


United 


charge of 
ing program of 
Gensco line 
steel saws 
ing sold 
States 


throughout the 


TRIMONT NAMES 
EXECUTIVE V. P. 
direction of the 


he 


and 


execulive 


manufacturing activities of 


Mig Co 


Boes lo Raymond J 


lrimont Roxbury 


Mass., 


as execulive Vice presice nt, 


Swing 


This change will permit Arthur 
E. Keating. divisional president 
and general manager of Trimont, 
to devote his time to field travel 
for the 
distributor 


stimulating 
the 
Roxco pipe wrench which is be 


purpose of 


interest in new 


ing heavily promoted by Trimont 
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“‘Our Future” Is Theme for Pacific Coast 
Regional Builders’ Hardware Conference 


“Our Future” will be the 
theme of the fifth annual Pacific 
Coast regional conference of the 
National Contract Hardware As 
and the American So- 
ciety of Architectural Hardware 
Consultants to be held May 17 
to 19, 1950, at the Ahwahnee 
Hotel in Yosemite National Park, 
Cal. Charles S. Smith, Jr... The 
Stanley Works, is general chair- 
the Regis- 
tration for the will 
start May 16th 
with meetings from 9:30 a.m. to 
12 noon. 

In selecting 
the discussions, a choice of per- 


sociation 


man of conference. 
conference 


in the evening, 


moderators fer 


sonalities were chosen who were 


sufficiently well versed in the 
subjects to be covered to suc 
cessfully supervise the discus 
sions and to promote active 


audience participation. 

An entertainment program |ias 
heen for the ladies and 
also for the delegates when they 


devised 


are not occupied with the meet 


ings. 

The Conference will open 1 
p.m., Wednesday, May 17, with 
a welcoming address by Robert 


S. Logan of J. B. Rice Co., and 


chairman of the host chapter. 
The agenda will be announced 


by Louis Du Fresne of Schlage 
Lock general confer- 
ence chairman. Following this, 
the delegates will hear a report 
on the operation and future pro- 


Co., and 


motional plans of the National 


Contract Hardware Association 


by the association’s managing 
director, John R. Schoemer. 
Next will be a report on the 


American Society of Architec- 
tural Hardware Consultants by 
the society’s executive secretary- 
treasurer, Stanley O. Hooghkirk. 
The spotlight will then turn to 
Lawrence B. Stuart of California 
Hardware Co., Los Angeles, who 
will speak on the future of the 
hardware 
in a round-table discussion. 
John P. Whitty of San 
acting as moderator. 


architectural consul- 
tant 
with 
Francisco, 

On the 
sions will open 
by Daniel C. Hay, president of 
the Archi- 
tectural Consultants. 


will 


second day. the ses- 


with an address 
American Society of 
Hardware 
who focus attention on ac 
organization. \ 

Philadelphia's 


one 


tivities of his 
guest speaker, 
Maver [. Blum. 


of America’s foremost apartment 


considered 


house designers and developers, 
the feature. Next 
round-table discussion 


will be next 


he a 


will 


in which Marron Kendrick, vice 
president in charge of sales of 
Schlage Lock Co.. will offer his 
views as a_ builders’ hardware 
manufacturer on the future of 
the industry. In this discussion 
George P. Merrill, general sale- 


The Stanley Works 


and past president of the societs 


manager of 


will serve as moderator. 
A cocktail and 
will follow in the evening. 
\t the May 19th meeting clos 
ing the conference, Howard Mac 


party dance 


Carthy, Jr., president of — the 
National Contract Hardware As 
sociation, will open the session 


with a progress report on recent! 
work done by his organization. 
The delegates will then hear two 
more guest speakers, Fritz Bren- 
nan, president of Kaiser Builders, 
Los Angeles, and Robert Stanton, 
Pacific Coast architect from Car- 
mel, Cal. 

The concluding feature will be 
a round-table discussion in which 
Robert L. Dohrmann of Chanslor 
& Lyon-Palace Corp.., San Fran- 
cisco, will discuss the industry’s 
future from a distributor’s stand- 
point. Albert H. Morgan of 
Baker & Hamilton, San Fran 
cisco, will be the moderator for 


this coneluding discussion, 





Representatives of the Retail Paint & Wallpaper Distributors of America, Inc., the 
National Paint, Varnish & Lacquer Association, Inc., the Wallpaper Wholesalers Asso- 
ciation and The Wallpaper Institute who met in Chicago, recently, decided on a unified 
industry promotion program calling for the group to select a selling theme for each 
month of 1951. Themes will be chosen which lend themselves to window displays for 
either paint, or wallpaper or both. Left to right: Joseph B. Fligman, James Davis Co., 
Chicago; Edgar E. Koretz, Adolph Koretz Co., Chicago; Lee E. Schroeder, Lee Schroeder 
Paint Co., Chicago; George Frederick, R. Frederick Paint Co., Chicago; David H. Moran, 
The Reardon Co., St. Louis; Robert O. Clark, Jewel Paint & Varnish Co., Chicago; 
Laurence Kiefer and Louis Fisher, N.P.V. & L.A., Washington, D. C.; Irwin E. Douglas, 
executive vice-president, RPWDA, St. Louis; Richard A. Koretz, Adolph Koretz Co., 
A. Bergman, Inc., Chicago; Roland L. Meyer, Jr., editor, 
American Paint & Oil Dealer, St. Louis; Jack Stiller and Charles B. Jones, United Wall- 


Chicago; Ralph Bergman, R. 


paper, Inc., Chicago. 
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JOHNSON 


ERI¢ 


ELECT ERIC JOHNSON 
KITCHEN KRAFT PRES. 


Eric O. Johnson, formerly vier 


general manag 
Central Mf 


president and 
of the 
Corp., was elected president 


Kitchen Kraft Corp., it 


nounced recently. 


(American 


Wd- al 


Long identified with the ma 
ufacture and of kitchens 
Mr. Johnson heads a new list « 


sales 


board of 
Kraft 


presider 


and 

Kitchen 

Elected 
treasurer 


officers 
for the 


washer. 


dist 
vice 
and Was 
Zitzewitz, director on the boar 
of the Aetna Ball & Roller Bear 
Co.. 


Vischer 


ing vice president of the 
Products Co., and a di 
rector of the Shefheld Found 
Elected secretary was Fd 
ward J. Smith, president of Gen 
eral Screw Products Co., vir 
president of Acme Wiley Cor 
vice president of General Pore: 
Enamel Manufacturing © 
of Century Vitr 


Co. 


lain 
and secretary 
ous Enamel Co. 

Serving with the above meno 
the 


James 0. 


board of direc tors af 
Birr, executive vier 
Birr Motors, Ine.. 
Heberling, forn 


erly president of the George | 


new 


president of 
also George C. 


Heberling Co. of Bloomington. 

Delivery of the current mode 
dishwasher sink 
will be made within 30 days. Mh 
Johnson a newly de 
signed 
introduced to the trade in J 


combinations 
said, and 
line is expzcted to h 
une 
scheduled 


with deliveries 


September. 


J. H. WATTERS HEADS 
UNION ASBESTOS BOARD 


Watters has _ bee 
hoar 


James H. 


elected chairman of the 


| of the Union Asbestos & Rubbe 


Ce. Chicago. Norman ({ Naylor 
was elected president at ste 


same time. 
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ht se CAMPBELL CHAIN See | NON-TIP 
h the mat . ia 1d BALANCE 
of kitchens if vy i y Re . A 
new list of P H , oy | 
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. the bear Special 
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“|| CHAIN CUTTER HANDY 
, and a di CHAIN 
ld — ; 6 CUTTER 
¥ her é Here’s the sturdy, well-balanced, modern merchandiser to in- 
ent of Gen 
Co. vi crease your chain sales by making your stock handy and 
_ — attractive. Smart styling adds to its eye appeal in your store. 
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tien’ It inyites your customers to remember, and satisfy their chain 4 
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WILLIAMSON MADE CORY 
GEN. DIV. SALES MGR. 
The 


Williamson to the newly created 


appointment of J. T. 


post of central division sales 





J. T. WILLIAMSON 


manager was announced by Cory 
Mr. Williamson 


supervise the activities of 


Corp., Chicago. 
will 
Cory managers in the 
Michigan, 


Pe mn 


territory 
states of Indiana, 
Ohio, We-t 
-ylvania. 


He has 


Corp. since 1946, at which time 


Virginia and 


been with the Cory 


he was a territory manager in 


Pittsburgh, Pennsylvania, and 


the surrounding area. 


AMERICAN BOX NAMES 
WITTE SALES MANAGER 


The appointment of James G. 
Witte to 


general sales manager 


of The American Box Co., Cleve- 
land, Ohio. and The American 
Wood Products Co., main plant 
and offices at 1901 West 3rd 


Street, Cleveland, Ohio, has been 
innounced, 

With more than 21 years in the 
box business and packaging field, 
Mr. Witte directed all 
packaging at Montgomery-Ward, 


formerly 
national director 
of the Society of Industrial Pack- 
aging Engineers, and past presi- 
dent of the Dur- 


Chicago. was 


ing the war, he served as an 
officer in the container and ma- 
terials handling section of the 
Navy. where he had charge of 


all supply corps packaging for 
the West Coast. 


JACOBSEN BUYS 
RONNCO PRODUCTS 


The Jacobsen Mfg. Co.. of 
Racine, Wis., has purchased the 


exclusive manufacturing and 
sales rights covering the prin- 
ciple products of Ronneo Prod- 


ucts. Inc., of Minneapolis, Minn... 
it was announced recently. 
Engineering details, tools, dies, 
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jigs, fixtures and machinery used | 


in the manufacture of the Ronn- 
co 36-in. power scythe and the 
Ronnco leaf mill are included in 
the transaction according — to 


Jacobsen. All 


involved 


machinery and 


materials have been 


transferred to the Jacobsen plant 
at Racine. 
Jacobsen, 


According to sepa- 


rate power driven leaf disposal 
units will be developed for the 
park and cemetery market, 


which will supply additional out- 
lets for the products of the Ra 
cine plant in what would other- 
Also. a 


will be 


wise be an off-season. 


lawn mower attachment 
and the addition of a 


to the 


available 


snow blower line is con 
templated. 


STEVENS LEVEL NAMES 
TREAS. ASS’T. GEN. MGR. 
The 
Stevens as 
tant 
E. A. 


ion Falls, 


Donald 
assis- 
manager of The 
Level Co., New- 
Ohio, marks the en- 
third 
family 


appointment of 
treasurer and 
general 
Stevens 
trance of the generation 
of the 


management of that 


Stevens into the 


oncern, 





DONALD STEVENS 


The late E. A. Stevens found- 
ed the 1913 
line levels as its principal prod- 


company in with 


uct. In 1919 he was joined by 
his son, Ernest A. Stevens, who 
became president at his father’s 
death in 1925, and who has 


since expanded the business to 
include the production of every 


cial level 
type of commercial level, 


S. H. REASER DIRECTS 
MYERS ADVERTISING 


F. E. Myers, II, vice-president. 
The F. E. Myers & Bro. Co.. 
Ashland, Ohio, manufacturers of 
farm operating equipment, re- 
cently announced the resignation 
of S. S. Burnett, for many years 
advertising manager of that com- 
time Mr. 


pany. At the same 


Myers announced that matters 
formerly handled by Mr. Burnett 
are now in charge of Edward H. 
Reaser, assistant advertising 
manager of the company. 


S. S. Burnett is now a partner 


in Advertising, Inec., 120 W. 
Main St., Ashland, Ohio, an ad- 
vertising agency serving manu- 
facturers and other accounts 
within a 100 mile radius of Ash- 
land. Mr. Burnett has had 27 


years of advertising, promotion, 
merchandising and sales training 


experience, 


R. A. WINTER HEADS 
FEDERAL TOOL SALES 


Federal Tool Corp., 3600 W. 
Pratt Blvd., Chicago 45, Il. has 
announced — several — personnel 
changes, 


Richard A. Winter, 


assistant sales manager has been 


formerly 


appointed general sales manager 
in charge of all sales and adver- 
tising activities. 

John C. Krieg, formerly sales 
representative for Ross Coles & 
Ekco Products, Chi- 
cago, will assume the position ot 


Co., and 


assistant sales manager under 
Mr. Winter. 
Clement Bertolino, Jr., form- 


division of 
Winchester Repeating Arms Co.. 
San 


erly with electrical 


Francisco, has been ap- 


pointed sales manager of the 


advertising specialty division. 


WARNER HDWE. NAMES 
RHODES, ADV. MANAGER 
Edward W. 
appointed advertising 


of the Warner 
suc ceeding the 


Rhodes has been 
manager 
Hardware Co., 
late Martin J. 
Olsen who had held the position 
for the Mr. 


Rhodes was formerly in the ad- 


past 26 years, 
vertising department of the In- 
ternational Milling Co., Minne- 
ipolis, Minn., and prior to that 
advertising manager of the 


A.C.L. Haase Co., St. Louis, Mo. 


Was 





EDWARD W. RHODES 


U. S. EXPANSION BOLT 
NAMES MID-WEST MGR. 
G. M. Arisman, Jr., 


| 
| dent and general manager 
U.S 


vice-presi 
if 
. Expansion Bolt Co.. York. 





E. I. BELCHER 
Pa.. has announced the appoint 
ment of E. I. Belcher, Tri-State 
district sales manager in the 
Ohio, Indiana and Michigan ter- 
ritory. Mr. Belcher makes his 
headquarters at 224 Defiance 
Avenue, Findlay, Ohio. 

Mr. Belcher, in’ taking over 
the responsibilities of his new 
territory. will be contacting 
wholesale supply houses in the 


hardware, electrical, plumbing 
and industrial fields. 

Previous to joining U. S. Ex- 
pansion Bolt organization, he was 
the branch manager of the Find 
lay, Ohio, factory branch of the 


Holland Furnace Co. During the 


wal he served as chief electrician 
aboard a mine sweeper in_ the 
South Pacific. 


GENERAL PRODUCTS BUYS 
FIX SPINNING REEL 


General Products, Englewood, 
N. J... manufacturers’ represen- 
tative, have been granted ex 
clusive selling rights for the 
Fix spinning reel in the United 
States. Both right hand and left 
hand manual and  automati 
reels will) be carried in’ stock 


as well as additional spools and 


replacement parts. Distribution 


will be effected through whole 
salers and dealers at standard 
trade discounts, with the man 


wal reel listing at $22.50 


COLONIAL BRUSH MOVES 
TO NEW PLANT 
Colonial Brush Mfg. Co., Ine. 
Mass., has 
the removal of the entire plant 
to 160 Washington St., North. 
Boston 14, Mass. In seven years, 


Boston, announced 


the plant has expanded from 
2500 sq. ft. to 40,000 sq 
HARDWARE AGE, MAY 4, 1950 











HARDWA 











appoint- 
Tri-State 
in the 
igan ter- 
ake= his 
Defiance 


ing «ovel 
his new 
pntacting 
s in the 


plumbing 


. Ss. oe 
n. he was 
the Find 
h of the 
uring the 
Jectrician 


‘ry oin the 


&rS BUYS 
REEL 


nalewood, 
repre sen- 
inted ex 

for the 
ie United 
1 and left 
automate 
in stock. 
pools anid 
istribution 
oh whole 
standard 
the man 
50 


MOVES 
NT 
 Co., Ine.. 
announced 
ntire plant 
st... North. 
even years, 
rded from 


sq 


y 4, 1950 





SEE WHAT 


SIMONDS 


offers in these famous 


“RED END” 
Hack Saw Blades 


ACCURATELY MILLED TEETH 


Simonds Design Tooth Shape, maintained by accurate milling, 
provides perfectly formed teeth of exact height. This distrib- 
utes wear evenly to all teeth with resultant longer cutting life. 


4 ‘ PRECISION SET TEETH 


Machines of advanced design set the teeth to exacting toler- 


ances. This not only provides adequate clearance but results 
in straighter cuts throughout the life of the blade. 


UNIFORM HARDNESS 


Simonds Method of Heat Treating produces uniform hardness 
throughout the length of the blade unapproached by conven- 
tional heat treating methods. As a result, there is no variation 
in the grain structure of the steel and the teeth hold a cutting 
edge longer. This means consistently better cutting perform- 
ance and low cutting costs. 


A RIGHT’ BLADE FOR EVERY NEED 


Simonds High Speed, Molybdenum, and Standard Steel Blades 
provide a “right” blade for every job — hand.or power. All 
standard sizes are available from stock through your local 
Simonds Distributor. Consult the Classified Telephone Direc- 
tory under “SAWS” or write the nearest Simonds Branch. 


SIMONDS 


SAW AND STEEL CO. 











NDS 
poco = . 
HIGH $ 065-10T 


ANY 













14'x1%4«- 










FITCHBURG, MASS. 


Branch Offices in Boston, 
Chicago, San Francisco and Portland, Ore. 
Canadian Factory in Montreal, Que. 


GET THIS SMART NEW COUNTER DISPLAY designed to help you 
sell more “RED END” Hack Saw Blades. All metal, it holds 100 blades 
for handy counter sale, is only 10° long. Furnished FREE with a mini- 
mum order of 200 “RED END” Blades. Get full details from your Jobber 
bets SBF , . or the nearest Simonds office. 
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Ekco Products Co. Wins Lewis & Conger 
Home Safety Award for Ekconomic Cooker 


The Fifth Annual Safety Award 
Dinner under the sponsorship of 
Lewis & Conger, New York City, 
the 


was held on April 24, at 

Waldorf - Astoria Hotel, New 
York City, at which time the 
first award was made to the 


Ekconomic pressure cooker and 
sterilizer which features low 
pressure cooking at 3°%4 lbs., and 
a new interlocking device which 
makes it impossible to open the 
cooker until the pressure drops 
to % lb. or less. The award was 
accepted by Benjamin Ragir, 
president, Ekco Products Co., 
Chicago, from Richard V. Lewis, 
president of Lewis & Conger. 
The chief speakers at the din- 
ner were Oscar R. Ewing, Fed- 
eral Security Administrator, and 
Raymond Loewy, industrial de- 
Newbold Morris, former 
New York City 


as toastmaster. 


signer. 
president of 
Council, presided 

Safety awards 
several other manufacturers, 
namely: Proctor Electric Co., 
Philadelphia, for the Hi-Lo iron- 
ing table; Allen Industries, Inc., 


were given to 


Detroit, Rubber-Loc, rug cush- 
ion; Rival Mfg. Co., Kansas 
City, Can-O-Mat; Wooster Rub- 
ber Co., Wooster, Ohio, Safti- 
Cup bath mat and Tredeasy floor 
mat; Bell Electric Co., Chicago, 
No-Shok extension cord set; 
Gard-Rite, Inc., New York City, 
Gard-Rite Vin- 
cent J. Lawler Co., Los Angeles, 
safety 


window guard; 
screen door and window 
hook, and Glencoe Electric Co., 
New York, for molded rubber 
heating pad with neon - light 
switch. 


The panel of judges which se- | 


lected the winning products con- 
sisted of: Ned H. Dearborn, 
president of National Safety 


Council; Eloise Davison, former | 


of New York Herald- 
Institute: Katharine 


director 
Tribune 


Fisher, director of Good House- | 


keeping Institute; Richardson 
Wright, editor of House & 


Garden; Julien Elfenbein, editor 
of House Furnishing Review; 
Col. John Vassos, founder-presi- 
dent of the American Designers’ 
Institute. 








GLEASON MGR. EUREKA 
DISPOS-O-MATIC DEPT. 


The appointment of John M. 
Gleason as manager of the Dis- 
pos-O-Matic department, Eureka 
Williams Corp., Bloomington, 
Tll., was recently announced. 
his 


was 


Prior to assuming 
position Mr. 
president and general sales man- 
ager of Otarion, Inc., Chicago, 
makers of hearing aids. He is a 
former manager of Wright, Sono- 


new 


Gleason vice 


vox, Inc., and account executive 
for Free & Peters, Inec., radio 
and television station represen- 


tatives, 
Plans have been formulated for 
intensification and expansion of 





JOHN M. GLEASON 


184 


waste food Dispos-O-Matic sales, 
Mr. McCarthy maintained. 

In setting up Dispos-O-Matic 
departments in Eureka branch 
offices, now located in many large 


| cities, we plan to provide cen- 


tralized service direct to users 

for our dealers and home build- 

ers, 

W. A. GORRELL ELECTED 
EXEC. VICE-PRESIDENT 


FOR BRUNING BROS. 

Eugene F. 
more, Md., has announced 
election of Walter A. Gorrell as 
director and executive vice-presi- 
dent of the company. 

Eugene F. 
and Irvin Ebaugh, vice-president 


and treasurer, will remain in 
their respective capacities. 

Mr. Gorrell was previously 
associated with Sherwin Wil- 
liams Co., of Cleveland, which 
| ultimately led him to the top 
executive post with John Lucas 
& Co.. Inc. 

Mr. Gorrell also served as 


president of the Philadelphia 
Paint, Varnish & Lacquer Asso- 
While president of the 
association, he was responsible 
for the establishment of 
George Heckel Memorial Schol- 
Drexel Institute of 
Technology, in Philadelphia. 
Mr. Gorrell then became presi- 


of E. J. McAleer & Co., 


ciation, 


arship at 


dent 


Bruning, president | 
of Bruning Brothers, Inc., Balti- | 
the | 


Bruning, president, | 


the | 


| Philadelphia and directed that 
company’s contribution to pro- 


| duction of materials for the 
| armed services. 
While president of E. J. | 
McAleer, he served as a trustee 
|and national president of the 


| Pressed Metal Institute, in addi- 
tion to being chairman of the 
Philadelphia Chapter. 

Mr. Gorrell continued as 


recently, returning to the paint 
industry as executive vice-presi- 
dent of Bruning Brothers. He 
make his headquarters at 


will 





WALTER A. GORRELL 


1209 E. Chase Street, Baltimore, 
retaining offices at 1420 Walnut 
Street, Philadelphia. 


DISTRICT MGR. IN EAST 
FOR DUO-THERM DIV. 


Duo-Therm Division of Motor 
Wheel Corp., Lansing, Mich., has 
appointed Carlton, 
Eastern manager. Mr. 
Carlton’s territory includes Mary- 
New | Jersey, 


James C. 
district 


land, Delaware, 
Washington, D. C., 
| Pennsylvania and Virginia, plus 
Metropolitan New York. 

Mr. Carlton 
| Wheel in 
he 
Division 


Motor 


joined 
the Duo-Therm 
and 
partment. In 1936 he was ap- 
pointed district manager for the 
Western territory. 


| year joined 


sales service 


GARY STEEL LAWN.- 
MOWER PRODUCTION 
CURTAILED 
Steel Products 
Norfolk, Va., has an- 
that its lawnmower 
sales and production for the cur- 


The 
Corp., 
nounced 


Gary 


tailed due to lack of engines. The 
company has so notified its cus- 
tomers so they may have an op- 
portunity to purchase their re- 
quirements elsewhere. 


and parts of | 


president of E. J. McAleer until | 





WILLIAM P. GILLESPIE 


DISSTON CHAIN SAW 

SALES MGR. NAMED 
William P. Gillespie, manager 
of the market requirements de- 


| partment of Henry Disston & 
| Sons, Inc., Philadelphia, has 
been named manager of chain 
saw sales for the Philadelphia 
| firm. 

Mr. Gillespie succeeds Ell- 


| wood J. Gebhart, who is being 
| assigned to a key research and 
| development post at the factory 


| for 


in Philadelphia. 
Selling in 47 of the 48 states 


Disston, manufacturer of 


| saws, other tools, hardware and 


alloy steels, Mr. Gillespie during 
the late 30’s became acquainted 
with thousands of dealers and 
wholesalers. 


In addition to his regular du- 


ties, Mr. Gillespie assumed a 
special assignment in 1945 and 
1946 to direct chain saw sales 
through Disston’s hardware 
salesmen. His group moved 1/6 
of Disston Chain Saw sales in 
that period. 

Mr. Gillespie joined Disston 


|as a junior salesman in 1936, 


1929. The following | 


de- | 


| tomer, 


rent season has been greatly cur- | 


and for four years traveled from 
one end of the country to the 
other selling Disston hardware 
item—hand trowels, and 
files. 

In 1940 he was brought into 
Disston’s main headquarters and 
assigned to a job in the hard- 
ware sales department where he 
expanded his knowledge of cus- 
dealer and_ distributor 
problems and expedited war- 
time government orders. 


saws, 


HIBBARD SPENCER 
SPRING CATALOG 


Hibbard, Spencer, Bartlett & 
Co., hardware. wholesalers, 
Evanston, IIl., issued its 
Spring True Value Week catalog, 
one million of which are to be 
circulated to its dealers. All the 


has 


| products included in the catalog 


are illustrated and described 
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LUCAS is the strong line that 

brings thousands of dealers bigger 

volume, healthier paint profits. 

A COMPACT LINE—only products 

and colors of proven popularity. 

ENVIABLE QUALITY —backed by 

over a hundred years of paint know- 

how. EFFECTIVE SELLING AIDS 

—more and better, as any 

Lucas dealer will tell you. a ; 

PERSONAL COOPERATION— énee Dike TAX. D 
from Lucas representatives and 

home office. You owe it to 

yourself to learn the advantages 

of “tying-up” with Lucas. 


Your inquiry will bring a 
prompt response and full details. ‘ AY 


oh 
eo 


Ree!’ LUCAS & COMPANY, NE SoZ 


pres 








JOHN LUCAS & CO., INC., ADMINISTRATION OFFICES: PHILA.. PA.- Offices, Factories, Warehouses in Principal Cities 
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No. 174-P 


“UTILITY” 


° SarerY fot Can Opener and Bottle 


Opener with plastic handle 


Automatic spring adjustment 
prevents binding or slipping— 
holds can securely for pouring 
preheated contents. 

Made cf heavy gauge steel, 
brightly chrome plated, with 
molded plastic handle. 
Individually boxed. Retail 
price —59c. 


® Here's the new Vaughan 
chrome plated can opener that 
sells on sight. Bright red plas- 
tic handle, plus ‘“‘safety roll’’ 
feature, makes it a must for 
colorful kitchens. Effortless 
and safe to use, it rolls the edge 
smooth as it holds and opens 
square, round or oval cans. 


baughan 


VAUGHAN MfFG., CO. 
3211 Carroll Avenue * Chicago 24, Ill. 
Half-Century of Quality and Service 





World's Largest 
Manufacturer of 
Bottle Openers 
and Can Openers 





QWERFUL AD 


in HOSE MAGAZINES... 
LIFE...LADIES’ HOME JOURNAL 


SATURDAY EVENING POST...HOUSEHOLD 
BETTER HOMES AND GARDENS 
GOOD HOUSEKEEPING...FARM JOURNAL 





meat noe atid more SALES 
and PROT Tor You this Sg With 


Pouma-broom 
 WHISK-OFF 





Display them and you sell them! Check 
your listings and order your stock today! 


MODGLIN COMPANY INC., Los Angeles 65, Calif. 


New York 16, N.Y. ¢ Chicago 9, Ill. * New Orleans 13, La. | 
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Eastern Hardware Golf Association 
Plans Tournament, May 18, 19, 20 
At Shawnee-on-Delaware, Pa. 


H. L. Gilliam, 
Eastern Hardware Golf Assovia- 
tion, 30 Rockefeller Plaza. New 
York City, has announced that 
its 14th annual tournament will 
be held May 18-20. 1950. at the 
Shawnee Country Club. Shawnee- 
on-Delaware, Pa. \lembers are 
requested to make their reserva- 


secretary, the 


tions directly through the man- 
agement of the Shawnee Country 
Club. 

All players must qualify on 
Wednesday. May 17, with 18 
holes of Medal Play, 
lecting their own parties for the 
qualifying round. Players will 
be matched on the 
their qualifying round scores in 
flights of eight with the eight 
players having the lowest medal 
constituting the Cham- 


All flights will 


’ 
piavers se- 


basis of 


scores 


pionship Flight. 


be paired in foursomes 
holes of match play on Thurs 
day, May 18. At the end of the 
round with 
winners will be matched agains 
each other to determine the fina 


ists for 18 holes of match play 
on Friday, May 19. The cards 
of the two losers in each four 
some will be matched to provic 


finalists in the defeated fours 
Matches will be provided for al 
players on Friday, May 1°. wil 
awards provided for winnet 
runners-up and first and secon 
consolation match winner- 

The entertainment committe 
has arranged a special program 
for the evenings. On Friday ey 
ning. May 19, there will be th 
final dinner for the election o 


officers and governors an¢ 
distribution of awards 











FRANK S. CHRISMAN 


F. S. CHRISMAN HEADS 
PLAYTIME BOARD 


Frank S. Chrisman, for many 
years associated with the South 
Bend Toy Mfg. Co., has recently 
resigned his position as president 
and general manager of that 
organization to accept the ap- 
pointment of chairman of the 
hoard of Playtime Products. Ine.. 
Warsaw, Ind. 

Mr. Chrisman joined the South 
Bend Toy in 1901 as a_ time- 
keeper. In 1908, after 
various office 


holding 
positions, he was 
salesman for — the 
In 1914 he 
purchased a part of the 


appointed 
northwest territory. 
interest 


of John W. Teel, one of the 


founders, and became secretary 


and sales manager. In 1930 he 


was made vice president and 


general manager, and in 1939 


was appointed president and 


HARDWARE AGE, 


general manager, which po-itior 
he held until his recent resigna 
tion. 

Frank S. Chrisman’s afhliation 
with Playtime Products, Inc.. re 
establishes a father and son 
team. Jack Chrisman, 
of Playtime Products, Inc., is the 
son of Mr. Chrisman and was 
associated with his father in the 
South Bend Toy Mfg. Co.. fron 
1934 until 1946. He was vir 
president and treasurer at thi 
resigned to take ovel 


president 


time he 
management of the Warsaw 
plant which he had purchased. 


Other officers are: Richard A 
Miller, vice president, and Ro- 
bert A. Smallwood, sales mana 


ger. Jack Chrisman states that 
plans are being formulated fo 
broadening of the company’s 
manufacturing operation= to in 
clude 


ucts. 


additional consumer prod 
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ELECT THREE TO BOARD 
OF STRATTON TERSTEGGE 

The election of three veteran 
members of the management 
-taff to the board of directors 





CHARLES F. ATKINSON 


of Stratton & Terstegge Co., 
Louisville, Ky., and New Albany, 
Ind., has been announced by 
President Wilton H. Terstegge. 





CHARLES LONG 


Charles F. Atkinson, who has 
been with the hardware and 





E. M. CLIFFORD 


sporting goods division of the 
company for more than 25 years, 
and is now general manager of 
the wholesale division, was elect- 
ed to the board. Also Charles 
Long, manager of the manufac- 
turing division, who makes and 
merchandises the line of My 
Buddy tackle boxes and = Falls 
City minnow buckets. 

FE. M. Clifford. manager of the 
anchor division which manufac- 
tures and distributes a complet 
line of heating equipment, was 
added to the board. 

W. H. FELDMANN HEADS 

WORTHINGTON SALES 


H. C. Ramsey. president of 
Worthington Pump & Machinery 
Corp., has announced recently 
that Walther H. Feldmann, who 
has resigned as president of the 
corporation’s subsidiary company. 
Electric Machinery Mfg. Co... 
Minneapolis, has been named 
Vice-president in charge of sales 
for Worthington Pump & Ma- 
chinery Corp., Harrison, N. J. 

Mr. Feldmann joined Electric 
Machinery Mfg. Co. in 1922, 
after having served as a powet 
sales engineer with Consolidated 
Gas, Electric Light & Power Co.. 
of Baltimore. Advancing with 
E-M, he served successively as 
district manager, general sales 
manager, vice-president and gen- 
eral manager until his election 
as president in 1944, 


WHIRLPOOL NEW NAME 
FOR 1900 CORP. 


The new name Whirlpool 
Corp., was adopted recently by 
one of the leading manufacturers 
of home laundry equipment, the 
Nineteen Hundred Corp., St. 
Joseph, Mich. 

The St. Joseph firm, home 
laundry equipment field for 
more than 50 years, makes wash- 
ers, dryers, and ironers. In the 
past year, officials explained, re- 
organization of production and 
sales programs. plus intensive 
promotion, has expanded the 
Whirlpool division considerably. 

Officials made clear that the 
position of its Kenmore line is 
in no way altered by the change. 


DALLAS HOUSEWARE, 
GIFT, LAMP SHOW 
SEPT. 3-8 


Allen Ray, managing director, 
has announced the formation of 
the Dallas Lamp, Gift and 
Houseware Show to be held 
Sept. 3-8, at the Agricultural 
and Poultry Buildings, State 
Fair Grounds, Dallas. The show 
will occupy two buildings which 
will hold 200 exhibitors with 
spaces 10 by 20 ft. 
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LEN “Sett 


MORE WITH 
LESS EFFORT" | 





e SMALL SALE 
| INTO A PROFIT” 

























It wastes your time and often makes you break into 
stock to fish out one or two small cap or set screws 
for a customer. Let him browse and buy more! 


Allen pioneers the replacement market for Allen head 
cap screws, set screws, keys and the new market for 
key kits with ten different units... counter displays, 
boxed assortments and complete counter display 
merchandisers. Ask your Allen distributor about Allen 
retail sales aids... for 
quicker, easier, greater 
profit per square inch 
of selling space. 


artford 2, Connecticut, US.A. 


NEW YORK, CLEVELAND, DETROM, CHICAGO, LOS ANGELES 
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CAMFIELD APPOINTS 
CRAMER CHICAGO 
SALES HEAD 
William B. Cramer has been 


named Chicago district sales 
manager of the Camfield Mfg. 





WILLIAM B, CRAMER 


Grand Haven, Mich., it was 
innounced recently, 
the Mr. 


Cramer has been in charge of 


CAs 


For past five years 
merchandising traffic appliances 
the Milwaukee, Wis., retail 
chain of Ed Schuster Stores. 

In his capacity, Mr. 
Cramer will supervise sales and 
merchandising activities in the 
territory for Camfield 
1utomatic “Tete-a-Tete” Toasters 
and other products. 


for 


new 


Chicago 


EKCO NAMES THREE 
VICE-PRESIDENTS 


Che appointment of three new 
vice-presidents at Ekco Products 
Co., Chicago, was announced re- 
cently by Arthur Keating, chair- 
man of the board. 

They are: Jack Kollman, vice- 
president in charge of Chicago 
Purley Crandall, 
vice-president in charge of Gen- 
eva, New York, 
William 


dent in charge of Ohio manufac- 


manufacturing; 


manufacturing, 
ind Gazey, vice-presi- 
turing. 


Mr. 


years 


Kollman, 


with 


who has 
Ekeo 
manager of the company’s Chi- 
He started 
has 


spent 


25 has been 


cago plant since 1946, 


bench worker and 


as a 
worked in all manufacturing de- 
partments of the large house- 
wares company. 

Mr. Crandall has been with 


Ekeo since 1929. He was trans- | 
ferred to England in 1937 in con- 
nection with the organization of 
Ekco’s English subsidiary, 
Platers and Stampers, Ltd. He 
has been in charge of the Gen- 
1938. He also | 
charge Ekco’s | 


eva plant since 


has been in of 


188 


wooden-ware operations at Locke 


| Mills, Maine. 


| division of 


| 
| 


Mr. Gazey came to Ekeco from 
the Chase Brass Copper Com- 
pany in 1945. In 1947 he was 
placed in charge of Ekco’s Mas- 


sillon, Ohio, plant. His new du- | 
| ties will cover manufacturing at 


Massillon and Byesville, Ohio. 
D. R. WAGNER HEADS 
LINSEED OIL SALES 


Donald R. Wagner has been 
promoted to supervisor of Pol- 


| mer-ik linseed oil sales, Eastern 


A rcher-Daniels-Mid- 
land Co. 

Mr. Wagner will Pol- 
mer-ik linseed oil sales in metro- 
politan New York, New Jersey, 
and New England areas from the 
New York office. 

Before joining the ADM Pol 


direct 





D. R. WAGNER 


18 


was employed 


mer-ik sales department 


months ago, he 
by the Dayton Co., and Juster 
Brothers, Inc., both Minneapolis 
He assistant 
director of the Min- 
Acquatennial in 1948. 


retail firms. was 
publicity 


neapolis 


ASHBACH BUYS INTEREST 
IN WILCOX-GAY CORP. 
Ashbach, president 
of the Ashbach Co., 
parent company of Garod Radio 
Corp., Brooklyn, N. Y., has an- 
the 


Leonard 
Leonard 


nounced acquisition 


of a} 


substantial equity interest in the 


Wilcox-Gay Corp., manufacturers | 


of television and recording de- 
vices, of Charlotte, Mich. 
Ashbach will chairman- 
ship of the under 
terms of the transaction. 
Mr. Ashbach that 
plans are under way for full pro- 
duction and expansion in the 
Wilcox-Gay plant for the manu- 
facture of TV re- 
corders, and TV cabinets along 
with plans for a continuous full 
production in Garod’s Brooklyn 


assume 
board 


revealed 


receivers, 


plant. 


Mr. | 


the | 


The bulk of the Wilcox-Gay 
production facilities and cabinet 
plant will be converted to the 
manufacture of Majestic tele- 
vision and radio receivers. 


FAIRBANKS, MORSE 
BRANCH APPOINTMENTS 


Two changes in branch house 
management organization 
recently announced — by 
banks, Morse & Co., 
Michigan Ave., Chicago. 

J. C. Elmburg, who has for 
the past three years been man- 
ager of the Atlanta branch, has 
been transferred to Portland, 
Ore., where he has assumed the 
duties of branch manager, suc- 
ceeding Howard Oxsen. Mr. Ox- 
returned to San Fran- 
manager of 
engine sales in that area. 


were 
Fair- 
600 S. 


sen has 


cisco to be diesel 


George A. Hawkins has been 
appointed manager of the At- 


lanta branch. Mr. Hawkins has, 


for the past several years, been | 
manager of the company’s sub- | 


branch at Minneapolis. 


FORM EVERGRIP 
PRODUCTS CORP. 


Paul Strand, president of the | 


Stransky Products Corp., man- 
ufacturer and distributor of Ev- 
ergrip picture hangers, push 
pins, cup hooks, has announced 
the formation of a new firm, 
Evergrip Products Corp., 261- 
257 Canal St., New York City, 
13. The new company will con- 
tinue the manufacture and dis- 
tribution of Evergrip products. 
Other officers are: Kyrle Elkin, 
executive vice-president; Selma 
Musswir, secretary-treasurer, and 
Sara F. Weil, assistant treasurer. 





RALPH H. LANGSAM 








vice-president in charge of sales | 


for Masback, Inc., 330 Hudson 
St., New York City 13, whole- 


salers, who was recently elected | 


vice-president of the National 
Toy Wholesalers Association, 


{ 


WINCHESTER NAMES 
G. E. FROST MANAGER 
PRODUCTS SERVICE DIV. 

George E. Frost, Alton, Illi- 
nois, has been appointed mana- 
ger of the newly-created products 





FROST 


GEORGE E. 


service division of Winchester 
Repeating Arms Co., division of 
Olin Inc., New 
Haven, Conn. 

The new division 
sponsible for service to custom- 
products 


Industries, 
will be re- 


ers on all company 
manufactured in New Haven. 

Mr. Frost came with Western 
Cartridge Company, now an Olin 
Division, in 1935. His previous 
post was technical adviser to the 
sales departments of both Win 
chester and Western Cartridge, 
which he assumed in 1939. 

In his first four years with 
Western, Mr. Frost was with the 
Research and Development divi 
sion and the smokeless powder 
engineering department. 

Mr. Frost entered World War 
If in March, 1941, as first lieu 
sattery F 123rd 
the Tlinois 


tenant with 
Field Artillery of 
National Guard. 

Long recognized as one of the 
rifle and_ pistol 
member of the 
famous East Alton Rifle Club, 
Mr. Frost shot with the team 
that won many regional and na- 
tional rifle championships be 
tween 1936 and 1940. 


country’s 
and a 


top 


shots, 





MATZKE IN NORTHWEST 
FOR COLUMBIANA PUMP 


The Columbiana 
Columbiana, Ohio, has announced 
the appointment of William A. 
Matzke as its representative 
covering the states of Washing- 


Pump Co., 


ton and Oregon. 

Mr. Matzke has 25 years’ ex- 
perience in selling, 19 of which 
have been spent as a wholesaler’s 
He formed his 
sales agency in 1947. 


salesman. own 
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Display this trim, new 18-inch 
Worthington mower in your * Com 
store. Let your customers weigh Nd carp; ie ote, 
these big performance advan- ®Y one 
tages against its attractive price. 


CLOSE TRIMMING 
— Cuts within an inch 
of fences, trees, etc. 
_. . works both forward 
and backward in 


close quarters. 
EAsy 7 
tc) TR 
, dings Pee a N 
a baleen 
Be ea Ue 8 


Get the full story of this attractive 
Worthington 18 and other Rotary Disc Mowers with 
cutting widths up to 62 inches. Write us for details. 


WORTHINGTON MOWER COMPANY 


Stroudsburg, Pennsylvania 
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WESTERN-WINCHESTER 
ADD TWO SALESMEN 


Two additional salesmen have 
heen added to the sporting arms 
field staff of 


and ammunition 





GEORGE BOLTON 


Western Cartridge Co., and Win- 


chester Repeating Arms Co., 
Kast Alton, Ill They have been 


in the East 
and Rocky Mountain regions, ac- 


assigned territories 


cording to an announcement by 


Colonel W. F. Siegmund, gen 
eral sales manager, Olin Indus- 
tries, Inc. parent organization 
of Western-Winchester. 

George H. Bolton, Sr. will 
travel western New York and 


northwestern Pennsylvania from 
his headquarters in’ Rochester. 
New York. His district manager 
is Harry 

Paul J. 
quarters in 
the 


Swain. 
Smith, 


Denver, 


with head- 
Col.. 


section 


will 
cover eastern 
western sections of Kansas and 
Nebraska for 
Nichols. 
Bolton Is a 
York Skeet 
club repre- 


\ ork Ww hole- 


district manager 
Guy 
George director 


of the New 
tion and 


A ssa la- 
Was a gun 


-entative for a New 





PAUL SMITH 


190 


ot 
Colorado and Wyoming, and the | 


saler before taking his new posi- 
Western-Winchester. 


tion with 

Prior to 
Paul Smith 
distributor throughout 


he 


ammunition 


John Deere 
the 


the arms 


Wds a 
terri- 
will lor 


tory cover 


and company. 


He has shot competitive trap 


four years and carries a 97%. 
l6-yard average. In 1949. Mr. 
Smith was a director of the 
Kansas Trap Shooting <Asso- 


ciation, 


NAME ASS’T. TO V.P. 
PITTSBURGH GLASS 


Robert Wardrop has been ap 
the 
president, it was announced re- 
Richard B&B. Tucker, 
executive vice-president for Pitts- 
burgh Plate Glass Co. 


Formerly manager of advertis- 


pointed assistant to vice- 


cently by 


ing and sales promotion for the 


firm’s glass division, Mr. Ward- 


rop. will assist vice-president 
Frank W. Judson in’ handling 
major national accounts. 


Associated with the 
since 1935, Mr. Wardrop joined 


company 


the firm as a student trainee in | 


the He 


sively held positions of clerk and 


glass division. succes- 
territorial salesman at the firm’ 


Minneapolis warehouse and as 
manager, for three years, of the 
Duluth, Minn., 

During the war years Mr. 
Wardrop served with the U. S. 


(Army. 


warehouse. 


FATHER’S DAY COUNCIL 
OFFERS MATS, ADS 
Alvin Austin, director, Fath- 
ers Day Council. 50 E. 42nd St.. 
New York City rz. 


nounced a complete free news- 


has an- 
paper mat and ad service, copy 
of which service has been mailed 
daily and weekly news 
paper in the 
Canada. The newspapers in turn 
make these ads and cuts avail- 


able for dealer. While the illus- 
trations and text are institutional 


to every 


in nature, each ad permits the 
of merchandise 
and _ price. 


display actual 


ELECT TWO DIRECTORS 
FOR OLIN INDUSTRIES 


F. S. Elfred, general manager 
of the explosives division of Olin 
Industries, Inc., was elected a 
member of the board of directors 
of Olin Industries, Ine.. it 


announced recently by John M. 


was 


Olin, president. 

Mr. Elfred is a member of the 
hoard of directors of the Equit- 
Mfg. Co., East 
Alton, Ill. and its affiliates the 
Columbia Powder Co., Tacoma, 
Wash.. and the Egyptian Powder 


able Powder 


Western-W inchester, 


United States and | 


Co., Pollard, Ill. He 
Olin organization in 1937 
member of staff. 
Also elected a member of the 
board was Robert W. Lea, presi- 
dent of Johns-Manville Corp. 
Mr. Lea joined Johns-Manville 
March, 1939, as 
finance 


joined the 
a= a 


its executive 


Corp. in vice- 


president for and = was 


elected a director in 1940. In 
1946, Mr. Lea became executive 
vice-president of Johns-Manville 
and in September of that year 
was elected preside nt. 


BOYLE-MIDWAY CORP. 
PROMOTES FOUR 
Albert C. Arnhold is the 
division manager of the St. Louis 
division of Bovle-Midway 
New York. 


Territory to be included unde 


new 


Mr. Arnhold’s supervision in- 
cludes the entire state of Mis- 
souri, with the exception ol 
Kansas City. southern Illinois. 
| Oklahoma and western Indiana. 

Carl Dennison will head a 
newly organized midwestern 
| sales division. Mr. Dennison 
will make his headquarters in 





JOE F. BAKER 


Denver, Colo., and will supervise 
sales in Colorado, Nebraska and 


SYDNEY ULVICK FORMS 
OWN MFR’S. AGENCY 
Sydney A. Ulvick 
signed as manager of the builid 
| ers’ department 0 


has 


hardware 


Farwell, Ozmun. Kirk & Co.. st. 


Paul, to become a manufactur 





ULVICK 


SIDNEY A. 


with — head- 
Clair Ave 


ers representative 


quarters at 1929 st. 
} St. Paul. 

Mr. Ulvick joined Farwell’s in 
1927. After 


road, he 


on the 
to 
departm: nt. 


five vears 


was assigned the 


builders’ hardware 


and 10 years ago was appointed 


buyer. 

Continuing in the builder- 
hardware field, he is represent- 
ing Colonial Bronze Co., Tor 


| rington, Conn.; Newell Mfg. Co.. 
| Lowell, Mich., and Clinton Lock 


| Co., Clinton, lowa. His terri 
| tory includes Wisconsin, Min- 
| nesota, North Dakota, South Da 
| kota, Iowa, Nebraska and Mon 
| tana. 


= a charter mem 


Syd Ulvick 
ber of the Northwest Hardware 


Club and served as president in 


1948. He also is a charter mem 
ber of Architectural Hardware 
Consultants. 

Roger E. Meacham, who ha 


been with Farwell’s 10 years. has 
succeeded Mr. I lvick as 
the hardware 


department. 


man 


ager of builders 


KEYSTONERS LADIES NITE 


| The Keystoners Philadel 
| phia held Ladies’ Night on 


of 


lowa. Mr. Dennison has been 
with Boyle-Midway since 1936. 
Joe F. Baker has been pro- | 
moted to division manager of 
the Florida sales division, with 
Miami headquarters. 

The new Florida division man- 
ager is a former resident of 


Atlanta, Ga., where. prior to the 


war, he was with the A. & P. 
Tea Co. 

Lewis Seymour has been 
named division manager of a 


newly organized New York state 
sales division with headquarters 
in Albany. 

Mr. 


Boyle-Midway since 


been with 


1945, 


Seymour has 


April 28 at the Llanerch Coun 
try Club, Philadelphia, at which 
a lobster dinner was served and 
dancing was enjoyed. 

The regular monthly meeting 
of the club held at the Lu 


Lu Temple in Philadelphia. Priet 


Was 


to the formal business meeting 
the members were treated to 
cocktails and a smorgasbord din 
ner. 
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hank you 


a Billion times for helping us 


bring this better battery to the world 


NN 


THE BILLIONTH BATTERY 
"To our friends in the field, 
a special debt of gratitude..." 





At our headquarters in Madison, Wisconsin, we recently celebrated 
the production of the bi/lionth RAY-O-VAC LEAK PROOF 
Flashlight Battery. 


In itself this production achievement makes an auspicious showing 
for American competitive enterprise. To our thousands of employees 
and to our townsmen we have already expressed our appreciation 


and underlined the significance of this milestone. 


To you, our friends in the field, we owe a special debt of gratitude, 
for without your aggressiveness, enthusiasm, and facilities, this 
relatively new improvement in flashlight battery construction never 
could have reached the public in such large quantities and in such 
a short time. | 

Meanwhile, the first of the second billion RAY-O-VAC LEAK PROOF 
Flashlight Batteries are rolling off the production lines. We wish 
you every success as you climb to new peaks of sales achievement 
with this modern “‘package” of portable electric power—sealed in 
steel and known the world over. 

We can best express our thanks, we believe, by continuous efforts 


to better our product and by ever expanding our program of 
merchandising and selling aids for you. 


Sincerely, 


kay 


RAY-O-VAC COMPANY 





President 
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MANIX HEADS BRANCH 
FOR NICHOLS WIRE 
The Nichols Wire & Alumi- 

num Co., Davenport, Iowa, has 


announced the appointment of 





EDWARD C, 


MANIX 


Manix as manager 
of the South Deerfield, Mass.. 
branch of Nichols Wire & Alu- 
minum Co., Davenport, Iowa. 
This branch distributes Nich- 
ols Never-Stain aluminum nails. 
aluminum clothesline, and other 
products 


Edward i. 


aluminum — building 
through the New England region. 

Mr. Manix was formerly man- 
aver and treasurer of the Arms 


Mfg. Co.. South Deerfield, Mass. 


WEST COAST MGR. FOR 
PITTSBURGH PLATE PAINT 


The appointment of Albert D. 
Wagen as Pacific Coast divisional 
Pittsburgh Plate 
division has 


director for 
Co.'s 


been announced. 


Glass paint 
Pittsburgh 
Plate’s paint manufacturing op 
erations since 1935, Mr. Wagen 
joined the firm as an accountant 
at the Milwaukee plant. He was 
appointed Pacific Coast divisional 


Associated = with 


accountant during 194) and has 


served as assistant to the divi- 
sional director of west coast op- 


erations during the thre: 


years. 


past 


HOTPOINT MAKES THREE 
MARKET APPOINTMENTS 


David C. Marble, 
product — service 
been made 
sistant to F. J. 
president, on 


manager, 
division, has 
administrative as- 
Walters, 
range marketing 
policies for Hotpoint, Inc., Chi- 
cago, Ill. This enables Don J. 


vice- 


Irvine, also a staff assistant, for- | 


merly on ranges and electric 
water heaters, to devote his full 
time to developing sales _pro- 
grams on water heaters. 

John G. Praetz succeeds Mr. 
Marble as manager of the prod- 
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uct service division with responsi- 
bility for service policies on all 
appliances, and for service train- 
ing programs in the field. 


TRAMSEN MGR. FLOOR 
COVERING DEPT. FOR 
J. A. WILLIAMS 


J. A. Williams Co., hardware 
wholesalers, has announced tine 
appointment of Edward A. Tram 
sen as manager of the floor cov- 
ering department. Mr. Tramsen 


was formerly owner-operator of 





EDWARD A. TRAMSEN 


the Butler Floor Co., Butler, Pa., 
previous!y 


Molding 


associated 


Floor 


and was 


with the Thomas 


Co.. Chicago. 


PRANGE PROMOTED 
BY MOE LIGHT 
Lee B. Thomas, president of 
Moe Light, Inc., of Fort Atkin- 
Wis., has announced the 
of Howard C. 
general 


son, 
election Prange, 


formerly assistant man- 
ager, as vice president in charge 
of operations, a newly created 


office. Added 


ties were given Robert D. Burns, 


management du- 


treasurer and general manage 


who now assumes the responsi- 





HOWARD C. PRANGE 





ROBERT D. BURNS 


bilities of administrative vice 
president, 


re-elected 


Verrall Moe was 
vice president in charge of sales, 
and Kim Moe continues in his 


capacity of secretary of the com- 


pany. 


TORO NAMES SALES MGR. 
FOR BRAND MFG. CO. 


Robert W. Gibson, vice-presi- 
dent and general sales manager 
of Toro Mfg. Corp., makers of 
recently an- 
nounced the appointment .>f 
John R. O'Neill as sales 
ager for Brand Mfg. Company, 
a Toro subsidiary. Mr. O'Neill, 
formerly eastern sales represent- 
for Gary Steel Products 
Corp., becomes the first 
manager of this company, found- 
ed to supply priced power lawn 


lawn mowers, 


man- 


ative 


sales 


mowers to large merchandising | 


operations desiring machines to 
retail their brand 
names. 


under own 


WORTHINGTON HONORS 
INTERNAT’L STUDENTS 


Engineering students from 


nine foreign countries were pre- 


sented with certificates recently 
by Hobart C. Ramsey, president 
of Worthington Pump & Ma- 
chinery Corp., at graduation ex- 
ercises held at the Essex House, 
Newark, N. J. 

The occasion marked the com- 
pletion of a six-months’ techni- 
cal training program, for quali- 
fied foreign engineering students 
in the engineering and applica- 
tion of the corporation’s prod- 
ucts, The program was estab- 
lished 2] ago, and the 
students receive instruction from 
trained product experts in the 
corporation’s works at Harrison 
and Dunellen, N. J.; Buffalo and 
Wellsville. N. Y.: Holyoke, 
Mass.: and Newark, N. J., with 


actual experience in the shops 


years 


! ard laboratories. 
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JOHN MIZE SPEAKS AT 
KANSAS CITY CLUB 


“Let’s Make Promises!” was 
the subject of an interesting ad- 
dress given by John H. Mize, 
president of Blish, Mize & Silli- 
man Hardware Co., Atchison, 
Kan., wholesalers, when he spoke 
to 150 persons at the regular 
monthly meeting of the Kansas 
City Housewares Club at Hotel 
Phillips on April 7th. 

Mr. Mize, who is also presi- 
dent of the National Wholesale 
Hardware Association, expre-sed 
the hope that manufacturers, 
wholesalers and retailers in 1950 
would stimulate even more vigor- 
ously than ever the consumer's 
buying imagination to the point 
that 
vail in the indefinite future 


increased sales would pre 





JOHN MIZE 


Robert P. Ingram, club presi- 
dent, presided at the business 
which 
Mize’s address. 


session preceded Mi 


WESTERN SUMMER 
MARKET IN 
SAN FRANCISCO 
Western Summer Market will 

be held at the Western Merchan 
dise Mart, 1355 Market St., San 
Francisco, July 24 through 28. 
| according to an announcement by 
Frank K. Runyan, Mart 
dent. 


presi- 


| Mr. Runyan pointed out that 
| the Western Market in San Fran 
maturity and 


cisco has reached 


| has gained general recognition. 
| with Chicago and New York. a: 
one of the three major market. 
| distributing management 
Over 


made 


and 
| centers of the _ nation. 
| 80,000 buyer visits were 
| at the Mart during the past year. 
| On the nine vast display floors 
of the Western Mart, the lines 
of over 2300 manufacturers 0! 
all kinds of home goods arf 
| permanently shown. 


1950 
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No. 178 DUTCH DOOR QUADRANT 


% ~=An extremely 
profitable item of cast brass, fully polish- 
ed ond perfectly machined. This is a 
beautiful item and a good sales builder. 
The highest quality possible was built into 
this item as well as the Combination 
Screen Door Latch shown below. These 
are just two items selected from the 21 
Lines of Builders 
Hardware by Skill- 
man and can be 
purchased on 
same order with 
ony other Skillman 


items. 















No. 85 COMBINATION 
SCREEN DOOR LATCH 


* It is a 
heavy, rugged, attract- 
ive and smooth action 
item. Not only is it a 
profit-maker seasonal- 
ly but all year around ...and one of the 
most outstanding sales builders in Skill- 
man’s 21 Lines. The escutheon plates are 
-035 thick solid brass. There is a full 2” 
solid brass knob large enough to feel 
comfortable in the grasp of a grown man. 
Beautifully finished. It will pay you to fully 
study the wisdom of having Skillman as 


your major source of supply for Builders 


Hardware. 








\csnsnnenenenmnnenuen! 
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the gecwvanutacturer 


will huild your sales! 


... you don't have to be an “Einstein” to figure it!... 
small profit margins; customer's ‘‘come-backs"’; shelves 
still full; dwindling sales; contracts you expected award- 
ed competitors; potential customers “changing their 
minds”; . . . and the suppliers of short lines that you 
“leaned on” going out of business... all attest to the 
fact that ‘Cheap Johns" sales philosophy doesn't wear 
very well! .. . especially over a period of time. 


People do want high quality, long lasting 
hardware and are not only willing to pay 
for it but go out of their way to find it. This 
fact is proven by the constantly increasing 
sales of the one Skillman item alone, shown 


here—the No.85 Combination Screen Door 
Latch. Skillman's long line offers many items 
not found in catalogs of most manufacturers. 


& é 





BRASS ITEMS FROM A LISTING OF 
Zi complete Lines OF FINE 
BUILDING HARDWARE OFFERINGS 
ESTABLISH FOR YOU A STEADY 
DEMAND-BASED PROFIT! 
$i 
HARDWARE MANUFACTURING CO 


TRENTON-=-+§4 @ NE W JERSEY @ US A 
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DIXIE CUP NAMES 
REGION MANAGERS 


Dixie Cup Company, Easto: 


G & D NAMES AGENTS |. ©. Shannon, has recently re- ; the executive board. Other mem 

IN EAST tired after serving the company | bers of the executive board are: 
1 34 years. H. A. Taylor, Houston, Tex.. 
Serge G. Trewhetshey lias Seen . Plymouth Cordage Co.; Frank 


» ‘ 
i é as ¢ ‘edd the point 
named eastern representative for Pa., has announced the appoin 


- cng ye Ill., 3 = ment of A. H. Pickup and J. K 

ietz Co.; J. C. Scruggs, J. 

a ee ha a iia calidad Scruggs & Co., Nashville, Tenn.. 

ru s ) se of he us ss = , 

tee iced, under M. M. and W. S. Gardner, Gardner & 
Meredith, Chattanooga, Tenn. 


The company also announced 
\MeFarland sprayers and other the alteration of its Canadian 
and overseas operations, bring- 


Roberts, general manager. 


A. W. Porter has been trans 
ferred from Dayton to New York 


PERFECTION SALESMAN 
FOR TWO STATES 


. ames B. Moore has joined the 
ce section of General Motors| J8™ 7 th 
fn its pater 4 N staff of Perfection Stove Co.'s 


City. where he will handle the 
Frigidaire and household appli- 


overseas operations, with FE. Mes 
4 j Cleveland sales district, repre 
Madden, former Canadian an : 
os senting the company in North 
export sales manager, assisting : are 
; Carolina and Virginia. 
him. 


Mr. Moore until recently was 
associated with his brother in 


BARTON IS VICE PRES. 
OF OLD GUARD 


the furniture business in Roanoke 


Rapids, N. C. 





George C. Barton, Memphis, 
lenn., Ames Baldwin Wyoming 
Co.. was elected second vice- TEXAS WHOLESALERS TO 
S. G. TROUBETZKOY president of the Old Guard at HEAR GEN. WAINWRIGHT A. H. PICKUP 
the recent annual meeting of The annual convention of the 
products made by G & D Mfg. that group during the Southern Texas Wholesale Hardware As- . ee 
Co. Streator. Ill. His head- convention. In the previous issue sociation, will be held at the ennert as Tegional sales man 
‘ ers are at 30 ( ‘ s!.. it| was incorrectly stated that Plaza Hotel, San Antonio, June ee 
“gg ogee — “ei Mr. Pickup, who has left | 


Mr. Barton is the chairman of | 16-17. [The feature speaker, Fri- 
the executive board. and that day, June 16, will be General 
C. R. Eaves, C. R. Eaves & Co., Jonathan Wainwright. The elec- 
Chattanooga, Tenn., is a member tion of officers and executive 


New York City 7. : 
my post as Philadelphia sales ofhe: 


L. C. SHANNON RETIRES 
FROM FRIGIDAIRE 


of the executive board. R. R. committee members will take 

Phe Canadian and export man- Wendt is chairman of the execu-— place Saturday morning. Nat 
ager of the Frigidaire Division, tive board and S. K. Eaves, CC.) M. Johnson, Pearsall, is seere- 
General Motors, Dayton, Ohio, R. Eaves & Co., is a member of tary-treasurer of the association. 











J. R. BENNETT 


manager in order to take over 
the position of regional managet 
of the South Central Region, ha- 
been with the company since 
1939. He is making his new 
headquarters in Fort Smith, Ark 


Mr. Bennett, who was until 





recently Dixie food container 


representative in the South 


MAN AND WIFE TEAMS were present at the first “roundup” of committees to handle 
the 1950 convention of the Associated Pot and Kettle Clubs of America, to be held at 
the Feather River Inn, Blairsden, Cal., from June 21-25. The men are all members of the 
San Francisco Pot and Kettle Club, sponsors of this event. Al Auger, general chairman 
(stooping), briefed the men and women on the requirements of their various committees 
and received many ideas to incorporate into the convention plans. Mrs. Auger is seated 
second from left. The two end men, Milton Albin (left), publicity director for the club, 
and Jim Anderson (right) were the only stags at the dinner. The rest of the men are 
standing directly behind their wives. They are (left to right): Mr. and Mrs. Al Ormspy, 
sports, and Mr. and Mrs. W. G. McDonald, entertainment, and Mr. and Mrs. Walter Stone, 
National Secretary Fred C. Wood (president of the national club) and his wife, Mr. and 


Atlantic region, is now sales 
manager of that region and I 
making his headquarters in Dat 
He has been ith 


the company since 1933 


lington, S.C. 


Cc. F. ADAMS CO. SELLS 
FOR ROYAL MFG. 
Royal Mfg. Co.. Newnan, (a. 


Mrs. Frank Speckman, reservations, Mr. and Mrs. D. J. Bartelme, and Mr. and Mrs. Arthur k 

Greenberg. A full sports program, including golf tournaments for men and women, an has recently appointed 

inter-club golf tournament with president's cup going to the winning foursome, a soft- Adams Co., 120 S, Lake St.. Fort 

ball match, and a skeet shoot, was proposed. Plans for dances, a barbecue, and many Worth, Tex, to represent it im 
Texas. 


other events were developed. 
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Discuss Proper Marking of Paint, Varnish 


Brashes at Industry’s Association Meet 


The proper marking of paint 


and varnish brushes was one of | 


the chief topics at the recent 
33rd annual convention of the 
Paint & Varnish Brush Division 
of the American Brush Manufac- 
turers Association, held at At- 
lantic City recently. 

Those who participated in the 
discussion, according to Robert 
C. Fernley, secretary, emphasized 
the urgency for conforming to 
the trade practice rules for the 
industry as promulgated by the 
Federal Trade Commission. Rule 
two of these trade practice rules 


| is concerned with the misbrand- 
ing of industry products and 
rule three is concerned with the 
disclosure of composition, i.e., 
selling or distributing a brush 
the brushing part of which is 
composed in whole or in part of 
any material which by reason of 
its natural appearance or as a 
result of special processing sim- 
ulates bristle without clear and 
nondeceptive the 
true composition, where failure 
to so disclose the same has the 
tendency and capacity or effect 
of misleading or deceiving the 


disclosure of 





purchasing or consuming public. 








WESTINGHOUSE SPONSORS 
DEALER MERCHANDISING 
CONTEST FOR BULBS 


Westinghouse Lamp Division, 
Bloomfield, N. J., has announced 
that in conjunction with its con- 
sumer contest, it will sponsor a 
dealer contest simultaneously, the 
first award being $1,000. The 
consumer contest awards a prize 
to the person completing the best 
jingle about its light bulbs and 
that person will have on appor- 
tunity to double that $2,500 top 
award by naming Miss Wink 
from a picture showing a promi- 
nent woman’s head partly veiled 
by an orchid. Awards to dealers 
will be made for those who have 
outstanding displays and original 
merchandising ideas supporting 


the Miss Wink contest. 


SPAULDING DIRECTS 
LINSEED OIL DIV. 
TRADE SALES 


Glen A. Spaulding has been 
appointed to the newly created 
position of director of trade sales 
in the linseed oil division of 
Spencer Kellogg & Sons, Inc., 
Buffalo, N. Y., it was announced. 
Mr. Spaulding has an extensive 
background in the distribution of 
paints and varnishes and has 
specialized in this field for many 
years, 

Mr. Spaulding, district sales 
manager of the Baltimore terri- 
tory, has been transferred to the 
Buffalo office. He joined Spencer 
Kellogg in 1938 as supervisor of 
trade sales. He was loaned to the 
government for two years during 
the war as assistant chief of in- 
dustrial oils, fats & oils division, 
War Foods Administration. 

He rejoined the company in 
1944 at Buffalo and in 1945 was 
named to the Baltimore post. 

At the same time, it was an- 


nounced that Herbert L. Bayer 


has been appointed to succeed 
Mr. Spaulding as Baltimore dis- 
trict sales manager. Mr. Bayer 
joined the company in 1929. After 
serving in the New York office, 
he was transferred to Chicago in 
1933 as assistant district 
manager. In 1935 he returned to 
New York, where his position has 
been assistant district sales man- 
ager of the New York office. 
Stewart M. Rice will now take 
over the New York duties of Her- 
bert L. Bayer, specializing in 


sales 


industry. He joined Spencer Kel- 
logg in 1928, having served in 


products. He served in both the 
Boston and Chicago territories as 
assistant district sales manager, 
and since 1939 has supervised 
the sale of edible oils and other 
specialties in the New York office. 





A. Y. McDONALD MFG. 
OCCUPIES NEW BUILDING 


A. Y. McDonald Mfg. Co., Jop- 
lin, Mo., has recently moved into 
a new plant which is a short 
distance from the main highway 
artery of U. S. No. 66, and which 
has a spur of the M. K. & T. 
railroad on the property. There 
are also facilities for parking 
about 100 cars and trucks. The 
dealer showroom features bath- 
room and kitchen fixtures in 
homelike settings. More than 
35,000 sq. ft. of warehouse space 
is available. 


AINSLEY HEADS SALES 
IN TWO CAREY DEPTS. 


L. W. Clarke, vice-president 
in charge of sales, the Philip 
Carey Mfg. Co., Cincinnati 15, 
Ohio, has announced recently 
that C. W. Ainsley had been ap- 





pointed to the dual capacity of 
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oils for the protective coatings 


various divisions of the sales de- | 
partment, and is thoroughly fa- | 
miliar with all the company’s | 


sales manager of the industrial 
department and the home insula- 
tion department. 

Mr. Ainsley joined Carey in 
1947, having previously been 
with Certain-teed Products Corp. 
While with the latter organiza- 
tion he rose through various as- 

| signments to the position of in- 
dustrial sales manager. Prior to 
his present post, he represented 
Carey in the Columbus. Ohio, 
area. 
GOORIN FISHING 
TACKLE CATALOG 


The Goorin Co., wholesale dis- 
tributors of fishing tackle, 905 
| Fifth Avenue, Pittsburgh 19, Pa., 
| has published its 1950 Fishing 
| Tackle Catalog for dealers. The 
| catalog comprises 32 pages of 
nationally advertised brands of 
| fishing tackles. Copies available 
upon request. 





PLASTICS MEETING, IN 

NEW YORK, MAY 25-26 
The Plastics Film & 
Sheeting Conference to be held 
by the plastics industry will be 
sponsored by The Society of The 


first 


Plastics Industry, Inc., on Thurs- 
day and Friday, May 25 and 26 
at the Commodore Hotel in New 
York City. 
Leaders of this 
plastics 


branch 
will 


new 
of the industry 
learn of the latest developments 
in the marketing of plastic film 
meth- 
ods of the 
newest in materials. Papers will 


and sheeting, up-to-date 


manufacturing and 
be presented on the importance 
of vinyl film to the retailer, plas- 
tic upholstery fabrics in the fur- 
niture field, for 
printing on vinyl film, trends in 
stabi- 


new methods 


calenders, calendering, 


lizers, plasticizers, ete. 
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JAMES M. BARTON 


James M. Barton, formerly 
chairman of the board of direc- 


| Moon Tube Inc., died on 


| 
| 





JAMES M. BARTON 


April 14th at the Butler County 
Memorial Hospital, Butler, Pa. 
He had been associated with the 
National Tube Co. for 28 years 
before president of 
Fretz-Moon in 1929. He 
named board chairman upon the 
death of John Moon in 1942 and 
continued in that capacity until 
he retired in April of 1948 even 
though he had retired as presi- 
1945. 


becoming 
was 


dent in 


RAYMOND T. MESKER 
Mesker, 


Raymond T. secre- 


tary, 





tors and president of the Fretz- | 
Co., 


| 


| had 


| pacity, in 


| Industries, Inec., he 


Eve at St. Francis Hospital, in 
Santa Monica, Cal. 

At the time of his death, Mr. 
Mesker was residing at his home 
in Van Nuys, Calif., where he 
gone to recuperate from a 
He had not 


active in company affairs for the 


heart ailment. been 
past year and a half. 

Mr. Mesker joined the old 
Kant Skore Piston Company in 
Cincinnati, in an executive ca- 
1920. In 1927 
this company became Aluminum 


when 


continued as 


secretary and a member of the 


board of directors, which offices 


he held until he died. 
He is survived by his widow, 
Mrs. Katherine Mesker. 
FRANCIS I. KEMP 
Francis I. Kemp, manager of 
the Vertical Turbine pump di- 
vision, Worthington Pump & 


| Machinery Corp:, Harrison, N. J., 


Aluminum Industries, Inc., | 
Cincinnati, Ohio, died on Easter | 


died at his home on April 14. 
Mr. Kemp joined the Worth- 
ington organization in 1913 as a 


salesman in the St. Louis district 


office. He became district man- 
ager, first of the Kansas City 
office in 1921, and then of the 
San Francisco office in 1929, In 


1944, he assumed managership 
of the Vertical Turbine pump di- 
vision in Harrison. 


PAUL MILLARD 
Paul Millard, 


12, sales repre- 


sentative for C. M. McClung & 
Co., Inc., 501-519 W. Jackson 
Ave., Knoxville, Tenn., whole- 


salers, was killed in a head-on 


automobile crash. 
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Newest Thing 


for Bathrooms 


and Powder Rooms 
% 


eee te ee eae wee Ses 


This modern-style cabinet is not only selling 
by the thousands for bathrooms and powder 
rooms in new homes but is also fast replacing 
y . old-style cabinets in h that bei 
As Advertised in modernized. ee en we 
House Beautiful 
Good Housekeeping 


Better Homes & Gardens 


With a 16" x 26" center mirror and two swing- 

4 ing mirrors, which serve also as doors for the 
a right and left-hand cabinets, it is 36 inches in 
width and provides twice the storage space of 
en 9 the average bathroom cabinet. 


= 


we Seg ts fae oS ae ea ae a 


Finished in high-gloss, baked enamel. Copper- 
backed mirrors with stainless steel rim. Ad- 
justable glass shelves. Piano hinges—and other 


No. 449 Deluxe Model With 
Electric Dial Light 


Finished in high-gloss enamel with 
chrome trim in dial head. Colors: 
White, Pale Jade, Sky Blue, Citrus 
Yellow, and Shell Pink. Black ribbed 
rubber mat. Dial light powered by 
replaceable flashlight battery. 


No. 479, same model finished in 
gleaming all-chrome. 


features which make it an exceptional value in 


a LOW-PRICED CABINET. 


WRITE 17 Models 


FOR @ Write for descriptive 
LITERATURE literature on our complete 





No. 555 Waterfall Platform line of bathroom cabinets. 

Low streamlined styling. Colors: ; 
White with Black mat, also Pale Jade, { 
Sky Blue, Citrus Yellow, and Shell ideal 


Pink with marbleized rubber mats in 
matching shades. Dial head trimmed 
in chrome. 


No. 557, same model finished in 
all-chrome. 


No. 222 Low Boy 


The incomparable model that has no 
rival in value. Colors: White with 
Black mat, also Pale Jade, Sky Blue, 
Citrus Yellow, and Shell Pink with 
marbleized rubber mats in matching 
shades. Dial head all-chrome. 


No. 227, same model finished in 
all-chrome. 








Cabinet Corporation 


Division of Deslauriers 
Column Mould Co., Inc. 


DETROIT 4, MICH. 


7722 JOY ROAD 





The Brearley Co. 
Rockford, Illinois 


New York Office 
1125 Broadway 
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Bedroom closet Door with Richards-Wilcox Vanishing Door Hardware. Note that the door Another closet in same home. Note that door van- 


does not interfere with the chair, and does not take up any passage space between the bed ishing into wall-pocket allows placing of furniture 
and wall. where conventional door would swing. 


Every home-owner is a hot prospect! 
--- for R-W VANISHING DOORS 





Chairs, beds, and tables can be arranged permanently, more 


<r” 


<<” 


nett ibteesstre 


attractively and conveniently in homes where doors operate on 
og ~< Silver Streak R-W No. 1019 Vanishing Door Hangers and Track. 
: Only Silver Streak “‘opens the door’”’ so completely to modern 
living convenience. The newest development in hanger and track, 
by Richards-Wilcox, for the hanging of lightweight vanishing 
doors in thin wall-pockets built in a standard 2” x 4” studded 
wall, Silver Streak is also adapted for use on parallel residential 
wardrobe doors, 34” or more in thickness. 

Rolls on Ball Bearings—The Silver Streak hanger wheel, made 
of fine-weave cloth base bakelite, is equipped with extra high 
finish ball bearings for longer wear and smoother operation. 


Another Richards-Wilcox Standout 
R-W’'°s No. 020-2 BLUE STREAK 


a Self-Lubricating Door Hanger with OILITE BRONZE BEAR- 
SILVER STREAK INGS (Providing Perpetual Lubrication) 
R-W No. 1019 Vanishing Door 


1-%”" to 2-Y2" thick ighi 
engeee end thentmen euch: For doors 1-%4” to 2-'/2” thick, weighing up to 300 pounds... on 





garages, warehouses, factories, stores, barns and similar buildings. 








RICHARDS 
WILCOX 


“A HANGER FOR ANY DOOR THAT 


1880 
8 AURORA, ILLINOIS, U.S.A. Branches in all principal cities 

Reg. U.S. Pat. Of. SLIDING DOOR HANGERS & TRACK © FIRE DOORS & FIXTURES * GARAGE DOORS & EQUIPMENT 
OVER 70 YEARS INDUSTRIAL CONVEYORS & CRANES * SCHOOL WARDROBES & PARTITIONS 





StS 7 Nie) Melele) Beli. 7 Nil lemaeluiawi ail 
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SouTH BEND CROQUET 


MODELS FIT EVERY 
CUSTOMER NEED! 


™ 















Model 986 
Deluxe Six Ball Set 


Popularly priced South Bend Croquet is 
offered in 4 and 6 ball standard and deluxe 
models to meet every customer requirement. 
Each set has the same gay, colorful styling as 
well as the same quality manufacture, such as 
rock maple balls and hardwood mallet heads 
with screw-in handles. 


Show This Book. 


16 page, 2-color bobok— 
“How To Play Croquet” 
—describes complete his- 
tory and rules of game — 
25c list. Quantity dis- 
counts to dealers. 





SALES REPRESENTATIVES 
East—Julius Levenson, 7 East 17th St., N.Y. 
South—Louis Williams & Co., 3rd National 

Bank Bldg., Nashville, Tenn. 
Midwest—South Bend Toy Mfg., So. Bend, Ind. 
So. Calif. & S. W.—Anderson Sales Company, 

730 W. 10th Place, Los Angeles 15, Calif. 
No. Calif.—Standard Toy Agencies, 718 Mission, 

San Francisco, Calif. 

Denver & Pac. N. W.-Leo Scherrer, 2840 W. 
93rd St., Seattle 7, Wash. 


SOUTH BEND TOY MFG. CO. 
SOUTH BEND 23, INDIANA 


SOUTH BEND 


AMERICA’S FAMILY GAME 
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How's the Hardware Business ? 


(Continued from page 14) 


tion conference in Miami, Fla., 
that about 43 pct of all farm fami- 
lies with electricity have washers. 
Of all farm homes with electricity, 
38 pet have refrigerators; 25 pet, 
vacuum cleaners; 12 pct, electric 
ranges; 10 pct, water heaters; 7 
pet, sewing machines. 

Rural electrification has resulted 
in a big increase in bathroom, 
kitchen and other plumbing facili- 
ties. At present, however, only 27 
pet of farms with central station 
electric service have electric pres- 
sure water systems, Mr. Hutchin- 
son disclosed. 


Consumer Spending 
Reaches New High Rate 


National income, which means 
buying power, rose during the first 
quarter of this year, after falling 
in each quarter of last year, Con- 
gress was told by the President's 
Council of Economic Advisers. 
Production of all goods and ser- 
during the first quarter 
reached an annual rate of $258 
billion. Consumer spending rose 
to a new high rate of $181 billion. 
This represented a modest gain for 
the quarter, and indicated that 
most veterans were spending their 
G.I. insurance refund checks pru- 
dently. 


vices 


G. |. Refunds Bring 
Income to New High 


Personal income, swelled by spe- 
cial insurance dividends to vet- 
erans, again reached a new high 
in February, at an annual rate of 
$219,100 million. This was a full 
$1 billion higher than the previous 
record, set in January. That the 
month’s total reached such heights 
was solely because of the insur- 
ance dividends, which, for the 
month, reached an annual rate of 
$9,500 million. But the U. S. De- 
partment of Commerce emphasized 
that the insurance payments would 
be “substantially completed” with- 
in a few months. The increase in 
dividend payments from January 
to February was offset by wage 
losses resulting from labor dis- 
putes plus a sharp decline in agri- 
cultural income. The high level of 


manufacturing payrolls in the early 
months of this year contrasts with 
sharp declines in January and 
February of 1949, the Department 
noted. Farm income (on an an- 
nual basis) declined $3,100 million 
to $16,300 million, as the volume 
of crops marketed or placed under 
Government loan fell sharply. 


Commodities Up a Little 


The weekly wholesale price in- 
dex of the Bureau of Labor Sta- 
tistics advanced 0.1 pct in the 
week ended April 11, over the 
previous week. 

The livestock group showed the 
largest gain for the week—2.5 pet, 
while the grains group index ad- 
vanced 1.2 pct. Four other groups 
showed fractional advances, while 
four groups showed small declines. 

At 152.0 pct of the 1926 aver- 
age in the week ended April 11, 
the index was 0.1 pct above the 
index figure of four weeks ago 
and 3.4 pct below the comparable 


week of 1949. 


Perfection Ups Prices 


Prevailing conditions were given 
as the reason for moderate in- 
creases in products prices an- 
nounced by Perfection Stove Co. 
The firm announced it had initi- 
ated the nominal increases in the 
prices of some of its products to 
keep pace with increased costs of 
coal, steel and other items neces- 
sary to the manufacturing process. 
The increases extend to such prod- 
ucts as gas and electric ranges, and 
gas and oil furnaces. 


Soft Metal Prices Hard 


The price of zinc remains still 
unchanged, at 101¢ per Ib., East 
St. Louis, but industry members 
expressed the opinion that a higher 
price for the metal will prevail 
shortly. Since March 14, zinc has 
risen *4¢ per pound in three stages 
of i¢ each. 

Demand for zinc is coming from 
all principal consumers—galvan- 
izers, diecasters and brass mills. 
Metal for April shipment is sold 
out and there is not too much left 
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New Myers 
“HN” Series Ejecto 


Convertible Water System 
for Shallow or Deep Wells 


A, : New Myers 
il oT ] Water Softeners 
‘ i 44%, Greater 
i Softening Capacity 
Per Regeneration 








; 


Automatic 

Sump Pump All-Weather 
for Dependable Frost-Proof 
Drainage Hydrant 


Power Pumps for 
Motor or Engine Operation 
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Self-Oiling Bulldozer 
for Shallow Wells 








Self-Oiling 
Working Heads 
for Extreme Depths 





Cottage Water Systems 
: , ‘ Shallow Well and Deep Well Models 
Reciprocating Type Vertical Type Ejecto For Small Homes, Lake Cottages, 


for Shallow Wells for Deep Wells Camps, Etc. 


Look over the latest listing of Myers Pumps and Water Sup- 
ply Equipment. Included are Myers Ejecto and Recipro- 
cating Type Water Systems to match the capacity require- 
ments at a cottage or a cattle ranch. And note the wide se- 
lection of Power Pumps, Hand Pumps, Sump Pumps and 
Hydrants. Consider, too, the unusual adaptability of the 
new Myers Water Softener — its almost unlimited sales 
potential in urban, suburban and rural markets. You'll find 
that Myers has anticipated every individual need . . . taken 
into consideration every prospective buyer’s budget... 
put more features into every Myers product. In short: 
Myers dealers have more to sell, and sell more because they 


offer most value. Valuable asset — a Myers franchise! 
; 


; 







On the Way! 


New, complete lines 


,of Myers Centrifugal 





Deeplift Ejecto 
Water Systems 


Full Line of Hand 
Pumps, House Pumps, 
Pitcher Pumps 


THE F. E. 
MYERS & BRO. CO. 
Dept. S-43, Ashland, Ohio 
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for May delivery. All grades of 
zinc are in tight supply. 

Meanwhile, lead demand con- 
tinues excellent, with producers 
and custom units disposing of 
daily production. Buying on sev- 
eral days, in fact, had been suf- 
ficient to more than absorb pro- 
duction and intake. 


G-E Inventories Lower 

“We have in no way changed 
our opinion that 1950 will be a 
better year than 1949,” states H. L. 
Andrews, vice-president in charge 
of General Electric’s Appliance & 
Merchandise Dept., recalling his 
year-end prediction that the elec- 
trical appliance industry will sell a 
total of 41,390,000 units this year. 
First quarter sales were reported 
“exceptionally good” by Mr. 
Andrews. He reports that distribu- 
tor and dealer inventories of all 
G-E appliances are only about 40 
pet of what they were at this time 
last year. 


One Million People 
Want New Homes in ‘50 


Consumers expect to spend their 
money for about one million new 
homes this year, and nearly twice 
as many television sets as they 
planned buying early last year. 
This was shown in a poll of buying 
intentions throughout the country 
recently conducted for the Federal 
Reserve Board, which makes such 
a survey twice each year. 

The Board noted that consumers 
were more uncertain about busi- 
ness conditions than at the start of 
1949, and yet their plans for buy- 
ing houses, automobiles and other 
major items have not apparently 
weakened. 

Among consumers with “defi- 
nite” plans to buy new houses in 
1950, an increased demand is ap- 
parently for homes selling below 
$10,000. Demand for new auto- 
mobiles may about equal record- 
breaking 1949. But a larger pro- 


portion of the car-buyers appar- 





Greatest Number of Homes Were Started in March 
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New Non-farm Dwellings Started 
(thousands of units) 


B, SOURCE: DEPT. OF LABOR 
cHART BY HARDWARE AGE 


1025 
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670 

















1925 1933 1941 1944 


1946 1947 1948 1949 


Home building seems headed for another banner year. About 110,000 new 
non-farm dwellings were started in March, the greatest for any month in history. 
The month's total was 38 pct above February and 59 pct more than in March, 1949. 

In the first quarter of 1950, foundations were laid for 270,000 houses, the Bureau 
of Labor Statistics reported. This was a 59 pct rise over the 169,000 units started in 


the like 1949 period. 


All-in-all, it seems that the industry is well on the way toward exceeding in 1950, 
the record annual total of 1,025,100 dwellings begun in 1949. 

A recent survey released by the Federal Reserve Board showed that a million 
people "definitely" plan to buy new homes this year. The survey further showed that 
about as many home purchasers are in prospect for 1951. 

B.L.S. has predicted a sure increase in materials output during the coming months, 
to meet the demand arising from the present record level of construction. 
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ently will come from the middle 


and lower income groups. 

The number of people who said 
they plan to buy television sets 
this year is considerably more 
than twice as many as indicated 
similar plans in 1949. 

Demand for other durable goods 
is about the same as last year. This 
relates specifically to refrigerators, 
furniture and other large house- 


hold appliances. 


Brass and Copper 


The American Brass Co. an- 
nounced that effective at the close 
of business April 18, its prices for 
copper products were advanced 1¢ 
per pound, with proportionate 
changes in brass and other copper 
alloy products, based on a 191¢ 
price for copper. 

The company also announced 
that its new prices give effect to 
the recent advances of °4¢ in the 
price of zinc, also to the recent 
declines in the prices for lead and 
tin, where some products contain 
these metals. 

Anaconda Wire & Cable Co. an- 
nounced that its prices for wire 
and cable products have been ad- 
vanced by °*4¢ to 1¢ per lb., in 
line with the advance on refined 
copper. 

Bare copper wire now is 24.17¢ 
per lb. for less than carload lots. 
up l¢. 


Paint and Varnish 


Manufacturers’ sales of paint, 
varnish, lacquer and filler in Feb- 
ruary were $70,789,002, against 
$75,936,281 in January and $70.- 
189, 954 in February, 1949. This 
is announced also, by the U. S 
Department of Commerce. 


Electric Lamps 

The value of electric lamps 
shipped from factory or factory 
warehouses increased from about 
$125 million in 1943 to nearly 
$200 million last year. The high- 
est year on record was in 1948 
when factory shipments were 
valued at $208 million. 


Electrical Goods 


The U. S. Department of Com- 
merce reports that February sales 
of electrical goods wholesalers in- 
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COPING SAWS 


App to your sales volume 
and your profits in 1948 with 
these four outstanding Parker 
Line Coping Saws. Each is a 
leader in its price range. Stur- 
dy frames with eye-catching 
finishes. Nos. 25, 55 and 85, 
with generous, comfortable 
handles, incorporate the fa- 
mous Parker “Klik-Klik” pat- 
ented ends which lock the 
keen, tempered blades in any 
position. 


#210 ALL-WIRE COPING SAW 
Sturdy round wire frame, 5” 
deep. Blade faceable in four 
directions. 





#25 COPING SAW FRAME 

Excellent value — nickel plated. 
Fully adjustable. Complete with 
612" blade. 










#55 COPING SAW FRAME 
Heavy duty. Master quality. Pol- 
ished nicke! finish. Fully adjust- 
able. Hardwood mahogany finish 
handle. 62" pin end 
blade. 





#85 COPING SAW FRAME 

Heavy duty. Polished and buffed 
nickel finish. Hardwood mahogany 
finish handle, Fully adjustable. 
62" pin end blade. Individually 
packaged, 






EXTRA 
DEEP 
THROAT 


























PARKER MANUFACTURING CO. 


WORCESTER 1, MASS., U. S. A, 
and ACKERMANN-STEFFAN DIVISION 


Manufacturers of 
Famous Trojan Coping, Jig and Jewelers’ Saw Blades. 
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TESTED TIPS 
THAT SELL 


HOREMASTER 


GARDEN TRACTORS 






THIS BOOKLET 
SHOWS YOU 
HOW..... 


it’s yours 
for the 
asking 


There’s no“mumbo-jumbo” inthis booklet. It tells you 
the “do’s” and “dont’s” of successfully selling Chore- 
master Garden Tractors. These “Tested-Tips” have 
resulted in successful selling that has made Chore- 
master leader in its field. If you would like to obtain the 


profits available to Choremaster dealers, write for this 


booklet. One wheel garden tractor. 1, 2 


and 3 H.P. models. For all lawn 
and garden chores, snow plow- 
ing, woodcutting, spraying, etc. 


iow DY 3 Q00 Facer 









i a 
Sue eee ee eS Se ee eee ee ee 














j Choremaster Div., The Lodge & Shipley Co. 1 

+ 828-5 Evans St., Cincinnati 4, Ohio ' 

R | (_] Please send me your booklet "Tested Tips ; 

that Sell Choremaster.” 

Division ! ' 

: (_] | am interested in a dealership. : 

THE LODGE & SHIPLEY g | 

COMPANY ‘ Name ' 

s 

828-5 EVANS ST.  § Street r 

CINCINNATI 4, OHIO } City — State ; 
ee 
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| and build a profitable 
volume for you / 


| 
; 
i 
| 


You've got the right line for consistent, 
profitable sales . . . when you've got the 
Famous Line of ironing tables. Your cus- 
tomers will go for the Famous low price. 
They will like the solid construction that 
gives them a steady, level ironing surface. 
Famous tables are 
easy to set up, easy to put away... and 
the price makes them easy to sell. Write 
for full information on the Famous line. 


ironing lightweight, 


THE HOOSIER 
All steel aluminum painted understructure, 
rubber tipped legs to prevent scratching, 
automatic lock, 15”%x 54” top of clear 
selected lumber. 

THE GOSHEN 
Chip-proof red enameled hardwood legs 
all steel braced, balanced weight, full size 
top, make this a fast best seller. 

THE ACME 


Tops in a low price table. Satin smooth 
12” x 48” top, wooden legs, steel braces, 
easy-to-operate stay-put lock. 


Fast Mover 
Household Step Stools 


Every household 
should have one of 
these safe, handy 
step stools. The 
Famous Line gives 
you three sizes . . . 
fast movers because 
they’re soundly 





constructed yet low 
in price. Attrac- 
tively finished in brilliant red enamel and 
clear varnish. 24”, 27” and 36” heights. 


Also manufacturers of ladders for every job! 


Be sure to write for this free 
catalog. It includes the com- 
plete line of Famous Ladders 
plus the Famous line of Iron- 
ing Tables. 


GOSHEN CHURN & LADDER, INC. 
Dept. ! Goshen, Indiana 
Leaders in Quality Woodenware over 48 years 
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creased 19 pct over January and 
4 pet over February, 1949. Sales 
of retail radio and household ap- 
pliance dealers were $229 million 
in February, a rise of $17 million 
over the previous month and $54 
million over February, 1949. 


Steel Mills Hit 
Greatest Production 


Steel production in the last week 
of April was slightly more than 
rated capacity and the total output 
was expected to run more than 
1,912,000 tons, which is more steel 
than the industry has ever been 
able to turn out in a single week— 
in peace or war. The present rate 
of production is anticipated for the 
next few weeks by The Iron Age, 
national metal-working weekly. 

The demand for steel is growing 
stronger and supplies are growing 
tighter. A great share of output is 
being gobbled up for building of 
freight cars which are now in big 
demand. Auto factories and appli- 
ances plants are running at full 
speed and this may be Detroit’s 
biggest year, with demand for cars 
still great. 

Because of the great demand, 
some consumers are paying $30 
to $40 a ton above the premium 
market prices for tonnage from 
marginal mills, according to The 
Iron Age. Others are paying as 
much as $50 to $60 a ton extra for 
conversion steel. Pressure from 
steel consumers for delivery is ex- 
pected to influence steelmakers to 
keep operations high at all costs 
with the result that there will be 
less than the ‘usual decline in pro- 
duction during the hot summer 
months. 


Vacuum Shipments Rose 


Vacuum cleaner manufacturers 
shipped 37 pct more cleaners in 
March than in the preceding 
month. The factory sales of 361,- 
014 units in March represent a 
16.5 pet increase over the same 
month of last year, according to 
industry-wide figures announced 
by the Vacuum Cleaners Manufac- 
turers’ Association. In the first 
quarter of the year, factory sales 
totalled 873,679 units, as against 
780,240 for the first three months 
of 1949. 


Federal Reserve Sees 
Good Prospects 


Chairman McCabe of the Fed- 
eral Reserve Board has joined the 
chorus of Government leaders who 
are “optimistic” about the business 
picture. He said recently: “On the 
whole, although there are ‘many 
problems ahead of us, prospects 
for high levels of business activity 
in the near future are good.” 

Mr. McCabe noted several fac- 
tors that make for rising business 
activity. He said the Board’s In- 
dex of Industrial Output rose to 
184 pct of the 1935-39 average for 
March. This compared with 180 
pet in February, 183 pct in Janu- 
ary and 184 pct in March, 1949, 
and “a further increase, probably 
small, is expected in April, reflect- 
ing larger output of automobiles 
and steel.” 

There is a strong demand for 
loans for real estate and consumer 
purchases, Mr. McCabe noted. 
Banks’ business loans, which usual- 
ly shrink rapidly at this season, 
have been reduced only slightly 
this year, he said. Also, there has 
been a $3 billion increase in de- 
posits and currency held by busi- 
nesses and individuals in the past 
year. 

Other strong factors, he argued. 
are the “exceptionally high levels 
of construction activity, and of 
consumer demand for automobiles. 
furniture and household appli- 


ances.” 


Wooster Output Doubled 
The Wooster Rubber Co. has an- 


nounced a 106 pet increase in ship- 
ments of its Rubbermaid line of 
housewares for the first quarter 
over the same period of 1949. Last 
year the company increased its 
production capacity by about 53 
pet. Wooster president James R. 
Caldwell has noted that the trend 
in retail merchandising is towards 
smaller store inventories and more 
frequent re-orders. 


Cutlery Sales Doubled 
Sales of Chas. D. Briddell, Inc.. 


Crisfield, Md., makers of Carvel 
Hall Cutlery, was 115 pct higher 
for the first quarter of the year, as 
compared with the first three 
months of 1949. 
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Repay Rate Slower 
On Appliances 


Collections on furniture store 
instalment accounts were well 
maintained in February. During 
the same period household appli- 
ance stores reported some slacken- 
ing in the rate of repayment, ac- 
cording to the Federal Reserve 
Board. Instalment indebtedness 
carried on the books of retail fur- 
niture stores showed a_ further 
slight decline in February but con- 
tinued more than one-fourth larger 
than in the comparable period of 
the preceding year. Instalment ac- 
counts outstanding at household 
appliance stores on Feb. 28 
amounted to about the sama as at 
the end of January. 


Fan Prices Lowered 


Prices have been reduced on all 
models of Seco Belt-driven cooling 
fans made by Seco-Late Mfg. Co., 
St. Louis, Mo. The price changes 
became effective March 15. 


More Jet Pumps Shipped 


Jet pump systems accounted for 
56 pet of all domestic water sys- 
tems shipped in 1949 as compared 


with 50 pet in 1948. Factory ship- | 


ments of domestic water systems in 
1949 totaled 528,000 units valued 
at $42 million. The number of 
units decreased 20 pct and the 
value 18 pct from 1948, according 
to the Dept. of Commerce. 


Power Mower Sales Up 


Savage Arms Corp. stockholders 
were told at the annual meeting 
that sales of its power mowers dur- 
ing the first quarter of this year 
were substantially higher than the 
corresponding months of 1949. Its 
sales of hand mowers compared 
favorably with similar sales a year 
ago, it was reported. 


Westinghouse Sales High 


March was reported to have 
been the biggest month in the his- 
tory of the Westinghouse Electric 
Appliance Division. The first three 
months’ business topped the $40 
million mark. T. J. Newcomb, 
sales manager, reported that pros- 
pects for the next three months in- 
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Stock 
TITE-ROPE ond WHALE 
for PROFITS 


pecaus© 


These products are top quality and priced right. 





Packaged for maximum sales appeal. 


Pre-sold to your customers by advertising in such popular national 






magazines as Good Housekeeping and American Home. 


PUSH THESE EASY-TO-SELL SAMSON LEADERS 


TITE-ROPE CLOTHES LINE mas eore 


Strong multi-strand wire line . . . testing over 
330 pounds... protected by ‘tough, gleam- 
ing white plastic covering. Cleans with whisk 
of a damp cloth. No stretch, no rust. 
Packed twelve 50 ft. hanks, usually 
several connected, in colorful 

display carton. 









WHALE 


CLOTHES LINE 






WHALE CLOTHES LINE 





Solid braided flexible cotton line 
with glazed finish. All honest 
cotton yarn — much stronger than 
ordinary lines. Twelve individually 
wrapped 50 ft. hanks, connected 
in pairs, to a display carton. 


CARRY THE COMPLETE SAMSON LINE 


Samson can supply you with Braided Cotton Cord of all kinds, colors 
and sizes up to | inch diameter — including other clothes lines; Spot and 
other sash cords; shade cord; Venetian blind cord; masons’ line; awning 
line; garden line; marine cords; solid braided rope, etc. Check your stock 
and order from your jobber today. 


CORDAGE WORKS 
BOSTON 10, MASSACHUSETTS 
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for Extra Protits 
SELL STEWART 


NATIONALLY ADVERTISED 
PRODUCTS 


The sale of many Stewart Products 
originates in hardware stores, and pro- 
gressive dealers everywhere are turn- 
ing inquiries into profits. And it’s 
mighty profitable, too, because it re- 
quires no investment and you are not 
obliged to carry any stock. Here’s how \ 
it works. Send for catalogs and famil- 
iarize yourself with the Stewart line. 
Then when a customer inquires about 
a fence, railings or other metal special- 
ties, you'll be prepared to quote on 
his needs. A few of many items are 
shown below. Write for catalogs today. 
Please mention specific products in 
which you are interested. 






WIRE MESH 
PARTITIONS 
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IRON PICKET FENCE in many designs 
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WIRE STOOP RAILINGS ‘—- 
WINDOW GUARDS made in many 
fit any opening designs 
a . N 
dof 
NY fot i | ie, rail i \ 
r Fn 4| | ay | I 
i ven LTT ae I Wi NIN J 
BALCONY, PORCH, STAIR RAILINGS in plain . 
and ornamental iron are made in a wide 
range of styles. 
THE STEWART IRON WORKS CO., INC. 
1737 STEWART BLOCK N 
CINCINNATI 1, OHIO \ 


| is expected in May. 


| dicate that the total volume of busi- 
| ness will exceed that of the first 


Peak factory employment 
“Production 
Di- 
vision’s highest rate in its history, 
and would be even greater if we 
could get more porcelain enamel- 
ing steel that goes into refrigera- 
tors. ranges and other products,” 
states Mr. Newcomb. 


quarter. 


has been maintained at the 


G. E. Reports Gain 

General Electric Co. 
to the theory that there 
will be a let-up in demand during 
the second half of 1950, said R. J. 
Cordiner, executive vice president. 
He added that G. E.’s shipments 
ran 3 pet above schedule in the 
first ten weeks of this year, and 
recalled that the firm’s 1950 pro- 
duction schedule is 
that for 1949, 

Mr. Cordiner said G. E 


1. 8 Inven- 


does not 


subscribe 


higher than 


tory situation is well-adjusted, 
with the backlog of consumer 


orders enough for about 90 days’ 
production. The firm’s output of 
such large consumer goods as re- 
frigerators, ranges and television 
sets is now at record highs. 

The over-all price increase on 


| General Electric-produced goods 


since 1940 has been 37 pet, ac- 








cording to the company’s average. | 


Prices of some items, such as elec- 
tric light bulbs, are actually lower 
than ten years ago. 
increase since 1940 in the price 
of material which General Electric 
buys, including steel, is 69.3 pet, 
and hourly labor rates are approx- 
imately 90 pct higher. Recent 
U. S. Government figures show 


_ that average prices of all manu- 


factured goods are £ 


34 pet higher. 


Nash-K. Sets Sales Mark 


March sales of the Kelvinator 
and Leonard home appliance di- 
vision of the Nash-Kelvinator 


Corp. were the highest in the com- | 


The average | 





pany’s history and nearly doubled | 


last year’s March sales figures 
which well above the best 
previous total, set in May, 1941. 
G. W. Mason, president, reported 
that the March record boosted first 
quarter 63 pet 


same period last year. 


were 


sales above 


the | 


C. T. Lawson, vice president in | 
charge of Kelvinator sales, stated, | 


“factory and distributor inven- 


\ 





LAE 4 


LANTERNS 


GIVE THOSE EXTRA 
HOURS for SPRING 
GARDENING— 


NEW YORK 


OUTPUT DISTRIBUTED THROUGH THE JOBBING TRADE EXCLUSIVELY 








NEW PROFITS FOR YOU! 


NEVARUST 
Drawn Aluminum 


MAILBOX 


@ The ultimate in authentic modern design 

@ Sturdy drawn-aluminum construction 

© Beautiful satin-etched, non-reflecting finish 
@ Leak-proof, pilfer-proof, fool-proof 
@ Cannot stain house walls. Made to last 
@ Adaptable to any style of home 


‘1.98 


RETAIL 


DISTRIBUTED NATIONALLY 
THROUGH RECOGNIZED 
HARDWARE JOBBERS 


“Styled in the r4ge of Plight 
B &M METAL PRODUCTS CORP. 


14 FACTORY STREET, CEDAR GROVE, NEW JERSEY 
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Count 
Hycast 


Here's a fav 
cast brass! ¢ 
and embosse 
tive counter « 
silent salesm: 
details and 


PRE 


DIVISION 


5041 HIGHLA! 





Handy 50 
18-19-20 ga 
garden or s 
play carton 
wire is also 
finish, coate 
in plain car! 





GALVANIZ 
ANNEALED 





This soft, | 
economical 
spools; 1 Ib. 
nW& M 
jobber for p 








HARDWAR 














ACLUSIVELY 
Santina 


CORP. 


W JERSEY 


Y 4, 1950 








Counter Displays of 
Hycaste House Numbers 


Looks like 
cast brass! Costs no more than any stamped 


Here's a favorite House Number! 


and embossed number. Available in attrac- 
tive counter display cartons that become busy 
silent salesmen for you. Write for complete 
details and prices. 


PREMAX PRODUCTS 


DIVISION CHISHOLM-RYDER CO., INC. 








5041 HIGHLAND AVE., NIAGARA FALLS, N. Y. 


‘ GALVANIZED ) 
STOVE PIPE WIRE 











A 
THOUSAND 
USES! 


Handy 50 foot rolls of zine protected, 
18-19-20 gauge wire for use in home, 
garden or store. Packed in colorful dis- 
play cartons for quick, easy sale. This 
wire is also available in black annealed 
finish, coated with rust inhibiter. Packed 
in plain carton. 














GALVANIZED OR 
ANNEALED 









This soft, pliable wire is. furnished in 
economical lengths. Comes in 5 lb. 
spools; 1 lb., 2 Ib. or 5 Ib. coils. Supplied 
in W & M gauges 16 to 20. Ask your 
jobber for prices. 


PEKIN SPECIALTY CO. 


PEKIN, ILLINOIS 
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tories are low and represent little 
more than goods in transit. Earl) 
reports on dealer inventories indi- 
cate that they are considerably 
lower than a year ago.” 


Coleman Sees Big Year 


Coleman Co., Inc., says it looks 
Pro- 


duction this year in the firm’s four 


for a good year in 1950. 


factories, which have a combined 
annual capacity of more than 2.- 
400.000 
largely will be governed by the 
availability of supplies. 


various heating units, 


In the first quarter, Coleman ex- 
perienced difficulty in keeping its 
plants in full operation because 
There still are 
some shortages, and the inability 
of the firm to fill all its demands 
for merchandise during the first 
half of 1950 will limit to some 
extent the year’s volume. However. 
sales for 1950 “should comfortably 
surpass the $23.881.005 total of 
1949, which off 20 


pet from the previous year.” 


of steel shortages. 


was nearly 

The Coleman Co. has strength- 
ened its position by the develop- 
ment of several new products, in- 
cluding a new three-burner camp 
stove, a new line of oil heaters and 
marine equipment, gas wall heat- 
ers, gas conversion burner units 
and its Blend-Air heating systems. 
Coleman expects to do about three- 
fourths of all the gasoline appli- 
ance business in the nation this 
year. 


Furniture Sales Up 


The dollar volume of retail fur- 
niture sales in March was 5 pet 
higher than in March, 1949, ac- 
cording to the National Retail 
Furniture Association. 

Two of every three retail stores 
reporting to the Association re- 
ported an increase in dollar vol- 
ume compared with March, 1949. 
The largest gains were reported 
in the Pacific Coast and south- 
The Association 
reported retailers inventories were 


eastern areas. 


down 5 pet. 


Farm Cash Income Down 


Farmers’ cash from 
marketings for April probably will 


total “slightly” below March, and 


receipts 


4 pet less than April, 1940, the 


vey 
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Quick! 


TIME TO CASH IN ON 
SHADE SCREENING! 


~" AP AALA PAP 





les the peak of the season now —and 
if you act fast you can still beat com- 
petition to the punch with Kaiser 
Aluminum Shade Screening! It’s a 
fast-selling cooling device with the 
highest screening mark-up anywhere! 








/X 
| 
creer 

\\\i// 
= 

\ 

3 
\ 


YOU CAN SEE OUT... BUT THE HOT RAYS OF | 
THE SUN CAN'T 


PENETRATE 


~ 


CELE 





But it isn’t just screening. Kaiser 
Aluminum Shade Screening keeps 
hottest rooms as much as 15” cooler 
—by means of thin louvers which 
block the sun but not the view. 

It does the work of Venetian blinds 
plus anwings plus insect screening at 
one-tenth the cost of all three! 

Available in regular or tension 
frames from sash and screen manu- 
facturers, and in 50-foot rolls from 
jobbers. We suply ad mats, sales tools, 
merchandising devices. Get in touch 
with us fast for AIA file ‘and name of 
nearest manufacturer or jobber. 

If you’re a jobber, contact us now 
for profitable territories still open! 

Sales offices and distributors in 
principal cities. 


Kaiser 
Aluminum 


SHADE SCREENING 


Produced by Kaiser Aluminum & Chem- 
ical Corp. Sold by Kaiser Aluminum & 
Chemical Sales, Inc., Oakland 12, Calif. 


205 


STOCK 




























the 4 ways 
“Easier to Sell” line 


“Safety Plus” Hexagon 
Head Cap Screws 


* Constant Demand—The constant de- 
mand for the “Chicago” line makes it 
easier to sell—it's the line for replace- 
ment used in original assembly in all 
fields of manufacture. Why? 

© They're Stronger— More uniform—give 
a perfect fit for every replacement need, 
and... 

© They Cost Less—They fasten faster 
and tighter—resulting in lower ultimate 
costs to your customer, which makes 
them “easier to sell." 

© Better Service—Increased “Chicago” 
plant facilities and production means 
“round the clock” service, higher quality, 
better packaging, and a more complete 
line. Yes, here is a greater profit line for 
you to feature—all four ways. 

Remember to ask for these “Chicago” 
products fromgyou hardware distributor: 


Hexagon Head Cap Screws, Steel and Brass © 
Square Head and Headless Cup Point Set Screws 
* Semi-Finished Hexagon Nuts, Steel and Brass © 
Hexagon Castellated Nuts © Fillister and Flat Head 
Cap Screws © Taper Pins * Milled Studs © 
Socket Head Cap Screws ® Socket Set Screws © 
Socket Pipe Plugs ® Stripper Bolts or Shoulder 
Screws Square Head Dog Point Set Screws 
© Keys, Assortments and Kits 


‘The CHICAGO SCREW COMPANY 


2509 WASHINGTON BLVD., BELLWOOD, ILL 





NOW! FOR EVERY 
HARDWARE STORE 
POWER 










With 
the Amazing 
. New Automatic 
© Clutch Control 





New! Outstanding! Building your 

rofits to new heights—for HOMKO 
i all those features your customers 
have been clamoring for! Automatic 
operation—no gadget or lever to use! 
Walking speeds are easily regulated TRULY A 
by engine acceleration. Massive rub- QUALITY 
ber ured wheels with a choice of PRODUCT 
standard, or over-size ures for high it J 
cut of grass. Easy storage. Write 
today and learn how you can profit 


OEMAND 
DEPENDABLE 


with HOMKO Lawn Equipment! CHOICE OF 
Built-in Recoil Starter available BRIGGS OR 
at slight additional cost. 
18” to retail under $90 CLINTON 
ENGINE 


20” to retail under $100 
24” to retail under $150 


WESTERN TOOL & STAMPING CO. 


725 SECOND 5 MO 


1Owa 





Bureau of Agricultural Economics 
estimates. Receipts from sale of 
livestock and products will run 
about $1,200 million, while crop 
receipts in April will total about 
$500 million. 

Farmers’ cash receipts from 
marketings in the first four months 
of 1950 will probably total about 
$7,300 million, down 5 pet from 
the like period in 1949, the B.A.E. 
said. This would include an esti- 
mated drop of 6 pct for livestock 
and products from a year ago, 
while crop receipts probably will 
run just “slightly” below last 
year’s similar four-month period. 


April Crop Outlook 


Drought and insect attacks in 
the southwest have slashed the 
1950 winter wheat crop outlook 
nearly 14 pet, but a big crop is 
still in prospect. This is the April 
1 report of the Federal Crop 
Board, as it forecast a 1950 winter 
wheat production of 763,590,000 
bu. Winter wheat output during 
the 1939-48 period averaged 758,- 
821,000 bu. 

March planting “intentions” of 
farmers suggest a spring wheat 
crop this year of 300 million 
bushels, which would indicate a 
total wheat crop of slightly more 
than a billion bushels. The 1949 
total was 1,146,463.000 bushels, 
and the 1938-47 average was 991,- 
950,000 bushels. 

\ Department official said: “It’s 
still a little early” to tell whether 
this year’s wheat crop will trim or 
increase the nation’s wheat sur- 
plus. But a billion bushel wheat 
crop would just about “balance 
out” U. S. wheat needs from the 
1950 crop, experts think. They 
believe such a crop would meet 
needs of 700 million 
bushels plus exports of 300 million 
bushels, estimating liberally. 


domestic 


Farm Prices, Supports 
Assistant Secretary of Agricul- 
ture K. T. Hutchinson said _ re- 
cently that farm income during 
1950 may drop below $12 billion. 
and thus may be one-third less 
than that of 1947. 
Mr. Hutchinson continued: 
Prices received by farmers are 
down nearly 25 pct from post-war 
peaks, while prices farmers pay 


are down less than 5 pet -for the 
same period.” For this reason, 
he added, “price support legisla- 
tion should be extended and im- 
proved, but in such a manner that 
consumers will not have to pay a 
double bill for farm products, as 
they do under the present support 
system.” 


Tires May Go Higher 

Tires for the family car may 
soon cost more money. This pros- 
pect is far from a certainty. Some 
rubber men in Akron, the world’s 
tire capital, doubt that a price 
jump is ahead. But the motive for 
a rise is strong. 

Tire makers are having trouble 
with the price of rubber. At the 
time they last raised auto tire 
prices—two 31% pct “jumps” last 
November —a pound of natural 
rubber was worth 17 cents in New 
York. Since then it has soared 
to the 23-cents neighborhood, a 
30 pet climb, much of which came 
in April. The rise has already 
brought a 5 pet increase in prices 
on good truck tires. 

“Until a week or so ago, | 
wouldn’t have thought seriously 
about passenger car tire prices 
going up,” says one Akron exec- 
utive. “But with this advance in 
natural rubber costs, we may have 
to take another look at the situ- 
ation.” 

Other tire executives are less 
reserved. Seiberling Rubber Co.’s 
president, J. P. Seiberling, says a 
tire price advance before mid- 
summer is “inevitable.” Dayton 
Rubber Co. officials, in announc- 
ing their truck tire increase re- 
cently, asserted that similar action 
would be necessary on passenger 
car casings if costs continue to 
mount. 

But strong competition is the 
“check” today, on any run-away 
tendency. It is this vigorous vy- 
ing for sales that has some Akron 
officials skeptical of a new price 
increase in passenger car casings 
at this time. And the fight for 
replacement market sales tradition- 
ally gets keener as the summer 
holidays—Memorial Day, Fourth 
of July and Labor Day—approach. 
Price battles develop on the re- 
tail front, and dealers, in turn, 
seek relief from manufacturers. 

Also, the price merchandising 
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Light 
BUILDERS 
HARDWARE 


For more than 50 years Griffin 
hinges have been known for their 
fine materials and workman- 
ship. Griffin hinges are 

part of a wide variety of light 
builder’s hardware... 


quality produced by 






if: Griffin. 
Bi Svery DOOR NEEDS THREE! 


RIFFIN- 


anufacturing Company 
ERIE » PENNSYLVANIA 


SALES OFFICES 
45 Warren Street, New York 7, New York 
oS co Avenue, Chicago 26, Iilinois 
ward Avenue, Detroit, 

tis al Street, Boston, Massachu: 
Pa Market Street. San Franciseo 3. ‘Californie 

7 St. Charles Avenue, Atianta, we a 
308", North Harwood, Dallas, Tex: 
4524 East 60th Street. Seattle, Washington 
785 — President Street, Jackson 6, Mississipp! 
4638 Mill Creek, Kansas City, Missouri 
2611 Garrison Bivd., Baltimore 16, Maryland 
1620 Garfield Street, Denver 6, Colorado 


IN CANADA 
15 Wellwood Avenue, Toronto, Ontario 





— 
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PRESSURE-FED 
PAINT ROLLER 










Te * 
—_— —_— + 
pa S i» 
ff ; 


' TO RETAIL AT 
$ 
Y 2425 compete 


WITH SERVICE WRENCH, 
CLEANING BRUSH AND 
LUBRICANT 


Also available complete less hand 
pump for use with compressor or 


eer $23.95 








Sens tee 


& 


Roller only, with cover, where 
user has insecticide or other pres- 





sure tank equipment . . $12.95 
Satie RE Ee TERE poser 4 


PRICED FOR MASS SELLING! 


Pressurized paint rollers are ‘taking hold”’ big, with painters, 
decorators, maintenance men, farmers, householders. Here is 
the biggest value of all ...an Elsco product engineered to 
professional standards, and priced so low that everyone can own 
one. Rollzit applies any kind of oil paint, enamel, water paint, 
etc. faster, easier and so much cleaner. No drop cloths required. 
No stooping, dipping, dripping, lapping, or brush marks. 
Covers well, on rough surfaces or smooth. (Nothing like it 
for wire fence, too.) NO SKILL REQUIRED ...a woman 





can paint walls of an average room in an hour! Boosts paint 
sales for you! Sold through jobbers. .. Send coupon for details. 





rp—-—--—--s--n- re 

| ELECTRIC SPRAYIT CO., Dept.504, Sheboygan, Wis. 

| THE PAINTING 

| Ask your jobber to send sample and sales aids. EQUIPMENT —s 

| Name siieiteadan — 

Address — a 

| City (Zone) State —a 

Sissies esis miata ies eagle iain gia eal ogee J 
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@ FAST-SELLING 
ROYAL 
JOINT FASTENERS 


@ SELF-SELLING 


TWO 
STEPS TO 
SMOOTHER 
PROFITS! 





















Divergent corrugations, saw style, drive across) 

or with grain. Available in tempered cold rolled! 

steel, galvanized and solid brass. 

DEPTH: %”, %”. V2", %”, %”, %", 1" 

CORRUGATIONS: 2, 3, 4, 5, 6, 7, etc. 
~SPECIAL SIZES TO ORDER 


IN BULK: In kegs of 50 or 100 Ibs., and car. 
tons of 500 or 1000. 


Most Popular Wood Joiner— 












— For Everyone! 
OW NATIONALLY ADVERTISED! 
See your jobber —or write direct! 

' UJ y 


vn hae fy 


Ni 


uit OF Conrucatt? 
*REG. U. S: PAT. OFF. 
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Independent Metal Strap Co., Inc. 


TABLISHED 1907 


232 Third St., Brooklyn 15, N.Y. 
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of mass distributors, such as chain 
outlets, mail order houses and oil 
companies, has been a “thorn in 
the side” of tire makers for years. 


Copper Scarcer, Higher 

Tight copper supplies brought 
an increase in the metal’s price on 
\pril 18. It was advanced to 
1914¢ per lb., a rise of 1¢ over the 
level in effect the past five months. 
In 1949, the price of copper 
dropped from a post-war high of 
231o¢ per lb., which prevailed up 
to March 29, to a low of 16¢ on 
June 17. It recovered to 1814¢ in 
early November. 

At the end of March, copper 
stocks were down to a two-weeks’ 
supply—the smallest in five years. 
Meanwhile, demand for the metal 
is brisk, particularly from the auto- 
motive, building and utility indus- 
tries, all of which are major users. 

At this writing, supplies of cop- 
per available for April shipment 
have been almost entirely sold, and 
a similar situation is seen for May 
delivery. Copper men expect this 
situation to continue at least 
through June, for no substantial 
lessening of the supply tension is 
predicted before July, when mak- 
ers of copper products, such as 
brass and wire mills, shut down 
for their annual two-week vaca- 
tion periods, 


Banker Foresees Decline 


While the immediate and short- 
term outlook for business is good, 
the next major movement in pro- 
duction and business activity is 
likely to be downward. So said 
R. L. Reierson, vice president of 
the Bankers Trust Co., at a recent 
banker’s conference. 

The backlog of accumulated de- 
mand at present prices for the 
products of heavy industry is de- 
clining fairly rapidly, Mr. Reier- 
son added. “The key industries 
of our economy, will gradually 
have to reduce their output to a 
replacement basis, or tap new de- 
mands. The present high levels of 
production are being supported by 
a sharply rising private debt which 
cannot continue to grow indefinite- 
ly at this pace. Unless the inter- 
national situation should change 
this picture, a sagging tendency is 


likely to develop, perhaps within 
a year.” 

Among trends to support such 
a conclusion, Mr. Reierson listed: 
Private building at or 
downturn; a declining trend in 
outlays for 
equipment; a thinning backlog of 
deferred demand for automobiles, 
with prospects that the industry is 


near a 


business plant and 


approaching a replacement basis; 
inflated consumer buying, accom- 
panied by a rise in personal debt. 
Mr. Reierson said his forecast 
could be upset by any change in 
developments abroad. 


Approved REA Loans 

Loan applications from opera- 
tors of rural electric power systems 
were recently approved by the 
Rural Electrification Administra- 
tion as follows: Sumter Electric 
Cooperative, Sumterville, Fla., 
$315,000; Okmulgee Electric Mem- 
bership Corp., Eastman, Ga., 
$100,000; Clark Co. Rural Electric 
Membership Corp., Sellersburg, 
Ind., $350,000; Carlton Co. Co- 
operative Power Asso., Kettle 
River, Minn., $715,000; Elmo 
Electric Cooperative Asso., Polson, 
Mont., $110,000: The Kit Carson 
Electric Cooperative, Taos, N. M.. 
$15,000; Appalachian Electric Co- 
operative, Jefferson City, Tenn., 
$340,000. 

Also Midwest Electric Coopera- 
tive, Roby, Tex., $193,000; Vic- 
toria Electric Cooperative, Vic- 
toria. Texas, $75.000; Poudre Val- 
ley Rural Electric Asso., Fort Col- 
lins, Colo.. $355,000; Houston Co. 
Electric Crockett, 
Texas, $78,000; Community Elec- 
tric Cooperative, Inc., Suffolk, Va., 
$100,000; Coweta-Fayette Electric 
Membership Corp., Newman, Ga., 
$95,000; Illini Electric Coopera- 
tive, Champaign, IIl., $130,000; 
BARC Electric Cooperative, Mill- 


Cooperative, 


boro, Va., $325,000; Cass Co. 
Electric Cooperative, Kindred, 
N. D., $675,000; Forked Deer 


Electric Cooperative, Halls, Tenn. 
$340,000. 

Washington Electric Coopera- 
tive, Barre, Vt., $187,000; Jackson 
Electric Membership Corp., Jeffer- 
son, Ga., $160.000; Lamar Electric 
Membership Corp., Barnesville. 
Ga., $145,000; Snapping Shoals 
Electric Membership Corp., Cov- 
ington, Ga., $90,000; Clinton Co. 
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PUSH OR PULL ACTION 


The beauty of this new latch is its de- 
sign and ease of installation. Requires 
no mortising—simply bore a one inch 
hole and insert screws. Four screws 
(two concealed) hold latch securely to 
the door. It closes silently and locks 
with a convenient slide bolt instead of 
the previous swing lever. Handles are 
heavy castings in aluminum, brass or 
bronze. Beveled escutcheon plates. Ab- 
solutely guaranteed against breakage. 
Also available with locking mechanism 
and two keys at 25c extra retail. Dis- 
play models for dealers. 


Display Modeis for Dealers 


DQ Ask your Jobber 


TTT TIT ee 250 EAST FIFTH STREET 


ST. PAUL 1, MINNESOTA 





ramous 
NAMES IN 
NETTING... 


ee 


U. S. HEXLOK— 
The Perfect 
Hexagon-Mesh 
Netting with 
Lock-twist 
Weave 


S?7 
“w 


U. S. STRAITLOK— 
The Original 
Straight-Line 
Poultry Netting; 
Woven Like 
Farm Fence 


7 
w 


U.S.4 IN 1— 
The New 
Chick-tight 
Straight-Line 
Netting with 
Graduated Mesh 


<7 
w~ 
Available in either 
galvanized before 
or galvanized after 


weaving 


INDIANA 
STCCL & WIRE CO 
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Electric Cooperative, Breese, Ill. 
$177,000: Southern Pine Electric 
Power Asso., Taylorsville, Miss.. 
$1,225,000: Farmers Electric Co- 
operative, Chillicothe. Mo., $370.- 
OOO. 

Platte-Clay Electric Cooperative. 
Platte City, Mo., $220,000; Bruns- 
wick Electric Membership Corp.. 
Charllotte, N. C., $680,000; Verdi- 
gris Valley Electric Cooperative. 
Collinsville, Okla., $530,000: Cod- 
ington-Clark Electric Cooperative. 
Watertown, S. D., $600,000: The 
Lake Region Electric Association, 
Childress, Texas, $70.000: Gate 
City Electric Cooperative, Chil- 
dress. Texas. $70.000: and South 
Plains Electric Cooperative, Lub- 
bock. Texas. $395.000. 


Furniture Makers 
Expect A Good Year 
Furniture makers, especially 
those which specialize in higher- 
priced lines, report their current 
business is continuing at a high 
level. Many their 1950 
shipments may beat the previous 
highs for dollar volume. 
Seidman & Seidman, accountants 
for the furniture industry, report 
“from the way things look now, 
the dollar volume of furniture ship- 
ments in 1950 should exceed the 
$1,175 million shipped in 1949 
and come close to record 1948's 
$1,335 million. If prices rise, as 
1950 could exceed 


believe 


they might, 
1948.” 

Mr. Seidman reported manufac- 
turers’ backlogs of unfilled orders 
at the end of February were 52 pet 


higher than in February, 1949, | 
and that the dollar volume of their | 


new orders for the first two months 
of 1950 was 36 pct above the first 
two months of last year. 


Plywood, has gone up 10 to 20 | 


pet since January, with a grade 


| which cost $152 in January, now 


selling for $18 thousand 


board feet. 


per 


Gas Use Up 16 Pct 

Sales of gas by utilities to ulti- 
mate consumers in February was 
16 pet greater than in the same 
month of 1949. For the 12 months 
ending Feb. 28, gas sales were 10 
pet higher than for the previous 


| year. 


Feature These Sherman 


stat 
5 + tues 


For Fast, 
Profitable Sales 








“Gold Label’ © 
Hose Nozzle 


List, Each. -$1 -10 


“Gold Label” ® 
Sprinkler 


List, Each. . $3.75 





“Handy Spray” 
list, Each .... 50 





Multiple Sprinklers 
List, set of 4§2.70 


“Tulip” 
Sprinkler 
List, Each. -$1 .00 





Here are five top values in the 
lawn sprinkling field, that will help 
you reap brisk, profitable Spring 
sales from the garden -loving 
trade. Every one of these is a top 
quality item, priced to move fast 
and make money for you. Be sure 
to get a good stock of all five, 
from your Sherman Wholesaler. 


Sherman has prepared a new 
broadside fully describing these 
five stars, and showing how you 
can use these five items to get 
more business from the gardening 
public. Write today for free copy. 


H. B. Sherman Mfg. Co. 


Battle Creek, Michigan 









LAWN 
HOSE FITTINGS 
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———-AN ARTMOORE PRODUCT——— 


ORIGINAL TRIPOD DRYER 
STILL THE SALES LEADER 





FAMOUS ARTMOORE 
COLLAPSIBLE TRIPOD 
CLOTHES DRYER has 
everything youand 
your customers want: 
Plenty of drying space 
-24 smooth, snagproof, 
rustproof feet for tn- 
between washings, dia- 
pers, lingeriel Compact—closes complete'y 
to only a few inches of space! Lightweight 
—all select hardwood, weighs only 5 Ibs.! 
And it's priced right—retails at only $2.95. 


See your jobber or write 


ARTMOORE CO. 


Dept. A-5, 1319 North 3rd Street 
Mil kee 12, Wi i 











WATER HEATER 
REPAIR COILS 


For old, new and 
obsolete heaters. 
90 DIFFERENT MAKES 
Single, Double, Triple, 
Instantaneous, Multi-Coil 
Send for Catalog "*" 


DORMONT MFG. CO. 





1314 High Street Pittsburgh, Pa. 



















Tightens loose a 
WITHOUT taking it apart 


CHAIR-LOC 


{f\ wooo JOINTS TIGHT 


THE a COMPANY, Freeport, N.Y. 












*FARM-WISE-e 
NE W trecrric venorner 
Offers - - Quick Sales - - More Profits 








Every farmer is o prospect. Approved by agricultural col- 
leges and dairy authorities. Operates on 110 V. AC or DC. 
Soldering iron tip included. Guaranteed for one year. 
Stendord trade di Delivery NOW. Advertising sup- 
port to all dealers. 


Write for catalog sheets and prices. 


CALF-TERIA SALES, INC. 
Dept. B Fort Wayne 3 Indiana 
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Children's Market Big 


With home construction on the 
increase, the market for all house- 
hold goods should be good for 
some years to come. Children’s 
lines, including toys, should be 
still better. Although the marriage 
rate is down from recent years, 
births are still on the increase. 
Census people think there will be 
4 million more families in five 
years. Today there are 42 million. 


Estimates Surpassed 


The appliance industry is cur- 
rently running 80 per cent ahead 
of anticipated sales. Some indus- 
try men are wondering whether 
the estimates were just too high, or 
whether the demand will fall off 
rather abruptly some time later. 


Appliances Take Up Lag 


Because of the marked decline 
in farm income, there won’t be as 
much demand for steel on the part 
of the farm equipment makers, but 
major appliance manufacturers 
should take up much of that slack. 


Navy's ‘Cocoon’ Available 


“Cocoon,” a war-born product 
used to put large amounts of U. S 
air and naval equipment in “moth- 
balls” after World War II, has 
been released for civilian use, ac- 
cording to R. M. Hollingshead 
Corp., of Camden, N. J. 

The firm, which formerly manu- 
factured “cocoon” only for mili- 
tary use, has announced that the 
plastic material is now available 
for spraying on buildings, to pro- 
vide them with a waterproof roof 
or wall surface. 

“Cocoon” forms a continuous 
plastic seal across the top of a 
building, with none of the usual 
seams and overlaps. It can be 
used for new roofs or sprayed on 
old roofs to repair them. 

According to Hollingshead, the 
material is fire-resistant, water- 
proof and provides a degree of in- 
sulation. It is also said to resist 
the action of mold, mildew, salt 
spray and industrial acid 
fumes, and to contract and ex- 
pand with temperature changes. 
Although a liquid, it becomes solid 
from contact with the air when it 
is sprayed. 

(Resume reading on page 15) 


most 
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Gripper Clips 


Registered U. S. Pat. Office 


10¢ eack. Cireu- 


lars on 
. ewson GOOD TOOLS, fue. e 











®w EASIER TO USE 
* LASTS LONGER 
* CLEANS BETTER 


ran 


SUNSHINE 


REG.U.S. PAT. OFF. 


FRENCH PROCESS 
CHAMOIS 


GENUINE Oil TAN 
MADE IN USA 


¢ DOUBLE DUTY m' 


ASK YOUR JOBBER 
FOR OUR 








CONSUMER 





HOYT & WORTHEN TANNING CORP. HAVERHILL, MASS. 








Box 268 Orange, Mess., U.S.A. | 


DOUBLE DUTY CHAMOIS 
DOUBLE VALUE TO THE 





Electrify Your Hand Elevator 
with this Power Unit 


Saves operator time 
and labor. “Lifts 
from 1,000 to 2,000 
Ibs. with ease.” 
Elevator Power 
Units. Electric Elevotors. Dumb Waiters. 
Write for information and prices. 


DAVIS & NEWCOMER 
Electric Elevator Co., Fostoria, O. 




















WE WANT YOUR SURPLUS 
OF EVERY DESCRIPTION 


Interested in purchasing all sur- 
plus or obsolete MATERIALS and 
EQUIPMENT. 

Send us your list and full descrip- 
tions of available items NOW. 


NATIONAL MATERIALS COMPANY 


126 West Kinzie Street Chicago 10, Illinois 
Telephone: Delaware 7-4776 





























AMERICAN CANCER SOGIETY | 
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VENTED GAS HEATERS 


Vent Safely With 
MARTIN 
Gas Space Heaters 


EIGHT MODELS 
15,000 to 85,000 BTU 


@ Five Vented Circulators 
@ Three Vented Radiant Circu- 


lators 


e@ All Vented Models 50,000 BTU 
and Over Optional with Fans. 


Martin’s Vented Radiant 
Circulator, finished in full 


porcelain 


rich grained center panel 
that makes this console model a real 
piece of furniture .. . 
interior of the home. 
An all-seam welded inner unit makes 
for tops in safety and efficiency. 

Martin Vented Circulators are approved 
by A.G.A. for natural, liquefied and man- 


ufactured 
tion your 


Martin’s forty-five years experience in 
age pe ny assures the best in qual- 
price. 


Write your jobber or factory for catalog. 


MARTIN STAMPING & STOVE (CO. 


ity and 


enamel has a 


fits in with the 


gases, so regardless of loca- 
customers can use a Martin. 


Huntsville, Alabama 
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Look to Kwikset to be first Ta 
and foremost with top quality 4 


residential locks. 








Watch for Big —— 


Kwikset Locks, Inc. 
Anaheim, California 
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i Get Ready for Your 
Biggest Year in Gas! 











Model GH 3049, illustrated. New, vented 
type gas space heater is a marvel of heating 
efficiency. 
proven design and engineering! 


Compare Silent Sioux’s time- 
Cabinet styling in beautiful “Chippendale” 
period, finished in warm, brown, hammer- 
tone . . . appearance of a fine furniture 
piece. 

Burner easily accessible from front. 
Built-in draft diverter. 

Equipped with 100% safety shut-off and 
pilot. Manual control, optional. Also 
available with thermostatic wall control 
unit. 


V A. G. A. Approved. 
‘ Uses natural, manufactured or L.P. gas. 


Exclusive Silent Sioux dealer franchises 
still available in some territories. Write 
for full information. 
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of GAS SPACE HEATERS 


Backed by national advertising in radio . . . newspapers . . 
magazines . . . Silent Sioux dealers are getting ready for their 
biggest year! They know that the Silent Sioux “anniversary line” 
is the best bargain today . . . and more and more of their cus- 
tomers will be acquainted with the good news. ; 
The Silent Sioux “anniversary line” of gas and oil space heaters 
are the finest ever made, and are the result of 21 years of lead- 
ership in the home heating industry. Cabinets in beautiful “Chip- 
pendale” period design, that harmonize perfectly with all home 
decoration schemes ... PLUS ... advanced engineering features 
found only in more expensive makes. But, Silent Sioux makes 
them available for even the most modest budget. 
Special Dealer Helps . . . Point of Sale [~ 
Promotional Material . . . National Adver- 
tising . . . this will be your Biggest year 

. IF... you are a Silent Sioux Dealer!! 
Get acquainted with the complete Silent 
Sioux line—Gas and Oil Space Heaters— 


Silent Sioux Oil Burner Corporation 

| 
Air Conditioning Furnaces — Conversion | 

| 

| 

| 

| 


Orange City, lowa Dept. HA 550 


dealer franchise, to: 


Burner Units—Circulating Heater Fans 


—Wall Fans—Send coupon for full in- —e 
formation, No obligation, of course. aii 
SILENT SIOUX OIL BURNER CORP. | cu om 


Dept. HA 550 ORANGE CITY, IOWA | _ 


with the SILENT SIOUX “anniversary line” 


Send Full information about Silent 
Sioux heating equipment and exclusive 





YES! THE MOST 
POPULAR! 
—hbecause the RED DEVIL 
line of Putty Knives, Wall 
Scrapers, Linoleum Knives, 
Burn-off Knives, Putty 
Chisels, etc., represent the 
most complete range in 
size, shape and flexibility 
to fit every use and purse. 











(National, 


MANUFACTURING CO. iiinci 
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A HARDWARE LINE 


—alive with sales features! 


OU can supply practically every 

request of your trade for builders’ 
hardware when you adopt the modern 
NATIONAL Line. Its wide assortment 
of sizes and styles are designed to 
accommodate most every type of con- 
struction. The trade name NATIONAL 
is becoming a quality symbol for ex- 
acting buyers, who insist upon receiv- 
ing the ultimate in service from hard- 
ware. A copy of the latest Catalog 
No. 25 or a wall chart illustrated with 
every product in the National line is 
yours for the 
asking. 








Sterling, 








Alabama Retail Hardware Associa- 
tion, annual convention and _ exhibit, 
May 17-19, at the Tutwiler Hotel, Bir- 
mingham, Mrs. Euna G. Ramsey, 509 
North 19th St., Birmingham 3, 
tary. 

Builders’ Hardware Conference, 
Fifth Annual Pacific Coast Regional 
Conference, May 17-19, at the Ahwah- 
nee Hotel, Yosemite National Park, 
Cal. Sponsored by Districts 18, 19 and 
20 of the National Contract Hardware 


secre- 


Association and of the American So- 
ciety of Architectural Hardware Con 
sultants, 420 Madison Ave., New York 
City 17. John R. Schoemer, managing 
director. 

Carolinas, Hardware Association of, 
annual convention, June 13-14, at the 
George Vanderbilt Hotel, Asheville, 
N. C. Sally Couch Masten, 118% E. 
Fourth St., Charlotte 2, N. C., 
retary. 

Cotter & Co. Fall 
Show and Dealer Meeting, July 31- 


is sec- 
Merchandise 


Aug. 1, at company offices and ware- 
house, 365 E. Illinois St., Chicago 11, 
Ill. 

Florida Retail 
Georgia Retail Hardware Associations 


Hardware and 


will hold ther joint annual convention 
May 22-23, George Washington Hotel, 
Jacksonville, Flas William W. Howell, 


Waycross, Ga., secretary for both 


groups. 
Industrial Supply Convention, 
May 22-24, at Atlantic City, N. J. Con- 


Audi- 


torium. Convention is sponsored jointly 


ference booths at the Public 


by the American Supply & Machinery 
Manufacturers’ Assn., general manager, 
F. Kennedy Hanson, 1108 Clark Bldg., 
Pittsburgh 22, Pa.; National Supply & 
Distributors’ 
tary-treasurer, Henry R. Rinehart, 505 
Arch St., Philadelphia 6, Pa.; 
Supply & 


Machinery Assn., secre- 
Southern 
Machinery Distributors’ 
Assn., secretary-treasurer, E. L. Pugh, 
712 Volunteer Bldg., 

Mississippi Retail Hardware Asso- 
ciation, annual convention, June 5-6, at 
the Buena Vista Hotel, Biloxi, David O. 
Mansfield, 26 S. State St., Jackson, is 


secretary. 


Atlanta, Ga. 


CONVENTIONS 






COMING 


AND 
EVENTS 





Corrected Each Issue Accerding to Latest Dota 


National Contract Hardware As- 
sociation and its affiliate, the Ameri- 
can Society of Architectural Hard- 
ware Consultants, annual convention, 
Sept. 18-21 at the Kiel Auditorium, St. 
Louis, Mo. John R. 
aging director, is located at 420 Madi- 
son Ave., New York City 17. W. E. 


Peterson, Shapleigh Hardware Co., is 


Schoemer, man- 


chairman of the General Convention 
Committee. 

National Hardware Show, Oct. 
2-6 at Grand Central Palace, New York 
City. Sponsored by National Hardware 
Show, Inc., 331 Madison Ave., New 
York City; Frank M. Yeager, director. 

National Retail Hardware Asso- 
ciation annual congress, July 17-20, at 
Olympic Hotel, Seattle, Wash. Rivers 
Peterson, 333 No. Pennsylvania St., 
Indianapolis 4, Ind., managing director. 

National Housewares and Home 
Appliance exhibit, July 10-14, at Au- 
ditorium, Atlantic City, N. J. 
National 
Manufacturers Assn., 1140 Merchandise 
Mart, Chicago, Ill. A. W. Buddenberg, 


executive secretary. 


Spon- 


sored by the Housewares 





Hardware Humor 
By Hardware Age 











"| don't know who he is. Pops in every 
morning as soon as | open the doors 
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puts Magic in Your 
Tool Sales! 


P ¢ € Hand Forged 
Tool Company 
Portland 22, Oregon 


Cable Address: PANDCTOOL 





B. & C. BENCH VISES 


Sell again and again... 


* A practical vise 
of good construction. 
Attractive and 
finely made. 


Sell your customers 

who do wood working or 

metal working of any kind— 

in homes, farms, garages and shops 





C-Clamps 


- © Woodworkers’ Vises 
© Clamp Fixtures ® Quick Acting Clamps 
®@ Bench Hand Grinder © Drill Press Vises 

®@ Boring & Turning Tool-Holder ° 

© Lathe Clamp Dogs e 


Tap Wrenches 
Lawn Sprinkler 


See Your Jobber or Write 


tHe BRINK & COTTON mes. co. 


33 POLAND STREET © BRIDGEPORT CONN 
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Sell more tools FASTER when 
Thrifty-50 reminds your 
customers of tools they need 


Thrifty-50 is the closest thing to magic for 
sparking tool sales you have seen yet. 


Spot Thrifty-50 in your highest-traffic, highest- 
profit counter location. Watch its flashing 
beacon attract attention. See customers 
instinctively reach for the P&C tools they 
need. The tools on Thrifty-50 are the tools 
that sel]— FAST. 


Here’s the ideal combination hardware 
dealers want... FAST TURNOVER on a 
mighty LOW INVENTORY. Ask your 
P&C distributor salesman to show you 
Thrifty-50. Or write today for information 
on Thrifty-50 to make more money ona 
smaller tool stock. 


Tool locations shadow marked. Prices, tool numbers 
save time and work for sales clerks. 


Make more profit per sq. ft. T-50 takes only 18-in. 
diameter space. 


Three attractive colors set off the tools to best advan 
tage on this beautiful new revolving salesmaker. It 
sells for only $7.25, complete with flashing, illu 
minated beacon. 


Total tool cost to dealers with two each of the 50 
most popular P&C tools, is only $63.96. 


az £: tf 


Thousands of Users Say 


“Rapid is the World’s Best 
Slaw and Vegetable Cutter" 


3 Popular Types and Prices 


Sell From Free 
Counter Merchandiser 


Now that fop quality metals are * 
again available, Rapid is back 
in quantity as well as quality 
production. With the same 
pre-war quality you can 
count on “Rapid” to outsell 
as before every other ae 
competitive cutter. HEAVILY “As 1 
Suggested Retail Prices PLATED 7 
No. 6—75 cents , 
No. 8—95 cents (Safety 
guard included) HAMMER 
No. 10—$1.25 DeLuxe or siantdnans 
Gift Model (2 shredders, slicer, ‘ 
grater and safety guard) cove -enates 
Nos.8 and 10 are individually SLICES 
boxed. Free counter merchan- 
diser included with each dozen. 
Order at liberal discount from GUARANTEED 
your regular jobber or direct a a aes 
(with jobbers name) Dept. HF. 


New York Sales Representative— 
Mack B. Salzman Co., Inc. 
200 Fifth Avenue, New York 10, N. Y. 


BLUFFTON SLAW CUTTER COMPANY 
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by GENERAL 


@ A Cutting Board 
@ A Cutlery Drawer 

(without Cutlery) 
@ A Slicing Machine 


Revolutionary 3-in-1 
household appliance 
answers all kitchen 
cutting, _ slicing, 
carving needs! 
Brand new 
KUT'N KIT gives 
utmost utility in 
minimum amount 
of space. A 
sure-fire _ profit- 
winner for you! 


Perfect for 

bridal promotions, Mother's Day, Fath- - 
er's Day—every gift occasion. Stock, Retails 
feature, cash in on the new KUT'N KIT. for 
Write today for complete facts! 


@ 


$19.95 


Remember those other profit- rag Aone eyed s three famous 
Slicing oday’s most useful kitchen 
pone + Ma Retailing at $12. 95, S19, 95, $24.95. Dept. 168 


eg,’ i 
Y Machine 













ct™ tm as 


GENERAL SLICING MACHINE CO., Inc. 


WALDEN, NEW YORK 








REPRESENTATIVE 
WANTED 


by established manufacturer of finest 
quality entry and interior bore-in 
door locks in low price range. Line 
has immediate recognition and ac- 
ceptance. Want Commission Repre- 
sentative with building material or 
hardware experience. Desirable to 
have contacts with wholesale jobber 
and contract dealer trade. Several 
desirable territories available. State 
full particulars first letter. Confiden- 
tial. Write to 


WESTWOOD Manufacturing Co. 
1420 So. Evergreen Ave., Los Angeles B, Calif. 


Page 165 
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THE CONTAINER LINE 
with 
BUY-APPEAL” 































ECONOMY "3 PACK" DOZEN PACK 
(25 ounce) (16 ounce) 


Your home appliance profits will increase this 
season when you display FREEZ-TAINERS in these 
three packages with “BUY-APPEAL.” If they use 
a LOCKER they want FREEZ-TAINER! If they 
have a HOME FREEZER they want FREEZ- 
TAINER! EVERYONE wants FREEZ-TAINER for 
its 1001 home uses! 


CROWN CORK SPECIALTY CORP. 


Division of Crown Cork and Seal Co., Inc. 
DECATUR, ILLINOIS 
Distributed in Canada by Percy Hemant, Toronto, Ontario 





DOZEN PACK 
(25 ounce) 

















T BREAD KABINET 


KOVER CAKE SET 


CLEVELAND 3, OHIO 











STEADY VOLUME - SURE PROFITS 
AND NO DISTRESS MERCHANDISE 


FOR 





Picture Hangers, Cup i. Push Pins, Drapery 
Hooks, Kitchen Hooks, Closet Rod Brackets, 
| Wardrobe Loops, Sash and Friction Locks, Coil 
Wire, Picture Wire. 


Rriced to satisfy you - and your customers 


STRECT 
U.S.A 


23% 
BOSTON, 


CAUSEWAY 
MASS., 


-nTATEco 
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MODERN DESIGN 


Carleo Flower Boxes 





Sizes: 15", 18", 24", 30", 36" 


Handsome — attractive rich pastel colors: green, 
orange, yellow and blue. NEW EASTER WHITE 


line. 


Durable enamel finish; all steel construction. 
Reinforced corners, drains welded in. For both 
outdoor and indoor use. 


Nationally Advertised! 


NEW! Carlco All-Steel Flower Planters! NEW! 


Dept. 35HA 
138 AVON AVE 


CARLISLE MFG. CO. newark 8, Nv. J. 


Mfrs. of Portable Bake Ovens, Picnic Boxes, Ice Chests, Potato 
Bakers, Radiator Covers, Humidifiers, Camp Grills. 

















3 re FAVORITES 


with TRADESMEN 
and HOME “PUTTERERS’ ' 


Consumers Furnace 
Cement 


This black furnace cement makes all 
joints air and gas tight. Can be used 
to set new furnaces or reset repair 
work—Available in 1 tb., 2 Ib., 5 (b., 
and 10 Ib. cans. 


Consumers Crack Filler 
(wood putty) Preferred by professionals 
and home craftsmen alike because it’s 
easy working and non-shrinking. Sets fast, 
takes fine sanding and takes stains read- 
ily. Powder form does not deteriorate but 
stays ready to mix with water. 


tes Felt Paper 
Cementing 


Consumers Tiger Grip Linoleum Paste has 
wide acceptance in the trade for cementing 
felt paper underlayment. Its use avoids 
buckling and shrinkage of the felt paper 
caused by the use of other types of cement. 
Economically priced. 


Order Now from Your Wholesaler 


CONSUMERS GLUE CO. 


1515 N. HADLEY ST. ST. LOUIS 6, MO. 
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TOOL DISPLAYS 


DIAMOND WRENCHES 


Once § 


} 





Diamond Senior Display Board. An attractive 
assortment of Diamond single end and double 
end wrenches on handsome enameled board 
suitable for wall or counter display. 





Diamond Junior Display Board. Same 
quality as senior board, but with four 
single end wrenches. Diamond display 
boards and tools are stocked by lead- 
ing jobbers everywhere. 


DIAMOND CALK 


HORSESHOE COMPANY 
4622 GRAND l aN DULUTH 


AVENUE ye MINN. 


~ 
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Quoit pins—length 11% 


Ibs. 


Overall size 7 inches; hole 5 inches. Evenly balanced, cor- 


2% 
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Quoits 


Dealers who want an up-to-date line of quoits will find the 
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Malleable Iron 
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STAR Cast Iron Quoits are 


, 2, 2%, 3, 3% and 4 Ibs. Correct models 
HARDWARE AGE, MAY 4, 1956 


NEWARK, NEW JERSEY 








STAR HEEL PLATE CO. 








and weights. Black and red enamel finish. 2 black and 2 re 








rectly designed, guaranteed against breakage. Also make Iron 
Put Shots and Iron Dumb Bells. Get in your order for your 
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and PRICES 


NARD 
ORSE NA/L CORP 





*MACHINE KEYS 
*MACHINE RACK 
*TAPER PINS 
*COTTER PINS 
*SPECIAL PARTS 
and other Stanho product 
Bulk or Packaged 
WRITE for CATALO 
NEW BRIGHTON, PA 
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GOLDBLATT 


Mason Tools 


Give You... 









9 ce * 
oe a __ al 


¢ Greater Profits ° Faster Turnover 





* Satisfied Customers °* Repeat Sales 







SEND TODAY FOR FREE CATALOG — Write for 
your copy of Goldblatt’s illustrated catalog de- 
scribing the most complete line of the finest 
masonry tools and equipment. 














eEASONS 
WHY ROGERS 


3 


Vy on ll 
arilla YM 4 
BLUE GILL & OTHER GAME FISH. 
N S$ “The MIRACLE MINNOW has certainly worked miracles 
* for me,’’ says James Younkman, Jr., of Saraso‘a, Florida 
“It worked so well on several occasions that | expected a 
fish on every cast! With one single MIRACLE MINNOW 
| have actually landed more than 500 fish—most of which 


| returned to the water 
pike, hog fish, and gar 





Rogers is quality glue. It’s uniform, chemically pure, 

7 dependable. ‘‘Best by Adhesive Test’’, Rogers holds 
@ more than 3885 Ibs. per square inch. Satisfied | 
customers buy it again and again. 


Rogers is exclusive because it’s sold only through 
the hardware trade. There's no price cutting by 
chain stores or mail order houses. 


Rogers is backed by national advertising. We help 
3 you build sales, by reaching millions of people 
@ every month through Mechanix Iilus- 
trated, Science and Mechanics, Popular 
Science and Popular Mechanics. 





game fish! 


the beat LIQUID FISHGLUE .. 


GLOUCESTER, MASS. 


HARDWARE AGE, MAY 4, 1950 


$00 FISH on ONE 





MIRACLE - MINNOW ! 


PROVEN FISH GETTERS FOR BASS, 
CRAPPIE (SPECKLED PERCH), 






MAKE MORE SALES AND PROFITS — with these deep- 
running, action-plus lures! Made of durable plastic, per 
fectly balanced for trolling and casting 


If your jobber can’t supply you send us your order 
with his name and address. 


Write for complete 
details on merchan- 
disers and FREE 
Catalog with fish- 
ing calendar and 
color paintings of 





ONE SOURCE FOR 
ALL NEEDS — Buy all your 
masonry tools from 

Goldblatt — one order, 

one shipment, one billing. 

Easy, convenient. 

ATTRACTIVE DEALER 
DISCOUNTS — Goldblatt sells 
direct to dealers — is able to 
offer attractive dealer discounts. 


Goldblatt Tool Co. 


1920 Walnut St. Kansas City 8, Mo. 





FIRST CHOICE OF THE TRADE FOR 65 YEARS 


Wright & McGill 





including panfish, bass, grass 


No. 466W 
3% ox. 
12 colors 


No. 470W 
u% oz. 
12 colors 









! i 
I Name | 
Address 
i City State 1 


nee me 


WRIGHT & McGILL CO. 


Box 7-HA, Capitol Hill Station, Denver, Colo 
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Quckhors, 


MACHINERY 
TOOLS 


INVENTORIES 


CONTAINED IN INDIVIDUAL DEPTS. AND SUB DEPTS. 


REAL ESTATE 


6th AND WILLOW STREETS 


READING, PA. 


READING - 


HARDWARE CORP. 





Major Machine tools consist of many auto- 
matic screw machines, lathes, millers, 
presses, planers and welders and many ac- 
cessory and minor items. Special facilities: 
include ferrous foundry, brass foundry, 
plating, lacquering, japanning and spraying 
equipment. Inventories include standard 
screws, wire, steel and brass stock and spe- 
cialized items. Office furniture includes 
about 400 major items of executive, secre- 
tarial, 1 and 2 pedestal desks, chairs and 
files; also standard and special accounting 
machines and typewriters. Lists have been 
broken up into various depts.; machine 
tools, small tools and inventories. Write 
for any of foregoing lists desired. 


REAL ESTATE . 


comprises 2.3 acres, 350,000 sq. ft. in 8 
buildings, including 147,000 sq. ft. in main 
7-story steel and concrete daylight-type 
bldg. 300 lb. floors containing iron and brass 
foundries and major mfg. facilities; 3 R.R. 
sidings; sprinklers. 


SALE COMMENCES 


MON., MAY 22 


10 A. M. ON PREMISES 


Firm affiliate—S.I.R. . . . Information re 
Brokers Participation on Request 


Send for Booklet HX-2 
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BERNARD P DAY Pres Pry. 


CSS YEARS OF AUCTION LEADERSHIP ) 














FOR YOUR DIRECT MAIL 


SALES PROMOTION 
USE 


HARDWARE AGE 
DIRECT MAIL ADDRESSING 
AND MAILING SERVICE 


IT WILL ASSURE YOU MAXIMUM SUCCESS AT 
MINIMUM COST 


WE ADDRESS AND MAIL CIRCULAR MATTER 
TO THE FOLLOWING LISTS: 


14,910 MAJOR RETAIL HARDWARE DEALERS 
WHOSE SALES EXCEED $30,000.00 ANNUALLY 


4,258 INTERMEDIATE RETAIL HARDWARE DEAL- 
ERS WHOSE SALES ARE BETWEEN $20,000.00 
AND $30,000.00 

21,683 MINOR RETAIL HARDWARE DEALERS 
WHOSE SALES ARE LESS THAN $20,000.00 

5,297 OUTSTANDING MAJOR HARDWARE 
DEALERS WHOSE SALES EXCEED $50,000.00 
ANNUALLY 

545 GENERAL WHOLESALE HARDWARE 
HOUSES 

134 WHOLESALE HEAVY HARDWARE HOUSES 

11! WHOLESALE HARDWARE HOUSES IN 
CANADA 


2,084 DISTRIBUTORS OF MILL SUPPLIES 


154 DISTRIBUTORS OF MILL SUPPLIES IN 
CANADA 


11,353 LUMBER YARDS 
882 DEPARTMENT STORES HANDLING HARD- 
WARE AND HOUSE FURNISHINGS 


THESE LISTS ARE CORRECTED RIGHT UP TO 
THE MINUTE WE ADDRESS YOUR MAILING. 

OBVIOUSLY AN ADVANTAGE OF OUTSTAND- 
ING VALUE TO YOUR DIRECT MAIL SALES 
PROMOTION 

ONLY OUR MANY YEARS DAILY CONTACT 

WITH THE HARDWARE TRADE MAKES IT POS- 

SIBLE FOR US TO SUPPLY YOU WITH SUCH A 

HIGHLY EFFECTIVE SERVICE 


WRITE FOR DETAILS 


HARDWARE AGE 
DIRECT MAIL ADDRESSING DEPARTMENT 


100 EAST 42nd STREET © NEW YORK 17, Nv. Y. 
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One set o1 
12 Cards | 
SIZES 

1%" 1%" 1 
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STEVENS LEVELS 


sell themselves! = é 
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The beauty of Heller Fixtures, the attractiveness 
they impart to your merchandise, draws trade to 
your store—Extra profits ore yours. 


THIS IS iT! ee a = nD, DRAWING POWER 


QUALITY 
Years and years of satisfactory service are built 
Into Heller Fixtures. New, modern, MULTI-LEVEL 
and conventional styles—Come to our factory and 
see two model stores completely merchandised. 


VALUE 
NEW LOWER PRICES, makes It easy for you to 
buy. Send sketch of your store for free store 
plan and estimate. Ask for large catalog #50. 


ofa 

HELLER W. C. HELLER & CO. 
STORE 50 Platt St. Montpelier, Ohio 
FIXTURES! 


Designers and manufacturers of Hard- 
ware Store fixtures exclusively since 1891 














BILUNGS LIFE-TIME WRENCHES 4 


In SMART LOOKING GIFT SETS 
For Profitable Father's Day and Year ‘Round Gift Profits. 


THE BILLINGS & SPENCER CO, HARTFORD 1, CONN SEE YOUR WHOLESALER 











p MBEST KNOWN! GARDNER'S SPRING CABINETS 
' @BEST SELLERS! 


Plated and burnished 
; " springs, precision 
ee made to industrial 
matt EXNGN eS specifications. Boxed 
xrensios refills shipped 
promptly from stock. 
Write today for lit- 
erature and prices. 


CABINET NO. 932 





@BEST BETS! 


FOR EASY SALES 
AND PROFITS... 





Springs—402 Springs—127 different sizes—placed in coded 
DISPLAY ’EM RIGHT compartments of all-steel, sturdy, four-drawer cabinet. A ' 
—THEY’LL SELL ON SIGHT! popular, complete spring stock for the dealer. 
3 i See eee eee ee Two and one-drawer cabinets also available. 


PRODUCTS PRESENTED BY SWIFT & COMPANY | 1329 Se. CICERO AVE. 
q Plant Food Division Chicago 9, Ill. U. S. Yards Gardner Wire Co. CHICAGO 50, ILL. 
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One Set in a 


‘geo DOMES OF SILENCE = 
ORIGINAL SIZES 
SELL ON SIGHT when these attention-compelling con- Be ser tar Be 


tainers, box or card are displayed on counters. Genuine DOMES 
OF SILENCE glide softly, silently, smoothly over all flooring; 

One set on a Card ° P ° 

12 Cards in a box. save floors and furniture. For years the favorite with house- 

fo aee 14” 1" %* %" Owners and furniture manufacturers. 





Ask your jobber or write 
DOMES OF SILENCE, Division of 


ROBERT E. MILLER & Co. INC. 
35 PEARL STREET NEW YORK CITY 
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assifiod Advertising Rates 














Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Positions Wanted 


(Special Rate) 
50 words 


Allow Seven Words for Keyed Address 
or Your Address 








Set solid, maximum, 50 words..... «+ $5.00 
Each additional word..... ae 


Each additional word......... -05 





*BOXED DISPLAY RATES 
$8.00 Per Column Inch 











Cuts or special borders not allowed. 
*DISCOUNTS FOR BOXED DISPLAY ADS 
5% discount for 4 or more insertions 

No Agency Commission allowed on Classified 
Advertising. 
REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not currency or stamps. 


Samples of Merchandise, Literature, Catalogs, 
etc., will not be forwarded to box number 
advertisers unless accompanied by sufficient 
postage for remailing. 


HARDWARE AGE is published every other 
Thursday, Classified forms. close 15 days 
previous to date of publication, 


Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 

















[Help Wanted 





~] [Sales Representatives Wanted | 








WANTED—EXPERIENCED AND 
COMPETENT FINISH HARDWARE MAN 


to handie management and contract-sales of Sargeant 
line in Greenville, S. C., Area. Good proposition t 
right man. Reply by letter or in person, giving ful 
particulars as to background of experience, age and 
business and personal references. Address: 

INC. 


ROSS SURDERS SUPPLIES, 
i j oO ee South Carolina 





P. 0. Box 239 


[Sales Representatives Wanted | 


' 
SEVERAL TERRITORIES AVAILABLE | 
FOR SIDE LINE of Electric Cord Sets—Sales- 
men calling on electrical, hardware and housefur- 
nishing jobbers and manufacturers—commission, 
Write giving territory and experience, etc. Ad 
dress Box N-793, care of Harpware AGE, 100 
East 42nd St., New York 17, N. Y 














SULTAN BROS., _ INC., 
BROOKLYN, NEW YORK, 
TURERS OF QUALITY LINE of Builders’ 
Hardware, such as inside sete, front door sets, 
tubular sets, flush bolts, kitchen cabinet hardware, 
etc. Want commission salesmen who are calling 
on lumber yards and large hardware dealers, for 
Eastern and Middle Western States. 


1470 39th St., 
MANUFAC. 


OLD ESTABLISHED MANUFACTURER 
REQUIRES COMMISSION SALESMEN hav- 
ing established clientele among Retail Hardware 
Stores and Jobbers selling tools in States of 
Tennessee and Michigan. Correspondence invited. 
Address Box N-781, care of Harpware Ace, 100 
East 42nd St., New York 17, N. Y. 





OLD ESTABLISHED MANUFACTURER 
OF HARD FIBRE TOOL BOXES DESIRES 
SALESMEN now calling on Retail Hardware, 


Electrical, Plumbing and Variety Stores on a 
sideline basis Liberal commission All terri 
tories open. State full details in first letter as to 
lines now carried and territory covered. Address 
Box N-809, care of Harpware Ace, 100 East 
42nd St., New York 17, N. 


ESTABLISHED PLUMBERS BRASS 
GOODS MFR. HAS SEVERAL TERRITORIES 
AVAILABLE FOR EXPERIENCED SALESMEN 


WITH FOLLOWING AMONG WHOLESALE PLUMBING DIS- 
TRIBUTORS. GIVE FULL PARTICULARS INCLUDING EX- 
PERIENCE, REFERENCES, LINES NOW HANDLED, TER- 
RITORIES COVERED AND TYPES OF ACCOUNTS SELLING. 
ADDRESS BOX N-794, CARE OF HARDWARE AGE 
100 EAST 42ND ST., NEW YORK 17, N. Y. 














THIS LONG ESTABLISHED HIGHLY RATED 
COMPANY offers 25 factory lines to salesmen 
covering retail stores outside of the larger 
cities. Here are complete factory lines, and 
salesmen earn a good living handling them. It 
would take you years to assemble so varied an 
assortment of lines. Write Sales Manager, Box 
N-696, care of Hardware Age, 100 East 42nd 
St., New York 17, N. Y. 
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SALESMAN TO INTRODUCE Imported 
Priced Precision Vernier Caliper to good tool and 
hardware accounts. Some territories still open 
Address Box N-804, care of Harpware AGE, 100 
East 42nd St., New York 17, N. Y 





SALESMEN WANTED TO SELL COM.- 
PLETE LINE OF PAINT BRUSHES at com- 
petitive prices. Sideline men considered. Some 


territories open. Commission basis. 
Address Box N-779, care of 
New York 


Midwestern 
References desired. 
Harpware Ace, 100 East 42nd St., 
7, Ms FX 


PLUMBING SPECIALTIES — SALESMAN 
WITH FOLLOWING for established New York 
Firm. Sell to Hardware Stores and Plumbing 
Contractors. Choice (protected) Territories Open. 
Commission. Replies confidential. Address Box 
N-780, care of HArpware AceE, 100 East 42nd 
St., New York 17, N. Y. 


SALESMEN: UNDERWRITER APPROVED 


|PANIC AND EXIT BOLTS. Contact with 
| builders hardware and architects essential. Closed 
territory available in Eastern, Southern, Central 


Advise 
reterence. 
Inc., 20 


previous experience, 
Write Elton 
Shipman  St., 


and Northern States 
territory and include 
Hardware Mfg. Co., 
Newark, N. J. 


SALESMAN WITH FOLLOWING AMONG 
Retail Hardware and Variety Stores to sell a well 
known line of Dog Collars, Harnesses, and Acces- 
Exclusive territories open—Virginia, North 
South Carolina, Georgia, and Florida 
Liberal commission. In reply give full details, 
territory covered, and other lines handled. Address 
Box N-807, care of HaArpware Ace, 100 East 42nd 
St., New York 17, N. Y¥ 


sories 
Carolina, 


If you regularly call upon estab 
building supply and hardware 
dealers and department stores, you can appreciably 
augment your income by selling a top grade 
Ponderosa Pine Combination Door, an unusually 
fine quality but extremely low priced Combination 
Storm and Screen Window, and a line of popular 
priced Builders Hardware and specialty items. An 
established millwork concern is interested in rep 
resentation in the following areas; Buffalo and 
Western New York Section; Southwestern Ohio 
including Cincinnati, Columbus, and Dayton terri 
tories; Huntingten, Charleston, and Southern West 
Virginia; Baltimore, Washington and the State of 
Delaware; and Philadelphia Area and State cf 
New Jersey. For the right type of personnel we 
can assure top quality product, low competitive 
prices, and prompt service. Commission paid on 
repeat business. Reply by letter to box number be- 
low, giving experience, the specific area you cover, 
how often you contact your accounts, the line you 
ire presently handling, etc. Salesmen handling 
competitive lines will not be considered. Address 
Box N-806, care of HARDWARE AGE, 100 East 42nd 
St., New York as Se 


SALESMEN: 
lished retail lumber, 








SALESMEN WANTED fully c 
and having a following in the wooden oe trad 
including furniture manufacturers, for New Hich 
Quality Glue. High commissions with unlimitec 
tuture. Write “S.T.”, International Advertising, 
70 Park Ave., New York i; a. 








PAINT SALESMEN, or Manufacturer’s Rep- 
resentative for complete line quality paint manu- 
facturer. Openings in several select territories. 
Replies confidential. Address Box N-739, care 
of Harpware Ace, 100 East 42nd St., New 
You 17, HR. ¥. 


PROTECTED 
Electric, Mill, 
nd 


SALESMEN AND AGENTS 
TERRITORIES OPEN—Call on 
Television, Plumbing and Hardware Suppliers 
Stores. For well-rated manufacturer of expansion 
bolts and devices for holding screws and bolts in 
masonry, plaster, brick, etc. Attractive offer for 
right agents and men. Replies confidential. Ad- 
dress Box N-799, care of HARDWARE Ace, 100 
East 42nd St., New York 17, N. 





SALESMEN FAMILIAR WITH  PRECI- 
SION TOOLS WANTED who are now calling 
on hardware and mill supply dealers. We have a 
new item with exclusive features that is priced to 
sell. Protected territory, liberal commissions. In- 
clude in reply territory, lines now carried, and 
references. Address Box N-790, care of HAarp- 


WARE AGE, 100 East 42nd St.,. New York 17, 
a. 
SOUTHERN TERRITORY AVAILABLE 


Southerner wanted by National Concern to contact 
Hardware Wholesalers in Established Territory. 
Preferences include man not over 35, single, some 
hardware experience. State qualifications, 
salary expected, and send picture. Replies held 
confidential. Address Box N-789, care of Harp- 
a Ace, 100 East 42nd St., New York 17, 


sales 








SALESMEN WANTED 


To sell Cellulose Sponge Mops and other 
products to retailers. In answering, state 
territory and lines now selling. 


Write Box N-774, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 














SALESMEN WANTED 


Manufacturer of complete line of Builders’ 
Trim Hardware has opening for Salesmen call- 
ing on Jobbers, contract hardware dealers, and 
lumber yards. Exclusive territory on commis- 
sion basis for right man. Give full informa- 
tion as to experience, territory covered, and 
other lines handled in + x 
Address Box N-648, care of HARDWARE ala 
100 East 42nd Street, New York 17, N. 











HARDWARE AGE, MAY 4, 1950 








et] 


REPRE 
-ATENT 
RACTIV 
Works o1 


tures are 


ewage |] 


\ rk 17, 


EXPE 
TIVES \ 
vlete, com 
Tools, Ga 
plumbing 
lepartmen 
basis. Wr 
100 East 


MANUI 
UNLIMIT 
PERIENC 
Quality L 
dealers. / 
terials fur 
tected ter: 
ticulars! , 
2019 Linco 


AGENT 
Boating an 
tive, tast-m 
Accessories 
Fasi-T’-Roll 
Ilhir 


REP 


For Fast A 
chain, depa 
beautifully 
mediate de 
covered and 
of Hardwar 
N. Y. 

es 





SALES |] 
ew ‘“Paten 
ead, tynes, 
struction, 
ve territ 
f now sell 
Stores, Feed, 
Lans« ipers, 
Amalga Man 


srooklyn 12, 


jee 


SALE 


STERLIN 
2345 W. 








e-—-—_ 


HARDWAI 














*s Rep- 
manu- 
ritories. 
9, care 

New 





PRECI- 
calling 
have a 

riced to 

ms. In- 
ed, and 
| HArp- 

ork 17, 


ABLE 
» contact 
erritory. 
le, some 
ications, 
ies hel 
f Harp- 
‘ork 17, 


—$_$—<— 


————__—— 


other 
state 


— 
silders’ 
m call- 
rs, and 
ommis- 
forma- 


d, and 





AGE 
¥. 


|, 1950 











Clansithied Opportunitien Section... 














(Sales Representatives Wanted || 





Accounts Wanted —_|\[ 


Accounts Wanted | 





REPRESENTATIVES WANTED FOR NEW 
PATENTED IMPORTED, PORTABLE AT- 
RACTIVE KEROSENE ROOM HEATER. 
Works on new combustion principle. Main fea- 
tures are: Safe, economical, odorless, simple to 
te, portable. Liberal commission. Address 





> International, Inc., 521 Fifth Ave., New | 
York 17, N. Y. Tel. Murray Hill 2-0359. 
EXPERIENCED SALES REPRESENTA 


TIVES WANTED: Sell well 
ylete, competitively priced lines Sanitary 


established, com 
Cleanout 


Tools, Galvanized Mop Wringers, to hardware, 
pl imbing supply houses, wholesale1s, chains and 
jepartment stores. State lines handled, territory 
yvered eferences first letter Commission 
basis. Write Box N-803, care of HArpw ARE AGE 
100 East 42nd St., New York 17, N. 


MANUFACTURER'S REPRESENTATIVE 
UNLIMITED OPPORTUNITY FOR AN EX 
PERIENCED SALESMAN to sell a High 
Quality Line of Specialty Farm Equipment to 
dealers. Advertising and sales promotional ma 
terials furnished. Good commission basis in pro- 
tected territory. Write today giving full par- 
ticulars! Address Willis S. Martin Company, 
2019 Lincoln Tower, Fort Wayne, Indiana : 


AGENT WANTED calling on Sporting Goods, 
Boating and Hardware Dealers. To sell attrac- 
tive, fast-moving, quality line of Outboard Motor 
Accessories on Commission. For details write 
_ r’-Roll, Inc., 10 N. Clark St., Chicago 2, 


1S 





REPRESENTATIVE WANTED 


For Fast Moving Household Line. Selling hardware, 
chain, department and drug stores. Popular priced, 
beautifully engineered products. Dealer aids. Im- 
mediate delivery. Top commissions. Write territory 
covered and present lines carried to Box N-800, care 
of Hardware Age, 100 East 42nd St., New York 17, 
w. ¥. 











SALES REPRESENTATIVES WANTED— 
‘ew “Patent Pending’? Wood Rake. Replaceable 
id, tynes, handles, tremendous strength, finest 
struction, five sizes, stocks knock down. Ex- 
ve territories, liberal discount plan. Inquire 
t now_ selling Hardware Stores, Department 
Stores, Feed, Seed, Grain Dealers, Garden Shops, 
Lanscapers, Farmer's Cooperatives Address 
Amalga Manufacturing Co., 1503 Linden Blvd., 
Brooklyn 12, N. Y. 














ESTABLISHED MANUFACTURERS REP 


RESENTATIVE now calling on hardware and 
| variety jobbers, chain and department stores, 
travelling Michigan, Ohio and Kentucky, wishes | 
One or Two Additional Lines Best references 
Reply to Box N-801, care of 


HarpWareE AGF, 100 
n. F 


East 42nd St., New York 17, 


MANUFACTURERS REPRESENTATIVE 


We are in a position to sell a high grade line to 
Jobbers and Retailers of Hardware and Farm 
Equipment in Penna.-N.J.—Delaware and Mary 
land for a reputable manufacturer Write Box 
N-787, care of Harpware Ace, 100 East 42nd 
St., New York 17, N. Y 

ATTENTION MANUFACTURERS re 


Metropolitan New 


Iwo aggressive 


quiring coverage in 
Northern New Jersey 
desire supplementing major line. 
electrical, hardware and Penny sea shing 
in Real order getters. Address Bc N-796, care 
1f Harpware Ack, 100 East 42nd St., New York 
17, N. Y 


SELL DIRECT TO DEALERS. New Englan 
Sales Organization (3 Men) covering Dept. Stores, 
Housewares and Hardware Trade 12 years’ ex 
perience in this area. Need just one goo ne 
Write us giving your sales problem. You will be 





surprised to find out the three lines we now sell 
Address Box N-792, care of HARDWARE AGE, 100 
East 42nd St., New York 17, N. ¥ 

ESTABLISHED MANUFACTURERS REP- 
RESENTATIVES calling on jobbers, chains 
and industrial accounts desire Additional Major 
Lines Have warehousing facilities or carload 
shipments, well manned office and a corp of 
experienced salesmen. Address M. K. Crews & 
| Associates, 2406 So. 7th Blvd., St. Louis 4, 
| Missouri 

AMBITIOUS YOUNG SALES REPRE 
SENTATIVE CALLING on hardware jobbet 
mill supply houses and wholesale hardware with 
good following desires Additional Lines. Territory 
| covered Manhattan, Brooklyn, The Bronx, Queens, 


Jersey City, Newark. Will gladly furnish char 
acter references upon request Address Box 
N-802, care of Harpware AGe, 100 East 42nd St., 
New York 17, N. Y 

SALESMAN, WITH FOLLOWING AMONG 
RETAIL HARDWARE AND HOUSEWARE 
STORES, in Metropolitan Area of New York 


City would like to represent Manufacturer, with 
Complete and Exclusive Line Have car and 
twenty-five years’ experience. Now employed lead 
ing hardware jobber. $7,000 year caliber man 
Address Box N-791, care of HArpware AGE, 100 
East 42nd St., New York 17, N. Y 





CAPABLE SALES REPRESENTATION, on 


| brokerage basis, for Michigan, Indiana, Kentucky, 


| 
| 
| 


Ohio, available to reputable manufacturers of 
hardware, houseware products only, selling to job 
bers, chains, department stores and premium good 
users, We are firmly established with number one 





lines and well known to the trade over a period | 


Address Box N-734, care of 
100 East 42nd St., New York 


of twenty years. 
Harpware AGgz, 
a,  # 





SALES REPRESENTATIVES 


To sell Sterling Sliding Door Hardware and 
Casement Hardware to ders’ Hardware 
Dealers and Lumber Yards. Liberal Com- 
missions. Exclusive Territory. 


STERLING HARDWARE MFG. CO. 
2345 W. Nelson St., Chicago 18, Iilinols 











| excellent references 








WELL ESTABLISHED MANUFACTURERS 
REPRESENTATIVE selling Top Line of Shelf 
Hardware to best hardware wholesalers and con- 
tract hardware firms in Ohio, Michigan, Indiana 
and Kentucky desires Additional Lines. Can offer 
Good Conscientious Representation in above area, 
and Pittsburgh area as well. Will gladly furnish 
as to character and ability. 
Address Box N-768, care of Harpware AGE, 100 
East 42nd St., New York 17, N. Y. 


ARIZONA CONSTRUCTION EXPERT DE 
SIRES CONTACT NATIONAL MANUFAC 
TURER for Franchised Distributorship, Mfg 
agent, for building and related items, for Arizona, 
and New Mexico. Capital and personnel available 
for good proposition Write Bursons, 1522 W 


Jackson St., Phoenix, Arizona 


MANUFACTURERS’ REPRESENTATIVES 





NOW TRAVELING Minnesota, North and South 
Dakota, Wisconsin, and Upper Petr 5 Mich 
igan, covering wholesale and chain tt nter 
ested in adding two well-known lines in hardware, 
plumbing, electrical, or industrial field Add 
Hardware & Appliance Sales. Inc., 4231 Yosemite 
Avenue, Minneapolis, Minnesota 





NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, Pa 
Branck Offices 
New York @ Philadelphia @ Detrot: 
Cleveland @ Louisville 
Covering all classes of jobbers. We will carry 

the accounts or you can bill direct. 
Write for further information and references. 














TOP QUALITY LINE OF 
DOOR LOCKS WANTED 


by Manufacturers’ Representative with strong 
following Builders hardware field Chicago 
and Surrounding Territory. Will also consider 

distributorship 
Address Box N-786, 
100 East 42nd Street, 


care of HARDWARE AGE 
New York 17, N. Y 














ACCOUNTS WANTED 


CONSUMER HARDWARE SPECIALTIES 
FOR LOS ANGELES Cou NTY, FOUR 


MILLION BUYERS, FAST MOVING CHAIN 
STORE ITEMS. AS of Soy. SIVE MANU- 
FACTURER’S REPRES ATIVE ONLY. 
P. 0. BOX, 9836, LOS ANG EL ES 27, CALIF. 

















| = Positions Wanted =| 





SALESMAN--20 YEARS TRAVELING EX 
PERIENCE—With excellent customer relations 
in Pennsylvania, and Adjacent States Interested 


rehable manufacturer of a 
Skilled in promotional 
Straight Commi 
Harpware AGt 


in a connection with a 
highly specialized product 
selling to jobbers and dealers 

sion. Write Box N-798, care of 
100 Fast 42nd St., New York 17, 


LOS ANGELES AREA. VET. 25, MAR 
RIED, CAR, 6 YEARS EXPERIENCE HARD 
WARE. Past 3 years managed hardware store 
in New York City. Did buying, selling, instal 
lation and some repairing of following: Builders’ 


(Classified Opportunities continued on page 222) 
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hardware, (electrical supplies (appliances and 
fixtures)) plumbing, paints, housewares, kitchen 
cabinets, venetian blinds, window shades, glass 
and other hardware items. Before war was em 
ployed with large hardware jobber in Los An 
geles for three years. Excellent references from 
both concerns. Will arrive in Los Angeles about 
May Ist. Write Box N-762, care of Harpware 
Ace, 100 East 42nd St., New York 17, N. Y 
221 
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| = Positicws Wanted 








] [Business Opportunities | [ Buriness Opportunities | 





POSITION WANTED. YOUNG MAN, 


AGE 20, three years general office experience with | 


large statistical company. Also has mechanical 
aptitudes. Desires position with opportunity in 
office. stock or shipping department of wholesale 
in New 


hardware or machine supply company 

York City. Excellent references. Address Charles 
Fenner, Jr., 89-14 34th Ave., Jackson Heights, 
eS ee eS 


POSITION WANTED. MARRIED VET- 
ERAN, 25 yrs. old, desires Start in Sales Field 
of Wholesale Hardware Firm, Midwest preferred, 
BS degree in Merchandising, approximately 5 
years’ experience in retail hardware store, desires 
position where hard work and enthusiasm will 
offer opportunity for advancement and future. 
Full data gladly furnished. Address Box N-785, 
care of Harpware Ace, 100 East 42nd St., New 
York 17, N. Y 








[ Business Opportunities | 


WILL BUY—HARDWARE STORE doing 
$40,000 to why 000. Gross in Hardware, Indus- 
trial and Factory Supplies, located in Long Island 
or Brooklyn. Must undergo rigid investigation. Give 
full particulars in first letter. All information 
kept in strictest confidence. References exchanged. 
No brokers. Address Box N-795, care of Harp- 
=e Ace. 100 East 42nd St., New York 17, 











PLASTIC WIRE SCREENING 


ONLY 2c PER SQ. FOOT 


F.O.B. YOUR PLANT 
Available in 29"' wide, 60 foot rolls. 
imited supply. 


SCANDO TRADING CO. 
154 Nassau Street, New York 7, N.Y. 








Over 60% Off! 


Brand new $200.00 show- 
cases for $75.00... brand 
new $60.00 flush type 
counters for $24.00. Yes, 
brand new .. . in their 
original crates in Grand 
Rapids, Michigan. The rea- 
son? We ordered too many 
. .» more than we could 
use. We're clearing them 
out at a fraction of their 
original worth or today's 
replacement cost. For full 
information write: 





Address Bex N-740, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 
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FOR SALE — HARDWARE STORE in fast 
growing city in southern Idaho. Modern store 
front, beautiful fixtures, clean stock. Potential 
gross sales $100,000. Approximately $20,000 will 
handle. No charge for goodwill. 
and desire to liquidate. Address Box N-769, care 
of — Ace, 100 East 42nd St., New York 
i, me 





FOR SALE: HARDWARE STORE IN A 
THRIVING JERSEY SHORE TOWN. Clean 
stock, well established business. Owner wishing 
to retire. Will also sell building if desired. Will 
sell at invoice. Living quarters included. 
to $40,000 cash needed. Must be seen to_be 
appreciated. Shown by appointment. Address Box 
N-808, care of HarpwareE Ace, 100 East 42nd 
St., New York 17, N. Y. 





CLASS HARDWARE FOR SALE. 
Located in Southern Tier of New York State, 
handling full line of hardware, appliances, paint | 
and sporting goods, plumbing supplies, roofing 
and electrical supplies. Brick building with mod- 
ern apartment on second floor, large warehouse. 
All equipment practically new. Stock will inven- 
tory about forty thousand. All good first quality 
merchandise. Due to failing health must sacrifice. 
$65,000 takes everything. Fifty thousand required 
to handle. Address Box N-788, care of HARDWARE 
Acs, 100 East 42nd St., New York 17, N. Y. 


FIRST 


Partners disagree | 


FOR SALE— WHOLESALE HARDWARE 
SUPPLY HOUSE well established in South 
Florida area with main outlet Miami. Minimum 
capital required $75,000.00. Owner must leave 
town. Reply Box N-748, care of HaRpWAre Acz, 
100 East 42nd St., New York 17, N. Y. 


FOR SALE—HARDWARE STORE IN ONE 


| OF SOUTH FLORIDA’S FAMOUS RESORTS. 


| Owner must devote his time to other 


$35,000 | 
| grade. 


| 


| 
| 


interests. 
Location is in center of architects and contractors 
offices area. For seventeen years has successfully 
sold hardware and both room accessories of the better 
Business not subject to cheap competition 
It is not a distress sale. If suitable party responds 
we would be willing to sell half interest only if 
thus desired. Write Box N-805, care of Harp- 
wArE AGE, 100 East 42nd St., New York 17, N. Y. 


FOR EXPERIENCED 
Largest North Idaho City; 
major U. S. Hy. Jctn., in 
Modern front Str. bldg. 
36’x64’. Operating Hardware and Variety now 
3 yr. old 6 rm. mdrn. house, garage. Frontage 
200’ either side of corner. Price $30,000. incl. 
fix. Stock at Inventory. 1/3 down. Store can be 
sold separately. Address Box N-797, care of 
Harpware Ace, 100 East 42nd St., New York 
7, 2. 


OPPORTUNITY 
HARDWARE MAN. 
prominent corner, 2 
new growing district. 





Your employees want 
to help you build security 


HERE’S HOW 7,500,000 WORKERS ARE DOING IT 





More than 20,000 ¢ now maintain 
the Payroll Savings Plan, by which their 
employees invest in U. S. Savings Bonds 
automatically every pay day. This Plan 
builds security not only for the individual 
employees, but for their companies and for 
the nation! 

As you know, Savings Bonds pay $4 at 
maturity for every $3 invested. Thus they 
help create a “rainy-day” fund for each 
Payroll Saver, increasing his security. 


How P.S.P. helps employers 


America's leading corporations report these 
company benefits from the Payroll Savings 
Plan: As Bonds increase the worker's eco- 
nomic peace of mind, plant morale im- 
proves. Production increases—because 
absenteeism, labor turnover, and the acci- 
dent rate all decline. Relations improve 
between employer and employee. 


Savings Bond dollars are dollars re- 
moved from the spending stream. They are 
deferred purchasing power—an assurance 
of good business during the years to come. 
The Treasury uses net Savings Bond dollars 
to help reduce inflationary credit potential 
in the banking system by retiring short-term 
bank-held Federal securities. So Bonds in- 
crease the nation’s economic security, tool 


Proof that employees want P.S.P. 


Even with today’s high prices, it has been 
proved that between 40% and 60% of 
America’s working millions—at any wage 
level—can and will buy Bonds through 
Payroll Savings if g t sp s the 
Plan and a fellow worker asks them fo sign up. 

It’s up to you whether they get the chance. 
All the help you need is available from your 
State Director, U. S. Treasury Department, 
Savings Bonds Division. 





The Treasury Department acknowledges with appreciation 
the publication of this message 


This is an official U. S. Treasury advertisement prepared under the auspices 
of the Treasury Department and the Advertising Council. 
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*MARSHALLTOWN TROWELS *« 


MARSHALLTOWN TROWEL COMPANY * MARSHALLTOWN, IOWA 










































aay sere WITHOUT REAMERS, TAPS, RE-SEATERS 
orking Varnishing 
H H Just install LLEVALVE ;,. place of old stem, you 
Enameling Lacquering get NEW SEAT, also new threads and new stem 
complete in one unit. No reaming, resurfacing or 
tapping needed. Completely rebuilds 90% of faucets 
in use. Anyone can install wl gree yut special tools 
: 2 models: B—Metal to metal seat 
R—rubber seat 
Left or right hand 
The original faucet insert. Our 13th year 
If your jobber cannot supply you, write direct 
boxes fl EVAL pat. 08 
~ U. 
“ae , ’ , v. Ret 
Send for Descriptive Folder. FAL R ; 
P M. GRUMBACHE THE CLEVELAND VALVE CO., CLEVELAND 11, OHIO 
Order from your Jobber 464 WEST 34th STREET NEW YORK } NEW YORK Copyrighted 1950, Cleveland Valve Co. 











next order 


tor for alk BRUSHES write y= . “BRUSHWISE 


Attention Salesmea! Territories Opes CORPORATION 


ADDRESS ALL INQUIRIES TO BRUSHWISE CORPORATION, WEST FOURTH AT MERCER ST., NEW YORK 12, N.Y 



























When You Know 


The Trade-Name— | SAWHORSE Ml 


| SET UP OR TAKE DOWN 
WITHOUT NAILS OR BOLTS 


2” x 4” FOR LEGS 





of a certain product and want to know “Who Makes It?” 
look in the General Directory Section of the “Who Makes It?” 

Number of HARDWARE AGE for the trade-name. You'll find | 
it listed alphabetically under the product heading of the item 

in question. Alongside the trade-name you will find the name 
of the manufacturer, also the address of the maker arranged | 
alphabetically in the same list. Keep your “Who Makes It?" 
Number close at hand where it will serve your wants quickly. 


HARDWARE AGE 


100 East 42nd St. New York 17, N. Y. 


Timesaver for contractors, builders, painters, 
paper hangers. 
COLORFUL COUNTER DISPLAY PACKAGE SELLS 
Display it on your counter. $ 50 
Retail $1.50. Slightly higher ] 
in West. Order from your _— 
jobber or direct from us. 


GRAND HAVEN STAMPED PRODUCTS CO. 
GRAND HAVEN, MICHIGAN 




























© hack saws © hand saws © keyhole saws © hack saw frames 





© panel saws © mitre saws © coping saw frames © coping saws 
® pruning saws © wood chisels © screw drivers © compass saws & nests 
© block planes © fore planes © jack planes © smooth planes 





FOR ACTION SALES... SEE YOUR JOBBER IMMEDIATELY! 


eRe, MAYES VE =. 








Z=—AND ALUMINUM ane oe noe j 


MAYES GUARANTEES ACCURACY, SERVICE j 


ASK YOUR DEALER . iJ . CATALOG FOR 
UR AND DURABILITY LOG FOS 


naves Toots MAYES BROS.TOOL MANUFACTURING CO.. Inc: Port Austin. Micx. 


3 


HARDWARE AGE, MAY 4, 1950 223 








&est bet for 


WANGING UP 
THINGS 


PUSH-PINS e PICTURE 
os HANGERS 


5 These two Moore products have been standouts in their field 
for 50 years. You can sell them to your customers with 








COMPLETE CONFIDENCE. Nationally advertised. 


MOORE PUSH-PIN CO. Since /900 


113-25 BERKLEY ST 





PHILADELPHIA 44, PA 





Mophead, drainer 
& handle clamp 


IN ONE 


attractive red & black 


CARTON 
















Dealer Customer 





Convenience Satisfaction 

Famed Minute Mop now comes with all 

parts together ready to go on the handle. (4 
Packed the way customers like to buy cs 
it and efficient dealers like to sell it. A 

faster selling, eye catching package for > 
the nation’s largest selling cellulose 


Model No. 101, List price $1.95 


13 E.23rd.St. 
CHICAGO 16 ILL. 


sponge mop! Call your jobber today. 


MINUTE MOP (0. 


COWMBIAN VIS 


THE BEST MADE 
% Columbian Vises 
are the standard for 
strength, workman- 
ship and depend- 
ability. Columbian 
Vises offer your cus- 
tomers the greatest 
value in_ efficient 
and economical vise 
equipment. All types 
for all work. See 
your distributor. 


THE COLUMBIAN VISE & MFG. CO. 
9017 Bessemer Ave. Cleveland 4, 0. 























IT’S HERE! THE ONLY PLASTIC, HIGH-LUSTRE 





FINISH DEVELOPED FOR ASPHALT TILE! 


ASPHALT TILE 
Ra- 310 LUSTRE 


Open up a big, new market with RA-GLO! Gives 
asphalt tile a non-slippery, transparent, high-lustre, 
enamel finish. Water-resisting, weather resisting. 


Some Choice Territories For 
Dealers And Distributors Available 


RADAR PAINT CO. 


1769 Carter Avenue 


New York 57, N. Y. 
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000 Yudex to Aduntisors 000 
Klein & Sons, Mathias . . 152 1°) 
Knape & Vogt Mfg. Co. ......... 147 | Queen Stove Works Inc. 15 
EL. ign03as0nveieses 214 
Kwikset Locks Inc. 82, 211, 226 R 
RYGMIZO o.-- eee seer errs ssceoeeers 58 | Radar Paint Co. 424 
Raybestos-Manhattan, tnc. 
L Asbestos Textile Div. 75 
Landen Putty Works 144 | Ray-O-Vac Co. 191 
Landers, Frary & Clark 46 | Red Devil Tools > 212 
Larson Co., Charles O. © £3 | Remington Arms Co., Inc. 105 
tgonerd Go., The «......0500: 138 | Richards-Wilcox Mfg. Co. ...... 197 
Lerio Corp. 80 | Robinson, Inc., Edward E. .. 143 
Libbey Glass Div. Owens- Minois Rockford Brass Works : 52 
Glass Co. . | Rogers Isinglass & Glue Co. oe 
Libbey-Owens-Ford Glass Co. -. 145 | Russell, Burdsall & Ward Bolt & 
Lockwood Hdwe. Mfg. Co. ... 9| Nut Co . 1S 
Lodge & Shipley Co. 20! 
Lucas & Co., Inc., John 185 | Ss 
Lufkin Rule Co. 64 | safe Padlock & Hardware Co. 175 
St. Louis Cordage Millis 109 
M Samson Cordage Works 203 
Mack Molding, Inc. 170 | Savage Arms Corp. 36 
Magna Tool Corp., The . 176|Savogran Co. . 146 
Marshalltown Trowel Co. ........ = Schacht Rubber Mfg. Co. 166 
Marta-denear Ce. ......-ssseeses Seal Rite Caulking Co. 57 
Martin Stamping & Stove Co..... = Sharon Bolt & Screw Co. 142 
Mast-Foos Mfg. Co. - 66 | Sheffield Bronze Paint Corp. . 33 
Master Laboratories 225 | Sherman Mfg. Co., H. B. 209 
Master Lock Co. ... ; 11 | Silent Sioux Oil Burner Corp.... 211 
Master Rule Mfg. Co., Inc....... 162 | Simonds Saw & Steel Co. 183 
Mayes Bros. Tool Mfg. Co., Inc.. 223 | Skillman Hardware Mfg. Co. 193 
McDonald Mfg. Co., A. Y. 20 | Skilsaw, Inc. . . i35 
McGill Metal Products Co. 170 | South Bend Toy Mfg. Co. 198 
McKinney Mfg. Co. ............ 125 | Southern Screw Co. 175 
Metal Engineering Co. . 149 | Standard Dry Wall Products Co.. 32 
Metaloid Co., The : ... 74) Standard Horsenail Corp. 216 
Midway Tool Co., Inc., The ..... 225| Standard Tool Co. 45 
Miller, Inc., Robert E. ......... 219 | Stanley Tools is 
Millers Falls Co. . tt | Star Heel Plate Co. 216 
Minute Mop Co. . 224| Stevens Arms Co., J. . 36 
Moedglin Ce., Ime. ...........200 186 | Stevens tow! Ce., & A. ....... OF 
Moline Iron Works . 66| Stewart Iron Works Co., Inc. 204 
Moore Push Pin Co. 224 | Super Tool Co. oe 148 
a ee ee 140 | Superior Fastener Corp. 158 
Motorola, Inc. ... 39] Swift & Co. 219 
Myers & Bro. Co., F. E. . 199 
- T 
Tate Co., E. H. F 
National Cash Register Co. 169 fuagiuten, Kenly & Co. a | 
National Hardware Show, Inc. ... 17| Toastmaster Products Div 73 
National Lock Co. 16 ; 
National Mfg. Co om Trine Mfg. Corp. ......... 158 
ettensd ts cesar Leet Veen Tryon Company, Edw. K. .... 70 
— aterials Co. ......... 210 | Turner Brass Works, The...... 42 
National Screw & Mfg. Co. ..... 227 
North Bros. Mfg. Co. ........... 124 U 
o US idle Wile. Ge. o.esscsss a 
Okonite Co, Tape Div. ......... United Gilsonite Laboratories ... 35 
LL... ....... 26 | United States Plywood Corp. 
ee (Weldwood Div.) .............. 55 
Oster Mfg. Co., The ............ 168 | United States Steel Corp, 79 
P Vv 
P & C Hand Forged Tool Co.... 213 Vaughan Mfg. Co. ...........000. i86 
ad og Se ee 201 | Vichek Tool Co. ...........cee00- 154 
arker Sweeper Co. Div. ....... 60 
Parkersburg Steel Co. .......... 117 
Patent Novelty Co. .............. 72 * 
Peerless Pump Div. . % Warren Tool Corp. pacwaints 43 
is hat Co... 205 | Wenzel Tent & Duck Co., H. 22-23 
Peoria Malleable Castings Co. 170 | hen ae eee Se o 
Etdlen Ques Ge. 50 Westfield Mfg. Co. ......... 40-41 
Perma-Jack ee. TR ....sccces 21 i ~ generis ~_ seni (Appl. 129 
a Mfg. Co. ..........0000 (4| Westwood Mfg. Co. .....74, 165, 2/4 
.. © Industries, Inc. 82 | Whitlock Corp. 225 
“oer Glass Co. _(Penn- - Wickwire Brothers, Inc. 130 
Pittsburgh Steel Co. -_* Wickwire Spencer Steel ... 177 
Platt & Co., Arthur I. 168 | Worthington Mower EE 
Plymouth Rubber Co. _ ee ptregeng Se 
Poly-Choke Co. 37 | Wright & McGill Co. 217 
Premax Products Div. ............ 
Price Fireplace Heater & Tank Y 
Corp. k : = 122 | Yale & Towne Mfg. Co. 3 
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Centro 
Rubber NEEGARDS 


for Every 
Kneeling Job 


PROFITS PROFITSI 
PROFITS! Display then 

they make their wn 
sale 


| | Reinforced Sponge 





wive ist about every- 
body who ever works kne¢ 
ng. Soft as kneeling on a 
cloud an be worn stad 
ng walking r kneeling 
One ze fit everyt dy 
Ad sstanle elas t 
ari Retail $1 ‘6 
iobber. 


CENTRAL RUBBER PRODUCTS CO.., Inc. 
821 Broadway New York 3, N. Y. 


tive 


porr. 


























Midway Auger Bits 
“pregerred by all 
who want the best! 


“Auger pits 
for every 


purpose 





Standard auger bits 

1 i ; (446” to 1%e" 
Auger bits for 3 sizes (416" to 1a") 
electric drills 

13 sizes (*A6” to '%e”) 


Sales Office: 
The Arcade, Cleveland, Ohio 
Factory: Melvin, Ohio 






























SPELLS RATS BACKWARDS 
112 RATS REPORTED 
KILLED WITH ONE CAN 


A 50c Seller! sealed can contains '/2 |b. of 
Horsemeat and Red Squill. Costs $4 a doz.; 
returns $6. 


MOUSE SEED—a 25c seller! Packed 
| one doz. to carton. Costs $2 
: Doz., returns $3. 








SALESMEN: 
Write for 
Territories 







Now Open 








Jobbers Write For Prices 











| Extra Income... Extra Profits! 


Make keys with this famous profit making key cutting 
machine. Cut keys with precision speed... accuracy 
... economy. Why let this extra income pass you by.. 
Why close the door to those extra profits? Let us show 
you how the HOUK Machine can and will pay for itself. 
HOUK cuts keys with precision . no wasted blanks 


Write today for FREE illustrated 
brochure and special deal. 






WHITLOCK CORP. Dept. HA5 
17 Warren Street 
New York 7, N. Y. 


Gentlemen: Please send HOUK bro- 
chure without any obligation on my part. 
NAME 
ADDRESS 
cITY _ 
STATE __ 


ee | 











225 



























GIVE YOUR CUSTOMERS EXTRA QUALITY 
GIVE YOURSELF EXTRA VOLUME 


Seven models...each boasting extra value features 
.. including spacious storage cabinets...smoke-free 
Blue Flame burners . . . 
rounded corner design 
and gleaming enamel 
finish on heavy gauge 


F.C. Castelli Ca. 


e Philadelphia 34, Pa. 









Stove Division e Erie Ave. and F St. 


More protection, comfort, and efficiency 
for every kneeling job. . 


JUDSEN KNEE PROTECTORS 


MOLDED 
RUBBER 








No matter what the “down-on-the- - 

knees” job is, JUDSEN KNEE 

PROTECTORS let you do it faster, easier and more 

comfortably. For vile me sales with good profits . 
e+e ORDER FROM YOUR JOBBER TODAY !* 


Made by 


INC. 


JUDSEN RUBBER WORKS, 
Chicago 24, 
*If your jobber cannot supply you, write direct. 


Illinois 


226 


Pac Acted eG 














BS 


















Look to Kwikset to be first ( 
and foremost with tup quality 7 


residential locks. 





: Watch for bi¢ Kwikset Announcement 
| COMM. SOON! 


Kwikset Locks, Inc. 
Anaheim, California 





AMERICA’S BEST- KNOWN, MOST POPULAR 


<< St! uae o, 
PF ovaranved by ™ 


Good ——- 


pe? 45 sovranisi® 





THE DAZEY DELUXE CAN OPENER 
IN DAZEY KITCHEN -TESTED COLORS 


® Profits—profits, and more profits 
when you sell Dazey Kitchen Helps. 
Famous Dazey products are con- 
sumer accepted... quality tested... 
nationally advertised...Dazey 
Kitchen Helps are available in Dazey 
kitchen-tested colors, either individ- 
ually packaged or in gift package 
assortments. Ask your regular jobber 
or write today for literature and 
prices. 





No. 160 Dazey 
Triple ice Crusher 


No. 900 Dazey Sharpit 
Knife and Scissors 
| Sharpener 
Form a Dazey YK CHAIN of kitchen prod- 
ucts...CAN OPENERe KNIFE SHARPENER 
JUICER ¢ ICE CRUSHER « BLEND-R-MIX 
NUT CRACKERe FAMOUS DAZEY CHURNS 





Ge sure 


HARDWARE AGE, MAY 4, 1 


DAZEY CORPORATION + ST. LOUIS 7, MO. 


J ACCEPTED - 


LINE OF KITCHEN HELPS 
V/ 


oop 










No. 810 Dazey 
Blend-R-Mix 


(ere 


No. 150 Dazey Crackit 
Nut Cracker 


(ey 


No. 400 
Dazey Opn-Seal 
Opens and seals 
jars, bottles, etc. 


No. 120 Dazey 
Super Juicer 






950 





ent 


ks, Inc. 
California 





